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THE FULLER BRUSH COMPANY 
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Volume VI JANUARY, 1922 Number 1 


“Million Dollar Month” 
Great Success 

Sales for November $1,007,346.00 


November, which was “Million Dollar 
Month,” went over with a bang. There were 
1339 bonus winners and of these 281 drew 
prizes of a total valuation of $5,075.00. 265 
prizes were awarded to the 265 men who 
stood highest in the bonus list. There were 
five special prizes, one for the highest sales 
total in each of the five divisions. In addi¬ 
tion to these, there were 10 special prizes 
drawn for by lot, each prize consisting of one 
share of Fuller Brush Company preferred 
stock, value $100. There was also an elev¬ 
enth or booby prize drawn in this contest and 
the winner, Mr. William F. Boeger of St. 
Paul, Minn., will be presented with a Hoover 
vacuum cleaner. 

We wish to commend the entire sales force 
on the wonderful showing made during No¬ 
vember and to congratulate the prize winners 
in the “Million Dollar Month Contest,” a full 
list of whom we append herewith. 

Winners of November Prize 
Contest 

Class 1—1. Chas. Lowe, Los Angeles, $2,- 
715.90, share preferred stock; 2. Albert J. 
Stults, Chicago S. S., $2,153.40, share pre¬ 
ferred stock; 3. C. H. Combs, Ottawa, Ont., 
$1,586.85, share preferred stock; 4. Geo. Bur- 
rough, Poughkeepsie, $1,579.60, share pre¬ 
ferred stock; 5. Loren A. Steinmetz, Akron, 
$1,528.40, share preferred stock. 

Class 2—Value $75.00—1. D. R. Woodard, 
Sacramento, $2,260.35, No. 12 Howard watch; 


2. Phil J. Zeh, Los Angeles, $2,057.80, Shel¬ 
don course; 3. E. W. Goodrich, Chicago N. S., 
$2,009.30, watch; 4. Ralph F. Lamar, Salt 
Lake City, $1,723.95, watch; 5. S. P. Dever, 
W. Philadelphia, $1,570.95, watch. 

Class 3—Value $60.00—1. W. H. Johnston, 
Montreal W. S., $1,526.65, watch, Howard; 2. 
J. G. Charbonneau, Hamilton, Ont., $1,513.80, 
watch; 3. R. L. McCown, San Antonio, $1,- 
269.90, watch; 4. Percy Hangen, Toronto, W. 
S., $1,239.95, watch; 5. M. B. Calvert, Ber¬ 
muda, $1,232.05, watch. 

Class 4— Value $50.00—1. E. Arthur Wolf, 
Grand Rapids, $1,217.70, watch, Waltham: 2. 
L. R. Meyer, Chattanooga, $1,207.90, watch, 
Waltham; 3. F. L. Senderhauf, Chicago N. S., 
$1,204.90, watch, Waltham; 4. Rudi Sapin- 
ski, Peoria, $1,201.90, watch, Waltham; 5. 
Gustav Neumann, San Francisco, $1,200.85, 5 
pc. silver tea set; 6. Frank A. Fuchs, Los An¬ 
geles, $1,198.70, auto, kodak, model B No. 1; 
7. Elsie McLaren, Seattle, $1,195.25, Wal¬ 
tham watch; 8. William Raines, Sacramento, 
$1,187.95, Waltham watch; 9. Geo. W. Wood, 
Salt Lake City, $1,185.95, Waltham watch: 
10. Leo M. Ryan, Chicago N. S., $1,171.30, 
silver tea set. 

Class 5—Value $40.00—1. Charles L. Mohr, 
Butte, $1,168.80, banjo clock; 2. Phil D. Dix¬ 
on, Tulsa, $1,165.45, crepe grain traveling 
bag; 3. Geo. M. Irving, Sacramento, $1,161.00, 
26 pc. silver chest; 4. Mary Balderson, Min¬ 
neapolis, $1,155.95, banjo clock; 5. John W. 
Moore, Chicago S. S., $1,150.55, banjo clock; 
6. Arthur E. Kortgard, Minneapolis, $1,- 
136.45. silver chest; 7. G. B. Edie, Toronto 

E. S., $1,130.85, crepe grain traveling bag; 8. 
Leroy L. Kirby, Okla. City, $1,128.30, watch; 
9. Casper E. Rhodes, Chicago N. S., $1,127.10, 
watch; 10. V. A. Hebert, Fall River, $1,- 
126.85, banjo clock; 11. William Marker, Chi¬ 
cago N. S., $1,126.10, banjo clock; 12. John 

F. Weiner, Green Bay, $1,125.70, watch; 13. 
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J. A. McLouth, Buffalo, $1,125.50, watch; 14. 
Robert A. Dixon, Tulsa, $1,124.85, crepe grain 
traveling bag; 15. Raymond Bachellor, Hunt¬ 
ington, $1,120.60, watch; 16. Darward J. Rit¬ 
ter, Okla. City, $1,117.85, watch; 17. Lionel 
Irwin, Lawrence, $1,114.80, watch; 18. E. 
Steenberger, Nashville, $1,114.55, watch; 19. 
Guy C. Nelson, Detroit W. S., $1,113.40, 
watch; 20. Ray N. Smith, Rochester, $1,- 
112 .20, watch. 

Class 6—Value $25.00—1. D. Van Buskirk, 
Moncton, N. B., $1,109.85, traveling bag; 2. 
Joe J. Young, Los Angeles, $1,108.45, travel¬ 
ing bag; 3. Wm. G. Bouchard, Los Angeles, 
$1,107.20, traveling bag; 4. A. J. Filyaro, 
Norfolk, $1,104.30, traveling bag; 5. Chris¬ 
tine M. O’Donnell, Dubuque, $1,102.50, lady’s 
bag; 6. Glenn H. Winn, Chicago S. S., $1,- 
102.40, traveling bag; 7. Charles Wakey, 
Sioux City, $1,025.05, vacuum bottle; 8. Chas. 

E. Parlee, St. John, N. B., $1,013.50, vacuum 
bottle; 9. Elmer Nelson, Winnipeg, Man., $1,- 
012.90, vacuum bottle; 10. Ellis Werft, Johns¬ 
town, $1,010.95, grain cowhide bag; 11. Geo. 
W. London, St. John, N. B., $1,002.15, chest 
of silver; 12. John C. Roper, New Orleans, 
$997.30, grain cowhide bag; 13. J. Franklin 
Keller, Allentown, $984.55, grain cowhide 
bag; 14. Carl Waldeyer, San Francisco, 
$974.55, grain cowhide bag; 15. Christian M. 
Hansen, Decatur, $973.60, vacuum bottle; 16. 

R. J. Hazzard, Hamilton, Ont., $559.10, vacu¬ 
um bottle; 17. L. P. Ducharme, Montreal, 
Que., $945.05, vacuum bottle; 18. John J. 
Bastian, Denver, $927.05, vacuum bottle; 19. 
Jerome C. Ard, Jacksonville, $916.40, vacuum 
bottle; 20. Archibald H. McKallip, Pittsburgh 

S. S., $916.10, vacuum bottle. 

Class 7—Value $15.00—1. Clarence R. 
Strong, Chicago N. S., $912.50, ivory fin. bou. 
lamp; 2. Philip Schaeffer, Binghamton, 
$911.80, leather bag; 3. Albert W. Thomas, 
Binghamton, $909.80, electric percolator; 4. 
Edward C. Sigelin, Fargo, $906.15, leather 
bag; 5. Frank R. Foster, Spokane, $900.05, 
leather bag; 6. Julius Karcher, Jr., Philadel¬ 
phia, $892.75, leather bag; 7. Ed. Ayrheart, 
Windsor, Ont., $889.90, cuff links; 8. Gus 
Weber, Philadelphia, $876.30, ivory fin. bou. 
lamp; 9. Fred E. Hurd, Pittsburgh N. S., 
$869.75, bag; 10. James Ronan, Montreal W. 
S., $864.00, bag; 11. Thomas C. Talley, Salt 
Lake City, $861.45, bag; 12. Chas. C. Odell, 
Charlotte, $860.45, bag; 13. N. Russell May, 
Providence, $858.55, No. 1 kodak Junior; 14. 
A. A. Watkins, Atlanta, $856.40, bag; 15. 
Chas. W. Atwater, Denver, $852.75, bag; 16. 

F. M. Garland, Vancouver, B. C., $852.35, 
Swan pen and pencil; 17. Edward F. Tuhol- 
ski, Tulsa, $849.85, bag; 18. Sam P. Harlan, 


Chicago S. S., $844.05, hand bag; 19. Andrew 
Kennedy, Salt Lake City, $842.85, bag; 20. 
Ralph Donaldson, Los Angeles, $838.30, pen 
and pencil; 21. J. E. Satchell, Saskatoon, 
$838.05, cuff links; 22 . Wm. S. Crown, Ham¬ 
ilton, Ont., $837.45, cuff links; 23. Morris R. 
Humphrey, Minneapolis, $836.95, ivory bou¬ 
doir lamp; 24. Harry Urvan Wills, Wheeling, 
$835.60, elec, percolator; 25. S. R. Porterfield, 
Regina, Sask., $833.85, elec, percolator. 

Class 8 —Value $10.00—1. Harvey A. 
Spackeen, Chicago S. S., $831.80, pen and pen¬ 
cil, Wahl; 2 . Wm. D. Stinson, Butte, $831.40, 
pen and pencil; 3. William M. Brostel, Cin¬ 
cinnati, $830.20, pen and pencil, Wahl; 4. 
Wm. Woehler, Los Angeles, $829.45, pen and 
pencil; 5. W. R. Kingsland, Montreal, W. S., 
$829.00, Gillette; 6 . Charles Friend, Spokane, 
$828.90, Gillette; 7. Joseph E. Miller, Lexing¬ 
ton, $828.40, Gillette; 8 . J. H. O’Neill, Toron¬ 
to, W. S., $826.80, pen and pencil; 9. John T. 
Woods, Akron, $824.35, Gillette; 10. Alvin C. 
Houmard, Los Angeles, $824.30, Gillette; 11. 
Harry H. Hurwitz, Minneapolis, $822.45, Gil¬ 
lette; 12. Guy R. Benson, Memphis, $820.15, 
pen and pencil; 13. Harold F. Bowes, 
Pittsburgh N. S., $819.50, Gillette; 14. 

A. E. Hayes, Hempstead, $819.20, Gil¬ 
lette; 15. Allen C. Garcelon, Tulsa, 
$818.70, Gillette; 16. S. V. Smith, 
Hamilton, Ont., $817.30, Gillette; 17. F. J. 
Gilbert, Atlanta, $816.35, pen and pencil; 18. 
J. Melvin Kidwell, Davenport, $815.55, Gil¬ 
lette; 19. Harold M. Mann, Minneapolis, 
$815.55, Hot Point elec, toaster; 20. Linton 

B. Wood, Chicago N. S., $815.25, pen and pen¬ 
cil ; 21 . L. W. Anderson, San Antonio, $815.20, 
pen and pencil; 22. L. P. Anderson, Los Ange¬ 
les, $814.60, Gillette; 23. Charles N. Sullivan, 
Dubuque, $814.40, pen and pencil; 24. Wil¬ 
liam Wollin, Denver, $813.80, pen and pencil; 
25. Theo. M. Lewis, Jacksonville, $813.65, Gil¬ 
lette; 26. Samuel W. Sheridan, Huntington, 
$812.60, pen and pencil; 27. H. P. Fleming, 
Chicago S. S., $811.90, Gillette; 28, Franklin 

T. Struble, Butte, $811.70, pen and pencil; 
29. W. C. England, Hamilton, Ont., $810.15, 
Hot Point elec, toaster; 30. Laura E. Decker, 
Chicago N. S., $808.95, pen and pencil. 

Class 9—Value $5.00—1. E. B. Peck, Salt 
Lake City, $808.55, pencil; 2 . F. A. McCrillis, 
Fall River, $808.55, pencil; 3. M. S. Strong, 
Wilmington, $808.35, 14k fountain pen; 4. 
Otto H. Crossett, Dallas, $807.95, pencil; 5. 
Eugene E. Hyer, Poughkeepsie, $807.50, pen¬ 
cil; 6 . Stephen E. Collins, Minneapolis, 
$807.40, pencil; 7. C. E. Leas, Wilkes-Barre, 
$807.10, pencil; 8 . George J. Leblanc, Butte, 
$806.95, pencil; 9 . C. E. Fish, Buffalo, 
$806.80, 14k fountain pen; 10 . A. J. 


Page Two 


, Google 









Dionne, Providence, $806.35, 14k fountain 
pen; 11. Ira B. Horn, Seattle, $805.80, 14k 
fountain pen; 12. Hiram K. Smith, Detroit W. 
S., $805.75, 14k fountain pen; 13. Wallace A. 
Pepperman, Syracuse, $805.70, 14k fountain 
pen; 14. Wm. Ong, Jr., Los Angeles, $805.45, 
14k fountain pen; 15. C. M. Umlat, Halifax, 
N. S., $805.35, 14k fountain pen; 16. W. B. 
Parlee, St. John, N. B., $805.05, pencil; 17. 
J. Donovan, Philadelphia, $804.85, pencil; 18. 
Jas. T. Westbrook, New Orleans, $804.80, 
pencil; 19. Clarence T. Keyser, Indianapolis, 
$804.55, pencil; 20. A. E. Herring, San An¬ 
tonio. $804.40, pencil; 21. James F. Montgom¬ 
ery, Youngstown, $804.20, gold filled pen; 22. 
Michael J. Fisher, Sioux City, $804.20, gold 
filled pen; 23. Wm. H. Robinson, Salt Lake 
City, $803.80, gold filled pen; 24. Wm. H. 
Barber, West Phila., $803.70, gold filled pen; 
25. Paul Sommer, Davenport, $803.65, gold 
filled pen; 26. J. Fred Kennerly, Decatur, 
$803.05, gold filled pen; 27. Calvin Helmke, 
New Orleans, $801.80, gold filled pen; 28. Eu¬ 
gene B. Sullivan, Chicago S. S., $801.60, gold 
filled pen; 29. H. F. Jacobs, Milwaukee, 
$801.20, gold filled pen; 30. Harry C. Reish, 


Wichita, $800.75, gold filled pen; 31. Louise 
R. Teator, Chicago N. S., $800.45, gold filled 
pen; 32. C. A. Holmgrain, Salt Lake City, 
$800.30, gold filled pen; 33. Dominick Pelow- 
ski, St. Paul, $800.00, gold filled pen; 34. 
Harry A. Groff, Mt. Vernon, $799.60, gold 
filled pen; 35. A. B. Cheesman, Norfolk, 
$799.35, gold filled pen; 36. H. S. Winans, Chi¬ 
cago S. S., $796.30, gold filled pen; 37. W. B. 
Teachenor, Salt Lake City, $796.05, gold filled 
pen; 38. Lawrence A. Curtis, Sioux City, 
$794.10, gold filled pen; 39. Geo. J. Vail, Mt. 
Vernon, $789.90, gold filled pen; 40. B. W. 
Atkinson, Vancouver, B. C., $781.40, gold 
filled pen; 41. Leslie F. Pollard, Minneapolis, 
$780.75, gold filled pen; 42. E. A. Blowers, 
Johnstown, $773.55, gold filled pen; 43. Thos. 
Worley, Birmingham, $773.10, gold filled pen; 
44. J. F. Carscadden, Saskatoon, $763.05, gold 
filled pen; 45. Joseph G. Defond, Providence, 
$757.20, gold filled pen; 46. W.A.Ireland, Van¬ 
couver, B.C., $746.20, gold filled pen; 47. W.D. 
Rupert, Winnipeg, $739.15, gold filled pen; 48. 
Wm. F. Kelly, Chattanooga, $728.40, gold 

(Continued on Page 6) 


STATE-OP CONNECTICUT - COUNTY OP HARTFORD, SS 


We the undersigned being duly sworn depose and say 
that at the request of The Fuller Brush Company we 
drew one hundred & fifty one (151) names from a 
receptacle containing several hundred, said to com¬ 
prise the entire bonus list of The Fuller Brush 
Company's sales organization for the month of November 
1921, We further say, that we are not interested 
in any manner whatsoever in the matter of drawing these 
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Opportunity 

By R. P. Jones, St. Louis District Manager 

To mention all the achievements of the past 
would take many pages of manuscript; to tell 
all that has been accomplished by this organ¬ 
ization since Mr. Fuller fashioned with his 
own hands the first crude brush a few years 



R. P. JONES 


ago would take many pages. The progress 
for the first few years was not very rapid, but 
since 1912 the business has been on the up¬ 
ward grade all the time. The big boost came 
with the college business in 1913 and togeth¬ 
er with this and the Branch Office System— 
the first branch office being opened in Boston 
in 1915—the business has increased by leaps 
and bounds. Of course, with improved meth¬ 
ods and greater efficiency each year, together 
with our national advertising, the business 
has steadily improved from year to year, so 
that now we have one of the greatest organi¬ 
zations of its kind in the world. 

It is not so easy to foretell the future. No 
doubt if someone in 1900 had attempted to 
foretell the future for the next twenty years 
of such organizations as Sears, Roebuck Co., 
Ford Motor Car, American Telephone, the 
Victor Phonograph Company or the Eastman 
Kodak Company, people would have said they 
were visionary and that these companies 
would never have accomplished what they 
have in the past twenty years, and we could 


today forecast the future of Fuller Brushes 
in the same way and many people would say 
it was but a dream. There is no question but 
within the next twenty years, we will be do¬ 
ing business in every civilized country in the 
world. There will be many new positions cre¬ 
ated and we will be sending division sales 
managers to every corner of the globe. Ful¬ 
ler Brushes have become a nationally known 
product. Our method of distribution is unique 
and we are the largest firm selling direct to 
the consumer. The business is new, new 
product, new ideas, new thought, new spirit 
of co-operation, new opportunity for advance¬ 
ment. Today there are many executives and 
junior executives with us who have been in 
our employ but from one to five years. What 
does the future hold for us? And for you? 
These words are synonymous. Our quota for 
this year is $7,000,000. We are going way 
above that. In a few years we will sell $15,- 
000,000 worth and then $20,000,000, then 
$25,000,000 and $100,000,000 will come along 
much faster than we realize. 

Opportunities will come very rapidly and as 
we develop, you will naturally be called upon 
to fill some of the positions which will be¬ 
come available. As Elbert Hubbard once said, 
“Responsibilities gravitate to the person who 
can shoulder them and Power flows to the 
man who knows how.” This is just as true 
of the least successful manager among you as 
the most successful, if you will let yourself 
out. Use your will power, apply yourself and 
determine to succeed. 

Big men are always characterized by large 
self-confidence, self-assurance and vigorous 
determination. They have acquired the habit 
of conquerors and they just must make good. 
If you have acquired the habit of conquering, 
you are sure to know that you are growing 
bigger and more capable every day. Take 
care of the little things first. Conquer and 
subdue them, and then go to the big things. 
Your success as a manager depends upon 
that. Opportunity is knocking at your door 
every day. 

FULLER BRUSH MEN DINE 

An informal supper was tendered to the 
sales staff and department heads of the Ful¬ 
ler Brush Company by the management, at 
the Hotel Bond last night. Plans relative to 
the program for the convention of branch and 
district managers of the company from the 
United States and Canada to be held January 
2 to 6, 1922, were discussed. 

—From the Hartford “ Courant ” 
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ONE YOUNG MAN’S RESOLVE 


Courtesy of “Canadian Manhood” 

(Not long ago, a young graduate found a 
job at engineering up in Northern Ontario 
with the Canadian Northern Railway Sys¬ 
tem. He buckled down to his work earnestly 
and was demonstrating the good stuff that 
was in him when, by accident, he was killed. 
He had been receiving only the moderate 
wages which beginners get in that occupa¬ 
tion, and in order to be frugal and save some¬ 
thing out of these wages, he had hired a 
barely furnished room in which to live. After 
his death, when the contents of his room were 
looked over, his friends found a manuscript 
containing the principles which this young 
man had formulated for his guidance through 
life. They are worth reprinting, for they 
show that this struggling engineer was also 
a human philosopher, and the creed which he 
believed in should be a wholesome guide for 
every man.) 

“My Guide” 

To respect my country, my profession and 
myself. To be honest and fair with my fel- 
lowmen, as I expect them to be honest and 
square to me. To be loyal to the Dominion 
of Canada. 

To speak of it with praise and act always 
as a trustworthy custodian of its good name. 
To be a man whose name carries weight with 
it wherever it goes. 

To base my expectations of reward on a 
solid foundation of service rendered; to be 
willing to pay the price of success in honest 
effort. To look upon my work as an oppor¬ 
tunity to be seized with joy and made the 
most of, and not as a painful drudgery to be 
reluctantly endured. 

To remember that success lies within my¬ 
self, in my own brain, my own ambition, my 
own courage and determination. To expect 
difficulties and to force my way through 
them; to turn hard experience into capital for 
future struggles. 

To believe in my own proposition, heart and 
soul; to carry an air of optimism in the pres¬ 
ence of those I meet; to dispel ill-temper with 
cheerfulness, kill all doubts with a strong 
conviction, and reduce active friction with an 
agreeable personality. 

To make a study of my business, to know 
my profession in every detail, to mix brains 
with my efforts, and to use system and meth¬ 
od in my work. To find time to do every need¬ 
ful thing by never letting time find me doing 
nothing. To hoard days as a miser hoards dol¬ 
lars; to make every hour bring dividends, 
increased knowledge or healthful recreation. 


To keep my future unmortgaged with 
debts; to save as well as earn. To cut out 
expensive amusements until I can afford 
them. To steer clear of dissipation and guard 
my health of body and peace of mind as a 
most precious stock in trade. 

Finally, to get a good grip on the joys of 
life; to play the game like a man; to fight 
against nothing so hard as my own weakness 
and to grow in strength a gentleman, a Chris¬ 
tian. 

“So, I may be courteous to men, faithful 
to friends, true to my God—a fragrance in 
the path I trod.” 

<<f> 

& 

BEARS HIBERNATE 

(Kansas City District Fullcrgram ) 

Winter with its weapons is here. All 
around us we see signs of nature preparing to 
meet the cold, blustering days. Perhaps we, 
too, should lay our plans for meeting the 
changed weather. 

The trees, so beautiful a few days ago, 
have taken off their coats and now stand as 
if to challenge the snow, sleet and cold. Who 
will say that in their war uniforms they are 
not even more inspiring, more of a lesson to 
us than they were in all their green, brown 
and crimson? 

The birds have gone south and the bears 
have found their sleeping places for the 
winter. 

We are not going to follow the bears’ ex¬ 
ample. We are not going south. We shall 
follow the example of the trees and make 
ready to turn this winter into a real blessing. 

Each of us should secure clothing which 
will protect us amply from the cold and yet 
•will not be too warm while we are in the 
homes demonstrating. 

A pair of rubbers is very essential. A wa¬ 
terproof cover for our suitcase and a raincoat 
for our bodies are good investments. The 
raincoat should be large enough to go on 
over the overcoat, for snow and sleet. Clad 
in such garments, we can meet all weather 
conditions successfully. 

The days are shorter and consequently we 
must work harder and save each minute dur¬ 
ing the time it is light. 

People will be home. They will give us a 
heartier welcome and all that is necessary is 
for us to perambulate— keep going! 

Winter fills us with new life. It is one of 
the greatest tonics which nature gives us. 
Let us not be afraid of these “peppery” days, 
but rather take courage, knowing that here 
we have another one of the Great Creator’s 
Plans, which is for our good. 
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WINNERS OF NOVEMBER CONTEST 

(Continued from Page 3) 

filled pen; 49. John L. Britton, Sioux City, 
$727.80, gold filled pen; 50. Geo. Grant, Van¬ 
couver, B. C., $718.00, gold filled pen. 

Class 10—Value $1—Pal Pencil—1. S. 
Levin, Montreal, Que., $716.00; 2. William 
Barlow, Vancouver, B. C., $712.65; 3. Bernard 
Wright, Omaha, $710.80; 4. F. R. Abraham, 
Saskatoon, $694.50; 5. Wm. Frazer, Saska¬ 
toon, $692.95; 6. George Edwards, Evans¬ 
ville, $683.30; 7. J. W. Vandermye, Saska¬ 
toon, $681.30; 8. H. C. McNair, Jacksonville, 
$677.95; 9. Henrv Richter, Allentown, 

$677.35; 10. R. L. Morrill, Salem, $676.10; 11. 
John G. Haegele, Binghamton, $674.50; 12. 
C. D. Lonzo, Chicago N. S., $671.05; 13. Al- 
dice F. Newman, Buffalo, $669.90; 14. W. T. 
Jourdan, Vancouver, B. C., $667.20; 15. H. H. 
Crock, Camden, $664.90; 16. Fred L. Pollas- 
chek, Chicago N. S., $663.70; 17. Geo. T. Lap- 
ington, Hamilton, Ont., $662.70; 18. Chas. A. 
Holmes, Rochester, $655.70; 19. W. I. Adair, 
Windsor, Ont., $652.40; 20. Geo. A. Langlois, 
Quebec, Que., $650.55; 21. Benj. Evans, 
Wilkes-Barre, $650.10; 22. J. H. P. Brown, 
Calgary, Alberta, $650.05; 23. A. Davenport, 
Vancouver, B. C., $649.70; 24. Thomas A. 
Palmer, Detroit E. S., $648.55; 25. Llellvn 
M. Malcolm, St. Louis, $645.90; 26. E. R. 
Focht, Philadelphia, $644.40; 27. J. F. Muir, 
Toronto, W. S., $640.50; 28. Adam M. Car¬ 
man, Wheeling, $638.60; 29. Raymond A. 
Gruenfelder, E. St. Louis, $638.30; 30. H. 
Arthur Wilhelm, Denver, $637.80; 31. Joseph 
S. Heffernan, Chicago N. S., $637.75; 32. J. 
A. Darden, Norfolk, $636.70; 33. W. R. Weiss- 
ler, Hoboken, $636.45; 34. Chas. C. Adams, 
Kansas City, $635.30; 35. Marshall G. O'Dell, 
Fresno, $634.25; 36. Chas. E. Hansen, Oma¬ 
ha, $633.70; 37. S. D. Mills, Saskatoon, Sask., 
$633.45; 38. Edward S. Smith, Mt. Vernon, 
$632.30; 39. Geo. H. Lyon, Wichita, $631.95; 

40. Owens F. Slein, Poughkeepsie, $631.70; 

41. H. H. Schipps, Wilkes-Barre, $630.55; 42. 
H. D. Hoag, Hempstead, $629.95; 43. William 
J. Scott, Cleveland W. S., $628.75; 44. R. E. 
Johnson, Jacksonville, $627.90; 45. W. J. 
Duggan, Halifax, N. S., $626.70; 46. Guy De 
Pencier, Winnipeg, Man., $626.35; 47. H. H. 
Cumming, Mt. Vernon, $624.60; 48. J. A. 
Cove, St. John, N. B., $621.45; 49. John T. 
Waller, Jacksonville, $621.30; 50. Edmund A. 
Rvan, Toledo, $616.05; 51. Virgil W. Smith, 
Oklahoma City, $615.40; 52. Ralph A. Whit¬ 
comb, Pittsburgh N. S., $614.60; 53. Walter 
F. Lavbourne, Wichita, $614.55; 54. Geo. 
Cresswell, Camden, $613.35; 55. A. H. Boss, 
Regina, Sask., $611.85; 56. E. H. Walton, 


Newark, $611.60; 57. Hiram C. Davis, Pitts¬ 
burgh N. S., $611.10; 58. M. E. Meisner, 
Poughkeepsie, $610.80; 59. Harry L. Smith, 
Minneapolis, $609.20; 60. L. Van Popering, 
Hempstead, $609.00; 61. David E. Payne, De¬ 
troit W. S., $608.20; 62. Carl W. Renstrom, 
Omaha, $607.60; 63. Chas. L. Brock, Jack¬ 
sonville, $605.20; 64. Howard Earl Fuller, To¬ 
ledo, $603.75; 65. O. A. Mauersberger, New¬ 
ark, $602.40; 66. David A. Mason, West Phil., 
$601.70; 67. Jennings E. Devine, Green Bay, 
$600.75; 68. Walter E. Lavelle, Davenport, 
$600.65; 69. Geo. Cotton, Houston, $600.25; 
70. Julius H. Irion, Los Angeles, $600.02; 71. 
Ernest E. Swenson, Des Moines, $600.00; 72. 
Ollie D. Bradford, Youngstown, $599.50; 73. 
Chester A. Rounds, Binghamton, $599.10; 74. 
J. P. Weimer, Pittsburgh N. S., $597.80; 75. 
Gaylord Payson, Wilkes-Barre, $597.70; 78. 
E. Glenn Schumaker, Butte, $593.85; 77. 
Clarence H. Stanley, Oklahoma City, $593.50; 

78. J. F. Edwards, Saskatoon, Sask., $592.90; 

79. Hanna Hansen, Chicago S. S., $591.60; 89. 

Chas. G. Moll, Chicago S. S., $591.40; 81. Carl 
J. Schindler, Fargo, $590.80; 82. L. E. Soth- 
ern, Brooklyn, $590.60; 83. Wm. A. 

Schweiker, Jr., Johnstown, $588.20: 84. 

James Henderson, Hamilton, Ont., $587.35; 
85. John B. Fox, Detroit W. S., $586.20; 86. 
C. E. Pepperman, Williamsport, $586.20; 87. 
Harry A. Biddle, St. Joseph, $585.35; 88. A. 
L. Bradley, Brooklyn, $584.60; 89. Wm. Les¬ 
lie, Windsor, Ont., $584.50; 90. A. M. Brunk- 
hart, Hempstead, $584.30; 91. Elmer E. 
Rogers, Johnstown, $584.20: 92. Fred J. 
Roper, New York, $584.20; 93. J. E. Burge, 
Oakland, $583.90; 94. C. St. Evenden, Winni¬ 
peg, Man., $583.10; 95. Hilmer Benson, Erie, 
$582.55; 96. B. H. Daves, Winnipeg, Man., 
$581.70; 97. A. Taylor, Baltimore, $581.25; 
98. Milton L. Tees, Jr., Camden, $580.40; 99. 
G. A. Bushey, Salt Lake City, $580.15; 100. 
Otto H. Huddleston, Indianapolis, $579.60. 

Special Prize Winners—$100 Stock Certificate 


No. Drawn Name Branch 

7 James Wyms .Paterson 

12 Clarence B. Eckman.Peoria 

21 R. G. Clark.Toronto 

32 A. W. Marshall.Providence 

44 E. W. Turner.Richmond 

57 Phil J. Zeh.Los Angeles 

69 John H. Letts.Seattle 

85 Arvid C. Marcuson. . .Salt Lake City 

101 Wm. H. Barber. . .West Philadelphia 

150 E. A. Loeffier.Toledo 


Booby Prize 

151 Wm. F. Boeger, St. Paul, Hoover Vacuum 
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FULLER EMPLOYEES HOSTS TO 
CHILDREN 

Little Folks to Meet Santa Claus After 
Dinner at Garde 

From the “Hartford Daily Courant,” December 22, 1921 

A Christmas party will be tendered to 250 
of Hartford’s poor children today by the 
Hartford employees of the Fuller Brush Co. 
A fund of $1,715.50 has been subscribed by 
the workers in the various plants of the 
company, Alfred C. Fuller, the brush com¬ 
pany’s president, heading the list with a do¬ 
nation of $200.00. 

A chicken dinner and all the trimmings 
will be served at 5 p. m. to the hungry little 
guests in the ballroom of the Hotel Garde. 
There will be a Christmas tree and each child 
will receive a pair of shoes, a pair of stock¬ 
ings, a woolen sweater, a cap, a pair of mit¬ 
tens and a Christmas box containing nuts, 
oranges, apples, etc. Each little girl will re¬ 
ceive a doll and each boy a toy automobile. 


Two hundred and fifty tickets have been 
distributed through the United Jewish Chari¬ 
ties, St. Vincent de Paul Society, Charity Or¬ 
ganization Society of Hartford, Shiloh Bap¬ 
tist Church and individuals. 

Fifty girls from the home office of the com¬ 
pany volunteered to act as waitresses and 
each child will be well fed and well cared for. 

The following companies furnished gifts 
for this occasion at cost: G. Fox & Co., shoes; 
L. S. Goldschmidt Co., stockings, caps and 
mittens; Gordon Bros., nuts, oranges and 
apples; Silver Bros., candy; Plimpton Mfg. 
Co. donated 250 cardboard boxes, and Bauer 
& Co. donated electric trimmings for the 
Christmas tree. The employees of the Fuller 
Brush Co. wish to thank the aforementioned 
firms for their co-operation. 

The committee in charge of collection and 
arrangements consists of William Hines, 
chairman; E. R. Cotton, W. H. Rudolph, G. 
H. Abercrombie, C. F. Montgomery, Wallace 
Hart and A. A. Whetstone. Harry A. Allen, 
the company’s treasurer, handled the funds. 



Some of the 300 children who were given a Christmas party by the Hartford employees of the 
Fuller Brush Company at the Hotel Garde, Hartford. President A. C. Fuller and Vice-President 
F. S. Beveridge headed the list of donations with gifts of $200 and $100 respectively. 
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JORGENSEN GOES TO CANADA 


The Canadian business has grown so rapid¬ 
ly that it has become necessary to transfer 
the department of salesmen’s accounts, 
bonuses, etc., from Hartford to the Canadian 
Company’s plant at Hamilton. Mr. Chester D. 
Jorgensen, who has been discount clerk for 



CHESTER D. JORGENSEN 


some years at the City Bank and Trust Com¬ 
pany of Hartford, has been selected to take 
charge of this work. Mr. Jorgensen has been 
at the Home Office in Hartford for some time, 
familiarizing himself with the duties of his 
new position, and has made himself a favorite 
here. He will go to Canada and take up his 
new duties there in January. “The Bristler” 
wishes him all success. 

<•’ ’'i MV 
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FULLER BRUSHES AND THE 
POPULATION 

By George A. Davenport, Vancouver, B. C. Branch 

The density of population as tabulated re¬ 
cently in the Literary Digest gives Rhode 
Island as having 556 people to the square 
mile; Massachusetts, 479; Connecticut, 286, 
or an average for the whole United States of 


35 l /2- The average for the states east of the 
Mississippi River is 135. 

Canada on the other hand has only two peo¬ 
ple to the square mile over its whole area and 
west of the Great Lakes the average is less 
than one at the present time. 

Here then is a problem. A Fuller repre¬ 
sentative in the Eastern States has over 135 
times as many people to interview in the same 
area as the Fuller demonstrator in Western 
Canada. The result of this inequality makes 
the business of managing a most difficult 
task. Local promotions are almost impossible. 
Sub-branch managers can at best have only 
three or four men under them, and more 
often two, and these may be scattered 
throughout hundreds of square miles of ter¬ 
ritory. There is one section, suitable for only 
one man to work, along the railroad contain¬ 
ing over 100,000 square miles of territory. As 
to scarcity of population, you can get an idea 
by a statement made by the government that 
there are about 20,000,000 acres of arable 
land unoccupied in the Province of British 
Columbia. 

Transportation Offers Problems 

Unless one has traveled or lived in the 
west, especially Western Canada, they have 
little idea of the difficulties of reaching quite 
a large proportion of the rural population. 
For instance, in some places the stage is still 
the method of transportation, while in others 
the railroad maintains only a weekly or a 
semi-weekly service. Towns are many miles 
apart and roads between them are lacking en¬ 
tirely in some places. These things practi¬ 
cally bar Fuller demonstrations from reach¬ 
ing perhaps 25,000 people in British Colum¬ 
bia alone, who are scattered over an area 
nearly 200,000 square miles in extent. 

Vancouver Island, just a small part of the 
province, has a population of between 75,000 
and 85,000 and the bulk of the population is 
in two towns, Victoria 50,000 and Nanaimo 
10,000. This island is 260 miles long and about 
60 miles in width. 

On the coast between Vancouver and 
Prince Rupert, a distance of 500 miles, there 
are only two real towns and the total popula¬ 
tion in this district, bar logging camps, is not 
more than 5,000. Within fifteen miles of the 
city of Vancouver, considerably over half of 
the population of the province is contained. 

Thus it will be seen that the problem of 
selling and distributing Fuller Brushes in 
British Columbia is no easy matter, and when 
reviewing the reports of the business ob¬ 
tained in B. C., these things should be se¬ 
riously taken into consideration. 
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WHAT WILL INCREASE YOUR 
AVERAGE SALES PER HOUR 

By L. A. Meli, Wilmington, Del., Branch Manager 

1. You must have good personality— 
know your product—believe in your product 
and expose your product to the limit. 

2. Work territory systematically. Do not 
call on prospects unless you have left an Ad¬ 
vertising Card—never fail to call on a pros¬ 
pect where you have left a card. Work ter¬ 
ritory according to best season. Work no less 
than eight hours—during holiday weeks, 
work nine hours a day instead of eight. Make 
no less than 75 demonstrations per week—in 
poor territory, you should average at least 
100 demonstrations per week. Make evening 
appointments. If you cannot get into a home 
because the maid prevents you from so doing, 
make it your business to get in there through 
telephone appointment. Work rainy days, as 
they are the most profitable. Keep samples 
clean, and change your samples every week. 
Make sure to have plenty of Gift Brushes on 
hand. Work each and every home regardless. 
Employ an interpreter in foreign sections— 
any boy in a foreign section can help you get 
an audience. Call on all schools, institutions, 
churches, hotels, etc., as there is business 
awaiting you there as well. 

3. Be courteous at all times and to all 
prospects. Leave a gift brush in every home, 
whether you make a sale or not. See that 
every shower fits the faucet before you collect 
the money for same. Shake and put handles 
on all mops before you deliver them. Pick 
up all defective brushes and promise to make 
them right, according to our guarantee. Ex¬ 
plain Red Tip Tag. In case of cancellation or 
postponement, remember to be just as cour¬ 
teous. Adhere to the ten standard policies. 
Learn how to gain an audience in every 
home. Refer to your Service Demonstration 
Book. See that you carry Sales Manual and 
Advertising Portfolio with you at all times. 
Make notes on order-book when you are tak¬ 
ing an order, so that you can talk re-orders 
upon delivery. 

4. Deliver on Saturdays Only. See that 
you have extra handles on hand at all times. 
Never accept a cancellation. Talk to the pros¬ 
pect so that she will make it a postponement. 
Try and get re-orders. After you have deliv¬ 
ered, be sure to leave one of your personal 
cards so that the prospect may communicate 
with you if she wishes any more brushes—do 
not do this until you have made delivery. 

5. Be accurate. Mail daily report cards 
every day. See that you make back calls and 
return territory cards to Branch Office every 


two weeks—fill cards properly. In case of 
change of address, notify both Branch and 
District Office, also Post Office, so that mail 
may be forwarded to you. Do not report sales 
which you do not expect to order that same 
month. Avoid Discrepancies. When return¬ 
ing defective brushes, be sure that you give 
customer’s name and address, as well as your 
own, plainly. 

6. You are only allowed one order of 
goods at a time, so do not attempt to overdo 
this. Keep your accounts straight. In case 
you should send anything to Hartford for 
credit, remember that this might affect your 
monthly bonus. Make copy of each invoice. 
I would urge you to follow through on the 
above and then watch your average sales per 
hour climb. 

< 5 ^, 

SENOR JOSE PEREZ 


The star salesman of Cuba is Senor Jose 
Perez, who took up the selling of Fuller 
Brushes on the 25th of August of this year, 
under Senor Barillas, manager of the San¬ 
tiago de Cuba office. 



Senor Perez is a loyal and enthusiastic 
worker, having been thoroughly Fullerized 
since the very beginning of his association 
with our Company. He has already made an 
enviable record, his average per week to date 
being 38 hours, 50 demonstrations and $200 
total sales. 
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Hartford, Connecticut 
Charles F. Montgomery, Editor 
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As we go to press, the leaders of the “Clan 
of Fuller” are gathering in Hartford to at¬ 
tend the Seventh International Annual Con¬ 
vention of the Fuller Brush Company. 
Branch, District and Division Managers and 
their wives will journey from all parts of the 
United States, Canada and the West Indies 
to be present at this annual conference and 
will join in laying plans for future growth. 

What a wonderful thing it is to be connect¬ 
ed with an organization such as ours. No 
back-stairs methods of putting things across, 
but open, constructive, stimulating discus¬ 
sions of problems pertinent to our work in 
which every executive member of the Com¬ 
pany is invited to join and to lend the assist¬ 
ance of his advice and counsel. 

The press of the country has called our 
rapid development a “business miracle,” but 
is it a miracle after all? Is it not rather the 
natural result of close co-ordination and co¬ 
operation and would not any organization 
grow just as rapidly as has ours provided its 
leader was a man of vision like our own pres¬ 
ident, Mr. Fuller, and was inspired by the 
same aims and ideals, namely, man-building 
and social betterment. 

Those of us who have had the good fortune 


to be connected with the Fuller organization 
during the earlier period of its growth can 
bear witness to the fact that man-building 
has been the most important phase of our 
work, the feature that has been most greatly 
stressed. We have seen the raw recruit draft¬ 
ed from factory or store or office enter our 
selling ranks and in a short year or two, or 
in some cases three, become an executive 
earning $5,000, $10,000, $15,000 and upward 
yearly. Is it any wonder that we are called 
“The Opportunity Organization” or that we 
all take just pride in that title? 

A year pregnant with opportunity lies just 
before us. During 1922 we shall witness a 
still more remarkable development than that 
of any year in our Company’s history. During 
this year, you will have many opportunities 
to promote the interests of your fellow-work¬ 
ers. Be you then “your brother’s keeper” and 
without losing sight of the importance of 
keeping your product the best of its kind on 
the market and the service you render your 
patrons above reproach, let your chief aim in 
life be the upbuilding and strengthening of 
the human units of our organization. 

<?■) c°- 

f 

“I WOULD BECOME A CANVASSER” 


By William Maxwell 


William Maxwell, vice-president of Thomas 
A. Edison, Inc., in his book, “If I Were Twen¬ 
ty-One : Tips from a Business Veteran” (J. B. 
Lippincott Co.), says, “If I were twenty-one 
again, I would not seek a salaried position of 
any sort until I was twenty-five. Instead I 
would become a salesman or a canvasser on a 
commission basis, and I would do so before I 
left college. I can conceive of no better way to 
develop business backbone and stamina in a 
young man than to give him something to 
sell on commission. * * * If a young¬ 

ster makes a success as a commission sales¬ 
man, it tends to mark him as above the aver¬ 
age in ability and industry. 

“Selling merchandise on commission serves 
graphically to impress on a young man’s mind 
the all-important fact that the biggest re¬ 
wards in business are measured by results 
which can actually be seen, and not by results 
which must be estimated or conjectured. The 
young man who shrinks from testing himself 
as a commission salesman and prefers that 
his maiden job be one at a stated salary, 
needs to take stock of himself. It is this cow¬ 
ardice * * * that consigns so many men 

to lives of hopeless and small-salaried 
drudgery.” 


Page Ten 


, Google 















MAKE PROSPERITY 


RAINY DAY SUGGESTIONS 


We Can Join the Rotary Clubs in This Great 
Movement 

There are mighty few concerns, if any, 
speeding along as fast as the Fuller Brush 
Company. Our rapid progress is a marvel to 
the business world. 

Therefore, it is up to us more than to any¬ 
one else to help to “speed up prosperity.” The 
one who is going the fastest can help most 
to speed up the sluggard. 

That is why every one of us ought to take 
to heart the great campaign being put out by 
the Rotary Clubs throughout the United 
States and Canada. This appears on 100,000 
billboards in 8,000 cities and towns. 

During December you found these bill¬ 
boards carrying a message from President 
Harding; during January other messages will 
appear, as reproduced in the box at the bot¬ 
tom of this page. 

We will benefit, too, from the “speeding up 
of prosperity”; the better off the whole coun¬ 
try is, the more business that is being done, 
the better results will come to us. 

Let’s every one of us think, talk and act 
more business. Every Fuller Man is, of 
course, hustling for orders all the time. Let’s 
apply this to every other activity. Let’s en¬ 
courage business of every kind. 

If each man does his bit in his own town, 
it will count for a whole lot when multiplied 
by the 3,000 Fuller Men in the Sales Orga¬ 
nization; and the 1,000 more in the factories, 
offices and distributing stations. 

Remember, “Prosperity will speed up as 
soon as you do,” so take prosperity by the 
hand, give him a good pull and go after the 
business. Show that you are in harmony with 
President Harding and the great Interna¬ 
tional Rotary Clubs. 

AAA 


BUY, BUILD, WORK 
And Create a Job 
For Every Man. 
PROSPERITY FOR ALL. 

—The Prime Minister of Canada 


AAA 


THIS IS OUR COUNTRY 
Yours and Mine. 

We Fought For It. 

NOW LET US WORK FOR IT. 

—Rotary Clubs 


By H. M. Cotton, Pittsburgh District Manager 

Are You Prepared? 

Yep; Winter is here in earnest with its 
bluster and bad weather. That is to be ex¬ 
pected—but, the question is, are you prepared 
for it? 

A Few Helpful Suggestions: 

1. During better days, work your scat¬ 
tered territory or streets that are muddy and 
bad. 

2. Save your “close together” territory 
with the good sidewalks and save your apart¬ 
ment houses for the bad days. 

3. Never track mud, snow or water into 
people’s homes. 

4. Get the “overshoe habit.” Just a light¬ 
weight pair. Begin kicking them off as the 
lady brings the card to the door. This shows 
her by a positive suggestion that you figure 
on coming inside, and it shows her that you 
will not track up her carpets. 

5. Wear a light-weight overcoat, raincoat 
or cravenette. Drop it off your shoulders as 
soon as you enter. Don’t let a wet coat drip 
on her floors, either. 

6. An umbrella is not bad, but many um¬ 
brellas are lost and not easy to handle. Bet¬ 
ter than nothing, but a light coat is better. 

7. Wear clothes that really protect you. 
Good warm gloves, good stout shoes, etc. Be 
prepared. 

(a) Yes, it is wet and sloppy, but what 
of it? Only natural Winter weather; to be 
expected. 

(b) This weather keeps those in ill health 
or those with “weather scare” at home. Easy 
for you. Go get ’em. 

(c) There is very little visiting, market¬ 
ing or shopping on bad days. Everyone wait¬ 
ing for you. Great stuff. 

(d) Bad weather makes people appreciate 
the advantages of being able to get goods in 
their own home. 

The only question is: 

Have you got the grit to keep out on a bad 
day ? Those that are doing it are “bringing 
home the bacon.” A bad day is always a 
record if you want it to be. 

Remember: 

People always home. 

Want to be interested. 

Lonesome. 

Not so many others out selling. 

Save apartments for bad days. 


Page Eleven 

, Google 












MAN-O-WAR 

By O. D. Castle, Lexington, Ky. t Branch Manager 

Everybody knows that “Man-o-War” must 
be cared for as tenderly as a baby. He is 
kept in a very light and roomy stable and 
whenever he gets up after lying in the straw, 
the loose wisps are always brushed off of 
him. It is interesting to note in this connec¬ 
tion that Miss Dangerfield has found the Ful¬ 
ler Friction Shower Brush to be one of the 
best things made for keeping this prize racer 
clean and beautiful. The reasons she gives 
for her preference are that the water does 




not come with force, that it can be kept at an 
even temperature, and that the bristles of the 
brush go into the skin and massage it thor¬ 
oughly. 

On her draft horses, Miss Dangerfield uses 
the Fountain Auto Washer and finds it excel¬ 
lent for keeping white horses clean. More¬ 
over, the horses love to be rubbed and washed 
with it because the bristles scratch them. 

Miss Dangerfield has nearly $50.00 worth 
of Fuller Brushes in her home in Louisville 
and has ordered $30.00 more, including a 
Shower Brush for “Golden Broom,” another 
horse of merit. 


WESTERN CITY IN GRASP OF ICE KING 


Speaking of breaking records, the Ice King 
recently established a new one in Portland, 
Ore., putting all telephone and telegraph 
wires out of commission and marooning 
trains all along the shore. Men and snow¬ 
plows were quickly gotten into action, but no 
little inconvenience was caused by the deep 
drifts and heavy fall of ice and snow. 


The accompanying pictures, sent to us by 
Mr. William Hodgson, manager of the Port¬ 
land branch, show that, however disastrous, 
the result was nevertheless very beautiful to 
look upon, and our Oregon representatives 
must have enjoyed the rare sight in spite of 
its disadvantages. 
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SOME PROBLEMS 

By F. S. Beveridge, Vice-Pretident 

The Fuller way of securing an audience 
would undoubtedly not be considered a great 
problem, except in certain cases such as work¬ 
ing the wealthy class or apartment houses. 
Undoubtedly the best way to secure an audi¬ 
ence when working apartment houses and the 
well-to-do is through telephone appointment. 
It is certain that leaving the advertising card 
and calling, as one would do in working 
among the middle class, would not prove suc¬ 
cessful when our salesmen go to the homes of 
the wealthy. So the telephone appointment, 
or better still, having some influential person 
make an appointment for you, is by far the 
best way. 

Among the middle class, the advertising 
card is undoubtedly the most successful way, 
although telephone appointment works very 
nicely here also, providing of course that the 
salesman is content to work systematically 
and does not skip around throughout his ter¬ 
ritory. Most of our representatives, however, 
would probably not think of using the tele¬ 
phone plan among this class, as they know it 
is not the most successful in the long run. 

Another problem, of course, is closing the 
sale; but really the closing of the sale is sim¬ 
ple if the salesman has secured the right kind 
of confidence and created enough desire for 
his goods. In fact, the securing of confidence 
is the secret of the closing of a sale. It is a 
good thing for a salesman to say to a cus¬ 
tomer, “I don’t care to have a sale from you, 
Mrs. Jones, unless I have your confidence in 
both myself and the goods I am handling.” 
This tends to create confidence and really es¬ 
tablishes the thought in her mind. 

Some salesmen say to me, “Why, Bev, if I 
could have started selling brushes in 1913 as 
you did, I know I would have made a great 
success of it.” Now the fact of the matter is 
that in 1913 it was more difficult to sell Fuller 
Brushes than it is today, and in fact it has 
become easier every year to dispose of these 
goods. Why, the highest priced brush we had 
in 1913 sold for $1.25 and the line was very 
limited. I well recall having the record for 
sales made in one week in the fall of 1914 
which amounted to $167.00, and it was a long 
time before that record was broken. We had 
no advertising in those days and a great num¬ 
ber of people had never heard of Fuller 
Brushes. Now, because of our magazine and 
newspaper advertising and the many adver¬ 
tising brushes which have been distributed, 
nearly everyone knows about our goods and is 
eager to get them. Why, even our competi¬ 


tors advertise Fuller Brushes to their cus¬ 
tomers, for every time they mention Fuller 
Brushes, they are giving us a boost whether 
they intend it that way or not. I think they 
all say Fuller Brushes are the best, but that 
their line is nearly as good, and of course 
they talk price. But anybody can talk 
price; it takes a salesman to sell qual¬ 
ity and that’s what the House of Fuller 
has. On the other hand, we don’t have to 
employ methods which are unfair in any way, 
or misrepresent competitors. This Company 
states the quality of its product, and its ca¬ 
pacity to give efficient service is part of our 
very organization. It asks only a fair deal 
for itself and is willing to give the competitor 
the same opportunity, but it wants the com¬ 
petitor to play fair and not misrepresent. 
How we wish he always did that! 


F. S. BEVERIDGE. Vice-President 

The intelligent way to increase our own 
sales is to increase a desire and demand for 
brushes as a whole and everyone who is talk¬ 
ing the advisability of having efficient tools 
for the housekeeper is helping the sale of 
Fuller Brushes, even though they may be sell¬ 
ing vacuum cleaners, washing machines or 
another line of brushes. Co-operation should 
be on broad lines in these matters to make 
good the doing of business by using the 
house-to-house method. This makes for the 
good of the industry as a whole, and I am 
sure the salesmen of the Fuller Brush Com¬ 
pany are big enough and broad enough to say 
nothing to the injury of some other company, 
unless that company has already started this. 
In such a case, the only natural thing to do 
is to tell the public the truth about our own 
line. 

These are a few of the salesman’s prob¬ 
lems, as the average salesman sees them, but 
there is one other problem which is the great¬ 
est of them all, and that problem is the sales¬ 
man himself. To hold ourselves in line and 
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force ourselves to do the work which others 
have planned for us or which we have set for 
ourselves to do is one of the hardest things in 
life. Very few men can be managers of 
themselves, but the men who can control 
themselves and put themselves to work doing 
their duty as they know it should be done are 
the men who have a lasting success with this 
or any other organization. It means self- 
control and self-reliance for a man to set him¬ 
self a quota of 40 hours per week and $200 
in sales and go out and work the hours. It is 
needless to say that if he works the hours, 
the sales are going to be very good and in 
many cases they will be over $200. It takes 
determination for a man to work when the 
thermometer is low or when it is very 
hot, or to work through rain or snow, or to 
make evening calls. Yet these are the very 
things that lead to a successful career with 
the Fuller Brush Company, or in fact with 
any other selling organization. I wish the 
reader of this article would make up his mind 
to go out and apply these rules to himself. If 
you can do that, the efficiency of the sales of 
the Fuller Brush Company would increase 
25%. How many are willing to try? There 
is no satisfaction in the world to be com¬ 
pared with that of the knowledge that we are 
masters of ourselves. 


BERMUDA 

By M. B. Calvert, Hamilton, Bermuda 

As a Fuller Brush man, I am finding the 
Bermuda Islands a delightful place. These 
islands are considered semi-tropical, the fact 
that spring and fall clothing are suitable the 
year round being because of the warm Gulf 
Stream. 

The Bermudas are not a part of the West 
Indies, but are about as far from the West 
Indies as they are from Halifax, Nova Scotia. 
It takes five days to go from New York to 
Kingston, Jamaica (West Indies), but two 
days are enough from New York to Bermuda. 
South Carolina, the nearest land, is about 
625 miles away in same latitude. 

This group of islands runs to about 25 
miles in length and from nearly three miles 
in width down to a half mile and less. This 
is an English colony with a Parliament and 
Royal Dockyards. 

The coinage is sterling—pound, shilling 
and pence, though the tourists do not have 
their dollars and cents refused, by any means. 


We have no source of drinking water ex¬ 
cept the rain and so the roofs are kept limed 
and clean and the water is led from them to 
storage tanks. Water to supply faucets which 
many homes have is pumped into elevated 
tanks by electric engine or hand power. Ow¬ 
ing to the fact that the Fuller Friction Show¬ 
er is very abundant and satisfactory on half 
the quantity of a bathtub water supply, it is 
fine for Bermuda and is quite in demand here. 

We have no railroads in Bermuda, no trol¬ 
leys, no automobiles or motorcycles, but bi¬ 
cycles are quite universal. We have hard 
limestone roads considered too narrow for 
autos. 

The Bermudas have a population of about 
19,000, 70% being negroes. 

The steamboat line makes 7-10 trips from 
New York to Bermuda per month. I had 
two young men as room-mates in my state¬ 
room when I came over. One of them wor¬ 
ried the other a little by telling him that I 
wouldn’t find the Bermudians interested in 
brushes, but I had a few thoughts to the con¬ 
trary after over four years’ experience as a 
Fuller man. 

My Bermuda orders for first six weeks of 
demonstrating total about 253 pounds ster¬ 
ling in English money, which is an average 
of about $220.00 of U. S. money per week. 
I generally approach my prospects by name 
and tell them who it was who gave me the 
request to call on them and often present one 
of the Company’s engraved “door-opener” 
cards, properly addressed to them by a friend. 
I get from one home to another on a bicycle 
with a rear carrier, which combination I 
would feel lost without now. 

I find the people here quite courteous and 
respectful, though once in a great while there 
are others who help us by discouraging our 
“weak sisters” in the house to house method, 
and thus give us who remain a cleaner field 
to work in. You know it would not be best 
for us if all men were received with open 
arms when they came to the homes to sell. 
These few thorns in our path make the 
crowd smaller which eventually reaches the 
point where the roses are divided up, thus 
increasing the shares of those who do arrive. 

While enjoying the warmth and scenery of 
the Bermudas, it is satisfying to know that 
my time is not being spent just for pleasure 
or my money at $5-$10 a day out, but I am 
throwing light on their housekeeping prob¬ 
lems and receiving remunerations which are 
“quite dignified.” 


Page Fifteen 

, Google 








Advertising Which Costs 
Us Nothing 

Although We Will Pay Out 

Over $300,000 for it 

By Everett R. Smith, Advertising Manager 

Advertising costs us nothing. 

Yet in 1922 we will spend over $300,000 for 
Fuller advertising. 

A good many of us, at one time or another, 
have had a housewife say, "Well, I don't be¬ 
lieve I shall buy Fuller Brushes because they 
spend so much money for advertising that, of 
course, I have to pay for it.” 

Now, you can bet anything you will that 
that argument was not original with the 
housewife, but was suggested to her by some¬ 
one else. 

The average woman believes in advertising. 
She doesn’t know just why she does believe in 
advertising, but she certainly does. She has 
been trained to believe in it by the magazines 
she reads. She has confidence in advertised 
products and little confidence in unadvertised 
and therefore unknown products. 

But when she says to you that she does not 
want to buy Fuller Brushes because she has 
to pay more for them on account of Fuller 
advertising, what do you say? You can tell 
her just what I said at the beginning of this 
article, that this advertising costs her noth¬ 
ing, and here is why. 

Fuller advertising has made Fuller Brushes 
so widely known that they are in demand by 
more than 5,000,000 women throughout the 
United States. You know that Fuller adver¬ 
tising continually prepares the way for the 
Fuller Man. It makes it easier for you to get 
into the homes and makes it easier for you 
to sell. Your demonstration is made easier 
and shorter by the Fuller advertising. That is 
because the women of this country have 
learned to know and desire Fuller Brushes 
through our advertising in the national maga¬ 
zines. 

As a result of this advertising, we manu¬ 
facture and sell several times more brushes 
than all of the other people who make our 
type of brushes, put together. 

Just get that! Take all the other manufac¬ 
turers of twisted-in-wire brushes, add their 
total business together, multiply it several 
times, and you get the total business of the 
Fuller Brush Company. 

Where any other manufacturer of brushes 
buys in pounds, we buy in carloads. Every¬ 
body knows that you can buy cheaper when 
you buy in large quantities. 


So advertising has brought about tremen¬ 
dous purchasing power and we can see right 
here that this saving on our purchase of ma¬ 
terial serves every year to pay for the adver¬ 
tising. 

But that is not all. We have to manufacture 
these brushes in greater quantities and ev¬ 
eryone knows that the larger the quantity of 
any product that you manufacture, the cheap¬ 
er you can produce that product per unit. You 
can make ten thousand clothes brushes at 
cheaper cost for each clothes brush than you 
can make one hundred clothes brushes. Be¬ 
cause of this great manufacturing quantity, 
we are able to produce all of our brushes 
cheaper. We are able to use automatic ma¬ 
chinery, which other manufacturers cannot 
afford. We are able to systematize our pro¬ 
duction. 

In production of the quantities of Fuller 
brushes that are sold as a result of the de¬ 
mand created by advertising, we save every 
year more than enough to pay for the adver¬ 
tising. That is, we save that over and above 
what any other manufacturer could make 
similar brushes for. 

And so it goes, all through the process of 
manufacturing and distributing Fuller brush¬ 
es. The advertising has made possible econo¬ 
mies which more than pay for the advertis¬ 
ing. They are also enabling us to get the pick 
of the market in quality. The biggest sellers 
of materials are anxious to give us the best 
quality, so we have the pick of the market 
at all times. Users of Fuller brushes there¬ 
fore get the very finest quality and get it 
cheaper than they could possibly get the same 
quality from anyone else. This is because of 
the great economy of purchasing and manu¬ 
facturing mentioned above. 

There is another question. Every woman 
realizes the value of knowing who manufac¬ 
tures the product she buys. She buys Old 
Dutch Cleanser rather than some unknown 
cleanser. She buys Community Silverware in 
preference to some unknown silverware. So 
it goes. The reason is that she knows these 
are put out by great companies who will 
stand back of their goods. They advertise 
that fact and are responsible. It is worth a 
great deal to her to know that the company 
who puts out the goods stands back of every 
article. It would be worth a great deal to her 
to know this on every product she buys. But 
it does not cost her a cent to know it on Ful¬ 
ler brushes. As a matter of fact, our advertis¬ 
ing gives her this guarantee—and the savings 
we make as the result of our advertising 
more than pay for it. 

After all, the total cost of the advertising 
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BROOMS WILL SHOW ADVANCE; 
CORN IS SCARCE 


The housewife is due to be hampered in her 
housework judging from the reports coming 
from the broom manufacturing centers. It is 
reported that the price of brooms is expected 
to take a jump because of the shortage of 
broom corn. 

It is claimed that 99 per cent, of the crop is 
out of the farmers’ hands in Illinois, 90 per 
cent, in Oklahoma, and the crop in Texas is 
said to be all sold out. 

C. W. James & Company of 18 South Wash¬ 
ington street this morning stated: 

“According to reports from the West it 
looks like higher prices on brooms in the near 
future. There is already an advance of $25 
a ton over last month, and word reaches us 
that there will be another advance the first 
of the year. The price at present is $170 a 
ton in the West and it costs $45 a ton to get 
it here.” 

—Contributed by M. K. Young 

-o a 

& 

The following Japanese regulations cover¬ 
ing the exportation of brushes made of ani¬ 
mal hair went into effect on Sept. 1: Brushes 
made of animal hair are not to be exported 
unless the hair is disinfected at the port 
office or in the manner approved by the pre- 
fectural governor. Infringement on this regu¬ 
lation shall be punished with a fine not ex¬ 
ceeding 100 yen '(about $50). Attempts to in¬ 
fringe on the regulation will also be punished 
by a fine. 

—From the New York “Commercial” 


is very small. We will spend in 1922 about 
$300,000 to make Fuller brushes better 
known to the women of America and to make 
it easier for Fuller men to sell Fuller brushes. 
But all of this advertising costs only l-y 10 c. 
per brush—so that is all there is to this wild 
talk about the advertising adding to the cost 
of Fuller brushes. Certainly if it were added 
to the cost of the brushes, it would not make 
any difference worth noticing. No woman 
would kick over iy 10 c. per brush, especially 
when it guarantees for her the quality of the 
brush. 

Always remember, however, that she does 
not have to pay it. We pay it out of the sav¬ 
ings we make on account of our greater sales 
of brushes and therefore the economies we 
make on purchasing and manufacturing. 


“WELCOME THE FULLER MAN” 


A Wonderful Two-Page Advertisement in 
Color Soon to Appear 


By Everett R. Smith, Advertising Manager 

The advertisement of which a reproduction 
is enclosed in this issue of “The Bristler” is 
the most wonderful that the Fuller Company 
has ever put out. 

For some time Fuller advertising has been 
making it easier for Fuller Men to sell Fuller 
Brushes. It has made Fuller Men welcome in 
homes throughout the country. 

Let’s read over this advertisement and real¬ 
ize what a tremendous impression it is going 
to make, and how much easier it will make it 
for you to carry out your work as a Fuller 
Man. 

The appearance of this advertisement in 
the February issue of the Ladies’ Home 
Journal and the January 28th issue of the 
Saturday Evening Post will create a deep and 
lasting impression and prepare a much broad¬ 
er welcome than ever before for the Fuller 
Man. No other sales organization has ever 
had anything approaching this done for them. 

Let us, every one, live up to the ideals ex¬ 
pressed in this advertisement, and we will 
find our standing as Fuller Men continually 
improving and our welcome greater and 
stronger as the days go by. 

New Portfolio 

This advertisement will be reproduced, 
also, in the new portfolio for 1922. This port¬ 
folio will contain, in addition to this adver¬ 
tisement, two of the two-page ads on the 
broom and 12 other color advertisements 
which will appear in the national magazines 
during the year. The new portfolio is about 
ready to be shipped out and will be placed 
in the hands of every representative by the 
middle of the month. 

The use of the portfolio has proved to be 
an index in some degree to the success of the 
Fuller Representative. We have found that 
the men who use the portfolio thoroughly and 
regularly are the men who are most success¬ 
ful. It will particularly help a new man in his 
work. The men who have been with us for a 
longer time know how valuable is the proper 
use of this portfolio. Read the instructions 
carefully and follow them. 

This new advertising portfolio for 1922 is 
the most complete and impressive book of its 
kind that has ever been issued by any com¬ 
pany. You will find that it will have a wonder¬ 
ful effect upon all of your customers and help 
in every demonstration. 
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EASTERN DIVISION BREAKS ALL 
RECORDS DURING WEEK 
ENDING DECEMBR 16. 


Eastern Division broke all former Com¬ 
pany records with sales of $129,116 for the 
week ending December 16th. The sales by 
districts are as follows: Pittsburgh, $41,441; 
Birmingham, $27,414; Detroit, $22,856; Cin¬ 
cinnati, $20,838; and Washington, $16,567. 
“The Fuller Bristler” wishes to congratulate 
Mr. Shean and his efficient band of workers 
on this wonderful achievement. 

The new office records are as follows: 


Pittsburgh District 

Pittsburgh N. S. $7,082 

Pittsburgh S. S. 6,107 

Akron . 5,019 

Cleveland E. S. 4,406 

Youngstown . 4,338 

Wheeling . 4,195 

Johnstown. 3,985 

Cleveland W. S. 3,261 

Erie . 3,048 

Birmingham District 

Jacksonville . $4,659 

New Orleans. 3,926 

Memphis . 3,893 

Birmingham . 3,004 

Atlanta . 2,839 

Savannah. 2,803 

Nashville . 2,406 

Mobile . 1,582 

Detroit District 

Detroit W. S. $7,100 

Grand Rapids . 2,715 

Fort Wayne. 2,115 

Detroit E. S. 1,978 

Kalamazoo . 1,707 

Cincinnati District 

Columbus . $7,004 

Cincinnati . 4,120 

Indianapolis. 3,169 

Dayton. 1,856 

Washington District 

Norfolk . $3,726 

Washington, D. C. 3,557 

Baltimore . 2,367 

Richmond . 1,789 

Greensboro . 1,463 

Greenville . 851 


North Atlantic Division showed their usual 
splendid co-operation and established a new 
record of $110,989. The new district records 
are as follows: Boston, $19,634; Rochester, 
$19,327; Newark, $19,218; New York, $16,- 
453. 


The following offices established new rec¬ 


ords: 

Boston District 

Providence . $3,374 

Boston S. S. 2,962 

Fall River . 2,006 

Lawrence. 1,712 

Salem . 1,611 

Brockton . 1,517 

Rochester District 

Rochester . $4,172 

Buffalo . 4,135 

Wilkes-Barre. 3,816 

Utica . 2,362 

Newark District 

Mount Vernon. $4,146 

Paterson . 2,772 

Perth Amboy . 1,286 

New York District 

Brooklyn . $5,397 

New York N. S. 4,902 

Jamaica . 2,557 

New York S. S. 2,129 

Hartford District 

Springfield . $4,060 

Bridgeport . 3,002 

Waterbury . 2,276 

Troy . 2,216 


Central Division also made a wonderful 
new record of $110,149 for the week ending 
December 16th. The new district records 
are: Chicago, $31,014; Minneapolis, $29,711; 
Kansas City, $28,482; and St. Louis, $20,942. 

THIRD ANNUAL BANQUET OF 
BRIDGEPORT BRANCH 

The men of the Bridgeport office are still 
enthusiastic over the banquet held there on 
the evening of December 2nd, and they have 
reason to be. It was from every point of view 
a great success. The turkey and “fixin’s” met 
with everybody's approval, needless to say, 
and the music and singing, including the 
songs written especially for this occasion, 
were particularly enjoyed. 

Mr. G. H. Warn, Bridgeport Branch Man¬ 
ager, presided and the guests of honor were 
Mr. Fuller, Mr. Beveridge, Mr. Abercrombie, 
Mr. Parlee, Mr. Bellerose, Mr. Campbell, all 
from the Home Office at Hartford, and Mr. 
Yah nig, New Haven Branch Manager. Mr. 
Fuller was greeted by a song, “Fuller, Dear 
Dad Fuller" and his interesting remarks met 
with hearty applause. All the speakers were 
well received and the Bridgeport men feel 
that they derived a lasting benefit from the 
inspiring talks. 
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SELFISHNESS AND JEALOUSY 


By T. A. Ryan, Canadian Division Sales Manager 

These are the twin demons that hold the 
magic power to turn Heaven into Hell. These 
are the two devils that can make the hottest 
hell right here on earth that ever Dante pic¬ 
tured. If you want to have the most damnable 
curse brought upon you, all you have to do is 
to cultivate these twin devils, nourish them 
with jealous thoughts and selfish acts. 

What is your mission here? Is it to strive 
for self and pelf? No, no. It is to do unto 
others as you would have them do unto you. 
Try Mr. Fuller’s secret of success—the Gold¬ 
en Rule—and you will surely begin to live. 

Did you ever hear of any one taking any¬ 
thing out of this world that they did not put 
into it? You must give to receive; by that, I 
mean you must give the Fuller service to re¬ 
ceive the results of such services—Sales. If 
you are selfish, you create that atmosphere 
about yourself so strongly that you cannot 
succeed, no matter how smart you may be or 
how good your brushes are. 

Make a resolution to overcome every ob¬ 
stacle between you and success. Make a sol¬ 
emn resolution to follow Mr. Fuller’s advice 
by doing one good, unselfish act each day. 
Make a resolution to make every demonstra¬ 
tion just the way you would like to have some 
one demonstrate to your mother, wife or sis¬ 
ter, and you will be surprised at the wonder¬ 
ful results. You will not feel fagged out at 
night, for your work will become a joy and 
the results will be beyond your fondest expec¬ 
tations. Put your soul into your work, and 
develop it to such an extent that you will 
create Interest and Desire so strongly that it 
will naturally equal Decision. I know what 
many of you are saying to yourselves as you 
read this: “Hot air,” or maybe something 
stronger. I don’t blame you, for I thought at 
one time the same way you are probably 
thinking right now. I don’t ask you to be¬ 
lieve me, but I do ask you to try this out, and 
if you do it yourself, you will surely get what 
you are after— Results. Please do not expect 
to get results at once, for you must adjust 
your subconscious mind to the new line of 
thought. Use the Systematized Demonstra¬ 
tion with the Set Close. Use sincerity and 
common sense, and I will promise you Suc¬ 
cess far beyond your fondest hopes. 

-% 

Bill Horn of the Regina, Sask., branch has 
been crowned “Moosejaw Shower King” for 
selling 7 showers in three days. 


HUNTING IS GOOD IN CANADA 



Left to Right, J. Jones, Winnipeg Distributing Station; 
S. W. Bolton, Manager Winnipeg District; (?); H. Hurdel- 
brink, Manager Winnipeg Distributing Station. 

WELCOME, LI TTLE STRANGERS 

Cards have been received from Mr. and 
Mrs. Olin D. Castle of Lexington, Ky., an¬ 
nouncing the birth of a son, Clarence Olin, 
on December 4th. We wish to extend to the 
new little assistant manager of the Lexing¬ 
ton Branch best wishes for a long and pros¬ 
perous life. 

a * * 

Mr. and Mrs. Milton L. Tees, Jr., of Cam¬ 
den, N. J., have announced the birth of a 
daughter, Virginia Myrtle, weight 8 lbs., on 
December 12th. Best wishes to the little 
newcomer and her happy parents. 

« a a 

A daughter was born to Mr. and Mrs. L. 
A. Fleming of New Iberia, La., on Thanks¬ 
giving Day. We wish the little Fullerite a 
long life and a happy one. 

a a a 

Mr. A. B. Brown of the Topeka Branch is 
stepping around like a king, these days. Rea¬ 
son: a boy. Congratulations, Mr. Brown. 

a a a 

“Out of the Mouths of Babes” 

“Ma, do cows and bees go to heaven?” 

“Mercy, child, what a question! Why?” 

“’Cause if they don’t, the milk and honey 
the preacher said was up there must be 
canned stuff.” 

— Success. 

* * ft 

Sunday-school teacher asked a small girl 
the other day why Ananias was so severely 
punished. The little one thought for a minute, 
then answered: “Please, teacher, they 
weren’t so used to lying in those days.” 

— Exchange. 
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THREE RULES OF SUCCESS IN LIFE 


ARE YOU AN EXECUTIVE? 


From the "Central Tatler" 

First —Make it a rule to spend some defi¬ 
nite portion of every 24 hours out of doors. 
Hie foundation of all success is health and 
nature is the great teacher. All of us are 
privileged to walk in the woods or meadows, 
to breathe in some good fresh air. Good air 
is most essential to good health. Don’t sit in 
that swivel chair all day. Be thankful for 
the opportunity to get out and rustle up some 
personal sales and get a whiff of good fresh 
air. 

Second —Rub elbows with another man. 
You can’t expect to get the best out of your¬ 
self if you live by yourself. Knowing the 
other fellow and working with him and let¬ 
ting his fellowship and influence work on you, 
helps you to achieve a really first-class suc¬ 
cess. 

Three —Make it a point to spend a little 
time each day with someone who knows more 
than you do. A real live man, if you can find 
him, or a man of a former generation speak¬ 
ing through a good book makes you reach out 
and up. Don’t spend your life with folks who 
know less than you do or only as much. Ex¬ 
pose yourself to the influence of the more 
mature minds. 

C>> 

A DISSERTATION ON THE BROOM 


By H. M. Cotton, Pittsburgh District Manager. 


The question is coming up from some sales¬ 
men that, although they are selling brooms, 
they are not selling quite as many of the 
other brushes. 

I notice that the men that are using their 
heads are selling as many brushes as ever, 
and selling plenty of brooms. 

1. Our broom will not break off like a corn 
broom. A com broom while green is very 
good. As soon as it has been wet a time or 
two, it becomes brittle and breaks off. 

2. Our broom will not break off and is 
better in water than any other broom. 

3. It is protected by a metal top. 

4. Will not break off at the heel. 

5. Will outlast three ordinary brooms. 

6. Is lighter in weight. The weight is all 
in the broom and it clings to the floor. 

7. Is narrow and will get between places 
where ordinary broom will not. 

Do not forget to show it after you have 
made your other demonstration. 

Boost the Broom. 


You write your own check—Every sales¬ 
man does. A good illustration is found in 
two stories which appear in the November 
issue of the American Magazine: the story 
of the brush salesman who built up one of the 
biggest brush businesses in the world, and 
the story of the envelope salesman who used 
to be an actor. 

But the biggest factor in the success of 
these two men was left out of the story, just 
as we take for granted the biggest thing in 
our own success. The one thing above all 
others that has put you where you are today 
is your ability to execute your ideas. 

Take your own case. You read something 
in these bulletins, or in a magazine, or in a 
letter, that impresses you as being an idea 
that you could use; what do you do with it ? 
Do you just let it go to seed? Or do you jump 
on to it with both feet and put it to work? 
Take the last idea you had for increasing your 
sales. What have you done with it? Is it 
rusting or working? 

—From the “Dartnell Special Sales Bulletin” 

GAME FISH SWIM UP STREAM 

It’s easy to drift as the current flows; 

It's easy to move as the deep tide goes; 

But the answer comes when the breakers 
crash 

And strike the soul with a bitter lash— 
When the goal ahead is endless fight 
Through a sunless day and a starless night, 
Where the far call breaks on the sleeper’s 
dream, 

“Only the game fish swims up stream.” 

The spirit wanes where it knows no load; 
The soul turns soft down the Easy Road; 
There’s fun enough in the thrill and throb, 
But Life in the main is an uphill job; 

And it’s better so, where the softer game 
Leaves too much fat on a weakened frame. 
Where the far call breaks on the sleeper’s 
dream, 

“Only the game fish swims up stream.” 

When the clouds bank in—and the soul turns 
blue— 

When Fate holds fast, and you can’t break 
through— 

When trouble sweeps like a tidal wave, 

And Hope is a ghost by an open grave, 

You have reached the test in a frame of mind 
Where only the quitters fall behind, 

Where the far call breaks on the sleeper’s 
dream, 

“Only the game fish swims up stream.” 

—Forbes 
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“He Stands Back of His Brushes” 

L. A. Barker, Southside Pittsburgh Office, Delivers by Pony Express 


WHY A BUSINESS MUST SUCCEED 


By S. V. Smith, Hamilton, Ont., Manager 

The Fuller Brush Company has experienced 
a most remarkable growth during the past 
nine months. And regardless of adverse con¬ 
ditions which seem to have turned back the 
tide in actual sale receipts of most business 
concerns, the Fuller Brush Company has in¬ 
creased its business over one hundred per 
cent., as compared to that of last year. 

The wonderful service which has been 
wrought into the quality and design of the 
brushes and the company’s unique method of 
dealing with the public have outgrown its na¬ 
tional reputation and have today gained in¬ 
ternational recognition. The day is close at 
hand when the “Fuller Service” will be known 
throughout the entire civilized world. 

A great deal of the company’s success dur¬ 
ing the past few years has been attributed to 
its most unique and artistic advertisements 
which appear every month in some of the 
leading household magazines. But the real 
nucleus of the company’s success may well be 


traced back and accredited to that splendid 
spirit of its founder, which best expresses it¬ 
self in his own personal motto, “With equal 
opportunity to all and due consideration for 
each person involved in every transaction, a 
business must succeed.” This spirit has per¬ 
meated through the entire history of the or¬ 
ganization and has resulted in Mr. Fuller’s 
being able to develop and gather about him a 
body of executives, which stands second to 
none in that splendid fraternal spirit of 
brotherhood. 

It has never been the purpose of Mr. Fuller 
to make big profit, but his one aim has been 
to serve the public with the best that could 
be made in the way of Sanitary Brushes, and 
in this he has been remarkably successful. He 
has gone a step farther by giving an unlimit¬ 
ed guarantee on all merchandise and does not 
consider an article sold until it has given 
satisfaction. 

With these fair methods and square deal¬ 
ing he has proven the golden rule applicable 
in business, and with this as a cornerstone 
upon which to build, a business must succeed. 
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W. Edwards of the Philadelphia District 
made a wonderful record for December 2nd, 
having sales of $536.75 in 61 hours. Mr. 
Edwards made 125 dems., resulting in 120 
sales. 

ft ft a 

Mrs. Balderson again leads the Minneapolis 
branch, having sales of $301.50 for the week 
ending December 2nd. 

ft A ft 

Mr. J. T. Westbrook of the New Orleans 
office delivered 129 brooms during the month 
of November and says the people in his ter¬ 
ritory are just crazy about them. He is 
working a town of 3,000 people. 

ft ft ft 

The New Orleans office is justly proud of 
some of the November records. J. C. Roper’s 
sales for his first full month with the Com¬ 
pany were $981.20. J. T. Westbrook sold 
$804.80 and C. B. Helmke, $801.80. New 
Orleans also boasts of having 15 men earn 
bonuses for three consecutive months. 

ft ft ft 

Oklahoma City’s high week record crum¬ 
bled when D. J. Ritter sold $403.80 in 48 
hours. Mr. Ritter has been above the $200.00 
mark for nine successive weeks and since 
joining the Company in April, 1921, has nev¬ 
er gone under the $100.00 mark. 

ft ft ft 

A. H. Boss is Canada’s champion record 
breaker, breaking the single week’s record 
twice in succession, the second time with 
sales of $709.10. Congratulations, Mr. Boss! 
The other members of the Big Six for De¬ 
cember 6th were: J. Charbonneau, $420.95; 
C. H. Combs, $264.20; J. F. Muir, $255.20; 
C. Evenden, $229.45 and W. R. Kingsland, 
$225.65. 

ft ft ft 

Charles Lowe was Leader of Leaders of the 
Los Angeles branch for the week ending De¬ 
cember 10th with sales of $357.65. P. J. Zeh, 
Jr., came second with $312.75. The other 
honor men were R. Donaldson, $238.30; F. 
A. Fuchs, $235.00; W. C. Woehler, $220.80, 
and L. P. Anderson, $203.65. These men are 
certainly to be congratulated on their fine 
work. 


We want to congratulate R. F. Lamar of 
the Salt Lake City branch on his splendid 
record of $525.50 in sales recently. T. C. 
Talley had a record of $290.15 for the same 
week, G. W. Wood, $245.95 and A. Kennedy, 
$258.95. 

ft ft ft 

The N. S. Chicago honor roll for December 
5th is led by E. W. Goodrich, $361.25. Second 
place was won by F. L. Senderhauf whose 
sales totaled $285.40. L. S. Arnold sold 
$272.70, Wm. Marker $239.45 and T. P. 
O’Neill $218.90. Congratulations! 

<^> 

& 

NEWS FROM FLORIDA 


By Jerome C. Ard, Jacksonville Manager 


Mr. H. G. McNair was appointed Assistant 
Branch Manager late in October to take 
charge of the Tampa field. During the first 
full month in his field, Mr. McNair put out 
five men who produced $4,459 worth of busi¬ 
ness. This was in actual sales and the aver¬ 
age per man was $576 for the month of No¬ 
vember. 

ft ft ft 

Mr. T. M. Lewis was appointed Assistant 
Branch Manager, having charge of the Lake¬ 
land field. In his first month, he produced 
$2,000 worth of business and in addition to 
that, led the Jacksonville Leaders for Novem¬ 
ber with sales of $813. Mr. Lewis had a high 
day of $153, $98 of this being sold to one 
lady for Christmas presents. 

ft ft ft 

John Waller had a high day of $133, sell¬ 
ing $92 worth to one lady for Christmas 
gifts. 

ft ft ft 

The Jacksonville Leaders went out to lead 
the world and incidentally to beat their op¬ 
ponent, S. S. Pittsburgh, for the month of 
November. With real Southern enthusiasm 
and courage, they won their victory, having 
$11,100 in actual sales for November. This 
figure topped that of S. S. Pittsburgh by 
$700. 
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Service Regardless 


Courtesy of “Distribution News'* 


It is always gratifying to find a business 
concern sufficiently interested in service to 
overcome apparently insurmountable obsta¬ 
cles to render service to customers. We have 
just had an experience with such a concern 
and although the amount of business involved 
was comparatively small this company was 
able to save the Fuller Brush Company from 
what appeared to be a serious situation. 

One of the biggest sellers in our line during 
the Christmas rush is our little Vest Pocket 
Comb and Brush Set. In assembling this ar¬ 
ticle, we, of course, make the brush but the 
case and comb are purchased from outside 
sources. Both of these items have been com¬ 
ing through steadily until last week, when a 
terrific ice and snowstorm swept over part 
of Massachusetts. 

Leominster, Mass., was in the path of this 
storm and in this city is located the Standard 
Comb Company, from whom we purchase the 
small comb for the Vest Pocket Set. 

The storm brought all business to an abso¬ 
lute standstill in Leominster. Telegraph and 
telephone wires were down and their electric 
light plant was unable to furnish light or 
power. 



As soon as the news of the storm reached 
Hartford, we became concerned regarding 
combs and tried to wire and ’phone the comb 
company but could not reach them. After 
waiting a day, it was decided to send to 
Leominster to ascertain how much of a delay 
we could expect on the combs we needed so 
badly to complete our Christmas orders and 
Mr. George Lappe, foreman of the trucking 
department, started on the hundred mile trip 
in Mr. Hines’s Hudson car. 

The picture which accompanies this article 
tells the story of what Mr. Lappe found when 
he reached the factory of the Standard Comb 
Company. The storm had left them without 
light or power for their plant, but they had 
an order from the Fuller Brush Company for 
a large number of combs and they realized 
that we needed these combs and needed them 
at once. 

To supply power, they secured a “Fordson” 
tractor, which was placed outside the factory, 
the belt from the tractor reaching the pulley 
on the main drive shaft through a second 
story window of the factory. 

Mr. Lappe reached Leominster late in the 
afternoon and found twenty men busily en¬ 
gaged in turning out our combs. He explained 
to them how necessary these combs were to 
us on account of our Christmas trade and the 
entire force volunteered to work that night 
in order that Mr. Lappe might have a larger 
quantity to take back to Hartford. 

The factory was without light due to the 
storm, so lamps and lanterns were used and 
the factory, “Fordson” and all, worked until 
midnight and Mr. Lappe was able to return 
to Hartford with sixty-eight gross of combs, 
a great many of which were on the way to the 
stations the next day, as Lappe left Leomin¬ 
ster at midnight and reached Hartford early 
the next morning as his part in this service. 

We greatly appreciate service such as was 
rendered us by the Standard Comb Company 
and we wish to extend to this company and 
the loyal group of employees of this company 
our gratitude for the part they played in 
helping us to avoid what would have been 
a serious shortage on one of the numbers in 
our line. 

v f> 

Employer (coming upon colored porter 
looking through dictionary)—What are you 
doing, Sam; looking up some more big words 
for another speech? 

Porter—No, sah. ’Taint that. Ah’s jes’ 
translatin’ the speech Ah made las’ night. 

— Exchange. 
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THE MAN BEHIND THE GRIP 


THE WINNERS 

By Walt Mason, Courtesy of “How to Sell” 

The men who reach the higher places are 
not cast down by each reverse; they drape 
some smiles around their faces and say the 
luck might be much worse. Of men whose 
fame is now immortal, a vast percentage 
started poor; and not for them did fortune 
chortle, when they set forth, dead broke, ob¬ 
scure. They had hard knocks and kicks and 
bruises, and they remarked, when going lame, 
“In life's grim race the faint heart loses, the 
brave heart scores and wins the game/' The 
faint hearts quit as roads grow rougher, and 
to the skies their wails ascend; the fellows 
built to strive and suffer press on and reach 
the journey's end. The faint-heart lads are 
often gifted, they well might win some prizes 
gay; but in hard luck their hands are lifted, 
and they surrender right away. How many 
poets, angel-throated, have missed the fame 
that might be theirs, because their early 
rhymes were voted too punk to feed to polar 
bears ? How many painters are forgotten and 
planted under grassy knolls, because some 
said their work was rotten, and froze the cur¬ 
rent of their souls? The faint-heart scout, 
though wond'rous clever, throws down his 
tools at fortune’s frown; the stout-heart guy 
toils on forever, and gets a mortgage on the 
town. 

—Copyright by George Matthew Adams 

CHEER UP! 

Courtesy of “Universal Service” 

It is so easy to become cynical, suspicious, 
envious and disagreeable. 

And WHY? 

The span of life is short. 

So short, we cannot, should not, waste any 
of it. 

The cynic fails to get the joy he should 
possess because he is suspicious. 

Suspicion carries with it cold aloofness and 
that does not make friends. 

Envy and disagreeable thoughts take the 
biggest toll from the person so afflicted. 

The disagreeable, dissatisfied person makes 
others unhappy, but hurts himself the most 
because there can be no sunshine under a 
cloud of morbid thoughts. 

Of course, everyone has trials and some 
heartaches, but there is no use in trying to 
prolong the stay—no use in making an effort 
to retain them. 

While we are making this earthly trip let 
us be good sports. 


By James Edward Hun;;erford 

He's here and there and everywhere, 

His home is any place, 

Wherever railroads run, he's there. 

With trunk and sample-case; 

He's got a ride on every train; 

He sails on every ship; 

He's always at it, might and main, 

The man behind the grip! 

Oh, he keeps the car-wheels hummin', does 
this business drummin' knight, 

For he keeps the trains a cornin', with his 
pluggin', day an' night; 

Oh, it's him that commerce looks to, for to 
fill the car and ship— 

The chap out on the firin'-line, a-fightin' with 
a grip. 

His stock in trade is “Hustle some!" 

A lot of “sand" and “grit"; 

His motto’s “Business—make it hum! 

The Iron is hot—now hit! 

Don’t waste a minute—minutes fly; 

Make every second tell, 

Don’t put it off 'til bye-an'-bye, 

But do it now—and well!" 

Oh, he keeps the firemen hoppin', stokin' coal, 
an' ringin' bells, 

For he keeps the engines puffin', neath the 
merchandise he sells; 

Oh, it's him the roads must look to, for to 
make the shipper ship, 

That brave knight out on the firin'-line, a- 
fightin' with a grip! 

Sometimes, he wears a frozen smile, 

That’s when he's feelin' blue; 

Sometimes, the game don't seem worth while, 
There’s reasons for it, too, 

But when he hears the battle-cry, 

His face goes all a-light, 

Crash ! Bang! He's there to do or die, 

The center of the fight! 

Oh, you’ll always find him pluggin' in the 
thickest of the fray, 

And you’ll find him winnin' battles, for to 
make his pluggin' pay, 

And we doff our bonnets to him, for no odds 
on earth can whip, 

That brave knight out on the firin'-line, a- 
fightin' with a grip! 

—Courtesy “How to Sell” 
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“LAFFOGRAFFS” 


A LETTER 

Vaupunka, Wise., May 10th, 1921. 
Deer Mr. Ford: 

Ay hafe bane your ajent har for tene yaars 
bot Ay vant you to kencel my kuntract. Sum- 
ting turned op hare today that set me to 
thinking—I vas siting en frunt off my plase 
and a faller drive op een a Peckart car and 
ask me how faar vas ett to Meeneapolice an I 
tal heem 47 miles, he say, geev me 15 gallons 
of ges and a qvart of oil. A leedle later a fal¬ 
ler drive op en a Kedilak and say, how faar 
ees it to Meeneapolice an I say 47 miles, es 
ses, geef me 10 galluns ges and a qvart off 
oil. Efter vile, a faller drive op een a Dodge 
an esk, me, how var vas eet to Meeneapolice, 
and I sa 47 miles, he tal me Ah shud geev 
heem 5 galluns ges an vun pint off oil. After 
a spell a faller drive op een a Ford, you bat it 
look like hal. He esk me how faar vas it to 
Meeneapolice and Ay sey 47 miles, he sed 
geef me a qvt of vater and a peekage of 
Camels. SVEN LARSON. 

— Contributed, by J. N. Thomas , Harrisburg Manager 

ft ft ft 

A young man called at the house of a cele¬ 
brated diagnostician and asked to see the 
doctor. 

“Have you an appointment?” the office 
nurse asked. 

“No, I haven’t,” the young man replied. 

The nurse consulted the doctor’s appoint¬ 
ment list. 

“I think I can work you in after the next 
patient leaves,” she said, “so please go inside 
that room and take your clothes off.” 

“Take my clothes off!” the young man ex¬ 
claimed, “What for?” 

“The doctor has made it an absolute rule 
not to see anybody unless that is done,” the 
nurse said firmly. 

“But I don’t want to take my clothes off,” 
the young man insisted. 

“Then I’m sorry, but you can’t see the doc¬ 
tor,” the nurse said. 

“Well, if that’s the case, I’m game,” the 
young man said. 

A few moments later the doctor entered the 
room and found the young man awaiting him 
stark naked. 

“Well, sir,” the doctor said, “what seems 
to be your trouble?” 

“Doctor,” the young man replied, “I called 
to see if you would renew your wife’s sub¬ 
scription to the Ladies’ Home Journal.” 

— “Cosmopolitan” 


Her Marital Creed 

Mrs. Worth had just learned that her col¬ 
ored workwoman, Aunt Dinah, had at the 
age of seventy married for the fourth time. 
“Why, Aunt Dinah,” she exclaimed, “you 
surely haven’t married again!” 

“Yassum, honey, I has,” was Aunt Dinah’s 
smiling reply. “Jes’ as of’en as de Lawd 
takes ’em, so will I.” 

— Exchange. 

ft ft ft 

Keeping the Fish 

“For goodness sake,” cried Mrs. Hemmand- 
haw, “who in the world put that chunk of ice 
in the aquarium ?” 

“I did,” little Laura admitted. 

“Why in the world did you do that?” 

“I am doing like the man at the butcher 
shop.” 

“What do you mean?” 

“He always puts ice in to make the fish 
keep longer.” 

—Youngstown Telegram. 
ft ft ft 

It is more years than one would care to ad¬ 
mit since Franklin P. Adams told the follow¬ 
ing yarn: 

A man goes into a drug store and says to 
the soda clerk: “I want a glass of plain soda 
water without flavor/' 

“What flavor do you want it without?" the 
clerk asks. 

“What flavors have you?" the customer 
inquires. 

“We have strawberry, vanilla, chocolate 
and pineapple," the clerk replies. 

“All right," says the customer, “I'll have it 
without pineapple." 

“We're all out of pineapple," the clerk 
says. “Will you have it without straw¬ 
berry ?" 

— “Cosmopolitan” 

ft ft ft 

Mary took a little bath without the dirty tub. 
She used the Fuller Shower Brush and took a 
friction rub. 

She went away to school next day and while 
seated in her row, 

The teacher asked her what she did to give 
her the pretty glow. 

So Mary told her plainly and it made the 
teacher blush. 

She said, “You could be pretty, too, if you 
used the Fuller Brush." 

—Saskatoon Peptimist. 
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BONUS WINNERS FOR NOVEMBER 


$180.00 Bonus 
$2600-$3300 Sales 

If your name appears 
in this bonus class, each 
month, your minimum 
annual earnings will be 
$12,500.00 
plus your yearly bonus. 

Chas. Lowe, California.-'2.715.90 


$140.00 Bonus 
$2000-$2600 Sales 

If your name appears 
in this bonus class, each 
month, your minimum 
annual earnings will be 

$9,680.00 

plus your yearly bonus. 

E. W. Goodrich, Texas.$2,009.30 

Aibert J. Stults, Illinois. 2,153.40 

Dee R. Woodard, California ... 2,260.35 
Phil J. Zeh, California. 2,057.80 


$105.00 Bonus 
$1500-$2000 Sales 

If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$8,700.00 
plus your yearly bonus. 


Geo. Burroughs, N. V.$1,579.60 

J. G. Charbonneau, Ont. 1,513.80 

S. P. Dever, Penn. 1,570.95 

W. H. Johnston, Que. 1,526.65 

Ralph F. Lamar, Utah .... 1,723.05 

Loren A. Steinmetz, Ohio. 1,528.40 


$80.00 Bonus 
$1100-$1500 Sales 

If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$6,240.00 
plus your yearly bonus. 

Raymond Bachellor, W. V.$1,120.60 

Mary Balderson, Minn. 1,155.95 

Wm. G. Bouchard, Cali. 1,107.20 


M. B. Calvert, Bermuda. 1,232.05 

Phil D. Dixon, Okla. 1,165.45 

Robert H. Dixon, Okla. 1,124.85 

G. B. Edie, Ont. 1,130.85 

A. J. Filyaro, Virginia. 1,104.30 

Frank A. Fuchs, Cali. 1,198.70 

Percy Hangen, Ont. 1,239.95 

V. A. Hebert, Mass. 1,126.85 

Geo. M. Irving, Cali. 1,161.00 

Lionel Irwin, Mass. 1,114.80 

Leroy L. Kirby, Okla. 1,128.30 

Arthur E. Kortgard, Minn. 1,136.45 

R. L. McCown, Texas.1,269.90 

Elsie McLaren, Wash. 1,195.25 

J. A. McLouth, N. Y. 1,125.50 

William Marker, Illinois. 1,126.10 

L. R. Meyer, Tenn. 1,207.00 

Charles L. Mohr, Mont. 1,168.80 

John W. Moore, Illinois. 1,150.55 

Guy C. Nelson, Mich. 1.113.40 

Gustav Neumann, Cali. 1,200.85 

Christine M. O’Donnell, la. 1,102.50 

William Raines, Cali. 1,187.95 

Casper E. Rhodes, Ill. 1,127.10 

Darward J. Ritter, Okla. 1,117.85 

Leo M. Ryan, Ill. 1,171.30 

Rudi Sapinski, Ill. 1,201.90 

F. L. Senderhauf, Ill. 1,204.90 

Ray N. Smith, N. Y. 1.112.20 

E. Steenberger, Tenn. 1,114.55 

D. Van Buskirk, N. B. 1,109.85 

John F. Weiner, Wis. 1,125.70 

Glenn H. Winn, Ill. 1,102.40 

E. Arthur Wolf, Mich. 1,217.70 

Geo. W. Wood, Utah . 1,185.95 

Joe J. Young, Cali. 1,108.45 


$60.00 Bonus 
$800-$1100 Sales 


If 

in 


your name appears 
... this bonus class each 
month, your minimum 
annual earnings will be 
$4,640.00 
plus your yearly bonus. 


L. P. Anderson, Cali. 

L. W. Anderson, Texas. 

Jerome C. Ard, Florida... 

Chas. W. Atwater, Col. 

Ed. Ayrheart, Ont. 

Wm. H. Barber, Penn. ... 

John J. Bastian, Col. 

Guy R. Benson, Tenn. ... 
Harold F. Bowes, Penn. 
William M. Brestel, Ohio 

A. B. Cheesman, Ya. 

Steven E. Collins, Minn. 

C. H. Combs, Ont. 

Otto H. Crossett, Texas 
Wm. S. Crown, Ontario. 

Laura E. Decker, Ill. 

A. J. Dionne, R. I. 

Ralph Donaldson, Cali. ... 

J. Donovan, Penn. 

L. P. Ducharme, Que. 

W. C. England, Ont. 


814.60 
815.20 
916 40 
&52.75 
SSO.co 
805.70 
•J27.05 
820.15 
819.50 


C. E. Fish, N. Y. 80 >.80 

Michael J. Fisher, Iowa . SOL20 

H. P. Fleming, Ill. 311.90 

Frank R. Foster, Oregon. 900 05 

Charles Friend, Oregon. 828.90 

Allen C. Garcelon, Okla . 818.70 

F. M. Garland, B. C. 852.35 

F. J. Gilbert, Georgia. 816.35 

Harry A. Groff, N. Y.. 7Q9.O0 

Christian M. Hansen, Ill. 078.90 

Sam P. Harlan, Ill. 844 03 

A. E. Hayes, N. Y. 819.20 

R. J. Hazzard, Ont. c '5. 10 

Calvin Helmke, La. 801.80 

A. E. Herring, Texas . 804.40 

C. A. Holmgrain, Utah . 800 30 

Ira B. Horn, Wash. 805.80 

Alvin C. Houmard, Cali. 824.30 

Morris R. Humphrey, Minn. 836.95 

Fred E. Hurd, Penn. 869.75 

Harry H. Hurwitz, Minn. 822.45 

Eugene E. Hyer, N. Y. 807.59 

H. F. Jacobs, Wise. 801 20 

Julius Karcher, Jr., Penn. 892.75 

J. Franklin Keller, Penn. 9S4.55 

Andrew Kennedy, Utah . 842.S5 

J. Fred Kennedy, Ill. 803.05 

Clarence T. Keyser, Ind. 804.55 

J. Melvin Kidwell, Iowa. 815.55 

W. R. Kingsland, Que. 829.00 

George J. LeBlanc, Mont. 806.05 

Theo. M. Lewis, Fla. 813.65 

Geo. W. London, N. B. 1,002.15 

F. A. McCrillis, Mass . 808.55 

Archibald H. McKallip, Penn. 916.10 

Harold M. Mann, Minn. 815.55 

N. Russell May, R. 1. 858 55 

Joseph E. Miller, Ky. .. 828.4C 

James F. Montgomery, 0. 804.2C 

Elmer Nelson, Manitoba. 1,012 90 

Chas. C. Odell, N. C. 860 45 

J. H. O'Neill, Ont. 826.80 

Wm. Ong, Jr., Cali. .. 805.45 

Charles E. Parlee, N. B. 1,013.50 

W. B. Parlee, N. B. 80.5.05 

E. B. Peck, Utah . 805.55 

Dominick Pelowski, Minn. 800.00 

Wallace A. Pepper man, N. Y... .805.70 

S. R. Porterfield, Sask. 833.85 

Harry C. Reish, Kansas.. 800.75 

Wm. H. Robinson, Utah. S03 80 

James Ronan, Quebec . 864 00 

John C. Roper, La. 997.80 

J. E. Satchcll, Sask. 838.03 

Philip Schaeffer, N. Y. 911.80 

C. E. Leas, Penn. 807.10 

BE LONELY RATHER THAN 
IN THE RUT 
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Samuel W. Sheridan, W. V. 812.60 

Edward C. Siegelin, N. D. QCo.15 

Hiram K. Smith, Mich. 805.75 

S. V. Smith, Ontario. 817.30 

Paul Sommer, Iowa . 803.65 

Haney A. Spackeen, Ill. 831.80 

Wm. D. Stinson, Mont. 831.40 

Clarence R. Strong, Ill. 912.50 

M. S. Strong, Delaware . 808.35 

Franklin T. Struble, Mont. 811.70 

Charles N. Sullivan, Iowa. 814.40 

Eugene B. Sullivan, Ill. 801.60 

Thomas C. Talley, Utah. 861.45 

Louise R. Teater, Ill. 800.45 

Albert W. Thomas, N. Y. 009.80 

Edward F. Tuholski, Okla. <340.85 

C. M. Ulmat, N. S. 805.35 

Charles Wakey, Iowa. 1,025.05 

Carl Waldeyer, Cali. 074.55 

A. A. Watkins, Ga. 856.40 

Gus Weber, Penn. 876.30 

Ellis Werft, Penn. 1,010.05 

Jas. T. Westbrook, La. 804.80 

Harry Urvan Wills, W. Va. 835.60 

Wm. Woehler, Cali. 829.45 

William Wollin, Colorado. 813.8C 

John T. Woods, Ohio. 824.35 

Linton B. Wood, Ill. 815.25 


$40.00 Bonus 
$550-$800 Sales 


If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$ 3 , 120.00 
plus your yearly bonus. 


F. R. Abram, Sask. 694.59 

W. I. Adair, Ont. 652.40 

Chas. C. Adams, Mo . 635.30 

Jas. H. Alexander, La. 555.75 

L. E. Allen, Mass. 556.55 

Einer Amundson, Minn. 560.55 

Edw. A. Anderson, Minn. 562.90 

William H. Anhalt, Penn. 574.45 

John M. Archer, Ill. 559 .j0 

W. H. Armstrong, Cali. 560.39 

L. S. Arnold, Ill. 558.25 

L. P. Ash, Penn. 554.20 

William H. Ashdown, Mich. 569.75 

B. W. Atkinson, B. C. 781.40 

Edward L. Bacher, Cali. 557.15 

William Barlow, B. C. 712.65 

Lyle Barmes, Minn. 553.70 

William H. Beckley, Okla. 554.SO 

J. F. Belcher, N. Y.. 554.20 

H. W. Bennett, N. Y. 555.90 

Hilmer Benson, Penn. 582.55 

Sheridan J. Best, Penn. 552.r>0 

Harry A. Biddle, Missouri. 585.35 

H. J. Bittman, New York. 551.30 

Edwin F. Bjoro, Illinois. 572.65 

B. E. Bloom, Cali. 558.55 

E. A. Blowers, Penn. 773.55 

C. Blume, N. Y. 560.40 

Bliss Booth, N. Y. 554.95 

A. H. Boss, Sask. 611.85 

Grace Bostwick, Minn. 573.65 


THINK AHEAD OF YOOR DAYS 



Harry C. Bowen, Col. 553.35 

Ollie D. Bradford, Ohio . 599.50 

A. L. Bradley, N. Y. 584.60 

H. E. Bradley, N. J. . 569.80 

Wm. Breling, Virginia. 552.85 

Dan M. Brennan, Okla. 573.70 

Richard J. Brew, Ill. 556.65 

Harry Brewer, Ill. 557.25 

John L. Britton, N. Y. 727.80 

Chas. L. Brock, Fla. 605.20 

J. H. P. Brown, Alberta. 650.05 

M. J. Brown, Ont. 567.15 

Raymond F. Brown, Wise. 559.85 

A. M. Brunkhart, N. Y. 584.30 

H. J. Bryant, Tenn. 572.25 

W. E. Burby, Mich. 572.25 

J. E. Burge, Cali. 583.90 

Michael R. Burgess, Ind. 556.75 

G. A. Bushey, Utah . 580.15 

Elbert Cain, Oregon. 571.85 

Glen H. Camficld, Ky. 554.55 

E. C. Campbell, N. Y. 563.70 

J. F. Carscadden, Sask. 763.05 

Lawrence C. Carter, Utah. 574.15 

Olin D. Castle, Ky. 558.10 

C. D. Castor, Va. 559.40 

Kenneth C. Catlett. Cali. 557.65 

L. B. Cavin, Texas. 551.65 

Charles Clark, W. Va. 558 05 

Rollin F. Clark, Col. 562.25 

Mrs. V. F. Clark, Cali. 562.15 

W. Coates, B. C. 553.20 

Clyde W. Cole, Cali. 556.20 

John Harry Cole, Cali. 553 85 

Clarence W. Cook, X. Y. 557.30 

Robert J. Conley, Ohio. 565.90 

W. L. Cooper, R. 1. 550.25 

George Cotton, Texas. 600.25 

J. A. Cove, N. B. 621.45 

Lawrence Cram, Iowa. 557.75 

Ceo. Cresswell, N. J. 613.35 

H. H. Crock, N. J. 664.Q0 

H. H. Cummings, N. Y. 624.60 

Lawrence A. Curtis, Iowa. 794.10 

J. A. Darden, Va. 636.70 

F. M. Darker, Ont. 563.60 

A. Davenport, B. C. 649.70 

B. H. Daves, Manitoba. 581.70 

L. E. Davignon, Que. 573.90 

Hiram C. Davis, Penn. 611.10 

Oliver F. Dean, California. 553.80 

A. W. Deans, Ont. 554.95 

Joseph G. Defond, R. 1. 757.20 

Alex L. DeLoach, N. C. 577.25 

D. P. Dever, Penn. 550.25 

Jennings E. Devine, Wise. 600.75 

Abram C. Doering, Okla. 563.50 

Marvin H. Dosier, Texas. 555.20 

Harvey A. Doughty, W T ash. 567.95 


W. J. Duggan, Nova Scotia. 626.70 

L. C. Durian, N. Y. 559.20 

George Edwards, Ind. 683.30 

J. F. Edwards, Sask. 592.90 

Wm. H. Edwards, Penn. 551.25 

Thomas Elrick, Ont. 554.55 

Benj. Evans, Penn. 650.10 

Orville R. Evans, Ill. 556.15 

W. W. Evans, Ont. 551.50 

C. St. Evenden, Manitoba. 583.10 

Clem H. Ferguson, Penn. 554.80 

F. A. Ferren, Mass. 556.40 

William R. Fisher, Mo. 556.55 

F. Fitch, New York. 555.35 

E. R. Focht, Penn. 644.40 

A. Clyde Fox, Penn. 566.25 

John B. Fox, Mich. 586.20 

Wm. Fraser, Sask. 692.95 

A. L. Frawley, Penn. 559.95 

J. B. Freeman, Penn. 554.00 

C. D. Frost, Ont. 560.30 

Howard Earl Fuller, Ohio. 603.75 

William A. Gage, Iowa. 557.05 

Edgar T. Galloway, Texas. 554.10 

Charles F. Gamber, Penn. 565.85 

Ralph H. Garcelon, Okla. 553.40 

Adam M. Garman, W. Va. 638.60 

J. K. Garman, N. J. 575.00 

Orville J. Gibbons, Ohio. 556.95 

Ottis Gooding, Georgia. 555.30 

John Gordon, R. 1. 551.90 

C. A. Gould, N. B. 562.50 

Geo. Grant, B. C. 718.00 

Charles Grimes, Oregon. 567.80 

Raymond A. Gruenfelder, HI... 638.30 

Jos. G. Gurtner, La. 563.90 

William P. Habig, Ind. 568.45 

John G. Haegele . 674.50 

A1 Hagemeister, Col. 562.65 

Chas. E. Hansen, Neb. 633.70 

Hanna Hansen, Ill. 591.60 

Frank Hanska, Okla. 562.85 

Mrs. Alieda Harder, Ill. 552.90 

Joseph F. Harder, Illinois. 552.05 

R. A. McHardy, Ont. 560.55 

Thos. H. Harris, Mich. 553.15 

J. W. Haslup, Delaware. 556.00 

Wm. E. Harward, N. C. 570.00 

Jay W. Hayes, N. Y. 573.30 

Joseph S. Heffernan, Ill. 637.75 

Henry A. Hempc, Wise. 553.40 

Edward G. Henderson, Ohio.... 552.45 

James Henderson, Ont. 587.35 

H. Herring, Maryland . 554.20 

Chas. Hershey, Texas. 553.15 

Harold B. Higgins, Penn. 552.65 

James Hill, Texas . 579.10 

H. D. Hoag, N. Y. 629.95 

Mrs. T. Hobenstein, Cali. 553.65 

Jacob Hohn, Iowa . 560.70 

H. E. Hollien, N. Y. 557.35 

Chas. A. Holmes, N. Y. 655.70 

Noble E. Honeywell, Ohio. 558.10 

Mark A. Horton, Mich. 563.90 

Owen J. Howell, Texas. 557.15 

Otto H. Huddleston, Ind. 579.60 

Albert D. Hunter, Cali. 575.65 

Louis S. Illinik, Ind. 561.75 

W. A. Ireland, B. C. 746.20 

Julius H. Irion, Cali. 600.02 

A. J. Irwin, N. Y. 551.10 

M. H. Jarrett, N. Y. 564.55 

R. E. Johnson, Florida. 627.90 

Reginald T. Johnston, Cali. 555.45 

Ralph H. Jones, Okla. 564.50 
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W. T. Jourdan, B. C. 667.20 

Jos. J. Kachur, Wise. 554.60 

S. L. Kahn, N. Y. 554.35 

Peter H. Karanfilian, W. Va. 554.95 

Otis M. Keener, Texas. 556.50 

Wm. F. Kelly, Tenn. 728.40 

James E. Kirkpatrick, Penn. 560.95 

Wm. Koch, N. Y. 556.90 

John H. Koskinen, Minn. 555.25 

M. R. Krause, N. J. 553.00 

W. Kronenbitter, N. Y. 556.65 

Wm. E. Lagow, Texas. 550.00 

Leo M. Landers, Okla. 563.40 

Geo. A. Langlois, Que. 650.55 

Geo. T. Lapington, Ont. 662.70 

L. A. Larson, Ill. 552.55 

Walter E. Lavelle, Iowa. 600.65 

Walter F. Layboume, Kan. 614.55 

Wm. Leslie, Ont. 584.50 

S. Levin, Que. 716.00 

Lester E. Lineberger, Col. 565.75 

Harry H. Link, Okla. 554.85 

S. M. Logan, Jr. 559.95 

C. D. Lonzo, Ill. 671.05 

Anthony A. Louer, N. Y. 554.10 

H. L. Lowe, Penn. 559.40 

Rudolf S. Lundgren, Ohio. 557.30 

Geo. H. Lyon, Kan. 631.95 

Martha R. Lyons, Cali. 556.10 

Llellyn M. Malcolm, Mo. 645.90 

John Mandig, N. Y. 551.80 

Thos. D. Mangner, III. 557.45 

Richard Martin, Penn. 552.10 

Ralph B. Marvin, Mich. 467.15 

David A. Mason, Penn. 601.70 

James Mason, Penn. 550.30 

D. W. Matthews, N. Y. 550.90 

Edw. V. Mattson, Neb. 550.65 

O. A. Mauersberger, N. J. 602.40 

P. Meibaum, N. Y. 554.00 

M. E. Meisner, N. Y. 610.80 

Henry B. Mertens, N. Y. 551.75 

D. C. Miller, N. J. 557.65 

Harry D. Miller, Kans. 560.80 

Howard W. Miller, Penn. 555.00 

H. L. Miller, N. Y. 559.90 

James T. Miller, Ill. 551.90 

Max R. Miller, B. C. 558.65 

Wm. L. Miller, Ohio. 555.55 

S. D. Mills, Sask. 633.45 

Alexander Misky, Ohio . 568.00 

Constantine G. Mitchell, Ohio 559.35 

Sam E. Moffet, Ala. 570.35 

Chas. G. Moll, Ill. 591.40 

C. E. Moody, Penn. 556.35 

David E. Moore, La. 551.45 

Guy E. Moore, Wise. 553.85 

Jos. A. Moore, Tenn. 552.25 

C. G. Morrell, W. V. 577.60 

R. L. Morrill, Mass. 676.10 

Harry Morris, B. C. 576.80 

Dale Morrow, Penn. 552.25 

Otto D. Moss, Oklahoma. 559.35 

J. F. Muir, Ont. 640.50 

Joseph L. Mullen, Cali. 555.45 

E. L. Muller, Penn. 564.40 

H. J. Muller, Texas . 556.80 

Irving F. McCrea, La. 554.85 

Wm. C. McCullough, Ala. 549.20 

W. J. McDonald, Ont. 556.50 

V. P. McDonnell, Fla. 555.40 

Edward R. McHugh, N. Y. 550.50 

H. G. McNair, Fla. 677 95 

T. F. Nagle, N. Y. 578.75 

Edward W. Nelson, III. 555.10 


Aldice F. Newman, N. Y. 669.Q0 

Philip Newman, Cali. 557.20 

Wm. Newman, Cali. 557.45 

John H. Newton, Ohio. 551.85 

John H. Newton, Ohio. 551.85 

W. D. Nicely, Penn. 553.65 

Robert E. Nicholson, Sask. 572.95 

L. L. Oatley, Ky. 557.10 

Karl Odegard, Wash. 560.00 

Marshall G. O’Dell, Cali. 634.25 

Ed. A. Palmer, Manitoba. 563.15 

Thomas A. Palmer, Mich. 648.55 

Gaylord Payson, Penn. 597.70 

Major Peck, Oklahoma. 567.55 

Guy DePencier, Manitoba. 626.35 

C. E. Pepperman, Penn. 586.20 

Merrill N. Pheatt, Ohio. 576.50 

Frank H. Pietila, Col. 552.85 

Oliver M. Pleasants, Ill. 561.15 

Leslie F. Pollard, Minn. 780.75 

Fred L. Pollaschek, Ill. 663.70 

L. VanPepering, N. Y. 609.00 

Garvin J. Pryor, Kans. 558.90 

Earnest E. Quartus, Kans. 552.80 

Paul Radis, Penn. 552.30 

Frank Raish, Penn. 552.05 

Tobias Rambo, Penn. 553.15 

Sherman G. Ray, Mo. 552.70 

Carl W. Renstrom, Neb. 607.60 

Earl T. Reuter, Mass. 575.50 

Lester C. Revoir, N. Y. 550.25 

R. H. Reynolds, N. Y. 562.85 

Henry Richter, Penn. 677.35 

Walter N. Rinker, Ill. 558.35 

Edw. J. Roberts, Minn. 552.80 

Joseph E. Roche, Penn. 568.25 

Elmer E. Rogers, Penn. 584.20 

Wm. Roggman, Mich. 579.15 

Fred J. Roper, N. Y. 584.20 

Fred A. Rossow, Ill. 572.45 

Chester A. Rounds, N. Y. 599.10 

Lawrence L. Roux, Texas. 559.20 

L. E. Rowland, N. J. 567.90 

Wm. D. Rupert, Manitoba. 739.15 

Frank J. Ruppert, Minn. 568.05 

H. E. Russell, Tenn...... 564.40 

Edmund A. Ryan, Ohio. 616.05 

A. J. Sacher, N. Y. 552.15 

D. D. Sampson, Penn. 556.20 

Nicholas P. Sarntee, Minn. 551.90 

Walter Sawyer, Mass. 556.35 

Carl J. Schindler, N. D. 590.80 

H. H. Schipps, Penn. 630.55 

C. A. Schnur, Manitoba. 560.45 

H. H. Schnur, Manitoba. 554.05 

E. Glenn Schumaker, Mont. 593.85 

Wm. A. Schweiker, Jr., Penn. 588.20 

William J. Scott, Ohio. 628.75 

Wm. M. Self, Kans. 556.80 


JOIN THE YOO-BET-EYE-KAN 



Oliver G. Shade, Iowa . 570.20 

Delbert Shaffer, Ohio. 554.85 

M. W. Shaughnessy, N. Y. 551.60 

Julius H. Shaw, Kans. 553.80 

Wm. J. Shaw, W. Va. 560.95 

Henry W. Shepard, Ore. 552.30 

Allan C. Shepherst, Ohio. 560.05 

O. F. Sherman, Mass. 552.40 

F. T. Wherwood, Georgia. 579.40 

Bert Shuler, Michigan. 568.20 

Chas. J. Simon, Ohio. 559.05 

John L. Skalitzky, Mo. 563.05 

M. E. Skidmore, N. J. 552.60 

Owens F. Slein, N. Y. 631.70 

Charles A. Smith, N. H. 551.55 

Chas. E. Smith, N. Y. 572.05 

Edward S. Smith, N. Y. 632.30 

Edwin H. Smith, R. 1. 562.00 

Harry L. Smith, Minn. 609.20 

Virgil W. Smith, Okla. 615.40 

Homer M. Smith, Iowa. 561.45 

Louis J. Smith, N. Y. 569.00 

L. R. Sothern, N. Y. 590.60 

Aduf E. South, Kans. 564.05 

James C. Spratt, N. H. 551.20 

E. S. Stanford, Tenn. 554.25 

Otto Stankowsky, Ill. 556.20 

Clarence H. Stanley, Okla. 593.50 

Ellsworth Staver, Mo. 550.00 

John M. Stevenson, Ill. 551.10 

Ray F. Stiverson, Neb. 569.05 

Henry E. Stoffregen, Ohio. 553.75 

Robert M. Stookey, Mont. 552.75 

J. A. Story, Dist. Col. 552.05 

Earl J. Stults, Ill. 570.85 

W. J. Sultenfuss, N. Y. 552.20 

Lewis L. Sunkel, Ohio. 563.00 

A. P. Swaidmark, N. H. 555.60 

Earnest E. Swenson, Iowa. 600.00 

A. Taylor, Maryland. 581.25 

Milton L. Tees, Jr., N. J. 580.40 

Robt. Teetsel, N. Y. 558.30 

W. B. Teachnor, Utah. 796.05 

George E. Thomas, Indiana.... 565.45 

S. Thurston, Ontario. 559.10 

J. W. Tindall, N. Y. 551.35 

C. E. Titus, Delaware. 555.00 

F. Clifford Treuke, Okla. 574.25 

John Alfred Tripp, N. Y. 575.70 

Otto C. Turley, Ind. 556.70 

James R. Turner, Ind. 563.30 

Geo. J. Vail, N. Y. 789.90 

Louis Van DanElzen, Ill. 558.70 

J. W. Vandermye, Sask. 681.30 

Charles Vilna, Ill. 549.65 

John T. Waller, Florida. 621.30 

Floyd Walters, Penn. 553.45 

E. H. Walton, N. J. 611.60 

George M. Ware, Col. 560.20 

Bruce L. Walter, Okla. 554.30 

Herold L. Warnock, Okla. 554.85 

Leroy Weber, N. Y. 571.25 

J. P. Weimei:, Penn. 597.80 

W. R. Weissler, N. J. 636.45 

Ralph A. Whitcomb, Penn. 614.60 

B. C. Wickes, Penn. 555.75 

H. Arthur Wilhelm, Col. 637.80 

Oscar Williams, HI. 567.20 

S. R. Wilson, N. J. 565.75 

H. S. Winans, HI. 796.30 

J. H. Winn, Georgia. 553.45 

Paul H. Witte, Miss. 552.65 

Thos. Worley, Ala. 773.10 

Bernard Wright, Neb. 710.80 
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$22.00 Bonus 
$350-$550 Sales 

If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$1,944.00 
plus your yearly bonus. 

A. B. Abernathy, Tenn. 351.25 

Herman Achs, Penn. 354.90 

E. C. Adams, Texas. 356.85 

W. J. Allen, N. B. 389.55 

Orris Ames, Dist. of Col. 362.50 

Fred A. Anderson, Cali. 392.15 

Ed. Anderson, Neb. 488.25 

H. E. Anderson, N. J. 358.70 

J. V. Andison, Ont. 373.75 

C. Wilson Andrews, Ill. 366.45 

E. C. Anness, N. J. 352.45 

B. J. Anton, Penn. 350.85 

L. L. Apple, N. C. 368.40 

Ellis F. Arble, Penn. 349.45 

Jonas Amason, Wash. 367.00 

R. E. Arnold, N. Y. 355.00 

Dan H. Ashley, Ohio. 446.40 

S. M. Ashwell, B. C. 487.60 

Frederick T. Atkinson, Cali. 403.45 

Eli Aubin, Quebec . 522.50 

Frank Aulike, Penn. 353.15 

Fred E. Avery, Mich. 360.05 

George C. Avery, N. H. 467.05 

Albert Avis, N. J. 396.95 

Roland G. Baes, N. Y. 380.60 

Francis E. Bailey, Mo. 368.10 

A. L. Baker, Va. 386.00 

E. A. Baker, N. J. 353.55 

Isaac B. Baker, Penn. 381.20 

Arthur M. Balderson, Minn. 383.30 

W. W. Baldwin, N. J. 360.50 

William F. Balke, Mich. 416.75 

Charles V. Banford, N. Y. 351.*5 

John S. Bankert, Texas. 355.15 

Walter V. Bankey, III. 351.40 

William Banning, Wise. 358.40 

Lewis A. Barker, Jr., Penn. 480.90 

D. C. Barnard, Ont. 542.30 

Allan K. Barnes, Del. 363.30 

Henry A. Barnes, Wash. 350.25 

R. R. Barnett, Georgia. 367.65 

Martin M. Barrett, Ill. 380.40 

Irvin L. Barth, Cali. 366.85 

Boone M. Basham, Ky. 354.90 

James E. Bashan, Mo. 371.35 

F. E. Bastow, Alberta. 448.65 

J. B. Bauch, New York. 395.70 

Frederick Bauer, Mich. 368.75 

V. L. Baumgard, N. Y. 410.05 

Myrtle Beall, Texas. 355.95 

J. Beaulieu, Quebec . 398.90 

A. L. Beaver, Del. 356.75 

Ray D. Bechtold, Ore. 364.90 

Clay M. Beesley, Utah . 364.35 

Harry C. Bell, Ohio. 354.15 

Clem C. Bement, Jr., Mich. 354.25 

Lawrence H. Bennett, Cali. 352.15 

Floyd C. Bentley, Kans. .. 352.60 

David Berchot, Wash. 369.70 

Clay Bishop, Mo. 435.45 

Harold A. Bishop, Ohio. 356.90 


A. A. Black, N. B. 

J. A. Black, N. Y. 

Jacob T. Blactaey, Fla. 

Nathan C. Blair, Texas. 

A. F. Blake, Mass. 

Chas. H. Blakeslee, Penn. 

Raymond W. Blank, N. Y. 

Wm. F. Boeger, Minn. 

R. Boettigheimer, N. Y. 

A. P. Boone, Dela. 

Francis C. Booth, N. Y. 

Ludwig H. Bomer, Ohio. 

W. W. Borrowman, Man. 

C. A. Botham, Penn. 

Wilfred Bowes, N. B. 

John A. Boyd, Mich. 

Mrs. L. R. Boykin, N. Y. 

Mrs. Winifred Brady, HI. 

T. M. Bratz, N. Y. 

E. E. Brenaman, Wise. 

N. J. Brochtrup, Ohio. 

William S. Brooke, Ohio. 

G. L. Brooks, La. 

Andrew B. Brown, Kans. 

Orlando Dwight Brown, Ohio.. 

Wm. A. Brown, Ont. 

Walter Brown, N. J. 

Carl J. Bruckner, Penn. 

August Bruhn, N. Y. 

H. Bryan, Tenn. 

Oscar M. Bulla, Ohio. 

Frank Bullis, HI. 

Jack Bums, Cali. 

Roy Burge, Cali. 

I. M. Cairns, N. Y. 

D. S. Campbell, Man. 

Fred D. Campbell, Mont. 

Ray E. Campbell, ni. 

Alvah O. Cantine, Mich. 

W. W. Cassady, N. B. 

Costello W. Capon, Oregon. 

F. G. Carlson, N. Y. 

Edwin L. Carter, W. V. 

Walter L. Casburn, Texas. 

Eros L. Castle, Ky. 

Cecil S. Catlin, Ohio. 

Wm. D. Caton, Tenn. 

Joseph G. Certa, Ill. 

Geo. E. Chalmers, Man. 

Edward A. Chapman, Ill. 

Harvey A. Chapman, Minn. 

J. E. Charletoh, Ont. 

Frank Cheshansky, Ky. 

George L. Cheal, Mich. 

Robert J. Cherry, Oregon. 

Ellsworth M. Chrisman, Iowa.. 

G. D. Christian, N. Y. 

P. H. Clair, Maine. 

Fred R. Clark, Fla. 

R. G. Clark, Ont. 

Miss Ruby Clark, Ind. 

M. E. Cleave, Mass. 

John D. Clement, Cali. 

Leslie Gordon Cleveland, Minn. 

Arthur E. Cleveland, Wise. 

Harry T. Clement, W. Va. 

Helen Coffey, Cali. 

Alvin B. Collins, Mich. 

W. D. Colloton, Ill. 

Arthur B. Cook, Mich. 

Rodney Cook, N. Y. 

Wm. A. Cooper, N. J. 

L. A. Costa, Penn. 

Joseph M. Comeau, Mich. 

C. T. Comstock, Penn. 


359.95 H. D. Conneway, Ohio. 352.50 

350.20 A. F. Conrad, Texas. 350.30 

367.65 A. T. Conway, Georgia. 363.60 

356.75 Jay S. Cook, Utah . 356.95 

355.40 Roy B. Cook, N. B. 482.70 

380.50 Chauncey Cooke, N. Dak. 481.95 

350.15 Ralph A. Cox, Okla. 350.35 

350.00 Forrest Corbin, Okla. 469.60 

498.25 Ralph S. Crane, Mass. 455.75 

363.15 Ralph C. Crapster, Cali. 362.90 

399.15 H. Creglow, Texas. 370.90 

351.30 Samuel S. Cross, Mich. 351.25 

355.70 Elmer E. Crowder, HI. 350.70 

357.25 Chas. D. Crump, HI. 402.20 

377.25 P. Wm. Cullam, N. J. 375.50 

352.70 Ralph R. Cummings, Ohio. 353.35 

389 SO Frank E. Dabbs, Tenn. 402.50 

388.25 Frank S. Dart, Mass. 354.40 

433.20 Robert F. Davey, Ohio. 390.80 

355.25 G. A. Davis, Wash. 351.40 

356.70 Elmer H. Day, Minn. 358.40 

303.65 E. M. Dean, Virginia. 465.70 

353.85 Ivan L. Dean, Missouri. 351.75 

357.65 Andrew P. De Backer, Kans. 382.45 

358.00 Eugene Decker, Iowa. 381.15 

354.10 A. W. Demerling, Ont. 398.10 

384.25 A. C. Denbury, Alberta. 367.80 

353.45 Edward O. Dieterle, Ill. 360.60 

484.10 William Difley, Mass. 440.95 

355.30 Thomas P. Dignan, Ohio. 359.30 

365.15 C. S. Dilks, Ont. 470.35 

361.25 Cyrus L. Dillon, Illinois. 414.65 

351.75 P. E. Doane, N. Y. 410.25 

353 75 F. W. Dodge, Dist. of Col. 364.70 

355.55 Louis I. Doize, La. 355.15 

498.00 E. E. Dolliver, Quebec. 369.40 

441 SO Ira B. Donaldson, Cali. 401.55 

353.50 William J. Donalson, Mich. 356.75 

517.30 Frank J. Dooley, N. Y. 352.40 

350.95 James A. Dosier, Texas. 356.35 

366.90 Bert T. Dow, Ind. 491.75 

370.60 S. T. Dow, Mass. 370.15 

353.70 F. S. DuBois, N. J. 375.90 

362.30 S. A. Duncan, N. C. 366.00 

381.75 John A. Dunkel, Penn. 360.65 

354.35 H. Ray Dunshee, Iowa. 367.25 

356.30 Hugh B. Dunsmore, Penn. 351.05 

356.40 Robert E. Durrett, Col. 356.95 

384.90 Horace Dutcher, Minn. 370.15 

364.65 A. Dyson, Mass. 379.60 

430.40 G. W. Dyson, Mass. 371.20 

350.75 R. A. Easterday, Penn. 357.70 

355.95 Norman S. Eastin, Ohio. 387.95 

370.90 Robert M. Eastin, Ohio. 352.65 

361.05 Frank L. Eaton, Cali. 358.90 

395.95 Lewis R. Eaton, N. H. 405.60 

363.55 Clarence B. Eckman, HI. 361.85 

367 85 D. R. Edie, Ont. 358.95 

435.35 T. H. Effley, N. Y. 440.45 

360.90 C. A. Eidhammer, D. of Col. 358.85 

357.95 E. C. Eiterman, Mass. 353.50 

433.20 Carl Ekstrum, N. C. 349.85 

352.50 Harry E. Eldredge, Mich. 354.30 

352.00 Ray L. Eley, Ind. 354.05 

351.85 Ellwood Ellinger, Cali. 414.65 

360.30 C. G. Elliott, N. Y. 352.40 

350.90 F. V. Emery, Tenn. 429.10 

352.90 Allen J. Emrick, Okla. 353.45 

375.00 Donald Emson, B. C. 422.10 

526.10 A. Ennis, Tenn. 404.00 

357.85 Lloyd L. Epes, Neb. 359.00 

356.70 R. J. Essler, Penn. 353.40 

350.40 S. C. Eubanks, Mass.. 385.20 

357.50 Chas. U. A. Evans, Ill. 355.05 

350.55 R. M. Fairbanks, N. Y. 359.45 
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DECIDE WHERE YOU'RE GOING-* 

THEN STAY ON THE ROAD! 



Curtis D. Fairfield, Iowa. 440.25 

H. Farnum, Mass. 506.60 

S. P. Faust, Penn. 351.25 

Lester I. Fehrs, N. Y. 381.35 

F. H. Finegan, N. Y. 375.40 

J. L. Finley, Tenn. 369.95 

Thomas D. Finnerty, Wise. 352.35 

Hugh Finney, N. J. 376.55 

Maurice V. Fishbaugh, N. Y. 371.90 

Clare Fishbum, Cali. 358.25 

H. B. Fisher, Cali. 353.20 

Roland D. Fisher, N. Y. 351.65 

Sam Fisher, Ind. 356.75 

Theo. Fischer, N. Y. 351.80 

W. E. Fisher, N. J. 452.45 

Wm. M. Fishbaugh, N. Y. 4442.40 

Johi E. Fitzpatrick, Ohio. 352.80 

Paul F. Flaig, Ohio. 356.90 

L. A. Fleming, Louisiana. 440.20 

Chas. A. Folker, N. Dak. 377.40 

Murray K. Foote, Ky. 356 35 

G. M. Forbis, Texas. 380.30 

Chester C. Francis, N. Y. 351.80 

Benj. Franklin, La. 378.95 

V. H. Franklin, Georgia. 353.55 

Harold E. Freeman, Kans. 354.45 

Rita Frefeld, 1”. 372 80 

James Frenn, Minn. 352.75 

U. G. Fuller, N. Y. 382.90 

John W. Gailes, III. 350.60 

David Galet, Oregon. 363.20 

A. Gallant, Mass. 357.40 

Alois P. Gardner, Minn. 408.10 

Harry E. Gardner, Ohio. 353 90 

Thos. J. Gartland, Ill. 352.00 

Harland Dewey Garver, Ind. 358.75 

Francis P. Garvin, Wise. 371.20 

Irving Gatch, Georgia. 404.55 

Wm. H. Gentry, Delaware. .. 419.80 

Edward George, Okla. 357.60 

W. R. George, N. Y. 364.15 

George C. Gilbert, Cali. 405.65 

O. W. Gill, B. C. 379.20 

H. H. Gillard, Ont. 385.20 

Lloyd H. Gillard, N. Y. 353.25 

Geo. C. Gilpin, Alberta. 353.35 

F. W. Gleissmann, Kans. 366.45 

Ray R. Glosup, Ind. 354.15 

Harry Glover, Alberta. 382.95 

Jack H. Goode, Illinois. 360.90 

Chas. Goolsby, Alabama. 359.05 

L. R. Gott, Man. 396.25 

R. E. Gottshall, Penn. 434.85 

Edw H. Graham, Penn. 382.85 

K. R. Graham, Ont. 351.15 

Harry E. Grandon, Ohio. 369.95 

John E. Grant, Maine. 378.90 

J. Frank Grant, Maine. 383.25 


W. H. Grant, N. Y. 357.30 

E. Gray, B. C. 386.80 

R. T. Grayburn, N. C. 359.55 

Charles W. Green, Ohio. 399.40 

John H. Gregg, Jr., Cali. 363.50 

C. O. Griffith, Wash. 351.85 

Ross Grolean, R. 1. 348.45 

Harold G. Gruenfelder, Ill. 422.95 

Maynard Grunder, Mich. 352.25 

Chas. W. Guignard, Mo. 352.05 

Edward Martin Gump, W. Va. 353.55 
John Gustafson, Penn. 456.50 

D. B. Gwynn, Dist. of Col. 350.55 

Henry B. Habeck, Wise. 357.65 

R. M. Hackett, Dela. 410.50 

Hugo C. Haffner, N. Y. 355.10 

Stephen L. Haley, Ill. 357.00 

Irving M. Hall, Cali. 362.15 

John H. Hall, Fla. 433.00 

Charles L. Haller, Penn. 350.00 

Fred G. Haltenhoff, Ill. 483.45 

Rodney E. Hamilton, Penn. 428.30 

Griffin B. Hammer, Penn. 425.20 

Robert B. Hanselman, Ind. 359.05 

Alfred E. Hansen, Minn. 356.55 

William Hansen, Ill. 351.15 

John B. Hardesty, Ill. 359.10 

Chas. V. Hardin, Cali. 406.90 

Wilbert E. Harms, Ill. 353.10 

Fred C. Harper, Ont. 365.55 

Lloyd D. Harper, Col. 534.55 

Joe. Harstead, Oregon . 364.35 

R. A. Harstead, Oregon. 357.60 

Carroll S. Hartman, Mich. 351.55 

Fred T. Hayes, Mich. 369.75 

Robert H. Haynes, Penn. 349.40 

Harry M. Hays, Col. 352.80 

Howard Heattwole, Maryland 358.80 

E. H. Hebb, Man. 420.45 

Arthur J. Heckcnbach, Wise. 352.00 

Martin Hegdal, Iowa. 350.20 

W. H. Heidloff, Ohio. 366.40 

Geo. Heinrich, N. J. 391.55 

W. A. Henderson, Ind. 359.45 

B. Frank Hennacy, Jr., Ohio. .. 408.05 

B. F. Hennacy, Sr., Ohio. 354.80 

Jos. J. Hennessey, N. Y. 380.55 

Ernest T. Herrmann, Cali. 381.70 

J S. Hetzel. N. Y. 360.70 

Ed. E. Heyde, N. Y. 356.80 

Frvin A. Hiatt, Mich. 354.25 

Geo. A. Hildreth. Mich. 351.30 

Minnie Hildreth, Mich. 353.10 

V. Pierce Hill, Mich. 352.30 

C. K. Hillman, London, Ont... 350.75 

Wm. Hickel, Penn. 431.15 

H. L. Hinkley, Mo. 350.00 

Paul C. Hinton, Tenn. 362.25 

Wm. Hodgson, Oregon. 349.55 

Tra Eugene Hoffman, W. Va. 382.60 

Jacob Hoffman, Ohio. 354.05 

William Hoffman, Penn. 356 80 

F. A. Holden, N. J. 354.95 

Walter J. Holton, Wise. 415.25 

L. Hommel, N. Y. 352.45 

R. J. Horton, N. Y. 389.10 

C. C Houser, Penn. 352.80 

Wilbam P. Houston, Texas. 353.20 

H. B. Howard, Sask. 452.10 

J. R. Howard, Sask. 460.95 

Cecil J. Howell, Utah. 380.10 

Clarence J. Howell, Jr., Utah.. 435.30 

H. D. Howell, N. J. 359.40 

Wm. F. Huber, Ill. 379.25 

Harold A. Hughes, Ohio. 364.80 


Floyd K. Humphrey, Cali. 416.25 

R. M. Ingram, Ga. 444.00 

Miss Emily Jacobson, Cali. 474.50 

W. C. Jack, Alberta. 434.00 

Fred Jacques, Que. 351.85 

Chas. F. Jaffke, Wise. 389.20 

Walter E. Janke, Penn. 353.45 

Luther B. Jardine, Col. 351.25 

Axel Jensen, HI. 352.35 

Henry W. Jennison, Jr., Mich. 361.10 

Carl A. Jones, Mo. 363.45 

G. C. Jones, Ont. 363.95 

Walter Jones, Oregon . 350.95 

Edwin W. Johnson, Ill. 351.50 

G. Walter Johnson, III. 350.35 

Harry H. Johnston, Wash. 368.10 

Sherley Johnson, Mo. 355.55 

F. A. Juhlman, Penn. 359.90 

H. W. Jutton, Ont. 439.35 

Gus. Kahn, N. Y. 352.10 

Michael Kakos, Ill. 356.00 

Theodore Kaphan, Cali. 354.35 

Chas. Keegan, Que. 487.50 

Leo. F. Kelby, Utah. 358.30 

Howard L. Kendig, Col. 362.10 

J. W. Kenyon, B. C. 360.75 

Sheridan W. Kenyon, Ohio .... 355.80 

Enos. E. Kerr, Ill. 358.05 

Frank F. Klampe, Minn. 351.50 

David Humphrey Kline, Ky. 352.05 

Ralph H. Klinestiver, W. Va... 388.15 

Jay C. Kloepfer, Ohio. 485.60 

Clayton W. Knapp, Ohio. 360.05 

F. Knappman, Penn. 416.05 

A. H. Knight, Penn. 350.20 

L. J. Knight, R. 1. 380.45 

P. R. Knight, Ont. 352.10 

Robert M. Kidner, Mich. 364.75 

Alvin King, III. 367.85 

Herman H. Kirchoefer, Mo. 351.15 

Harry A. Kirkby, Mich. 423.75 

Bernard Konerman, Ohio. 355.05 

Edward G. Kraft, Mo. 392.30 

Martha M. Kreitz, Cali. 357.75 

Herman E. Kreps, Ill. 427.20 

A. T. Lacey, N. Y. 351.10 

Joseph L. Lammers, Ohio. 384.60 

Bryan C. Landreth, Cali. 359.05 

G. A. Landry, N. Y. 461.55 

Wm. M. Lansdowne, Ohio. 419.45 

Frank E. Lappan, Mich. 354.00 

Ellis F. Latham, Mich. 357.50 

Raymond J. Laughlin, Neb. 369.75 

H. C. Laughren, Tenn. 349.15 

John B. Laurie, Minn. 360.30 

John A. Leaf, Iowa. 441.95 

B. W. Leavitt, Me. 383.75 

John P. Le Croy, Tenn. 360.80 

Donald H. Lee, 111. 357.85 

Raymond M. Leighton, Ohio.... 398.50 

Ernest L. Le Roux, N. Y. 351.60 

John J. Le Roy, N. Y. 432.90 

Rene C. Le Roy, N. Y. 351.55 

B. L. Le Seuer, Penn. 375.95 

John H. Letts, Wash. 353.90 

Henry Garnett Le Vesque, Ky. 354.85 

Charles N. Libey, Ohio. 378.75 

Oscar H. Lickert, Penn. 364.9C 

Laurence E. Lindesmith, Minn. 376.20 

C. G. Lindquist, R. 1. 350.45 

Jack F. Linville, Kans. 371.40 

Harold W. Lippert, Ill. 374.40 

Bruno Lizotte, Que. 352.35 

Edgar A. Locke, Mich. 360.55 

Wm. Locke, Georgia . 435.60 
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E. A. Loeffler, Ohio. 362.20 

Ralph C. Lord, Mich. 371.25 

Geo. H. Lortie, Kans. 404.80 

Bernard C. Losee, Mich. 365.90 

John S. Lowden, W. Va. 407.70 

Paul H. Luker, Montana. 351.25 

VV. J. Lumley, Windsor, Ont... 374.15 

Victor A. Lundy, Penn. 366.70 

William Lunnie, N. H . 355.05 

Edward P. Lutz, Penn. 351.25 

Wm. W. Lutz, Penn. 354.50 

Carlos Lyons, Wash. 355.20 

M. Lyons, Virginia . 362.70 

W. P. MacFate, N. Y. 354.60 

W. M. MacNeil, Mass. 427.80 

J. T. McArthur, N. C. 371.35 

A. McBrien, N. B. 373.05 

Sheldon L. McCaughey, Ohio.. 357.95 

Walter J. McCaw, Okla. 371.90 

Theodore E. McClure, Ohio.... 353.05 
J. A. McConville, London, Ont 445.75 

P. Q. McDill, Tenn. 350.35 

Mrs. M. E. McDonald, Wash. 355.45 
Maynard J. McDougall, Utah.. 354.80 

Fred H. McGee, Penn. 374.90 

Elno D. McGlone, Mich. 363.45 

H. G. McGraw, R. 1. 350.55 

James H. McHenry, Texas. 419.10 

D. J. McKay, Que. 500.90 

James McKay, Man. 379.40 

W. E. McKay, B. C. 361.35 

J- H. McKenna, N. Y. 369.55 

J. C. McKillen, Wash. 351.70 

M. G. McLean, N. B. 356.40 

R. A. McLean, N. Y. 392.95 

Patrick McMullen, Cali. 355.25 

A. Mabey, Utah. 358.55 

Gordon Maffry, Mo. 366.45 

Roy D. Magill, Cali. 426.70 

Russell G. Mahar, N. Y. 380.90 

Geo. Maingot, Ohio. 444.85 

L. A. Meli, Delaware. 353.40 

Geo. Malkemes, Penn. 357.95 

W. T. Maloney, N. Y. 391.85 

Wm. A. Malley, Penn. 356.10 

Joseph A. Malone, Col. 370.30 

Fred W. Manley, Minn. 351.30 

Arvid C. Marcuson, Utah. 446.75 

Millard F. Marion, Ark. 360.60 

Edward Marker, Ill. 410.65 

Bela P. Marsh, Penn. 444.65 

A. W. Marshall, R. 1. 355.65 

A. A. Martin, Mass. 417.40 

Elmer S. Mattner, Penn. 352.50 

James B. Martz, Ohio. 362.15 

James W. Mashburn, Texas.... 402.70 
A. C. Mason, Penn. 412.05 

F. A. Massey, Mass. 356.30 

F. O. Mason, Toronto, Ont. 533.45 

Edw. T. Maume, Texas. 359.85 

Walter W. Mayclin, Oregon.... 374.45 

C. A. Maynard, Que. 542.35 

Richard L. Menadue, Col. 368.15 

Frank J. Mertz, Wise. 415.80 

Robert W. Mess, Cali. 351.50 

Leroy J. Metzler, Ohio. 385.05 

Leo. M. Michels, Wise. 396.30 

Howard Middleton, N. J. 353.10 

F. C. Mihm, Maryland . 350.45 

E. A. Miller, N. B. 461.45 

E. K. Miller, Indiana. 365.05 

F. S. Miller, Ohio. 351.40 

Guy O. Miller, Montana. 364.30 

H. C. Miller, Penn. 361.45 

Harry C. Miller, Wise. 354.65 


Marcus W. Miller, Ky. 465.45 

William E. Miller, Ill. 376.25 

Cleo N. Mitchell, Okla. 372.25 

G. H. Mitchell, Texas. 353 80 

J. E. Mitchell, Delaware. 354.05 

Leonard C. Mitchell, N. Y. 353.70 

L. E. Modissette, Ont. 359.70 

Roy J. Montgomery, Calif. 365.10 

C. M. Moore, Ont. 353.85 

James E. Mood, Mass. 358 85 

Mrs. J. T. Moore, Tenn. 352.60 

R. T. Moore, Fla. 361.90 

James F. Moran, Ohio. 350.00 

W. H. Morgan, Penn. 351.25 

Geo. A. Morris, Minn. 400.95 

Wm. Morrow, Ont. 359.60 

Court M. Mowry, N. Y. 397.55 

Arthur L. Murphy, Okla. 385.15 

H. J. Murphy, Ont. 353.95 

J. P. Murray, Texas. 353.85 

Warham C. Murray, Oregon.... 358.80 

Wm. W. Nash, Wise. 355.15 

Laura A. Nauert, Iowa. 354.45 

W. M. Naugum, Va. 367.95 

Earl E. Neary, Penn. • 353.20 

Evald Henry Nelson, Mont. 423.30 

Strauss B. Newcomb, Ind. 486.00 

James A. Nibblet, Neb. 357.55 

Mary A. Nickelson, Minn. 399.95 

Fred Nieman, Oregon. 363.45 

Cecil Paige Nisewarner, Ohio.... 356.90 

Harold G. Nixon, Ohio. 355.20 

Martin Nordlohne, Ill. 376.55 

George W. Norman, Jr., W. Va 415.85 

A. O’Brien, N. B. 453.40 

John J. O’Brien, Ill. 388.00 

Urban V. O’Connor, Mo. 351.15 

Michael E. O’Donnell, Iowa .... 353.15 

M. W. O’Donnell, Penn. 458.50 

Elmer F. Olivers, Ind. 350.00 

Samuel Oliver, N. J. 350.40 

A. F. Olson, Ont. 414.55 

Carl E. Olson, Ill. 392.40 

Thos. P. O’Neil, Ill. 442.60 

A. N. Oriante, La. 378.25 

H. Ormerod, Ontario. 356.80 

Louis Orona, Texas . 352.70 

O. L. Orr, Dist. of Col. 353.75 

Richard L. Orth, Cali. 353.50 

Wm. Otis, N. Y. 386.Q0 

Harvey A. Otterson, Wise. 360.55 

O. C. Overhelser, Penn. 357.85 

G. S. Overton, Va. 356.25 

Gordon T. Owens, N. Y. 371.25 

Fred M. Page, III. 481.75 

Frank Panuska, Ohio . 355.20 

Clarence H. Parks, Iowa.. 357.45 

Francis C. Parks, Mich. 431.35 

G. M. Parmelee, Mass.... 351.75 

Edgar L. Peard, N. Y.. . 379 45 

W. T. Penninger, Ill. 453.00 

James Wm. Pennington, Ill.. .. 390.25 

H. Pepin, Quebec . 437.10 

J. W. Perdoe, Cali. 372.45 

Ernest Perrin, N. Y. 362.50 

LeRoy J. Perryman, Iowa. 367.00 

John F. Peterson, N. Y. 352.05 

Guy B. Pettegrew, Ill. 381.75 

Andy Pfau, Mont. 351.30 

R. P. Phelps, Ind. 475.05 

Leroy E. Phillips, Iowa. 470.35 

R. E. Phillips, Manitoba. 381.80 

Harold E. Pierce, Iowa. 358.35 

R. G. Pifer, Penn. 350.83 

L. Pike, Nova Scotia. 409.10 


E. A. Pineau, N. B. 378.10 

J. B. Pirie, Ontario . 500.40 

Thos. M. Poe. S. Carolina. 368.15 

Chas. Rodrick Pole, Mich. 350.75 

R. P. Pollard, N. Y. 367.85 

Joseph A. Polley, Cali. 458.95 

A. Pollitt, N. Y. 362.30 

F. A. Post, N. Y. 437.40 

Dwight W. Powell, Ohio. 350.15 

Harold A. Powers, Cali. 356.50 

Charles E. Prahl, Wise. 358.95 

George Price, B. Col. 522.30 

Albert C. Price, N. Y. 351.95 

Chas. C. Price, Neb. 370.85 

N. E. Price, Ont. 349.95 

James H. Purfield, Mich. 459.15 

C. T. Putnam, Mass. 474.40 

C. J. Quevillon, Ont. 358.25 

Walter J. Rahn, Wise. 515 80 

R. W. Rambo, Penn. 366.60 

H. C. Reed, N. J. 353 00 

N. I. Reed, Manitoba. 355.95 

A. F. Rogensburger, N. Y. 354.45 

W. Rehmcyer, Maryland. 438.25 

C. B. Reynolds, Alabama. 463.90 

J. D. Reynolds, Florida. 370.65 

Jas. C. Rhoades, Penn. 354.55 

Fred E. Rhodes, Utah. 542.70 

J. T. Rhodes, R. 1. 356.15 

Frank G. Rice, Ohio. 358.80 

Lloyd H. Rimert, Ohio. 369.05 

Albert J. Ringewold, Mich. 368.20 

Eugene Risher, Penn. 378.75 

John T. Ritchie, Mich. 354.10 

Thomas E. Ritchie, Ontario. 357.05 

Harrison Rivers, Va. 394.85 

D. W. Robertson, La. 445.65 

Miss Luna Robertson, Ill. 367.45 

W. H. Robinson, Penn. 351.75 

John W. Roberts, Okla. 358.55 

Robert A. Roblee, Mo. 441.35 

Wm. A. Robston, Alberta. 360.10 

W. W. Roby, Tenn . 351.20 

Frank P. Rock, Missouri. 351.60 

A. J. Rockeffeler, N. Y. 411.40 

H. W. Rohlfing, Cali. 380.30 

Emelene P. Rondinella, Cali. 362.30 

C. P. Roney, Ontario. 375.00 

Elmer V. Roose, Iowa. 353.45 

Eilert L. Rosengren, Ill. 361.25 

Herbert C. Roudenbush, N. Y. 352.85 

John R. Roy, Ohio. 352.20 

Earl E. Russell, Ill. 408.00 

J. Gerald Russell, Maine. 369.30 

Jos. L. Rutledge, Texas. 353.15 

Charles A. Ryder, B. C. 542.85 

Courtney W. Ryder, Mich. 400.75 

Victor Sands, Cali. 354.50 

Millard R. Sarson, Cali. 401.30 

G. R. Saunders, Manitoba. 429 40 

A. J. Sawicki, Penn. 358.30 

Alfred Scarth, N. Y. 365.35 

F. Schindler, N. Y . 448.60 

William Schmar, Ky. 366.35 

Geo. V. Schmidt, Cali. 350.15 

Richard A. Schmidt, Miss. 353.95 

Henry Schoen, N. J. 365.20 

William K. Schreck, Ohio. 384.95 

E. W. Schreckengost, Penn. 378.75 

Herman Schultz, N. D. 350.85 

P. Schuringa, Cali. 356.30 

Fred H. Schwab, III. 380.70 

David Scolley, Ontario. 501.10 

C. E. Sears, N. Y. 391.90 

Lloyd I. Sease, Ohio . 403.90 


Page Thirty-One 

Google 


















































































































































































































Daniel Secord, Mich. 381.30 

George D. Sellers, Okla. 351.30 

Paul B. Seybolt, N. Y. 364.40 

Grant D. Shanklin, Missouri. .. 403.80 

Cleo M. Shaw, Mo. 353.60 

James G. Sheahan, Okla. 402.65 

T. R. Shearer, Penn. 353.05 

W. Y. Sherman, Mass. 477.25 

J. A. Shingleur, Colo. 351.85 

John J. Shoemacker, Minn. 356.35 

Walter K. Shold, Colo. 437.40 

Joseph E. Short, Cali. 546.15 

Harold W. Short, Illinois. 365.75 

W. S. Shorter, N. Y. 356.00 

H. A. Shultz, Ind. 366.30 

Minnie Shutt, Illinois . 359.00 

Gurdon G. Sill, Ohio. 352.20 

Roy M. Sill, Ohio. 371.20 

Cecil A. Simpson, Minn. 391.45 

E. K. Sims, Jr., La. 442.15 

Joseph J. Sitter, Penn. 353.60 

Benj. B. Skinner, N. J. 355.50 

J. H. Skinner, Ont. 373.90 

Floyd G. Slay, Okla. 366.65 

Alfred W. Smith, Ind. 446.05 

C. C. Smith, Wash., D. C. 351.15 

C. P. Smith, Alberta. 527.75 

Frank E. Smith, Sask. 492.35 

Joseph T. Smith, Utah. 403.55 

Harvey J. Smith, III. 413.20 

Katherine Smith, Wash. 355.00 

Logan Smith, Minn. 352.70 

Marshall H. Smith, S C. 373.85 

Roy S. Smith, N. Y. 356.00 

C. E. Snider, Mich. 514.25 

Elmer N. Snider, Wash. 357.65 

G. Harold Snively, Penn. 440.55 

F. J. Spear, Va. 352.10 

G. E. Spencer, Maryland. 360.30 

Gerald O. Sprouse, Utah. 368.50 

Fred A. Spurgeon, Iowa. 364.0C 

W. M. Stabler, Penn. 420.05 

Chas. J. Stafford, N. J. 414.25 

Dawson Stark, N. Dak. 351.35 

Maude Starrett, Iowa. 498.75 

Robert S. St. Clair, Ohio. 368.95 

Robert A. Steadman, Iowa ... 373.55 

Clyde A. Steele, Mich. 386.85 

Lyle S. Steele, Oregon. 406.55 

H. P. Steeves, N. B. 357.65 

Emil A. Stehlik, Wise. 350.55 

Geo. F. Steiger, N. J. 355.10 

Mrs. A. H. Stephens, Fla. 403.15 

J. Ernest Stevens, Mass. 381.90 

Cecil St. Germain, Mass. 411.25 

Ned Stinson, Montana. 377.10 

H. A. Stoecker, Wise. 353.30 


W. B. Stokes, Ontario . 352.45 

Frank W. Stone, N. H. 364.30 

Benton C. Storrs, Mich. 359.65 

Ralph Stoudenheimer, Penn. 370.00 

Perry M. Stout, Ohio. 351.05 

W. D. Strause, Penn. 379.05 

Frank L. Strong, Ill. 373.20 

Galord H. Stults, Ill. 540.45 

Alonzo H. Sue, Ind. 381.15 

Harry C. Sulham, N. H. 353.85 

John J. Sullivan, Ohio. 419.60 

Martin Sullivan, R. 1. 363.40 

E. J. Sullivan, Mass. 351.85 

Harold D. Sweeney, Mass. 428.45 

Carl Suter, N. J. 357.05 

R. W. Sye, Penn. 351.95 

F. S. Taggart, Ont. 359.65 

R. Bartley Taggart, Penn. 468.75 

Abram Talmage, Mo. 351.90 

Arthur M. Taylor, Penn. 444.10 

Myrtle V. Taylor, III. 494.40 

Beverly L. Tebeau, Mo. 353.65 

A. E. Teetsel, N. Y. 381.55 

Emery M. Tesreau, Ill. 352.60 

A. Twekesbury, Mass. 363.05 

Lawrence A. Thatcher, Utah. .. 356.15 

Walter Theg, Wash. 373.75 

Oreon P. Thein, Cali. 368.50 

Elmer C. Thies, Texas . 354.85 

R. F. Thomas, Tenn. 372.10 

H. F. Thompson, Sask. 353.20 

Wm. Harold Thomason. Mo. 352.60 

Guy E. Thrailkill, Calif. 351.85 

G. G. Tillotson, Jr., Penn. 351.45 

A. J. Tingley, Ont. 356.30 

C. A. Topping, N. B. 353.05 

R. J. Toutant, Ont. 359.10 

Elbert M. Town, Iowa. 350.75 

Zeland Tracy, D. C., 372.QO 

Harry Troiler, N. Y. 359.35 

Mrs. E. Tupper, B. C. 409.05 

E. W. Turner, Va. 351.60 

F. A. Turtado, R. 1. 350.45 

John R. Twigg, Texas . 353.70 

James J. Tydings, N. Y. 401.00 

Carl B. Udry, Ohio. 352.65 

John W. Ulrey, Ohio. 355.15 

Robert J. Upton, Texas. 360.65 

W. C. Urner, Penn. 517.05 

Walter Van Dam, Mich.. 425.80 

William C. Van DeMark, Mich 353.60 

John Van Koert, Ill. 351.80 

C. W. Vetter, Ind. 354.35 

F. B. Vining, Mo. 357.45 

Geo. R. Vosler, Minn. 357.45 

Blake E. Waldron, W. Va. 495.20 

Leo T. Walsh, N. Y. 495.10 


Martin Walsh, N. Y. 300.80 

Anton C. Walter, Minn. 374.75 

D. F. Walton, N. J. 351.35 

John A. Wartenbe, Mo. 369.90 

A. E. Wasson, N. B. 403.10 

Ernest Marvin Watkins, Ky. 355.35 

Hector O. Watts, Ont. 416 20 

C. A. Webber, Ont. 356.00 

C. Everett Weimer, Ohio. 352.55 

Manuel Weim, Cali. 360.25 

Jos. Weiss, N. Y. 377.15 

John Wells, Florida. 377.05 

Wright L. Wells, Mass. 390.25 

Harry E. Wenino, Ill. 365 25 

W. J. Westmeyer, Minn. 362.30 

Frank L. Whalen, Cali. 360.8C 

Claude J. Whaley, W. Va. 373.40 

Fred Harrison Whaley, W. Va. 364.50 

Curran M. Wheat, Texas. 357.70 

Clyde B. Wheeler, Ky. 468 80 

James B. Wheeler, Cali. 412.80 

Charles L. White, Texas. 364.80 

Frank E. Whitehead, Ind. 350.05 

T. J. White, N. S. 381.30 

E. D. Whitely, Ont. 42005 

Albert M. Wicker, Ill. 417.05 

Delbert P. Wilcoxen, Ind. 350.40 

Louis A. Wiles, Indiana. 542.45 

Earl E. Williams, Ohio. 415.30 

Jay A. Williams, Cali. 364.35 

M. R. Williamson, N. C. 421.70 

M. R. Williamson, N. Car. 421.70 

Pauline L. Wilson, Mo. 381.00 

O. H. Winder, Ohio. 351.45 

C. L. Wilson, Texas. 378.65 

E. P. Winslow, Mass. 351.10 

James W. Wirtensohn, Minn ... 399.20 

F. C. Wolfe, N. Y. 364.70 

Leroy Wood, Utah . 349.40 

Gordon C. Worley, Okla. 390.40 

Hubert L. Worrell, Ind. 427.85 

Edwin Wrate, Michigan. 386.70 

James H. W. Ray, Alberta. 465.45 

O. P. Wrenn, Va. 366.75 

Albert E. Wight, Mich. 362.25 

Fred Wrigley, Mass. 401.45 

Lola B. Wybron, N. Y. 353.90 

James Wyms, N. J. 492.00 

J. T. Young, Maryland . 356.25 

M. K. Young, R. 1. 364.30 

Raymond Young, Wash. 373.30 

Gideon Zeigler, Ohio. 458.05 

Gerald Zeilstra, Ill. 439.20 

J. Zoolkoski, Penn. 374.60 

Emma Hohn, Iowa. 353.30 


Total Sales for November 

$ 1 , 007 , 345.77 


On Our Profit-Sharing Plan 
Representatives Received in November 

$ 43 , 516.00 

in Extra Earnings 
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In wishing you 
a Prosperous New Year 

THE UNITED STATES GOVERNMENT 

offers you 

POSTAL SAVINGS 
for the deposit of your money, and 

TREASURY SAVINGS CERTIFICATES 

for investment 


GOVERNMENT LOAN ORGANIZATION 
Second Federal Reserve District 
120 Broadway New York City 
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THE FULLER BRUSH COMPANY 

Hartford, Connecticut: 


Volume VI FEBRUARY, 1922 Number 2 


Insurance Co. Executive 
Praises Work of 
Fuller Brush Co. 


Mr. Charles F. Montgomery, Editor, 

The Fuller Bristler, 

Hartford, Conn. 

Dear Mr. Montgomery:— 

I had the honor to be a guest at the con¬ 
vention banquet of the Fuller Brush Com¬ 
pany. One could not be seated for a very 
long period in the atmosphere of that occa¬ 
sion without appreciating the splendid organ¬ 
ization which President Fuller has built up 
around him in so short a period of time. 

At a certain formal dinner party in Paris 
a foreign dignitary under the excitement in¬ 
duced by native Burgundy rushed up to 
Marshal Foch and wringing his hand ex¬ 
claimed: “Marshal, you are great—tell us 
how you did it.” Foch raised his glass of 
water and answered: “By drinking this.” The 
gentleman who told the story said that when 
the great Marshal made his reply there were 
in the lines of his face the same old courage, 
the same spirit of co-operation and the same 
expression of justice which the Marshal was 
wont to manifest in the field. 

If we were to ask the same question of the 
president of the Fuller Brush Company: “You 
are great—tell us how you did it” Mr. Fuller 
would offer, perhaps, no more complicated an 
explanation than the glass of water in the 
hand of the great Marshal. Mr. Fuller, how¬ 
ever, has answered this question in his own 
modest way. He denies that he possesses any 
unusual abilities or any unusual qualities and 
says that his success simply vindicates his 
belief that the average man has unlimited 
powers if it is made worth his while to open 


them up. Think of it: In ten years the Ful¬ 
ler organization has grown from one man in 
a cellar to 3,000 men and women and the 
business of a few dollars has increased to 
millions. It may be, however, that some of 
the outstanding qualifications of the success 
of Foch may be ascribed to President Fuller. 

Courage seems to be the most outstanding 
and most potent characteristic of the organ¬ 
ization of the Fuller Brush Company. It 
takes courage to encounter and surmount and 
it takes courage to grow. The exhortation of 
your Mr. Frank H. Demars in the December 
Bristler is serious and at the same time most 
amusing. To the salesman who is met by the 
cold and haughty stare of the liveried but¬ 
ler Mr. Demars would say: “Oh, man, man! 
That is the time to use your bean and talk 
sense, even if inwardly you are cowed by his 
grandeur. If you can once win that butler, 
the rest is easy.” 

Again, it was most amazing courage that 
undertook to start a new factory ten months 
ago at the very peak, or rather at the lowest 
level, of the abyss of depression. 

Co-operation, or as it is most generally 
termed, team-work, is another characteristic 
of the Fuller Brush Company which was 
manifest at the banquet. The management of 
organization personnel is the greatest concern 
of industry today as it always should have 
been. General Goethals in speaking of the 
construction of the Panama Canal says that 
he was not so much concerned over the dig¬ 
ging of the canal as he was with the men 
who did the digging. The best method found 
thus far is just plain team-work. 

“'Tain't the individual, nor the army as a 
whole, 

But the everlastin' team work of every 
bloomin' soul.” 

This principle of team-work is in accord¬ 
ance with Mr. Fuller's belief in the unlimited 
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powers latent in every individual. He is right, 
because none of us use our faculties to their 
fullest extent and on the average we put out 
but a very small per cent, of our potential 
effort. Yet with the greater scope and oppor¬ 
tunity which Mr. Fuller offers there is an 
incentive to develop the powers of every indi¬ 
vidual. It is a wise policy—this of using 
every man’s talents and contributions. Team¬ 
work is what makes an organization stand out 
on the football field. It makes an organiza¬ 
tion stand out in the world of business. 

There is evidence, too, in the Fuller organ¬ 
ization of the observance of the Golden Rule. 
The pages of the literature of the Fuller 
Brush Company are filled with the spirit of it. 
The activities carried on in the interest of the 
employees definitely prove it. This is shown 
by such a measure as Mr. Fuller has provided 
in the protection of the homes of his organiz¬ 
ation through Group Insurance. 

It is all this which enables the Fuller Brush 
Company to accomplish wonders. It is be¬ 
cause there are practiced the principles of 
courage and team-work and justice that the 
Fuller Brush Company has finished the best 
year - in its history while many concerns are 
just pulling in short of breath and thanking 
heaven that the spark of life remains. 

“We Brush the Earth From Head to Heel’’ 
is one of the slogans of the Fuller Brush Com¬ 
pany. The old earth needs the sort of brush¬ 
ing that your organization is giving it. The 
brush of work, of generosity, of joy, of power 
from the brain, of sympathy from the heart, 
of strength, and courage and service. 

Very truly yours, 

WILLIAM F. CHAMBERLIN, 
Superintendent Group Department 
The Travelers Insurance Company. 

m m m 

Thrift 

By Harry A. Allen 
Treasurer and General Manager 

One of the greatest factors in the readjust¬ 
ment to a pre-war basis hinges on the Thrift 
and Savings of the individual. 

Since 1914 we have gone at a mad pace— 
High Wages, High Living, Extravagance and 
Waste. 

Waste dwelt in every American home, but 
due to the abundance of our resources and the 
great demand for labor it was seldom accom¬ 
panied by want. 

Thrift was a term to be read about occa¬ 
sionally in the primers—a Savings Bank ad¬ 
vertisement—or preached to us during a Lib¬ 
erty Loan drive. 



Harry A. Allen 


We have now come to the awakening. Busi¬ 
ness must be readjusted and we must be 
readjusted. We must learn to deny ourselves. 
We must give an honest day’s labor for a 
day’s pay. We must learn to save a portion 
of each week’s wages. We must pay our bills 
promptly and learn never to buy a luxury 
unless we have the money to pay for it. If 
we as a nation do this we shall be amazed 
to see how soon the readjustment takes place. 

The greatest handicap to any man is to be 
always in debt. He is never in a position to 
take advantage of an opportunity and is al¬ 
ways working under a mental strain. If you 
were to trace back individual cases of need 
for charity, it is more than even chance that 
you will find the condition was brought about 
by lack of thrift. When you trace back the 
history of a crime or defalcation, how often 
you encounter lack of thrift as the principal 
cause. 

To start and maintain a consistent plan of 
Savings requires an exceptional amount of 
self-will and determination, but it is well 
worth cultivating before opportunity knocks 
at the door; for when opportunity knocks the 
man who has neither Savings nor Credit must 
let it pass—perhaps never to return. 

The thrifty take and hold the advantages 
that opportunity offers. 

The year 1922 has not advanced very far, 
and let us have for our big resolution this 
year “WE WILL BE THRIFTY.” 

w su m 

The conviction that you can will furnish 
the power that can. 

The conviction that you can’t will paralyze 
whatever ability you have. Success Magazine. 
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The Value of Working 
with an Organization 

By J. H. Smith, Mgr., Kansas City District 

There are great institutions in our country 
which stand out as gigantic monuments of 
power, service, and opportunity. These in¬ 
stitutions have been made possible by many 
individuals combining their resources,—liter¬ 
ally burying themselves for the good of the 
whole, rather than working for personal bene¬ 
fits or glory. Such an institution is our 
Federal Government with its democratic pro¬ 
visions. Through its system of check and con¬ 
trol, of one department over the other, it rep¬ 
resents the best thought and ability of many 
men rather than the old individualistic form 
of government. 

The Federal Reserve Bank today, gives a 
larger meaning to the value of unified re¬ 
sources. Exerting a mighty power in the 
financial world, it has an opportunity to bene¬ 
fit every individual, because many have given 
in order to better serve the larger good. 

The establishment of such institutions has 
meant sacrifices on the part of individuals, 
but only temporary at the most. In the long 
run, there has been built up a strong organiz¬ 
ation which backs up the lesser units, and in 
the end makes the individual stronger. The 
Fuller Brush Company is just such an exam¬ 
ple. Because of its potent influence, it is able 
to contribute more to the world in general and 
to help particularly the various members of 
its corporate body. Its greatness depends 
upon the contributions which men and women 
make to it. Its strength and influence repre¬ 
sent all the various members have given. It 
is a great reservoir of combined resources. 
All that we have contributed to our Company 
is there multiplied many times by the mass 
effort. The advantageous position which our 
Company has gained, has been made possible 
because of the splendid harmony and unsel¬ 
fish spirit which has characterized Fuller 
Brushes from the very beginning. 

This vast storehouse of power now returns 
to us more than we have given. It gives us 
a position of trust which could come only by 
belonging to a great organization; it provides 
for us a magnificent advertising campaign 
benefitting every representative and customer 
alike. It enables us to render a more perfect 
service, in that we can sell better merchan¬ 
dise at a more reasonable price than smaller 
concerns. It is able to employ expert leaders, 
giving us instructions which will enable us to 
fulfill our task in a more satisfactory manner. 
Last of all, we have greater earning power 


because of the fact that we are working with 
a concern that is strong and able to help us 
overcome every difficulty, giving a momentum 
to our activities that is only possible through 
massed effort. 

It pays to be with a large and vital organiz¬ 
ation, such as the Fuller Brush Company. 

It is said that when an ocean liner moves 
out of port and sails majestically upon the 
great deep, that a certain species of bird fol¬ 
lows the ship on its journey until the close 
of the day. These birds are unable to alight 
on the water, but attracted by the sight of 
the ship seem to receive an urge to follow it 
on ana on. During the day, it is said, some 
of the birds are seen to fall because of their 
inability to keep up the terrific pace the ship 
is setting. The stronger ones, however, con¬ 
tinue following the ship on its long voyage. 
At the close of the day, as darkness gathers, 
the few remaining birds are seen to drop 
unsteadily downward, having lost sight of 
the ship, going down to a watery grave. 

This story may be true or not, but just the 
same we, too, have a ship which we are fol¬ 
lowing. It is the good Fuller Ship laden with 
a cargo of service. We follow it, as the sea 
birds, willing to go wherever the vessel turns, 
but when darkness comes, or when we grow 
tired and our feet pain us because of the hard 
day’s work, we know the good ship is nearby, 
—that there are willing hands to lift us 
up,—someone is there to cheer us on and 
show us how to reach our goal in life. 

Yes, it pays to work for a great organiza¬ 
tion. 

Co-operation these days is necessary. A 
man cannot go very far alone. When bitter 
discouragements or trials o’ertake us, it is 
then we realize the power of comradeship and 
united effort. Then and then only is the 
weakest member able to receive the same 
strength and help as the strongest. What is 
good for the entire organization or our com¬ 
pany, is good for the individual. 

Let us, therefore, seek to do everything in 
our power to make our organization even 
greater, realizing that in its growth and de¬ 
velopment rests our future, our source of 
strength and help. 

m m m 

Give me the man who can hold on when 
others let go; who pushes ahead when others 
turn back; who stiffens up when others 
weaken; who advances when others retreat; 
who knows no such words as “can’t” or “give 
up”; and I will show you a man who will win 
in the end, no matter who opposes him, no 
matter what obstacles confront him. 

— Selected. 
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Western Division Group Traveled in Special Car 
to Recent Convention at Hartford 



Gate Visitors Visit Botanical Gardens in Chicago 
en Route to Convention 
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MR. ADAMS AS COMPANY AUDITOR 


Mr. Frank Adams has been a member of 
the Fuller family since November 15, 1921, 
coming to us from the firm of Petze and 



Frank W. Adams 


Soule, Certified Accountants of Hartford. In 
his position as auditor, Mr. Adams at present 
designs forms and systems to take care of 
the accounts both of the Home Office and the 
distributing stations. He is eminently well 
suited to his position and has made himself 
very popular with all with whom his work 
brings him in contact. 
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Own Your Home 


By T. D. Faulkner 

What is a home? Home is the foundation 
of contentment and inspiration at each day’s 
beginning and sanctuary at the end. 

Home ownership is the ambition of every 
right-minded man and woman. 

Thrift and home ownership go hand in 
hand. If you teach a man to save you have 
started to make a better citizen of that man. 
Some men must have an incentive to save. 
What greater incentive can there be than 
that of saving toward the owning of a home? 
The ownership of a home gives a man a thrill 
such as can nothing else. 

The city or town where most of its citizens 
own their own homes has no first-hand knowl¬ 
edge of Bolshevism and there the labor turn¬ 
over and other labor troubles are slight. That 
community also has the best civic govern¬ 
ment, as the real estate owners directly pay 
all taxes, and where the majority of the 


voters pay directly, they are likely to see to 
it that they receive value for taxes paid. 

It is the duty of all good citizens to help 
by all means within their power, the man of 
moderate means to achieve his life ambition 
to “own” his own home. See to it that the 
savings institutions do their share in loaning 
their funds to home owners, help the building 
and loan associations by letting them have 
some of your surplus funds and to interest 
yourself in this great work—not a work of 
charity, but to help make others useful and 
happy citizens and their children as well. 

Which makes for best citizenship, a family 
brought up in a tenement house, overcrowd¬ 
ed, dingy, and with no place but the streets 
for the children to play, or one in their own 
home with a plot of ground around it, plenty 
of fresh air and what there is, theirs ? 

A certain moral backbone and independence 
accompanies home ownership and the theories 
of the American citizenship become more the 
facts and less the dream of such people. 

Tenants for the most part have no pride in 
the upkeep of a rented house, at least no¬ 
where near the pride as when a home is their 
own. They seem to have a careless lack of 
respect for the rented tenements and the chil¬ 
dren naturally grow up without regard for 
property and without some of the funda¬ 
mentals that make them good citizens and 
good neighbors. 

In war times or peace times you can always 
depend on the home owners to protect their 
country, their state, and their community. 
Home ownership is one of the safest and most 
profitable investments. 

It helps many to save. What greater in¬ 
centive is there to save and profit by saving 
than to make the first payment on a home, 
and after the title is secured to save with the 
option of paying off the mortgage and owning 
it all; then in case of death or old age there 
is always a home for the loved ones, and if 
started along the path of saving it follows 
through life, and after the home is fully paid 
for, the home owner will have acquired the 
habit of being thrifty, will continue to spend 
less and save more and will profit more as a 
result of home ownership than he could have 
by making any other sort of investment. 


m m m 
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Love, charity, benevolence, kindliness, good 
will towards others, all arouse the noblest 
feelings and sentiments within us. They 
are life-giving, uplifting. They make for 
health, harmony, power. They all tend to 
the normal, to put us in tune with the In¬ 
finite. 

— Selected. 
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CUBA THE PEARL OF THE ANTILLES 


By C. T. Fortson, Havana, Cuba 


In this, the last of our articles on Cuba, 
we shall bask in the sun of her balmy climate. 
We have already gained somewhat of a con¬ 
ception of her natural and artificial wealth, 
her architecture, her commercial activity, her 
modern improvements, her government and 
social spirit. Are you a lover of music? Have 
you ever been thrilled by the pleasing chords 
of a favorite selection, suddenly to have them 
cut off by a temperamental artist? You then 
have experienced the same pleasure as of a 
brief basking in Cuba's sun. Poets could well 
wax eloquent. It would take an artist to do 
justice to a description. 

In the States, in so many parts of the 
country, one must shovel snow and carry 
ashes in the winter, and enrich the ice and 
soft-drink companies in the summer. In the 
spring, over-shoes and influenza are in style. 
In the autumn, our happiness is lessened by 
the knowledge that soon must come the snow. 
We curse the heat in the summer and the 
shivers in the winter, the nasty sloppiness in 
the spring, and speak words of good cheer 
only in the autumn. But in Cuba, pleasant 
breezes mingle with the warming sun to make 
us glad we are living. 

When we are having winter in the States, 
there is a temperature in Cuba about like our 
mid-autumn. When we have spring, it is 
more like earlier autumn. When we have 
summer in the States, the hot-headed sun of 
Cuba is trying to out-do the just as hot¬ 
headed sun in the States. But the sun in the 
States goes the Cuban sun one better, be¬ 
cause the impish winds of the sea keep but¬ 
ting into the efforts of the latter. Of the 
two, autumn in Cuba and autumn in the 
States, that in the States is the cooler. If 
one should visit Cuba in August, he would 
feel the intense heat of the sun by day, but 
his nights would be made sleepful by the 
contrasted coolness. A blanket is very often 
needed. The hottest hours of the day are from 
about 11 a. m. to 2 p. m. The coolest, the 
hours between midnight and early mom; the 
mildest, from 6 to 8 p. m. You would have 
to regulate your activities somewhat accord¬ 
ing to this schedule. If you should come in 
January or February, you would doubtless 
need moderately heavy clothing. Oftimes the 
gales blow so madly that one must remain 
some distance from the sea to be comfortable. 
At night in these months, one would certainly 
need blankets. 

The statistics show that Cuba has the low¬ 
est death rate in the world. One can catch 


cold quite easily, but it does not have such 
serious possibilities as in the States. My im¬ 
pression is that there is a greater prevalence 
of minor illnesses than in the States, due, I 
believe, to lack of sufficient physical activity 
on the part of the victims. Many people have 
the impression that the climate of Cuba and 
of the countries similarly situated in the 
tropics, deadens one's vitality, but the num¬ 
ber of active Americans who have been here 
for some time, as well as of Cubans, is a testi¬ 
mony to the contrary. It is just an opinion 
that the degree of vitality one may have is 
affected not so much by the climate in which 
they may be surrounded, as by the gift of 
energy they may originally possess. There 
are some Americans here who feel that the 
climate has added to their vigor. Perhaps it 
is also that those who find it otherwise have 
discovered this as a good excuse to avoid 
work. 

Cuba is surrounded by a very salty sea. It 
seems that the paint of the exteriors of build¬ 
ings is very quickly affected by the salt in 
the air. All wire rusts very quickly. One liv¬ 
ing in the vicinity of the water must keep a 
careful watch over all clothing and articles 
made of steel or iron in order to maintain 
their good appearance. 

Many visitors complain somewhat of the 
heat of this climate. Many natives do the 
same. Of course it is warm enough for any¬ 
one. In fact, it gets sufficiently hot at times. 
But after all, I believe it is true as in other 
things, that the pleasure one may enjoy from 
this climate will be determined largely by his 
own mental attitude. If one comes with the 
anticipation of being roasted to a nice brown, 
then fried to a crisp, or drained dry by pro¬ 
fuse perspiring, then of course he will get 
what he is looking for—at least in his own 
mind. But if one comes with the idea of mak¬ 
ing the best of whatever Cuba has to offer, 
looking to learn her best treasures, then he is 
due to live blissfully while here. 

If our readers have found anything of any 
interest at all in these brief articles on Cuba, 
doubtless you have wondered if Cuba must 
not be a perfect land in which imperfections 
are out of place. No, nothing like that! Cuba 
and Cubans have their faults, and many, 
many of them. But so do all countries and 
peoples! If more of the best traits have been 
brought out in these writings, it is because 
the writer believes in seeing the best in ev¬ 
erything and everyone, subordinating the 
worst. We gain nothing of value from look¬ 
ing at the worst side of anything. It is the 
best that teaches us the determination to take 
advantage of what we have learned. 
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An Old Timer’s View 


Dear Monty:— 

Just a line from an old-timer might stimu¬ 
late some new salesman. I started with our 
good Company four and one-half years ago. 
I had been employed in a factory at $18.00 
per week and about that time Mr. Ford began 
paying his men not less than $5.00 per day. 
I could scarcely believe it, but listen, boys: 
The first order of Fuller Brushes 1 sold 
netted me $10.40, and I thought I would drop 
dead. I had never made 50c. a minute before, 
but I am used to it now. The largest order 
I ever sold was $132.00. That was years 
after and it didn’t affect me a bit! 



J. W. Dingey 


When I first started with Mr. Fuller it was 
quite different and much harder to interest 
the people than it is today. We didn’t have 
the nice attractive line that we have today, 
the advertising was meagre and the people 
had a horror of peddlers. One thing, among 
many others, that we salesmen are indebted 
to our Company for is their wonderful adver¬ 
tising. I can’t imagine that even Mr. Fuller 
himself fully realizes the wonderful change 
it has brought about. Everybody knows us 
now and every home welcomes us. 

And that free brush system: say, boys, 
it’s a wonder! We are peddlers no more; the 
people have been educated to believe in us 
and our line. 

I have sold several specialty lines, but as 
soon as I got well sold myself on Fuller Brush¬ 
es, I found that it was the easiest line any man 
ever sold. It is almost impossible to get into 
a home where our line is unknown, but do you 
know, I enjoy finding a person who is all 


surprised and says, “I never even heard of 
them.” You should see me swell out my chest 
and make her want that veg. so badly she 
almost cries. 

I only wish I could have a new man every 
month like “Sam.” (My brother-in-law, Sam¬ 
uel Sheridan.) He sold his general store and 
has been with us three years, and no com¬ 
pany can boast of a better man. As to re¬ 
muneration, if a man will give his work his 
undivided attention, I will venture to say he 
has the best job he ever had. As for me, I 
am here to stay. So count on me to boost, 
boost, boost! 

Fraternally, 

(Signed) J. W. Dingey, 
Huntington Office. 

m m m 
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EVERY DAY WILL BE SUNDAY 
BY AND BY 


Contributed by Leo A. Eickhoff, Des Monies, la., Office 

Days 


Every year has. 365 

If you sleep 8 hours it equals. 122 


This leaves. 243 

If you rest 8 hours a day. 122 

This leaves. 121 

There are 52 Sundays. 52 

This leaves. 69 

If you have half-day Saturday. 26 

This leaves. 43 

If you have V/> hours’ lunch. 28 

This leaves. 15 

Two weeks’ vacation. 14 


Which leaves . 1 

And this being Labor Day, no one 

works. 1 


0 

SO YOU DON’T WORK AFTER ALL. 
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An excellent way to determine the value of 
an employee is to give him a lot of spare time 
and then to observe what he does with it. 


Google*”” 

















Giving Mrs. Overlook 
a Double Dose 

By M. B. Calvert, Hamilton , Bermuda 


To begin with, there was a knock at the 
door. Mr. Overlook answered and was hand¬ 
ed an enclosed Fuller “door opener” for Mrs. 
As the Fuller man had failed to seal the 
envelope, Mr. extracted the card himself and 
answered promptly that they had no time 
to look at anything today. So the Fuller 
man left, for the time being, that is, “pro 
tern,” as we might say. 

Another day the Fuller man called. A 
child answered the bell and quickly returned 
from Mrs. Overlook with the “busy” answer, 
suggesting that grandpa could look. In this 
particular case, judgment seemed to whisper 
that there was not time to spare to show 
grandpa. So there was another postpone¬ 
ment. 

Other calls were made when Mrs. Overlook 
was apparently out. 

And again, Mrs. Overlook was sought. Her 
son answered the door bell. “Mother,” says 
he, “Here’s a gentleman who wants to see 
you—an agent.” The Fuller man added, “The 
man Mrs. Jackson wanted to see you, you re¬ 
member.” But Mrs. Overlook spoke down 
from the top of the stairs that she was still 
too busy. Being put to the question she said, 
“Not until after Christmas, some afternoon 
after three o’clock.” 

These conditions being fulfilled one after¬ 
noon, the Fuller man called her on the phone 
before coming up. “Can’t stop this after¬ 
noon. Really, I don’t want any brushes.” 
“Oh, that’s all right, I’ll wait. I want to see 
you anyway.” 

And now for the double dose: These 
thoughts occurred. It is a long time since 
she felt the full force of the “door opener.” 
Possibly she is not a very intimate friend of 
Mrs. Jackson who sent it. 

After considerable inquiry, another lady 
was found who felt qualified to make out a 
fresh door opener (not unduly fresh, of 
course). To secure increased efficiency and 
variety, this one reached Mrs. Overlook with 
the aid of a postage stamp. 

A few days later the little girl brought 
word back to the door to come in and have 
a seat. While waiting in the parlor, the Ful¬ 
ler man wondered, Does she know who awaits 
her? He arranged his case for a quick open¬ 
ing. He saw that Mrs. Overlook’s chair was 
0. K. Finally she appeared. When the de¬ 
sired proximity had been secured, our man 


smiled, saying, “I have a present here for 
you.” 

It was presented, etc., etc. Mrs. Overlook 
was delighted. Not being sure what Mr. and 
son would want, she “for now” signed for 
No. 305, No. 402 and No. 102, and made out 
a door opener for her neighbor, being anxious 
that the call be made at once lest she be out 
later. 

Her order was a good one but it wasn’t its 
size altogether that brought the Fuller man 
the feeling of exultation and made him ex¬ 
uberant. He had the answer to the question, 
“Why do you keep pestering her?” “If she 
wanted brushes, don’t you suppose she’d see 
you ?” But she was now a friend. 

We win! And then came the old song, 
“Fuller Brushes ain’t what they used to be,” 
as we wended our way to the lady she sent 
us to, who had a $15.00 order to be written 
down. 

And then we realize that we must do some 
climbing to get the grand view from the top 
and that to get to the next top, it is often 
necessary to go down through another marsh, 
but the vision from the top still lingers and 
incites. 

ram® 

oVT> JV7S 

JUST SAND 

By Edward F. Morris, Tulsa Office 

When everything goes crooked and you’re 
feelin’ kinder blue, 

You ain’t got any money and you don’t know 
what to do, 

Just keep the wheels a-tumin’ and take on 
lots o’ sand; 

Bye and bye, without much struggle, you’ll 
reach the Fuller Land. 

Of course, it ain’t so easy when you’re almost 
down and out, 

But other guys won’t know it if you don’t go 
’round and spout; 

Just oil the wheels and throttle and don’t for¬ 
get the sand— 

Just buckle in and go it, and you’ll reach the 
Fuller Land. 

Other men have gone before you on just as 
rough a road, 

But they found a few “good Indians” to help 
them pull their load. 

What if the roads are slippery? Keep puttin’ 
on the sand— 

If you don’t lay down a quitter, you’ll reach 
the Fuller Land. 

03 m m 

CJ fl }1 T> CJ hr V' 

Man never reaches heights above his hab¬ 
itual thought. 
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“The Days of Real Sport”. Earl R. Cotton (Second from left, seated) 

This photo shows our hustling Director of orator, denouncing the nomination of Garfield 
Distribution, Mr. Earl Cotton, at the age of for the Presidency as the greatest crime of 
twelve, surrounded by his football team. We the century, etc., etc. We can’t personally 
won’t tell you how many years ago this was vouch for the truth of this story but we see 
taken because that wouldn’t be quite fair and no reason to doubt it. 

besides, we don’t know. We learn from a re- A glance at young Earl will show that even 
liable source, however, that the photographer at this early date he was built along the same 
caught Earl and his little playmates as they low, mission lines of architecture which he 
listened with rapt attention to a stump- affects today. 
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DO YOU KNOW WHO I AM? 

By Herman J. Stich 

I live in the sunshine. 

I bring out of people and conditions the 
best that is in them, because always I see the 
best, expect the best and work for the best. 

I sustain the courage of men when they are 
hard-pressed by disappointment and discour¬ 
agement. 

I am the prophet with the vision that sees 
beyond the obstacles, beyond the difficulties 
of the present, the golden land of success and 
achievement of the future. 

When a man chooses me for his companion 
he never talks about hard times, he never 
carries in his mind a picture of poverty or 
failure, he is never self-defeating. 


I am the dynamo of accomplishment. 

I instill the animating faith—not the pas¬ 
sive faith that hopes and waits but the active 
faithfulness that works in full confidence that 
destiny works on the side of its indomitable 
possessor. 

I am what makes good dreams come true. 

I provide the belief to pray as if there were 
no such thing as work—and the steady reso¬ 
lution to work as if there were no such thing 
as prayer. 

I am man's greatest benefactor and friend: 
I am a producer of love, health, good cheer, 
of all that is encouraging, stimulating, help¬ 
ful and inspiring, of victory and prosperity. 

Do you know who I am ? 

I am Mr. Optimism. 
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LET’S TAKE A MENTAL INVENTORY 


This is February- Soon grim winter will 
move on and make room for gentle spring. 
In the springtime, the housewife takes inven¬ 
tory of her home and rids herself of the use¬ 
less trash accumulated through the winter 
months, by that strenuous (and to the male 
members of her household, dreaded) process 
called house-cleaning. 

At this season the wise merchant and man¬ 
ufacturer takes a stock inventory and gets 
rid of old-style, shop-worn, slow-moving 
goods by holding special sales, etc., releasing 
money tied up in non-productive lines and 
making room on his shelves for the better 
sellers. 

Why should we not also take a mental in¬ 
ventory at this time? Are we producing? Are 
the shelves of our mental process stocked 
with a clean, fast selling, profitable line of 
goods or do we still have them filled with the 
same old cobwebby, dusty notions that spell 
bankruptcy and disaster? 

Particularly is it well for the man who is 
getting along in years to take mental stock 
of himself at this time. If you are on the 
shady side of forty and have achieved fair or 


perhaps unusual success up to this time, be¬ 
ware of the desire to let down and take things 
easy. Many men are too prone to do this 
very thing, relying like some unwise mer¬ 
chants on their past reputations to sell the 
old line of goods at new up-to-date prices. It 
can’t be done. You must constantly keep 
your mind stored with new ideas, new energy, 
fresh sincerity of purpose. If you do not, if 
you allow the mental trash and dead-wood to 
accumulate, some younger and more progres¬ 
sive dealer in the same line of goods you are 
trying to sell will come along and take away 
your custom. 

The price of lasting success is keeping ever¬ 
lastingly at it. There is absolutely no secret 
key to the door of success. The open sesame 
is work. Read the life of any successful man 
or woman in ancient or modern times and you 
will find that each and every one was an inde¬ 
fatigable worker. Here is the magic formula 
of which successes are made: Work plus 
Study plus Initiative. All others are counter¬ 
feit and will not do. 

Let us take an inventory now and see if we 
are stocked up with these three most essen¬ 
tial ingredients. If not, now is the time to 
stock up. The demand will always exceed the 
supply. If you wish to lay in a new stock, 
now is the time to hustle out and get it. Take 
a mental inventory today and see how you 
stand. 
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HAVE A USEFUL HOBBY 

Courtesy of “WUsonian” 

Many persons, in their hours of recrea¬ 
tion, find delight and pleasure and profit 
in undertakings which are entirely dif¬ 
ferent from their usual work. Some find 
expression for these hobbies in collecting 
coins, stamps, flies, bugs, books, or a dozen 
similar activities which in no manner connect 
the mind with one’s usual occupation. 

For the mind these hobbies have the effect 
of a splendid tonic. The mind, which is per¬ 
son itself, is as much benefited by a hobby as 
is the body by golfing, baseball, football, 
bowling, riding, fishing, swimming or many 
other pleasant and valuable exercises. 

A mind concentrated upon but one thing 
day and night soon loses some of its tremen¬ 
dous power. Therefore, pursuing a useful 
hobby takes the mind seemingly from its 
usual sphere of activity and exercises, as it 
were, certain other parts of the brain, giving 
the cells which are so continuously worked 
a chance to rest and store up more energy. 

Exercising only one’s left arm does not 
benefit the right, and so it is with our brain 
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AN EDUCATED MAN 


cells. A well-balanced mind, keen, clear and 
strong, must come from a well-developed 
brain. A hobby furnishes excellent exercise. 

This is the age of accomplishments by the 
mind, and the better the brain is exercised 
and nourished, the better we are therefore 
equipped to meet the big problems which de¬ 
termine our fitness for the more important 
tasks always waiting to be mastered. 

Have a hobby, but let it be a useful one to 
fit you for the bigger and better things in life 
of which you are capable. 

—By Thos. E. Wilson. 

m ra m 
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ARE YOU A $50,000 MAN? 

Did you ever think what you are really 
worth as a business producer? 

Thompson, of Detroit, puts it this way: 

$3,000 is six per cent, on $50,000. 

If you are earning $3,000 a year you are 
worth as a human, producing machine, $50,- 
000 . 

If you were running a factory in which was 
a machine of steel and brass that cost $50,- 
000, you would insist upon it being run to 
full capacity, wouldn’t you ? Every hour and 
every minute of the working day you would 
want it to be producing. 

If it stopped for half a day because it got 
tired or out of order or someone threw a 
monkey wrench into the gears you would feel 
that you were losing a lot of real money. 

All right. 

Suppose YOU slow up or lay off. 

Maybe you’re a $75,000 man or maybe 
you’re a $25,000 man—no matter what the 
value. You see what you lose when you let 
yourself run slack. — Impressions. 
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Lyman Abbott tells a story about Dwight 
L. Moody. He started out one day with “the 
best minister in Edinburgh” to raise money 
for a mission in that city, the minister taking 
the lead and asking from ten to fifteen pounds 
at each call. “I saw,” said Mr. Moody, “it 
was going to take all winter at that gait, and 
so (not daring to criticise him) when we came 
to the next house (that of a very grand and 
wealthy woman) I said, ‘How much are you 
going to ask her for?’ ‘Oh, perhaps fifty 
pounds.' I kept still, but when the door opened 
into the room where she was I just pushed 
ahead and said, ‘Madame, I have come to ask 
you for two thousand pounds to help build 
a new mission down at Carrubers Close.' She 
threw up both hands and exclaimed, ‘Oh, 
mercy! Mr. Moody, I cannot possibly give 
more than one thousand.' " —Exchange. 


Who should know better than Dr. Nicholas 
Murray Butler, the admitted brains of the 
Republican party, what constitutes an edu¬ 
cated man? 

We pause for challenging answer, and 
knowing that there can be none, we resume 
to submit his definition. 

Dr. Butler names six marks of an educated 
man: 

First, correctness and precision in the use 
of the mother tongue. 

Second, refined and gentle manners, which 
are the expression of fixed habits of thought 
and conduct. 

Third, sound standards of feeling and ap¬ 
preciation. 

Fourth, the power of reflection. 

Fifth, the power of growth. 

Sixth, the ability to act efficiently without 
nervous agitation. 

Dr. Butler, doubtless assumes a back¬ 
ground of knowledge, such as may be gained 
only by study, although he makes no specific 
reference to scholastic attainment. But even 
with the requirement of erudition omitted his 
six marks of an educated man constitute a 
pretty severe test. 

Many a scholar, renowned in history, would 
fail on the second, and the sixth would cause 
a widespread flunking. 

However, Dr. Butler does well to remind us 
that knowledge is not the sole or the most 
important factor in education. We are in 
danger of forgetting the original significance 
of the word—the drawing out and develop¬ 
ment of the inherent capacity of the indi¬ 
vidual. The educated man is not so much the 
man who knows many things as the man who 
knows how to employ his faculties and to 
make use of knowledge. If our schools kept 
this in view more constantly, they would 
achieve better results with the material com¬ 
mitted to their care. 

— Exchange. 
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If you would be healthy, look to your 
thought. The health stream, if polluted at 
all, is polluted at the fountain-head—in the 
thought, in the ideal. You cannot hold ill- 
health thoughts, disease thoughts, in the 
mind without having them outpictured in the 
body. The thought will be expressed in the 
body somewhere, and its quality will deter¬ 
mine the results—sound or unsound, health¬ 
ful or unhealthful. There cannot be harmony 
ease in the body with disease in the mind. 
Never affirm or repeat or think about your 
health what you do not wish to be true. 

— Exchange. 


Page Eleven 

. Google 








Page Twelve 


Google 








As the Reviewer Sees Us 


Bert Barnes in December “Blue Pencil Magazine” 


Two copies of The Fuller Bristler, The Ful¬ 
ler Brush Co., Hartford, Conn., are before 
me. I haven’t opened to the inside of either 
one yet because I have been pondering as to 
just what my reaction is to the covers on 
these magazines. They are the October and 
November numbers. The October issue con¬ 
tains one of the prettiest fall covers I have 
seen on any house-organ; the November cov¬ 
er is not nearly as attractive, and yet by rea¬ 
son of the neat and genuine appearance of 
the magazine I find myself impatient to look 
inside and it really doesn’t seem to matter to 
me which one I go through first. There cer¬ 
tainly is attention-compelling value in a good 
cover. The October issue is in four colors 
and pictures a mighty attractive farm scene 
with a row of pumpkins trailing alongside of 
stacked cornstalks, with a cozy farm house 
in the distance. The printing register is per¬ 
fect ; the engravings are excellent and we can 
imagine the issue of The Fuller Bristler be¬ 
ing preserved indefinitely by those who re¬ 
ceive it because of the cover alone. Now for 
the inside pages: Second cover contains a 
poetical tribute to Alfred C. Fuller by one 
of the assistant editors. Poem is good, but 
the typographical layout of the page isn’t in 
keeping with the excellency of the front cov¬ 
er. Gives the impression that the printer 
picked up a few pieces of border type from 
the floor and threw it into the form. Page 
one contains an inspirational editorial by 
Editor Charles F. Montgomery. It’s good too, 
but why in the dickens is such fine type used ? 
Better to cut out the subheads and use ten 
point or lead out the eight point. By eliminat¬ 
ing the subheads it wouldn’t take much more 
space to set the matter in ten point and the 
readability would be improved. Cut of Mr. 
Fuller on the second page is too flat, evident¬ 
ly due to the ink used. A blacker or a blue 
black ink would be better. The paper quality 
is good and justifies more attention to the ink 
used. Double-page pictorial spreads which 
follow are fine, and well placed. Better to 
have used ten point type for Mr. Fuller’s 
article, which would have been possible by 
leaving out the piece of filler verse, “Myself.” 
Editorial tie-up with the front cover and its 
inspirational message is excellent. Bonus 
pages could be improved by using a step head 
instead of a pyramid head, and would suggest 
caps and lower case type, instead of all-caps. 
Use of line-cuts is good as a means of break¬ 
ing up the monotony of solid tables. Shame 


for wasting the back cover page. Why not 
reproduce one of the company advertise¬ 
ments ? 

Good, the November issue, is mostly in ten 
point type, a decided improvement and I’ve 
read nearly all the matter in it which I was 
better able to do and therefore more readily 
disposed to do. Would use the second, third 
and fourth cover pages to better advantage. 

Fuller Life, same company, a newspaper 
type, 11x16, is just what its name implies— 
full of Fuller life, interestingly presented 
mostly in news style. It deals largely with 
the activities of the employees, salesmen and 
district managers; contains departments for 
the home, one edited by a domestic science 
expert; runs splendid editorials and contains 
much useful information about the affairs of 
the company, including now and then an in¬ 
sert of one of the company’s advertisements 
in national publications. 

Editor's Note: —We wish to thank Mr. Barnes 
for his many fine , constructive criticisms as well as 
for the kind things he writes concerning our house 
organs. By the way , if you are interested in house 
organs from the standpoint of reader , publisher or 
editor (and more especially as editor ), we advise 
that you send for a year's subscription to “Blue 
Pencil Magazine ” The subscription price is $3.00 
yearly. “Blue Pencil” is published by Bert Barnes 
at 187 Montague Street , Brooklyn , N. Y. 
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TO MY VALENTINE 


By Miriam Pomeroy 


It’s a silly little custom, 

Sending verses to a man 
To tell him “someone” loves him— 

“Guess who, if you can!” 

It’s a silly little notion 

That a man would care to know 
That a lady’s heart is trembling 
Like a leaf when breezes blow— 

But if your heart should flutter 
At this message straight from mine, 

It won’t seem quite so silly 
To have sent this Valentine. 
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The Literary Digest’s plan for “giving men 
w’ork to fit their brains” is good so far as it 
goes. But the crying need of the times is 
some plan that will give men brains to fit 
their work. 

— Springfield, Mass., “Union.” 
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THE MILWAUKEE FULLER CLUB 



Henry Kenning 


The Milwaukee Fuller Club, which was or¬ 
ganized on December 28th with H. H. Pihl as 
president, held its first big function, a dinner 
and dance, on Wednesday evening, January 
11th. The attendance was good and enthusi¬ 
asm ran high. 

The chief feature of the evening was the 
way in which the “Fuller families” got ac¬ 
quainted with each other, married folks, sin¬ 
gle folks and “kids.” An old fashioned broom 
dance in which the odd man danced with a 
Fuller broom and the informal changing of 
partners made everybody feel that introduc¬ 
tions were no longer necessary. 

The Club announces that Milwaukee is on 
the map to stay and will be heard from 
regularly. 
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NEW DEPARTMENT HEAD 


MR. KAUFFMAN PROMOTED 


Mr. Kenning has been chosen to head our 
newly created Personnel Department. He 
comes well recommended for this important 
position. For six years, Mr. Kenning was 
head of the Welfare Department of the Pratt 
& Whitney Mfg. Company of Hartford, leav¬ 
ing that position late in 1921 to take up the 
selling of Fuller Brushes. Mr. Kenning’s 
work for the present, at least, will be among 
the workers of the Production Department. 
“The Bristler” wishes to congratulate him on 
his recent promotion. 
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“OUR ONE GUESS”—B. E. V. RIDGE 


By W. E. Miller, S. W. Chicago Office 


There’s a Blue Ridge in the Allegheny Moun¬ 
tains of the East, 

There’s a Red Ridge in the Rockies of the 
West, 

And a Missionary Ridge down South, which 
ridge to say the least 

Many travelers think for scenery is the best. 

There’s a White Ridge in New Hampshire and 
a Green Ridge in Vermont, 

And a Smoky Ridge in sunny Tennessee. 

But there’s one “ridge” whose fond memories 
our minds will ever haunt, 

That’s the Ridge beginning: B. E. V. 


Mr. Elmer H. Kauffman, our new Assist¬ 
ant Educational Director, began his career 
with the Fuller Brush Company in Septem¬ 
ber, 1914, at which time he was appointed 
college agent at Olivet University, Olivet, Ill. 

In September, 1916, Mr. Kauffman opened 
the Detroit branch office and remained as 
manager of that branch until 1919, when he 
was promoted to the post of manager of the 
Detroit District. Mr. Kauffman’s fine rec¬ 
ord as branch and district manager speaks 
for itself and we wish him much success in 
his new position. 

Mr. and Mrs. Kauffman will make their 
future home in Hartford. 



Elmer H. Kauffman 
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THE TRADEMARK AND WHAT IT 
STANDS FOR 

It is an economic fact that the name behind 
merchandise has been the consistent creator 
of better goods at cheaper prices, as a long 
line of manufacturers can testify and as the 
average consumer well knows, says a writer. 

It is no overstatement to rank the trade¬ 
mark with the great mechanical inventions of 
the last century; for, without it, large scale 
production would have been a futility, lack¬ 
ing a large scale market commensurate with 
its output. The large scale laboratory of the 
manufacturing chemist, with its vast econo¬ 
mies, would have been a business impossibil¬ 
ity had not the trademark enabled the quan¬ 
tity manufacturer to build up a great demand 
upon which he would rely. And the moral 
benefit has equalled the economic. It has con¬ 
stantly made for reliable goods of high qual¬ 
ity and square dealing with customers. 

Square dealing—that is the fundamental 
economic fact behind every trademark. The 
creator of a trademark is compelled to main¬ 
tain his quality and sell at a reasonable price 
because to do otherwise is to take all value 
from his trademark. It is the anonymous 
manufacturer, the fly-by-night trade names, 
who tricks and schemes to put over defective 
goods as firsts. He can afford to use such 
methods, for his anonymity protects him. 

On the other hand the advertiser of a brand 
under his firm name cannot. Such a firm is in 
the exact position of the old-time craftsman 
who made his goods with his own hands, sold 
them to his friends and neighbors, and had 
to stand behind his product. When machine 
manufacturing first came in this old relation¬ 
ship was lost, with damaging consequences to 
the consumer. 

The trademark has restored the old rela¬ 
tionship. It brings the producer of a soap, a 
dental paste, a safety razor or anything else 
bearing a famous trademark, face to face 
with his customers. The good will of these 
users of his goods is the most precious prop¬ 
erty that such a manufacturer possesses; be¬ 
side it, factories, stores, stocks of goods, how¬ 
ever costly, are as negligible junk. The latter 
can be reproduced in a few weeks or months, 
the former is the slow growth of years of 
square dealing combined with honest pub¬ 
licity. 

— Selected. 
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Smile, and your friends will be smiling; 

Weep, and they’ll pass you by. 

Succeed and give, and they’ll let you live, 

But fail, and they’ll let you die. 


YESTERDAY AND TODAY 

By A. W. Me Phee, Manager Saskatoon , Sask. 

Great electrical inventions have superseded 
steam; 

The old-fashioned sailing boat is an anti¬ 
quated dream. 

We ride in horseless carriages driven by the 
rich; 

Women wear silk hosiery that never knit a 
stitch. 

The stomach-ache we used to have is appen¬ 
dicitis now, 

And we’re eating creamery butter that never 
saw a cow. 

The way we used to take tub baths is an old- 
fashioned way, 

We have that beat a thousand ways with the 
Fuller Friction Spray. 

Housekeeping in general is made much easier 
now, 

We have the Fuller Service Man to call and 
show us how. 

The old grease mop we used to use is entirely 
forgot, 

We have that great big beauty, called the 
Fuller Wonder Mop. 

We used to use false coloring to give our 
cheeks a blush, 

But we have that natural beauty now with 
the Fuller Beauty Brush. 

The old corn broom which shed its straws like 
a dog that had the mange 
Has lost its place to the 501 in the Lovely 
Fuller Range. 

Progress is our motto, modern times have 
come to stay 

And we keep on Fullerizing homes in the 
same old Fuller way. 
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NEW PAIL FOR COUNTRY SHOWER 

The order number for the new “Collapsible 
Pail for Country Shower” will be No. 910. 

This item is a semi-cylindrical collapsible 
pail made of brown duck. A nipple to which 
the hose of the country shower may be at¬ 
tached is inserted in the bottom of the pail. 
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“Marjie, have you been smoking?” 

“No, mother.” 

“But your breath smells of tobacco.” 

“Father kissed me good-bye.” 

“But father doesn’t smoke.” 

“I know it mother, but his stenog does.” 

—Illinois Siren. 
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William J. Hines 


Mr. William J. Hines, our popular Ivory Di¬ 
vision Superintendent, has been seriously ill 
at the Hartford Hospital during the past two 
weeks with typhoid fever. 

As we go to press, we are delighted to learn 
that “Bill” is on the mend and we trust that 
in our next issue we shall be able to announce 
his complete recovery. 
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ARE YOU A QUITTER? 

By Dr. C. E. Welch 

President, The Welch Grape Juice Company 

Many men fail because they quit too soon. 
They lose faith when the signs are against 
them. They do not have the courage to hold 
on, to keep fighting in spite of that which 
seems insurmountable. If more of us would 
strike out and attempt the “impossible,” we 
very soon would find the truth of that old saw 
that nothing is impossible. 

But everything is impossible if we concede 
in advance that it is, and then rest our effort 
with that. We cannot think failure and be 
successes. 

Go through the list of those who hold what 
are looked upon as the big jobs in business, 
to-day, and you will find that these are the 
men that overcame the greatest obstacles— 
the impossibilities, so-called. The bigger the 
man the greater 'were the obstacles he had 
to surmount. Few of them had the up-road 
paved for them in advance; instead they 
grew by using their judgment and doing 
things for themselves. 

It is plain to the blindest that men develop 
by overcoming difficulties. The obstacles in 
their paths are really opportunities to show 
the world just what they can do. 

The trouble with most men is that they 
think they must improve their business as a 


whole, in order to get ahead. They do not 
know the magic of keeping everlastingly at 
the little improvements everywhere. It is 
the effort to improve little things in one's 
business that counts. It is the gradual bet¬ 
terment, evolution, not the great spasmodic 
strokes that, in the long run, count most. 
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The South Greensboro Bank Building of 
the American Exchange Bank of Greensboro, 
N. C., can surely furnish you real service. On 
the first floor you can deposit your hard 
earned money. On the second floor, in the 
first office you can buy your Real Estate. In 
the second office, you can order your Gold 
Dust Twins or Fairy Soap. 

In the next two offices, you can call for 
two good doctors. 

In the last office you can order Fuller 
Brushes to make a general clean up. 

— F . L. Engelman, Greensboro Office. 
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NEW MANAGER OF WINNIPEG 

DISTRICT 

Mr. Stanley W. Bolton, recently promoted 
manager of the newly created Winnipeg Dis¬ 
trict, has an enviable record with the Fuller 
Brush Company, Ltd., of Canada. As sales- 



Stanley W. Bolton 


man in the field and as manager of the Win¬ 
nipeg Branch, Mr. Bolton has done consist¬ 
ently fine work and we feel sure he will prove 
an unqualified success in his new position. 

Mr. Bolton served overseas during the late 
war with a Canadian regiment and was se¬ 
verely wounded and gassed on several occa¬ 
sions. 
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Our March Ad 


Imagine You’ve Never Heard of Fuller 
Brushes—Then Look It Over 


By Everett R. Smith, Adv. Mgr. 

Inserted in this issue of “The Bristler” is 
a reproduction of our advertisement which 
will appear in the March issues of the Ladies’ 
Home Journal and Good Housekeeping Maga¬ 
zine, the March 25th issue of the Saturday 
Evening Post, the April 6th issue of the Sat¬ 
urday Night (Canada) and the April 15th 
issue of MacLean’s (Canada). 

Before you look over this ad, just let your 
imaginative instincts do a little overtime 
work. Imagine that you have never heard of 
the Fuller Brush Company, nor seen any of 
their products. We know that is asking a lot 
of your old “think-tank”—but let’s try, any¬ 
way. 

Now open up the ad. The wonderful repro¬ 
duction of the mop strikes you first. Its soft, 
fluffy brown strands just seem to stand out 
of the page. You feel a desire to grasp the 
substantial looking handle and use the mop 
on your floors. Immaculate floors! They are 
suggested in that exquisite background of a 
living room—which you subconsciously visu¬ 
alize as your own. Immaculate floors—how ? 
You read on and learn of the exceptional 
qualities of this mop—the Fuller Wonder 
Mop. What does Fuller mean? You are soon 
told. Where can these wonderful mops and 
brushes be secured? You read on and learn. 
How can you identify genuine Fuller Brush¬ 
es? The Red Tip Tag tells you. 

They are all there—those convincing points 
that clinch the sale of the prospective pur¬ 
chaser to Fuller Products long before the Ful¬ 
ler Man reaches the door. When he does ring 
the bell, he isn’t greeted with a contemptuous 
frown. Instead, he is rewarded with a smile 
of welcome, for the great meaning of the 
name Fuller—the prestige, dignity and bear¬ 
ing for which it stands, has long been im¬ 
pressed upon the householder. Our work is 
to live up to the ideals of our company—giv¬ 
ing the best in quality and service—to our 
utmost. “He profits most, who serves best.” 

ra m ra 
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WORKING THE INDUSTRIAL SECTION 

By H. Ray Dunshee, Kansas City District 


Some people may think it is unnecessary 
to work the business district because they 
feel that most of this district is reached 
through the homes. My experience has been 
otherwise. As a rule I have found the busi¬ 


ness people as accessible in their places of 
business as in their homes and they buy not 
only for their establishments, but for per¬ 
sonal use and their homes as well. 

In working the business district, I use 
much the same method as I use in the resi¬ 
dential district: I take the different shops 
and offices as they come, making back calls 
where necessary and working thoroughly as 
I go. 

There are certain establishments which for 
me have proven better prospects than others. 
Most important of these are some of the 
shops: Department, Ready-to-Wear, Milli¬ 
nery, Shoe, Jewelry and Grocery stores; 
Florist, Tailoring, Electrical and Plumbing 
Shops; Beauty Parlors, Garages, Cafes and 
Restaurants, Cleaning and Pressing Estab¬ 
lishments, and occasionally Drug Stores. 

Among the offices, the best have been the 
Doctors, including the M. D.’s, Osteopaths, 
Chiropractors and Dentists. 

I use a very similar method in all of these 
places, but I find that I can sell the same 
brush for entirely different purposes in the 
different places. The gift brush is a great 
aid in working the business district, though 
when presenting it there I do not call it a 
vegetable brush but a scrubbing brush to 
clean the lavatories, etc. That appeals and 
they use it, too. 

In calling on the department stores, it is 
not, of course, possible to get in touch with 
many of the employees, so I find the ones in 
charge of the different departments. I intro¬ 
duce myself, explain that I am representing 
the Fuller Brush Company and ask if they 
are using any of our brushes. Often they get 
the idea that I have some special brush, as a 
floor brush of some kind. But I do not let 
that interfere. I say, “No, Fuller does not 
specialize in any one brush, but being one of 
the largest brush companies in the world, 
makes about everything to be had in the 
brush line. I have a sample brush that I 
want to give you and I want to show you a 
few of our many articles, to give you an idea 
of what the Fuller line is.” 

Usually they think it is a joke to get 
something for nothing nowadays, but they 
take the brush all right and they give me 
the chance to demonstrate. I make the dem¬ 
onstration as snappy as I can, telling them 
facts backed up by proof. They are used to 
buying and they know quality, also they like 
to test my knowledge of the line. I first show 
the articles I think my prospects can use in 
their place of business, but I explain that 
Fuller makes such a large variety of brushes 
that I carry quite a number of samples and 

(Continued on Pane 20) 
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Do you know all the uses of the Fuller Handy Brush? Ask the Fuller Man about them. 






Working Industrial Section (Gont.) 

of course they like to see them all. I find 
them interested in the personal brushes as 
well as the special ones for their work. 

Ready-to-wear, tailoring and millinery es¬ 
tablishments are good buyers of the clothes 
brush and the hat brush. Once show them 
what those brushes will do, especially the 
hat brush on the furs, velvets, plush coats, 
etc., and an order will usually follow. 

By the time I come to deliver, I often re¬ 
ceive orders from some of the clerks. 

The cafes and restaurants like our kitchen 
brushes, especially the scouring brush, bottle 
brushes, percolator brush, etc. To one small 
restaurant I sold a $12.00 order of just those 
brushes. I usually demonstrate to the pro¬ 
prietor in these places and they buy personal 
brushes also. The employees are good cus¬ 
tomers too. 

The jewelry stores buy the cleaning brush¬ 
es, the personal brushes, and I sell them the 
pastry brush for cleaning clocks. 

The garages are good prospects; they buy 
the dusters, the auto brushes, ever so many 
of the black manicure brushes, and the per¬ 
colator brush for cleaning the cores in the 
automobile radiators. 

In any of these places where they use a 
typewriter, the ice-chest brush with the dem¬ 
onstrating handle makes the best typewriter 
cleaning brush that can be found. 

I sell the large bottle brush to the elec¬ 
trical shops for cleaning the glass shades and 
the chandeliers. 

There are many more and we have brushes 
for them all. In addition to the special 
brushes for each place, I emphasize the clean¬ 
ing brushes, the duster, radiator brush, wall 
brush, mops and the broom. 

The offices have yielded me a good busi¬ 
ness. I work them in much the same manner 
as the shops, but I find they require all the 
tact and common sense that a man can com¬ 
mand. Our line appeals to the doctors; they 
appreciate quality and sanitation, and we 
have both. 

When I call in a doctor’s office, I ask if the 
doctor is in. If he is busy, I learn as nearly 
as possible when he can see me and I make 
it my business to be there. Usually he asks 
me into the inner office and that gives me a 
splendid chance to talk to him. I realize that 
he is a busy man and I let him realize that I 
am a busy man, too, by making my demon¬ 
stration snappy. Often I gain his interest by 
telling him that I want his opinion on our 
shower equipment, and I mean it, too; then 
I show him other brushes. Almost all of the 
doctors approve of our line and buy, especial¬ 


ly the shower, the bath brushes, manicure 
brush, clothes brush, and usually some clean¬ 
ing brushes for use in the office. 

I do not overlook the office girl, either. Nine 
times out of ten, she has never had a real 
chance to see the Fuller line, she likes the 
brushes and she gets a check each week. Very 
often I get at least one good order. 

The dentists and the dental laboratories 
buy the dental plate brush especially. One 
dental plate specialist approved so highly of 
our brush that he sold nearly three dozen of 
them for me to his patients. 

I find it pays to work all the offices, though 
some of them are pretty difficult—Real Es¬ 
tate Offices, for instance. However, one of 
my largest orders came from a contractor’s 
office where I least expected it. Before fin¬ 
ishing that building I was recalled to that 
office several times and when I was through, 
I had sold three showers and $30.00 worth 
of other brushes in that one office. 

The hotels, libraries, court houses, thea¬ 
tres, etc., I work in the same way as nearly 
as possible. In all the buildings I hunt up the 
janitor. If he does the buying of supplies, I 
show him our line. If he doesn’t, I show him 
anyway, as our line has a strong appeal for 
janitors. I tell him how much quicker and 
easier the Fuller cleaning way is, and if he 
does not do the ordering direct, he refers me 
to the one who does, often mentioning some 
of the articles he is most in need of, some¬ 
times even speaking to the one in authority 
and thereby getting an order for me. 

In summing up, I have found that to work 
the business district and make it pay, a man 
must develop a good personality, absolutely 
know his line, be able to answer questions 
without hesitation and he must be quick, use 
tact, and be able to judge character to a fair 
extent. The only drawback is the time lost 
in waiting for an interview, but thus far I 
have found that it pays. 

m m m 

HARTFORD’S SPEED KING 

At eleven A. M. on December 23rd, Mr. W. 
L. Spencer, Kalamazoo, Mich., Branch Man¬ 
ager, sent the following telegram to S. M. 
Peer, Literature Department, Hartford: 
“Send five gold-filled Fuller watch fobs spe¬ 
cial to undersigned—W. L. Spencer.” 

At two P. M., December 24th, despite the 
Christmas rush in the parcel post depart¬ 
ment, he got his fobs. 

“Now,” says Mr. Spencer, “If you don’t 
call that thirty-three carat, triple-barrelled 
co-operation, ‘there ain’t none’!” 
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“EAST IS WEST 


SHEPHERST PROMOTED 


Courtesy of “Canadian Saturday Night” 

If one desires to be a millionaire in short 
order and that without working for it, travel 
on to Russia, change a hundred Canadian dol¬ 
lars, or its equivalent in British money, into 
rubles and there you are. There is some¬ 
thing so indescribably absurd about Bolshe¬ 
vist finance that it is hard to realize the se¬ 
rious side of the situation. Of course it has 
the disadvantage of bulk. One goes off for a 
few days’ tour, but in place of loading your 
handbags with changes of clothing, and toilet 
articles, you tuck away several millions of 
rubles. When this is done there is room for 
nothing else. 

Travellers tell us that the daily turnover 
of even the small shopkeepers amounts to 
something like twenty-five million rubles 
daily, and that the boys who drive cabs and 
sell cigarettes at the railway stations handle 
between one and two million rubles per day. 
The wonder is that people have the time to 
count all this “money.” Of course the Gov¬ 
ernment is doing something to relieve the 
burden by the simple expedient of raising the 
numerals upon the notes, from one hundred 
rubles to ten thousand and so on up the line 
until finally one comes to notes that represent 
one hundred thousand rubles. 

Horace Greely’s advice of “go west young 
man,” should be revamped to go East young 
man and become a millionaire. 

m m ra 

aVr. dVT) <rar> 

ME, SHE! 

(N. Y. Evening World.) 

A woman from Silverton, Calif., who is vis¬ 
iting friends on the drive, visited California 
before coming east and had a Chinese expe¬ 
rience she is laughingly telling. 

“I was in my hotel room one morning,” she 
said, “and I wished to have a maid come to 
my room to straighten it up a bit. The in¬ 
structions on the wall told me to ring four 
times for a maid. I pushed the button the 
quartet of times necessary and waited. In a 
few minutes I heard a pitter-patter coming 
down the hall. In answer to a timid knock I 
opened the door. 

“There stood a stolid-faced Chinese boy 
about 12 years old. 

“ ‘What do you want?’ I asked him. 

“ ‘You ring for maid?’ he asked. 

“ ‘Yes,’ I answered, ‘I rang for a maid.’ 

“ ‘Well,’ he answered, ‘me she!’ 

“And he did the maid’s work in excellent 
style.” 


Mr. Allan Shepherst of the Columbus, Ohio, 
sales force was promoted at the first of the 


Allan Shepherst 

year to act as private secretary to Vice- 
President Beveridge and Sales Manager Aber¬ 
crombie at the Home Office. 

Mr. Shepherst has had three years’ expe¬ 
rience in the field. He was hired by C. F. 
Montgomery in 1918 while attending Denni¬ 
son University, Granville, Ohio, and worked 
under the Toledo Office during the summer 
months. In 1919-20 he attended Ohio State 
University, graduating in 1921. Mr. Shep¬ 
herst acted as general college agent in Ohio 
State during 1921, working under the Colum¬ 
bus office, and recruited a number of valuable 
men for that field. He will make his home in 
Hartford. “The Bristler” wishes him all 
success. 

m its m 

The man who mixes with his fellows is 
ever on a voyage of discovery, finding new 
islands of power in himself which would have 
remained forever hidden but for association 
with others. Everybody he meets has some 
secret for him, if he can only extract it, some¬ 
thing which he never knew before, some¬ 
thing which will help him on his way, some¬ 
thing which will enrich his life. No man 
finds himself alone. Others are his discov¬ 
erers. 

— Selected. 



Page Twenty-One 

, Google 












O. S. MARDEN IN "SUCCESS MAGAZINE” 


I know that prosperity and opulence cannot 
flow into my life through poverty-stricken 
thought, lack thought, and failure thought- 
channels. I know that I must think pros¬ 
perity, I must hold the prosperity attitude, I 
must expect prosperity, and work for it, be¬ 
fore it will come to me. I know that there 
is no science or philosophy by which I can 
receive the good things of the earth while I 
am thoroughly convinced that they are not 
for me. 

No man has really finished his education 
until he has learned to live the life victorious, 
that is, until he has learned to face always 
towards victory, never towards defeat, until 
his habitual mental attitude is what Mira- 
beau’s was when he said: "Why should we 
call ourselves men, unless it be to succeed in 
everything, everywhere? Say of nothing, 
This is beneath me’; nor feel that anything 
is beyond your powers. Nothing is impossible 
to the man who can will.” 

Don’t be a peddler of gloom. The world is 
too full of sadness and sorrow, misery and 
sickness; it needs more sunshine; it needs 
cheerful lives which radiate gladness; it 
needs encouragers, not discouragers, men and 
women, who shall lift and not bear down ; who 
shall encourage, not discourage. 

The man who radiates good cheer, who 
says kind things about people, who sees in 
his fellow-man the man God made, the im¬ 
mortal, perfect man—not the sin-stained, the 
vice-scarred man—is the one we love and 
admire. 

Faith never fails; it is a miracle worker. 
It looks beyond all boundaries, transcends all 
limitations, penetrates all obstacles and sees 
the goal. If we had perfect faith—the faith 
that moves mountains—we could cure all our 
ills and accomplish the maximum of our pos¬ 
sibilities. 

Laughter, like an air cushion, eases you 
over the jolts and the hard places on life’s 
highway. Laughter is always healthy. It 
tends to bring every abnormal condition back 
to the normal. It is a panacea for heart¬ 
aches, for life’s bruises. It is a life prolong¬ 
ed People who keep themselves in physical 
and mental harmony through hearty laugh¬ 
ter are likely to live longer than those who 
take life too seriously. Instead of nursing 
your troubles and making them bigger, laugh 
them out of existence. 

m m m 

The world may owe us a living, but no de¬ 
livery service is mentioned. 


NOTES FROM FLORIDA 

By T. Hoskins, Jacksonville , Fla., Branch 

The new broom has made a wonderful re¬ 
vival in my business and I am using the splen¬ 
did ads in the Saturday Evening Post and 
Ladies’ Home Journal, also that article in the 
November number of the American Maga¬ 
zine about Mr. Fuller, with telling effect. 

During the past year that I have been a 
salesman for the Fuller Brush Company, a 
funny incident occurred. I had just complet¬ 
ed a demonstration and had given the 
vegetable brush when the woman told me 
t u at she had had the same brush for about 
two years and had worn it down to the wire. 
"But,” she added, "I don’t use it for vege¬ 
tables; I have found a much better use for 
it.” She then called her two boys, one about 
12 and the other 10 years old, and said, "I use 
it every Saturday afternoon to scrub their 
heads with and I am very glad to get a new 
one.” 

I said, "Madam, you have certainly made 
a serious mistake, as you ought to have used 
this one,” handing her the Palmyra scouring 
brush. "Why,” she said, "That is the finest 
thing I have ever seen,” and promptly 
ordered it. 

When I made that delivery, she told me to 
wait a few minutes while she proceeded to 
scrub their heads with that scouring brush, 
and you certainly ought to have heard the 
racket that ensued. I could hear them for a 
block after leaving the house. 

m m m 

Two brothers ran a general store in a small 
town, where they had quite a trade in wool. 
One of them became converted at a revival 
meeting and urged the other to follow in his 
footsteps. 

"You oughter jine, Jake,” said the convert¬ 
ed one. "You don’t know how helpful and 
comfortin’ it is to be a member of the 
church.” 

"I know, Bill,” admitted Jake thoughtful¬ 
ly, "an’ I would like to jine, but I don’t see 
how I kin, now.” 

"Why not?” persisted the first. "What’s to 
prevent it?” 

"Well, it’s just this way, Bill. There has 
got to be somebody in this firm to weigh this 
here wool.” 

— Selected. 
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Our beautiful cities would still be in the 
forests and mines but for dreamers. 
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Robert E. Kerr of the Savannah Branch 
has done some splendid work in the last two 
months, with several weeks above the $200 
mark. He has made several high day rec¬ 
ords, the highest being $123, and a single sale 
of $110. As a result, he has recently been 
promoted to the rank of lieutenant. Con¬ 
gratulations, Mr. Kerr, and best wishes for 
your continued success. 


000 

Charles Lowe of Los Angeles recently hit 
the high mark of $638.30. Other high rec¬ 
ords for the same week were P. J. Zeh, Jr. 
$417.50, J. J. Young $314.55, W. G. Bouchard 
$252.05 and L. P. Anderson $230.45. 

0 0 0 

Strauss Newcomb made a new record for 
Evansville when he sold $102.80 worth of 
brushes after 8 o’clock. How about it, folks ? 
Do evening appointments pay? 

0 0 0 

F. M. Garland of Vancouver sold 50 brooms 
in one day. Great work, Garland! 

0 0 0 

We hear that R. Donaldson of Los Angeles 
sold three dozen brooms during the first week 
in January. Great work! 

0 0 0 

S. B. Newcomb recently led the Evansville 
branch with sales of $264.45 and A. C. Belew 
sold $232.75 for the same week. 

0 0 0 

The high Canadian record for January 17th 
was made by A. H. Boss whose sales for that 
week totaled $441.10. 


J. Vandermye of the Saskatoon office re¬ 
ports a complete outfit of Fuller Brushes be¬ 
ing sent to Holland, and says this is a small 
old world after all, for the Fuller man. 

0 0 0 

A recent Poughkeepsie honor roll is led by 
Irwin, sales $342.60, Meibaum $294.95, C. 
Smith $290.00, Burroughs $264.55, A. Teet- 
sel $249.80, R. Teetsel $247.25, Henry $217.15 
and Klein $208.40. 

0 0 0 

In his first four weeks with our Company, 
F. V. Emery of the Chattanooga office, sold 
$200.00 every week. 

QS U3 5D 
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Some Future Record Breakers 

We extend hearty congratulations to Mr. 
and Mrs. Frank R. Bell of New Brunswick on 
the birth of a daughter, Mary-Ann Pauline. 
Mr. Bell is one of the most enthusiastic sales¬ 
men under the St. John office and assures 
us that the little newcomer will be a regular 
Fuller booster. 

0 0 0 

Friday, January 13th, was a lucky day for 
Mr. and Mrs. A. C. Belew of Evansville. We 
know that a staunch Fullerite arrived on that 
day and though we don’t know whether the 
youngster is a future salesman or not, we 
extend a hearty welcome. 

0 0 0 

Congratulations are in order for Mr. and 
Mrs. H. E. Toenes on the arrival of a 9 lb. 
baby boy. Mr. Toenes was recently promoted 
to the rank of assistant branch manager in 
the Mobile office. 

0 0 0 

Mr. and Mrs. C. E. Quigley of Mobile, Ala., 
are the proud parents of a 9 , / w > lb. girl. We 
extend our best wishes to the little lady for 
a long and happy life. 
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“LAFFOGRAFFS” 


While visiting friends in Cleveland a young 
Detroiter was presented with a quart of rye 
whisky. He decided to take it home in his 
suitcase. As the steamship neared the dock 
he became more and more nervous. Finally 
in desperation he confessed his fears to a 
fellow-voyager. This kindly individual offered 
to trade suitcases and assume all responsibil¬ 
ity. The young man was vastly relieved and 
the change was made. The luggage was not 
searched and a few minutes later the two met 
on shore. The young man was exceedingly 
grateful. “By the way,” he observed, as they 
exchanged again, “you must have a lot of 
things in your suitcase. It’s awfully heavy.” 
“Yes,” said the stranger, “I have twelve 
quarts in mine.” 

— Success. 

« « « 

She was applying for a position as stenog¬ 
rapher, and he questioned her thus: 

“Chew gum?” 

“No, sir.” 

“Spell cat and dog and such words cor¬ 
rectly ?” 

“Yes, sir.” 

“Get here on time and work while you are 
here?” 

“Yes, sir.” 

Then she began: 

“Smoke bad tobacco while you’re dictat¬ 
ing?” 

“Why, no.” 

“Take it out on your office force when 
you’ve had a row at home?” 

“Certainly not.” 

“Know enough English grammar and 
spelling to appreciate a good letter when it’s 
written for you ?” 

“Why—er—I think so.” 

“Want me to go to work, or is your time 
so—” 

But he interrupted her eagerly: 

“Say, there’s a locker there for your wraps. 
Hang them up and let’s get busy at these 
letters.” 

— Exchange. 

HOW TO KILL AN OYSTER 

Don’t drown him deep in vinegar, 

Or season him at all; 

Don’t cover up his shining form 
With pepper like a pall; 

But gently lift him from his shell, 

And firmly hold your breath, 

Then with your eager tongue and teeth 
Just tickle him to death. 

— Exchange. 


The wife of a Western Congressman is sen¬ 
sitive on the subject of her deficient orthogra¬ 
phy, and her demands for information as to 
correct spelling sometimes place her peace- 
loving husband in a delicate position. 

One day, as she was writing a letter at her 
desk, she glanced up to ask: 

“Henry, do you spell ‘graphic’ with one ‘f’ 
or two?” 

“My dear,” was the diplomatic reply, “if 
you’re going to use any, you might as well 
use two.” 

— Harper's Magazine. 

0 0 9 

Three Scotchmen went to church, each 
clutching tightly the penny he intended to 
contribute when the plate was passed. Con¬ 
sternation reigned when the minister an¬ 
nounced that this particular Sunday an effort 
would be made to raise the mortgage and 
asked every member of the congregation to 
make a substantial offering. 

During the prayer, the Scots held a whis¬ 
pered consultation as to the solution of their 
dilemma and reached a satisfactory solution: 

One fainted and the other two carried him 
out. 

—Exchange. 

* o o 

Four-year-old Harry was spending the day 
with his aunt. Dinner was late, and the child 
began to grow restless. 

“Auntie,” he said finally, “does God know 
everything?” 

“Yes, dear,” answered his aunt. 

“Every little thing?” he persisted. 

“Yes, every little thing,” was the reply. 

“Well, then,” he said in a tone of convic¬ 
tion, “God knows I’m hungry.” 

— Selected. 

0 0 * 

The Sunday School superintendent was re¬ 
viewing the lesson. “Who led the children of 
Israel out of Egypt?” he asked. There was 
no answer. 

Pointing to a little boy at the end of the 
seat, he demanded, a little crossly, “Little 
boy, who led the children of Israel out of 
Egypt?” 

The little boy was ready to cry as he piped 
out with a quavering voice, “Please, sir, it 
wasn’t me. We just moved here last week. 
We’re from Missoury.” 

— Forbes. 

O O $ 

A MISS-PRINT 


“Use our cold cream and protect your lips 
from the son.” 


— Exchange. 
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1922 ’s Constructive Policies 


By Geo. H. Abercrombie, Sales Manager 

Just a year ago we wrote in the “Bristler” 
an article entitled, “Our Policy During the 
Reconstruction Period” and in this article we 
outlined our bonus plans for the year of 1921. 

Now 1922 is with us and we have the pleas¬ 
ure of looking back over 1921 and seeing 
what these plans mapped out at that time 
meant to us. They have meant a great deal. 
They have proven better than anything could 
that—“What is good for one is good for all.” 
They have proven that where initiative has 
been properly rewarded, both the individual 
and the company have prospered. 

With many industries the year of 1921 has 
been a harrowing one. Most people have been 
frankly content to hang on and do the same 
amount of business that they did in 1920; in¬ 
deed have felt that if they kept their heads 
above water that they were doing remarkably 
well. Such has not been the case in our or¬ 
ganization, however. We have been a band 
of regular fighters. In a number of our dis¬ 
tricts we have seen that slogan—“1921 Will 
Reward Fighters”—and it has rewarded 
them to such an extent that we, as a com¬ 
pany, exceeded the quota set for ourselves 
back in January, 1921, by $1,300,000. We 
feel that this, in a great measure, has been 
due to the policy which we outlined at the 
beginning of 1921. Therefore, it remains 
with us to outline our policies for 1922 and, 
if our policy for 1921 was a liberal one, you 
may be sure that the success that it has 
brought us will make the 1922 policy even 
more so. We are going to outline that policy 
in detail but before we do, we want to set be¬ 
fore you a few facts which we, as a company, 
believe to be extremely pertinent to the sit¬ 
uation. In the first place, what are we as a 
company looking forward to as regards 
growth, development and permanency? 

Institution Building 

We want to establish a policy which will 
result in the greatest possible development 
consistent with a sound financial growth. As 
a company our ideal extends to such a point 
that we wish to build for permanency—for 
all time. The small idea of building a busi¬ 
ness to last for a few years has been passed 
into the discard long ago, and we are now 
straining our every effort to train ourselves 
so that our viewpoint will be international 
and our company not merely a business but 
an institution. And as we have said many 
times before, we want this institution to rep- 



George H. Abercrombie 


resent an opportunity for the men who have 
and for those who have not had one before 
and a straightaway path to progress so op¬ 
erating that every man in this business can 
use his maximum initiative and powers of 
production. In so doing we wish to arrange 
matters so that every man shall receive a 
compensation for his work in direct propor¬ 
tion to the constructive work which he does, 
and the effort he puts forth. 

We do this because we see that more and 
more of those who enter the organization, 
plan to continue with us as life workers. 
There grows up between us a very real bond 
of comradeship. We realize that in the ulti¬ 
mate analysis of things, our success depends 
upon your success, and unless your interests 
are properly taken care of, unless you feel 
that you are working for a concern that has 
your best development at heart, you cannot 
throw into this work your whole-hearted ef¬ 
fort, and when you cannot do that, we can 
not succeed. So very definitely and very dis¬ 
tinctly, our success depends upon your 
success. 

We are put, perhaps, in the position of a 
superior adviser. Our business connections 
and daily experiences give us a keener insight 
into future development and it is up to us to 
prepare and pave the way for the advance¬ 
ment of all. Otherwise, we fail in our most 
real duty. 

You, as a member of our salesforce and as 
an integral part of the company, are entitled 
to be kept in touch with our plans for build¬ 
ing for permanency, so we are going to take 










you into our confidence in this matter. We 
are going to put the proposition squarely up 
to you and decide it as we know you would 
decide it, were you here to do the planning 
with us. 

We are going to dispense with the one 
month bonus proposition. We are going to 
pay bonuses on a three-monthly basis. We 
believe that a man who is with us for only a 
month is not entitled to a bonus— when he is 
with us two months he is not entitled to a 
bonus. His branch manager or assistant 
branch manager has spent a great deal of 
time in training him. The company 
spends a great deal on literature and kindred 
supplies for such a man, as well as on his 
initial training. And to have him give up 
the work before he has worked three months 
is an injustice to himself and an injustice 
to the company, and he does not deserve an 
unusual reward for such effort. He has been 
paid the regular commissions and that is all 
he is worth. What is a bonus for? A bonus 
is a reward for extraordinary effort. Now, 
if a man has been with us three months, un¬ 
questionably he will be with us a great many 
more months. In fact, we have found upon 
investigation of our records that only about 
4% of the men who are with us over three 
months stray from the Fuller Fold. It is 
among those men who are with us two weeks, 
a month or perhaps two months, that our 


not working for the up-building and develop¬ 
ment of the Company, and if so, are they not 
worthy of an unusual remuneration? We feel 
that they are, and we feel that if you were 
in our places you would feel that they are 
also. For that reason we are going to increase 
the bonus from 66% to 120% in accordance 
with the new schedule. 

True, this is unusual remuneration, but 
then you are doing an unusual work. Your 
work is not easy. Often it has its difficulties 
and you must be a man of unusual initiative 
to meet and overcome these difficulties. You 
have greater interest in your work, we feel, 
than any one else working in a similar line of 
endeavor. Such being the case, you are en¬ 
titled to greater earnings than the average 
man and so we are giving you this special 
consideration. 

Our Policy Regarding Yearly Bonuses 

The effect of the three months’ bonus 
schedule is to keep a man with us long 
enough to become acquainted with us. The 
more he knows what kind of an organization 
he is in, the more he understands the true 
spirit of this company and the greater will 
be his effort and his desire to continue work 
with us. For that reason a greater reward 
will tend to keep the man with us over a 
period of time and will be of great benefit to 
both him and the organization. For the same 


SCHEDULE OF BONUSES FOR 1922 PAYABLE FROM HOME OFFICE ON GOODS SHIPPED FROM 
FACTORY OR AUTHORIZED DISTRIBUTING STATIONS 

3 MONTHS’ BONUS SCHEDULE 


Effective January 1st, 1922. 


Sales 

Bonus 

Sales 

Bonus 

$ 750 

$ 40 

$3650 

$375 

900 

60 

4000 

410 

1050 

100 

4350 

455 

1250 

122 

4750 

500 

1450 

140 

5150 

540 

1650 

160 

5600 

600 

1900 

185 

6050 

650 

2150 

210 

6500 

700 

2400 

240 

7000 

770 

2700 

270 

7500 

825 

3000 

300 

8000 

880 

3300 

340 




The above bonus will be paid on the first of April, July, October, and January. Bonuses will be paid 
only on sales made during the bonus period. Bonus periods are as follows: January 1st to March 31st in¬ 
clusive; April 1st to June 30th inclusive; July 1st to September 30th inclusive; October 1st to December 
31st inclusive. 


greatest turnover takes place. Consequently 
those men who are with us three months and 
longer are the men to whom we should give 
the special rewards. They are the diligent 
and loyal members of the Fuller Family, and 
these we should pay and pay well. For are 
these men not permanent fixtures? Are they 


reason, last year we adopted the yearly bonus 
plan. This year we are going to increase the 
benefits of the yearly bonus plan by increas¬ 
ing the amount of the man’s bonus when he 
has been with us two years. Then we will give 
a still larger sum to the man who has been 
with us three years, and so on. 
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When a man has been with us two years, 
you will note we increase his yearly bonus 
10%, three years 15%, four years 20%, and 
so on up to the point where we will increase 
his bonus by 250%.Certainly this gives a goal 
well worth striving for and a fit reward for 
those who are doing steady, consistent work. 
We want to see such men properly rewarded 
for the effort they are putting into their 


The next point in the expansion of any 
business is their finances and their credits. 
Let us look at our business from this broad 
angle. First, on finances. Last year we 
manufactured and sold $8,350,000 worth of 
brushes. In individual pieces, this meant a 
total of well up to 15,000,000 brushes. These 
were distributed to our representatives 
through our distributing stations, of course, 


YEARLY BONUS SCHEDULE 


Effective January 1, 1922 







5th-10th 

10th-20th 

20th-30th 

30th-40th 

40th-50th 

50th Year 



2nd Year 

3rd Year 

4th Year 

Year 

Year 

Year 

Year 

Year 

and over 

Class 

1st Year 

10% 

15% 

20% 

25% 

50% 

100% 

150% 

200% 

250% 

4000-5000 

100.00 

110.00 

115.00 

120.00 

125.00 

160.00 

200.00 

250.00 

300.00 

350.00 

5000-6000 

125.00 

137.50 

143.75 

150.00 

156.25 

187.50 

250.00 

312.50 

375.00 

437.50 

6000-7000 

150.00 

165.00 

172.50 

180.00 

187.50 

225.00 

300.00 

375.00 

450.00 

525.00 

7000-8000 

175.00 

192.50 

201.25 

210.00 

218.75 

262.50 

350.00 

437.50 

525.00 

612.50 

8000-9000 

210.00 

231.00 

241.50 

252.00 

262.50 

315.00 

420.00 

525.00 

630.00 

735.00 

9000-10000 

250.00 

275.00 

287.50 

300.00 

312.50 

375.00 

500.00 

625.00 

750.00 

875.00 

10000-11000 

300.00 

330.00 

345.00 

360.00 

375.00 

450.00 

600.00 

750.00 

900.00 

1050.00 

11000-12000 

350.00 

385.00 

402.50 

420.00 

437.50 

525.00 

700.00 

875.00 

1050.00 

1225.00 

12000-13000 

400.00 

440.00 

460.00 

480.00 

500.00 

600.00 

800.00 

1000.00 

1200.00 

1400.00 


The above bonus is payable yearly beginning the 1st day of the following month after you begin 
work. 

For instance: You began work in March—you would figure your yearly bonus from April 1st to 
April 1st of the next year. 

The yearly bonus will be paid only to those who have worked an entire year. 

The man working longer than one year will be entitled to a yearly bonus according to the sales made 
and the number of years worked as stated in the above schedule. 


work. We want to see every one of the Fuller 
Family happy, contented and prosperous. 
This remuneration will help to make you so. 
We want you to reach undreamed of success 
with us. We want you to make this your life 
work. That is our most earnest desire. And 
why do we do this while some other firms are 
reducing earnings? Simply because we want 
our men in the field to earn and grow with us. 
We want every one of you to become personal 
stockholders in our company, to become inde¬ 
pendent—own your own homes and have 
many of the luxuries of life, and we feel that 
such a course will be the ordinary rather than 
the unusual with such a schedule for re¬ 
muneration in effect. 

Our Policy Regarding Credits 

From the above you will realize that we as 
a company are anxious to have this organiza¬ 
tion become one of the largest and most pow¬ 
erful companies operating in the United 
States today. Now, in order to do this, it is 
going to be necessary for us to take a page 
from the histories of other large and prosper¬ 
ous companies. One of the first things to be 
taken care of in the prosperity of any com¬ 
pany is the welfare of the individual repre¬ 
sentative. We feel that the above outlined 
plan handles this situation in a rather un¬ 
usual manner. 


and it was necessary for us to finance these 
distributing stations—eight of them in num¬ 
ber; one at Hartford, Toledo, Kansas City, 
New Orleans, Oakland, Seattle, Hamilton and 
Winnipeg. Tied up at all times in the sta¬ 
tions in manufactured goods or in goods in 
process of manufacture, there is over $1,000,- 
000 worth of merchandise. In addition to this 
drain upon finances, there is the expense of 
establishing and maintaining sales offices for 
the more complete supervision and individual 
assistance of our representatives. Then it is 
necessary for us to have money for the pur¬ 
pose of building our own factory; for putting 
all of our manufacturing plants (five in num¬ 
ber, which are distributed throughout this 
city) under one roof, and this is calling heav¬ 
ily upon our resources. 

The quicker we can do this and the quicker 
we can expand, the better service we are go¬ 
ing to be able to give to each individual rep¬ 
resentative, the better quality we can put 
into our brushes and the lower the price at 
which we can manufacture them. 

Now, from the standpoint of credits, we 
have 3,000 men in the field to cover the 
United States and Canada. Properly covered 
it will require over 5,000 men. Suppose each 
man only owes us $100 (sometimes more or 
sometimes less, but on the average it will be 
this). Right there we have half a million dol- 
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lars tied up that cannot be devoted to pro¬ 
ductive work—$500,000 which must remain 
in frozen credits, as a credit man might say. 

Anything that will contribute to the les¬ 
sening of this burden will contribute to the 
development of the organization as a whole 
and to your development as an individual 
part of that organization. Now, let us ex¬ 
amine some of the methods that have been 
successful with other concerns. What are 
some of the largest concerns? 

Sears, Roebuck & Company. 

F. W. Woolworth Company. 

Montgomery, Ward & Company. 

Large Insurance Companies. 

One of the main things that has con¬ 
tributed to the success of such concerns is 
that they conduct their business on a cash 
basis. Let’s take Sears-Roebuck as a specific 
example. Suppose that you order something 
from Sears-Roebuck. You have to include the 
money with your order. They do everything 
on a cash basis. Only on such a basis have 
these immense organizations been able to ex¬ 
pand, grow and develop. When we first dis¬ 
cussed necessary changes for 1922, we 
thought that it might be necessary for us to 
go on a cash basis for this year, but the 
more we went into the proposition, the more 
firmly we became convinced that, though 
thoroughly just, this step would inflict a 
hardship upon some of our representatives 
and would not be necessary. Consequently, we 
have decided upon the following plan: 

Every representative working for The Ful¬ 
ler Brush Company shall be required to de¬ 
posit with the company $100 out of his first 
earned bonus money. On this $100 deposit 
we will pay 6% interest per year payable 
semi-annually—January 1st and July 1st on 
each complete $100 deposit that has been with 
us over thirty days. That means that we will 
not pay interest on any deposit under $100. 
If a man gets only $40 or $60 as his first 
bonus, that will not draw interest until the 
amount has been brought up to $100. 

Now, what will this do? This will enable 
us to continue shipping our representatives 
on a one-order basis and it will in a way be 
almost the same as doing business on a cash 
basis. It will also cut down our bookkeeping 
expense by at least one-third. The trouble 
with many of the average concerns today 
comes from the fact; in the majority of cases 
the manufacturers must extend credit to the 
buyer and the buyer extends credit to the re¬ 
tailer—and in many cases the retailer also ex¬ 
tends credit to the consumer. Every link in 
the chain is thus obliged to carry accounts 
and bear credit burden, which is unfair to ex¬ 


pect him to assume. Each one, too, must pay 
interest on the money so used. Such a spirit, 
either in part or in whole, is ruination to the 
development of any business and cannot be 
used if a business is to be established on a 
fundamental basis. 

With the plan we have outlined, we will 
eliminate these difficulties and will be really 
helping the individual representative. Your 
money will be as safe as though it were in a 
bank and will be drawing larger interest than 
it would in any savings bank. In case any 
representative should leave us, his deposit 
plus any accumulated interest will be re¬ 
turned to him at once, after we have deduct¬ 
ed from it the amount he owes us. 

Of course, there will be many of our repre¬ 
sentatives who will wish to deposit $100 with 
the company immediately and in such a case, 
we will be glad to accept his deposit. It will 
commence drawing interest at once. 

For those who do not wish to deposit this 
$100 at once, we will deduct it from their 
first bonus money. You can readily see that 
the increase in bonuses over 1921 will make 
up this $100 deposit in six months or less 
time, according to the amount of his sales. 

Policy Regarding General Development of 
the Business 

We have outlined our plans for 1922 con¬ 
cerning the regular bonus, yearly bonus and 
credits. Now, we come to a few of the gen¬ 
eral plans on which we intend to work this 
coming year. 

First, let us consider our Educational De¬ 
partment. This has been greatly enlarged 
and the range of its work has been increased. 
Under the direction of this Department, there 
will be established training schools for branch 
managers, and the branch managers thus 
trained will carry their knowledge back into 
the field so that you, individually, may benefit 
from it. 

There will also be established this year, a 
series of correspondence courses, some deal¬ 
ing with the art of Fuller service; others 
with the problems of salesmanship that inti¬ 
mately concern you—while still another 
course will be established which will deal with 
Household Engineering. From each of these 
three courses, you will receive a great deal of 
assistance. 

In addition to that, the company is getting 
behind District Managers’ Conventions. We 
might almost call them “District Schools.” 
At these conventions, specific problems will 
be solved that have been troubling you in 
your district and ways and means of increas¬ 
ing your business will be developed. Such 
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conventions have played a very real part in 
the development of some of our largest dis¬ 
tricts last year, and our plan is to extend 
their influence throughout the entire business 
this year. 

Our advertising plans for 1922 have been 
greatly increased. We are looking forward 
this year to spending close to $350,000 in this 
important department of our work. While 
this sum seems large, you realize, we are 
sure, that it is going to be only a trifle over 
a cent a brush. The many other duties out¬ 
side of those strictly pertaining to advertis¬ 
ing that is handled by the Advertising De¬ 
partment cannot here be enumerated, but* it 
is sufficient to say that they are of such a 
nature that they will greatly benefit you in 
your field work. 

As our business grows, we are bound to 
develop more and more along the above men¬ 
tioned lines. New departments and import¬ 
ant ones will be added to the business. Such 
helps can be a great deal of indirect assist¬ 
ance to you. 

We, however, want to give you some direct 
assistance, something that you can see and 
feel. Therefore, this additional bonus. 

In our organization there are no absentee 
stockholders drawing dividends and putting 
nothing into the business. Every stockhold¬ 
er is a member of the organization and he is 
enthusiastically interested in the building up 
of this great business. 

Our directors are also occupying positions 
in the company, and they, too, are anxious to 
put our profits back into the development of 
the business. We believe that one of the 
ways to succeed in a business is to see that 
everyone connected with the organization is 
being well paid for good work. We expect 
the best from our employees and are willing 
to pay for this. 

Good conscientious work well rendered is 
worthy of unusual remuneration. For this 
very reason we are extending a bonus plan to 
a number of workers outside of the field sell¬ 
ing organization. This special bonus will 
range from $100 to $300, in accordance with 
the excellence of the work done. This plan 
has been adapted with the thought in mind 
of sharing our prosperity with those respon¬ 
sible for our growth and development. These 
bonuses will be allotted to those who have 
been with us the longest and to those doing 
important work involving considerable 
thought and initiative. This plan will be 
watched very closely this year, and if suc¬ 
cessful, enlarged in the years to come. 

We also feel that our workers in the field 
should be as well taken care of. We want to 


reward them for their diligence, intelligence, 
initiative, loyalty and co-operation. For this 
reason we are increasing your bonuses as out¬ 
lined above. 

As I write this article, I like to forget that 
I am in Hartford and think of myself out in 
the field again. We are all one great family 
in this organization. It matters not whether 
you are the President, Director of Sales, Sales 
Manager, representative, stenographer, clerk, 
janitor or what not. All are important in 
their respective positions. All are working 
for the growth and welfare of the entire 
organization, and we want each individual to 
be well paid in accordance to the service he is 
willing and able to render. 

I said willing, for that is half the battle and 
none of us are doing all we can. It matters 
not how much we are doing; more can be 
accomplished. 

It is my earnest wish that you and I may 
study and work even more diligently every 
day so that we may become more and more 
valuable to the company we all love. As we 
do this, we develop ourselves and become big¬ 
ger, better men. 

In thinking these things over, I am sure 
you cannot help but realize that your posi¬ 
tion is a unique one in the business world. 

You are really much better off than the 
local grocer with whom you do your trading, 
for he has quite a large investment in his 
stock of goods. 

You are much better off than the profes¬ 
sional man, who must spend from four to 
eight years and many thousands of dollars in 
receiving his education. When he sets him¬ 
self up in business, he must invest heavily in 
expensive equipment and then after he has 
been established for several years, his aver¬ 
age earnings are not greater, if as great, as 
your own. 

You are also much better off than the 
farmer from whom we all receive our staple 
products, for he has invested largely in agri¬ 
cultural machinery, cattle, buildings and land, 
while you are required after all to make only 
a very small investment in your business— 
only $100. 

How small and insignificant it does seem 
when compared with the amounts that others 
must invest before they can receive anywhere 
near the profits that you enjoy. Nevertheless, 
we feel that this liberal policy is going to 
make everyone of our representatives a 
happy, prosperous and industrious worker. 

We feel, fundamentally, that this plan for 
increasing the rate of earnings for our sales¬ 
men is one that is going to react not only to 
their benefit, but to the benefit of us all. 
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We know that you will be very well pleased 
with these plans that we have made for those 
outside of our field selling organization, and 
for yourselves. We know this because we 
have never yet heard of a case where one was 
not pleased with an increase in their earn¬ 
ings. The purpose of this article has been to 
show you clearly what we are trying to do 
for the benefit of our workers, and how we 
have been able to do it. 

Let everybody get together, pull together, 
and we will make 1922 by far our best year. 

Note: —It is hardly necessary to call your at¬ 
tention to one important factor, because we feel 
that you have already sensed this; namely, that you 
are already about a month on your way toward this 
three months’ bonus. Figure your sales up NOW and 
see what class you are going to be in on April 1st. 


JOT IT DOWN 


If you’re going to meet a man, 

Jot it down 

If you’ve got a little plan 

Jot it down 

If you never can remember 
Your requirements for September 
Till October or November 

Jot ’em down 

If you’ve got a note to pay 

Jot it down 

If it’s due the first of May 

Jot it down 

If collections are slow 

That to meet the note you know 

You must dun old Richard Roe 

Jot it down 

If you have a happy thought 

Jot it down 

If there’s something to be bought 

Jot it down 

Whether duty calls or pleasure 
If you’re busy or at leisure 
It will help you beyond measure 

Jot it down 

If there’re facts that you’d retain 

Jot ’em down 

If you’ve got to meet a train 

Jot it down 

If at work or only play 
If at home or far away 
In the night or in the day 

Jot it down 

— Exchange. 


SUCCESS NUGGETS 


Most men would rather work some one 
than work for some one. 

* * * 

Many a man thinks he is a shining light 
in the pages of history when he is only a 
flash in the pan. 

* * * 

Pray for a short memory as to all unkind¬ 
nesses. 

* * * 

The best way out of a difficulty is through 
it. 

% * * * 

A man's hardest competitor ought to be 
himself. 

* * * 

Waiting to be a somebody will make you a 
nobody. 

* * * 

Courtesy is to business and society what 
oil is to machinery. 

* * * 

The art of pleasing is the art of rising in 
the world. 

* * * 

Keep your courage up and your temper 
down. 

* * * 

A minute of keeping your mouth shut is 
worth an hour of explanations. 

* * * 

Every man is a fool at least ten minutes 
each day. Don't exceed the limit. 

* * * 

The barriers are not yet erected which 
shall shut out aspiring talent. 

* * * 

Your heart must inspire what your hands 
execute, or the work will be pooily done. 

— Success. 


SO 03 93 


If you dislike your position, complain to no 
one, least of all to your employer. Fill the 
place as it never was filled before. Crowd it 
to overflowing. Make yourself bigger than 
your job. Show that you are abundantly 
worthy of better things. Express yourself 
as freely as you please in this manner, for it 
is the only way that will count; that will lead 
you to the higher place you desire. 

— Selected. 
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BONUS WINNERS FOR DECEMBER 


$105.00 Bonus 
$1500-$2000 Sales 

If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$8,700.00 
plus your yearly bonus. 


Minnie Shutt. Ind.$1,675.60 

R. D. Woodard, Cal. 1,743.18 


$80.00 Bonus 
$1100-$1500 Sales 

If your name appears 
in this bonus class each 
month, your minimum 
annual earnings will be 
$6,240.00 
plus your yearly bonus. 


Wm. H. Edwards, Pa.$1,136.80 

C. L. Friend, Ore. 1,111.35 

\V. H. Heidloff, Ohio. 1,118 85 

Jacob Hohn, Iowa.... 1,104.50 

Noble E. Honeywell, Ohio. 1.108 60 

Earl Reuter, Mass. 1,116.35 

Geo. R. Voser, Minn. 1,112.75 


Lloyd D. Harper, Colo. 

J. W. Haslup, Del. 

Wm. Hodgson, Ore. 

G. M. Irving, Cal. 

Newon E. Jones, Ky. 

Howard L. Hendig, Colo. 

F. Fred Kennedy, Ill. 

Eric Killeen, Ont. 

Leslie W. King. Tenn. 

W. R. Kingsland, Que. 

A. H. Knight. Pa. 

Frank J. Kohlberg, Mo. 

John J. Leroy, N. Y. 

Llellyn M. Malcolm, Mo. 

Thos. D. Mangner, 111. 

D. P. Mason, Pa. 

E. McLaren, Wash. 

Leroy J. Metzler, Ohio. 

Christine M. ODonnell, Iowa.. 

J. H. O’Neill, Ont. 

Emil W. Osmann, Iowa. 

Gaylord Payson, Pa. 

Sherman G. Ray, Mo. 

Durward J. Ritter, Oka. 

C. A. Ryder, B. C. 

H. A. Shipps, Pa. 

Edward L. Smith, N. Y. 

Loren A. Steinmetz, Ohio. 

A. J. Tingley, Ont. 

Edw. F. Tuholski, Okla. 

Luther W. Turnage, Tenn. 

Leroy Weter, N. Y. 

John F. Weiner, Wis. 

Chas. L. Wilson, Texas. 

J. M. Wilson, Sask. 

Gotthiff Wurst. Iowa. 

Philip J. Zeh, Cal. 


850.75 

800.30 

890.35 
872.00 

852.75 

812.25 
802.80 

805.40 

845.15 
842.55 

807.45 
079 05 

806.45 

805.45 
812.65 
800.00 

1,025 00 
828.00 

808.40 
060.05 
811.60 
847.05 

807.15 
810 55 
016.30 

823.35 
807.05 
800.00 

1,086.20 

838.40 

814.15 

877.25 
870.10 
810.00 

821.45 
861.20 

802.30 


$60.00 Bonus 

$800-$ 1100 Sales $40.00 Bonus 


- $550-$800 Sales 

If your name appears - 

in this bonus class^ each If your name appears 
month, your minimum in this bonus class each 
annual earnings will be month, your minimum 
$4,640.00 annual earnings will be 

plus your yearly bonus. $3,120.00 


F. R. Abram, Sask.$1,065.70 

L. P. Anderson, Cal . 821.50 

Leon W. Anderson, Texas. 805.30 

Ed. Ayrheart, Ont. 808.75 

Allen K. Barnes, Del. 808.45 

J. T. Beadle, Ont. 825.40 

Sheridan J. Best, Pa. 058.85 

B E. Bloom, Cal. 003.35 

W. W. Borrowman, Man. 843.40 

Mac J. Brown, Ont. 007.45 

ED ert Cain, Ore. 860.10 

J. G. Charbonneau, Ont. 827.60 

Robert F. Davey, Ohio. 840.30 

\Ym. Elliott, Ore. 856.60 

F : oyd V. Emery, Tenn. 804.10 

Thomas D. Finnerty, Wis. 828.05 

E. R. Focht, Pa. 801.40 

Albert G. Geist, Mo. .. 921.25 

Charles Grimes, Ore. 852.15 

F. C. Harper, Ont. 805.75 


plus your yearly bonus. 


Carel R. Alexander, Iowa. $558.25 

Louis E. Allen, Mass. 553.05 

W. J. Allen, N. B. 566.15 

E. A. Anderson, Cal. 554.85 

William H. Anhalt, Pa.. 558.05 

John M. Archer, Ill. 554.05 

Wm. H. Barber, Pa. 551.05 

Lewis A. Barker, Jr., Pa. 553.60 

Wm. Barlow, B. C. 554.30 

Myrtle M. Beall, Texas. 557.00 

F. A. Bezek, Mont. 550.50 

Nathan C. Blair, Texas. 552.25 

Chas. H. Blakeslee, Pa. 567.55 

Ludwig H. Borner, Ohio. 706.35 

Norman K. Borowsky, Iowa. .. 504.80 

R. Bothgheimcr, N. Y. 617.65 

Harry C. Bowen, Col. 580.70 

Ollie D. Bradford. Ohio. ... 795.70 


A. L. Bradley, N. Y. 557.30 

J. L. Britton, N. Y. 561.65 

Chas. L. Brock, Fla. 557.35 

W. E. Burby, Mich. 559.45 

Roy Burge, Cal. 554.25 

L. W. Burns, Man. 747.15 

Otis C. Burnside, Tenn. 556.75 

Ella Busch, Ohio. 556.80 

M. B. Calvert, Bermuda . 562.20 

Edwin L. Carter, W. Va. 552.45 

Cecil S. Catlin, Oho. 558.00 

Jos. E. Charleton, Ont. 554.40 

George L. Cheal, Mich. 555.10 

Fred R. Clark, Fla. 644.10 

C. H. Combs, Ont. 557.75 

C. T. Comstock, Pa. 558.15 

W. S. Crown, Ont. 576.35 

H H. Cumming, N. Y. 577.15 

John J. Daley, Fla. 570.95 

F. M. Darker, Ont. 576.95 

Louis I. Dioze, La. 553.80 

Albert J. Dionne, R. 1. 551.60 

Phil D. Dixon, Okla. 570.55 

Abram C. Doering, Okla.. 551.30 

Bert T. Dow, Ind. 585.00 

L. P. Ducharme, Que. 573.40 

H. Ray Dunshee, Iowa .. 617.75 

Hugh B. Dunsmore, Pa. 580.35 

G. D. Dyson, N. H. 561.50 

Eugene M. Eaton, Col.. 557.80 

Donald R. Edie, Ont. 610.60 

Geo. B. Edie, Ont. 562.45 

E. Ellinger, Cal.704.80 

Arthur Ennis, Tenn... ,556.90 

Sterling Ennis, Tenn. 551.15 

Orville R. Evans, Ark. 551.75 

W. W. Evans, Ont... 628.55 

Robt. Evenden, Man. 635.00 

H. Farnum, Mass. 552.15 

Wm. F. Fishbaugh, N. V. 700.20 

C. D. Fishbaugh, Cal. : 555.30 

A. Clyde Fos, Pa. 556.30 

John B. Fox, Mich. 581.85 

A. L. Frawley, Pa. .... 551.65 

J. B. Freeman, Pa. 552.70 

C. D. Frost, Ont.. 554.45 

Wm. A. Gage, Iowa .. 555 00 

Thomas J. Gartland, Ill. 605.70 

O. D. Geldart, N. B. 673.00 

William H. Gentry, Del. . 555.75 

R. C. Goheen, Sask. 613.65 

John E. Grant. Me. . 551.75 

John P. Gudger, Tenn. 551.30 

Charles H. Haas, W. Va. . 553.15 

J. G. Haegele, N. Y. 553.30 

Stephen L. Haley, Ill. 553.45 

Percy Hangen, Ont. 548.75 

A. Hartshorn, Ont. 551.65 

A. E. Hayes, N. Y., 554.35 

H. H. Heatwole, Md.. 573.30 

Arthur J. Heckenbach, Wis. .<... 569.70 

Joseph S. Heernan, Ill. 578.20 

Calvin B. Helmke, La. 551.00 

George R. Hennig, Ohio . 551.00 

M. M. Herring, Texas. 562.60 

Charles L. Hershey, Texas. 551.00 

Geo. A. Hildreth, Mich . 551.50 

Chester W. Hirsch, N. Y. 551.45 

Chas. A. Holmes, N. Y. 556.35 

Wm. G. Horn, Sask. 658.75 

Walter J. Holton, Wis. 565.75 
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Louis S. Illinik, Ind. 654.40 

A. J. Irwin, N. Y. 579.75 

L. A. Irwin, Mass. 553.35 

C. L. Isley, N. C. 659.93 

O. G. Johannessen, Ore. 554.85 

Edwin W. Johnson, Ind. 571.90 

Carl R. Jones, Mo. 577.00 

Walter Jones, Ore. 567.15 

W. Jourdan, B. C. 561.05 

C. P. Keeve, Mass. 556.40 

Otis M. Keener, Texas. 555.35 

Leo. F. Kelly, Utah. 565.80 

A. Kennedy, Utah . 578.65 

Robert M. Kidner, Mich. 551.15 

Leroy L. Kirby, Okla. 561.15 

Harry A. Kirkby, Mich. 564.74 

Jay C. Kloepfer, Ohio. 550.65 

L. J. Knight, R. 1. 550.65 

Wm. Koch, N. Y. 552.45 

Chas. C. Koehne, Ill. 557.15 

M. R. Krause, N. J. 554.45 

Joseph L. Lammers, Ohio. 554.60 

G. A. Langlois, Que. 576.50 

L. A. Larson, Ill. 554.55 

Hugh C. Laughren, Tenn. 554.20 

Walter E. Layboume, Kan. 556.45 

C. E. Leas, Pa. 578.15 

Wm. Leslie, Ont. 555.20 

S. Levin, Que. 590.00 

Charles G. Lindquist, R. 1. 551.95 

R. L. Lindsay, Ont. 557.95 

Nelson H. Littell, Ohio. 552.65 

S. Donald Locke, N. Y. 551.65 

Rudolf S. Lundgren, Ohio. 551.75 

W. W. Luz, N. Y. 552.15 

Leonad P. Lynch, Ga. 553.20 

Gordon Maffry, Mo. 599.45 

Phillip V. Maingot, Tenn. 551.80 

Peter C. Malvizzi, Pa. 572.05 

W. M. Mangum, Va. 588.40 

Harold M. Mann, Minn. 584.10 

A. A. Martn, Mass. 552.00 

James B. Martz, Ohio. 550.25 

A. C. Mason, Pa. 565.20 

Joseph J. May, Ala. 557.10 

Oscar A. McCown, Texas. 552.20 

F. H. McGee, Pa. 569.35 

Thomas P. McKee, Minn. 589.90 

P. Meibaum, N. Y. 608.05 

Milton M. Meyer, Ga. 563.45 

D. C. Miller, N. J. 553.55 

Marcus W. Miller, Ky. 555.25 

William E. Miller, Ill. 560.90 

R. G. Moffatt, Sask. 587.75 

D. Mollenhauer, Ont. 576.10 

C. G. Morrell, W. Va. 556.65 

R. L. Morrell, Mass. 566.25 


W. A. Morrow, Ont. 

R. A. McCardy, Ont. 

Edward R. McHugh, N. Y. 

J. C. McKillen, Wash. 

J. A. McLouth, N. Y. 

H. Glenn McNair, Fla. 

T. F. Nagle, N. V . 

Aldice F. Newman, N. Y. 

W. D. Nicely, Pa. 

George R. Nicoll, Pa. 

Carl Odegard, Wash. 

Charles C. O’Dell, N. C. 

J. E. Padden, Ont. 

David E. Payne, Mich. 

Dominick Pelowsk, Minn. 

C. E. Pepperman, Pa. 

Wallace A. Pepperman, N. Y... 

Henry H. Pihl, Wis. 

J. A. Polley, Cal. 

N. E. Price, Ont. 

C. Quivellon, Ont. 

Wm. Raines, Cal. 

Sampson K. Reed, Pa. 

J. T. Rhodes, R. I. 

James Harvey Richey, Texas.. 
Henry Richter . 

G. E. Robinson, Ont. 

W. H. Robinson, Pa. 

A. J. Rockefeller, N. Y. 

John C. Roper, La. 

James Ronan, Que. 

Frank J. Rosenberger, Iowa. .. 

Fred A. Rossow, Ill. 

Herbert C. Roudenbush, N. Y. 

Lawrence J. Roux, Texas. 

Frank J. Rupper, Minn. 

Jos. L. Rutledge, Texas. 

Edmund A. Ryan, Ohio. 

Leo. M. Ryan, Ill. 

M. R. Sarson, Cal. 

Alfred Scarth, N. Y. 

Carl J. Schlinder, N. Dak. 

Henry A. Scott, Mich. 

Geo. Dudley Sellers, Okla. 

Grant D. Shanklin, Mo. 

C. Victor Shaffer, Pa. 

H. W. Shepard, Ore. 

Samuel W. Sheridan, W. Va. 

John J. Shoemacher, W. Va. 

Jinkey D. Simpson, Texas. 

Joseph J. Sitter, Pa. 

M. E. Skidmore, N. J. 

Charles A. Smith, N. H. 

Chas. F. Smith, N. Y. 

F. E. Smith, Sask. 

Ray N. Smith, N. Y. 

H. Spierer, Mass. 

W. M. Stabler, Pa. 

Chas. Stafford, N. J. 

Clarence H. Stanley, Okla. 

Royce E. Starrett, Okla. 

Lyle S. Steel, Ore. 

J. A. Story, D. C. 

Myron Strong, Del. 

Rolfe R. Taylor, Ind. 

Louise R. Teater, III. 

Elmer Thies, Texas . 

G. G. Tillotson, Pa. 

C. E. Titus, Del. 

C. A. Topping, N. B. 

John R. Twigg, Texas. 

C. M. Urn!ah, N. S. 

Geo J. Vail, N. Y. 

Rollic E. Van Orden, Neb. 

Bentley Walker, Ont. 


570.33 M. J. Walsh, N. Y. 

554.90 Floyd Walters, Pa. 

552.15 E. H. Walton, N. J. 

623.35 Gus Weber, Pa. 

587.65 James T. Westbrook, La. 

566.25 Herbert Wethy, Mich. 

621.20 W. G. Whidden, Wash. 

716.4t> Charles L. White, Texas. 

550.60 F. Carl White, Pa. 

557.50 Harry O. White, Mich. 

605.60 Arthur H. Wilhelm, Col. 

565.85 Norman Lloyd Williams, Iowa 

549.50 Harry Irvan Wills, W. Va. 

554.40 Edwin Wrate, Mich. 

666.90 Bernard Wright, Neb. 

552.05 Linton B. Wood, Ill. 

555.10 J. J. Young, Cal. 

561.00 J. T. Young, Md. 


554.20 
552.85 
564.40 
628.50 
564.00 

581.20 


$22.00 Bonus 
$350-$550 Sales 


549.00 

573.65 
630.10 
568.40 

632.80 
580.50 
554.55 

554.55 
556.05 
695.-60 
555.70 

555.55 
557.45 

587.80 
600.25 
611.60 
552.05 

571.65 


659.03 

557.35 

563.35 
551.55 
568.05 

557.90 
562.85 
629.10 
553.25 

553.90 


your name appears 
this bonus class each 


If 
in 

month, your minimum 
annual earnings will be 
$1,944.00 
plus your yearly bonus. 


553.20 
552.05 

553.45 

723.70 

563.35 

583.40 

558.90 

556.90 
562.05 

558.45 

600.65 

571.65 
557.80 
609.55 

549.90 

561.35 
659.60 

555.20 
552.50 
553.15 
561.05 

560.20 

550.85 

552.20 
553.25 
585.10 

632.65 

556.85 

619.45 

551.30 

550.65 

550.30 

555.70 

779.45 

658.40 
555.75 


D. L. Abel, N. C. 

H. K. Ackerman, Ohio. 

James H. Alexander, La. 

Einer Amundson, Minn. 

Ed. Anderson, Neb. 

Edward A. Anderson, Minn.. 

Stanley M. Andrus, Ohio. 

Frank Anliker, Pa. 

E. C. Annes, N. J. 

Lee L. Apple, N. C. 

Jerome C. Ard, Fla. 

Louis Arona, Texas. 

C. P. Ash, Pa. 

L. P. Ash, Pa. 

William H. Ashdown, Mich.. 

S. M. Ash well, B. C. 

B. W. Atkinson, B. C. 

F. T. Atkinson, Calif. 

Eloi Aubin, Que. 

S. L. Auman, Ore. 

Leonard J. Austin, Ohio. 

Raymond Bachellor, W. Va.. 

E. L. Bacher, Calif. 

Roland G. Baes, N. Y. 

Abner B. Bailey, Mich. 

E. A. Baker, N. J. 

Isaac B. Baker, Pa. 

Shilby Bales, Ore. 

William F. Balke, Mich. 

John S. Bankert, Tex. 

J. H. Barham, Va. 

Wm. H. Barlow, N. Y. 

Harry A. Barnes, Wash. 

Myron W. Barnes, Mich. 

Asa T. Bartlett, Mo. 

Donald Barron, Ohio. 


551.90 Archie H. Bates, Tenn... 
574.00 Johnstone Bates, Mich... 
608.10 Boone M. Basham, Ky. 
585.25 Frederick Bauer, Mich. .. 
549.50 V. L. Baumgard, N. Y. 


$355.45 

395.75 

435.20 

397.75 

384.20 

367.35 

402.60 

352.10 

397.60 

351.85 

493.95 

354.15 
357.65 

375.80 

349.80 

348.85 

360.60 

352.30 

411.60 

352.25 

435.30 

511.80 

361.25 
394.55 
377.90 

351.10 

356.35 
491.00 

350.40 

356.40 

476.75 

421.95 

353.75 

370.20 

443.85 
396.50 

356.25 
480.05 

358.95 
399.05 

385.15 


Google 
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R. T. Bead die, Ont. 370.75 

A. L. Beaver, Del. 352.40 

H. W. Becker, N. Y. 365.55 

Wm. H. Beckley, Okla. 473.10 

F. J. Behney, Pa. 358.80 

Harry C. Bell, Ohio. 352.20 

E. L. Belleston, Utah. 351.30 

Chas. T. Bennett, Ind. 354.25 

Guy R. Benson, Tenn. 353.70 

David Berchot, Wash. 380.70 

Howard M. Bingman, Ohio. 409.45 

Clay Bishop, Mo. 352.44 

Edwin F. Bjoro, Ill. 354.80 

A. F. Balke, Mass. 357.85 

E. A. Blowers, Pa. 495.85 

Conrad Blume, N. Y. 357.90 

Bliss Booth, N. Y. 386.05 

Harry B. Bonewits, Mo. 352.70 

R. J. Boomer, Que. 391.80 

A. J. Borowski, N. Y. 483.20 

Roy W. Boss, Ohio. 490.25 

C. A. Botham, Pa. 368.60 

Ernest A. Bouck, Mich. 361.00 

Fred W. Bowman, Mich. 359.40 

Albert M. Boyd, Ill. 359.50 

Wesley A. Boyer, Ky. 371.60 

H. D. Bradley, N. J. 425.80 

Fred Branstrom, Ky. 443.10 

Z heodore H. Bratz, N. Y.. 379.75 

J. A. Brazeau, Ont.. 358.75 

Wm. Breling, Va. 390.75 

William M. Brestel, Ohio. 393.45 

Richard J. Brew, Ill. 354.15 

Harry Brewer, Ill. 382.95 

M. F. Brewster, N. Y. 353.95 

A. L. Briggs, Wash. 361.85 

N. J. Brochtrup, Ohio. 365.30 

Bay Brochu, Que. 397.10 

Clyde E. Brooks, Pa. 351.45 

J. C. Brooks, Ore. 376.05 

Ora Leroy Brooks, Mich. 350.70 

Andrew B. Brown, Kans. 356.25 

Harvey A. Brown, Ark. 389.70 

J. H. P. Brown, Alta. 531.95 

Orlando Dwight Brown, Ohio 366.70 

Raymond F. Brown, Wics. 354.90 

W. A. Brown, Ont. 354.20 

Wa'ter Brown, N. J. 540.55 

E. M. Brownell, Me. 418.25 

Wallace Bruce, Ohio . 358.75 

Carl J. Bruckner, Pa. 351.00 

A. M. Brunkhart, N. Y. 359.00 

Mrs. Helen Bryan, Tenn. 405.50 

Harold J. Bryant, Tenn. 355.75 

R. Buhrman, N. Y. 375.65 

R. Cameron, Jr., Mass. 379.05 

Geo. Burroughs, N. Y. 356.55 

G. A. Bushey, Utah . 363.50 

A. J. Campbell, N. S. 381.10 

F. B. Campbell, Mont. 389.40 

Alvah O. Cantine, Mich. 482.05 

C. W. Capon, Ore. 376.15 

Algot T. Carlson, Minn. 354.25 

Roy M. Carothers, Ill. 403.65 

S. A. Carpenter, N. Y. 351.75 

Eros. L. Castle, Ohio. 377.25 

Louis B. Cavin, Tex. 353.60 

W. H. Cavin, N. Y. 356.95 

Jos. G. Certa, Ill. 541.90 

Ward L. Chadwick, Mich. 354.70 

R. J. Cherry, Ore. 544.60 

Earl N. Clark, Neb. 355.55 

Edwin H. Clark, Del. 382 JO 

Ruby Clark, Ind. 397.80 

M. E. Clement, W. Va. 353.65 



James B. Coe, Mo. 372.35 

F. C. Cole, N. Y. 364.60 

Arthur R. Collins, Ohio. 531.20 

Robert J. Conley, Ohio. 360.60 

H. D. Conneway, Ohio. 362.10 

V. L. Connor, Texas. 357.95 

Arthur B. Cook, Mich. 538.75 

Clarence W. Cook, N. Y. 355.00 

R. B. Cook, N. B. 368.05 

J. T. Cooper, R. 1. 355.20 

Wm. A. Cooper, N. J. 385.25 

Wm. J. Cooper, R. 1. 350.80 

J. N. Corder, B. C. 396.75 

Mrs. W. F. Cordsiemon, Ill. 360.15 

Ben. A. Cotton, Tenn. 362.45 

Geo. W. Cotton, Texas. 360.50 

J. A. Cove, N. B. 375.20 

Ralph A. Cox, Okla. 350.00 

R C. Crapster, Calif. 353.75 

William E. Crittenden, Mich... 350.50 

H. H. Crock, N. J. 375.75 

Samuel S. Cross, Mich. 351.75 

Elmer E. Crowder, Ill. 350.25 

Alex D. Cuertin, Pa. 394.05 

M. Culbert, Ont. 428.55 

Walstein B. Culver, S. C. 369.50 

Ralph R. Cummings, Ohio. 392.20 

Paul B. Dailey, Colo. 352.35 

D. D. Dali, Ont. 361.30 

Paul F. Daniel, Ga. 364.55 

J. A. Darden, Va. 443.75 

C. L. Davey, Ont. 354.20 

Charles M. Davis, Pa. 373.75 

Fred Davis, Ill. 356.60 

G. A. Davis, Wash. 377.85 

Guy De Pencier, Man. 382.85 

T. J. Davis, N. S. 534.40 

R. L. Deabler, Pa. 352.35 

E. M. Dean, Va. 417.30 

F. J. De Haven, Pa. 382.25 

L. F. Delbridge, N. Y. 351.60 

A. H. Demerling, Ont. 519.55 

Guy De Pencier, Ma. 382.85 

Wm. Desrosiers, Mass. 363.85 

D. P. Dever, Pa. 351.40 

Cyrus L. Dillon, Ill. 413.80 

F. R. Doerffer, Ont. 397.15 

E. E. Dolliver, Que. 376.60 

Albert Donnelly, Calif. 352.40 

J. P. Dougherty, N. Y. 364.15 

A. S. Douglas, D. C. 354.75 

J. T. Duguird, Ont. 351.80 

T. J. Dundon, N. J. 350.15 

John A. Dunkel, Pa. 382.80 

L. C. Durlam, N. Y. 350.90 

Earl Dykeman, Ill. 358.65 

A. Dyson, Mass. 352.70 

L. R. Eaton, N. H. 354.70 

C. W. Edie, Sask. 399.55 


Clarence B. Eckman, Ill. 388JO 

Milton Edge, Ill. 372.25 

Eugene E. Edmondson, Tenn... 350.25 

F. H. Effley, N. Y. 388.65 

E. C. Eitermann, Mass. 403.35 

Harry E. Eldredge, Mich. 353.75 

Ray L. Eley, Ind. 351.00 

A. E. Ellery, Sask. 384.15 

T. J. Elrick, Ont. 540.90 

Louis Van Dan Elzen, HI. 423.35 

Leslie F. Emih, Neb. 356.00 

Merton W. Enos, N. Y. 357.45 

Lloyd L. Epes, Neb. 355.25 

Ray D. E. Erickson, Texas. 352.35 

John H. Erwin, Tenn. 409.90 

S. J. Erwin, Pa. 358.50 

R. T. Essler, Pa. 351.25 

Geo. M. Evans, N. C. 422.95 

Robert Fairbanks, N. Y. 397.85 

Frank E. Fallberg, Ill. 381.45 

L. E. Farr, Ala. 363.60 

W. Featherstone, Que. 387.60 

Clem H. Ferguson, Pa. 352.70 

Fred Finegan, N. Y. 395.25 

James L. Finley, Tenn. 350.70 

Hugh Finney, N. J. 390.15 

C. E. Fish, N. Y. 463.35 

Maurice V. Fishbaugh, N. Y... 363.85 

H. P. Fisher, Calif. 452.60 

Michael J. Fisher, Iowa. 353.45 

Roland D. Fisher, N. Y. 352.20 

Theo. Fisher, N. Y. 432.65 

W. E. Fisher, N. J. 351.55 

Wm. R. Fisher, Mo. 353.05 

F. Fitch, N. Y. 361.90 

H. P. Fleming, III. 353.30 

Herman S. Force, Ind. 435.05 

H. B. Foster, Wash. 391.85 

F. R. Foster, Wash. 355.70 

Oscar S. Foster, Texas. 356.90 

Harold E. Freeman, Kans. 354.45 

O. H. Freidel, Wis. 356.60 

Rita Freifeld, III. 357.70 

Joseph N. Freisleben, Mich. 408.85 

John Raymond Fuehrer, Wis. 363.20 
Harry E. Fuller, Ind. 386.25 

U. G. Fuller, N. Y. 356.20 

Wm. Fraser, Sask. 402.35 

A. E. Fredenburg, Ont. 350.35 

F. H. Gale, Ala. 440.15 

Ollie L. Gale, Ark. 391.10 

David Galet, Ore. 397.15 

A. Gallant, Mass. 360.15 

Edgar T. Galloway, Ill. 352.95 

J. J. Gambo, Calif. 375.45 

H. E. Gardenier, Texas. 356.45 

Harry E. Gardner, Ohio. 378.25 

Adam M. Garman, W. Va. 390.75 

J. K. Garman, N. J. 350.75 

John J. Gaskins, Fla. 435.25 

Howe Gaston, W. Va. 384.60 

Walter B. Geho, Ohio. 359.35 

Walter R. George, N. Y. 352.05 

Roy E. Gibbs, Iowa. 351.15 

Clayton L. Gibson, Mo. 451J5 

H. A. Gilliland, Ont. 355.00 

Wilbert Gillis, Ohio. 355.50 

Wm. M. Gillis, N. B. 420.15 

Ray R. Glosup, Ind. 357.17 

Harry Glover, Alta. 373.65 

Henry G. Glover, Ala. 356.55 

Charles H. Goad, Ont. 355.65 

L. D. Goodrich, Calif. 412.20 

John R. Gordon, R. 1. 359.80 

L. R. Gott, Man. 360.25 
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R. E. Gottshall, N. Y. 411.30 

Robert L. Gower, Ala. 373.75 

H. H. Goyke, N. Y. 360.90 

August H. Graff, Mich. 371.25 

Edw. H. Graham, Pa. 360.25 

Lloyd B. Graham, Ga. 381.80 

Geo. Grant, B. C. 363.60 

J. Frank Grant, Me. 352.00 

W. H. Grant, N. Y. 354.70 

Clyde E. Gray, Md. 386.20 

Wm. E. Gray, B. C. 365.35 

Ralph T. Grayburn, N. C. 352.65 

Charles W. Green, Ohio. 355.15 

A. D. Gribble, Ont. 301.05 

H. A. Groff, N. Y. 442.10 

Harold G. Grucnfelder, III. 478.05 

Raymond A. Gruenfelder, Ill... 446.50 

L. R. Gruener, Pa. 354.60 

Maynard Grunder, Mich. 362.70 

Edward Martin Gump, W. Va. 350.85 

William P. Habig, Ind. 368.70 

Robert Haines, Pa. 360.70 

John H. Hall, Fla. 510.15 

Charles L. Haller, Pa. 356.30 

Fred G. Haltenhoff, Ill. 358.55 

Charles E. Hasen, Neb. 472.70 

Christian M. Hasen, III. 354.60 

Hanna Hansen, Ill. 354.50 

Joseph F. Harder, Ill. 354.15 

John B. Hardesty, III. 354.65 

E. G. Harper, Calif. 410.55 

John A. Harrison, Ind. 382.80 

Allen J. Hathaway, Mich. 385.10 

Fred T. Hayes, Mich. 382.55 

Jay W. Hays, N. Y. 462.50 

R. J. Hazzard, Ont. 380.05 

Victor A. Hebert, Mass. 356.70 

Clarence H. Heininger, Ohio. .. 354.30 

Geo. Heinrich, N. J. 382.75 

Henry A. Hempe, Wis. 360.55 

J. J. Hennessy, N. Y. 426.65 

J. W. Hennon, Wash. 351.45 

D. N. Henry, N. Y. 350.05 

Edgar L. Henry, Ohio. 360.20 

A. E. Herring, Texas. 356.80 

H. Herring, Md. 366.35 

Harvey M. Hewitt, La. 372.20 

E. E. Heydc, N. Y. 308.60 

T. Earl Hickok, Iowa. 358.40 

Wilber G. Hicks, Ill. 351.35 

Minnie Hildreth, Mich. 352.05 

Robert N. Hinton, Tenn. 353.00 

Charles K. Hoffman, Texas. 376.40 

William Hoffman, Pa. 352.35 

Mrs. T. Hohenstein, Calif. 360.05 

Peter C. Holahan, Mich. 353.50 

Emma Hohn, Iowa . 357.05 

F. A. Holden, N. J. 430.70 

H. E. Hollien, N. Y. 356.65 

C. A. Holmgrain, Utah . 546.30 

Mark A. Horton, Mich. 365.20 

John B. Howe, Mich. 408.00 

W. D. Hughes, Mass. 351.05 

Anthony T. Imhof, Ill. 438.50 

Edwin Imlay, N. Y. 407.20 

A. Inman, Ore. 516.00 

W. A. Ireland, B. C. 303.60 

H. F. Jacobs, Wis. 350.55 

Charles F. Jaffke, Wis. 370.30 

A. W. Jones, B. C. 362.60 

Ernest Jones, Que. 455.45 

E. M. Jones, Me. 400 65 

G. C. Jones, Ont. 353.70 

Wm. J. Jones, Pa. 375.10 

Glenn G. Johnson, Iowa. 354.10 
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G. Walter Johnson, Ill. 351.10 

Ragner E. Johnson, Fla. 387.75 

Lawrence N. Justen, Wis. 350.65 

Jos. J. Kachur, Wis. 352.55 

S. L. Kahn, N. Y. 360.50 

Michael Kakos, Ill. 356.15 

Harry F. Kane, Kans. 350.40 

Theodore Kaphan, Calif. 353.15 

F. W. Kassebaum, Ore. 351.05 

C. Keegan, Que. 507.90 

Jay S. Kelley, Ind. 421.80 

Curtis L. Kennedy, Pa. 380.45 

J. W. Kenyon, B. C. 445.75 

Robert E. Kerr, Ga. 488.80 

Theodore F. Keys, Pa. 413.90 

Marion W. King, Tex. 357.95 

W. R. King, Wash. 353.95 

Frank B. Kinzlcy, N. Y. 372.60 

James E. Kirkpatrick, Pa. 358.05 

David H. Kline, Ky. 353.20 

Mrs. Mary E. Kline, Tex. 408.15 

Clayton W. Knapp, Ohio. 416.55 

Ray Wm. Knapp, Pa. 36100 

Geo. J. Koch, N. Y. 355.35 

Bernard Konerman, Ohio. 351.95 

Jno. H. Koshkinen, Minn. 356.95 

W r . P. Kronenbitter, N. Y. 352.55 

A. T. Lacey, N. Y. 403.30 

R. H. Lahman, Pa. 361.25 

W. E. Lamphere, Mass. 372.60 

G. A. Landry, N. Y. 353.55 

Wm. M. Lansdowne, Ohio ... 419.50 

Ellis F. Latham, Mich. 354.10 

Walter E. Lavcllc, Iowa. 381.45 

H. F. Lawrence, N. H. 494.25 

John A. Leaf, Iowa. 396.50 

G. J. Leblanc, Mont. 419.70 

Merrick P. Legge, Ohio. 370.20 

Raymond M. Leighton, Ohio.. 351.25 

B. L. LeSuer, N. Y. 353.40 

Raymond P. Lewis, Mich. 358.00 

O. F. Leyonmark, N. Y. 348.90 

Oscar H. Lickert, Pa. 357.90 

Lester E. Lineberger, Colo. 353.85 

Fred Link, N. Y. 359.25 

Harold W. Lippert, Ill. 354.25 

Don G. Little, Kans. 399.70 

Albert Livesey, Pa. 350.05 

Bruno Lizotte, Que. 420.45 

Wm. G. Locke, Ga. 390.30 

S. M. Logan, Jr., Ont. 363.65 

Ralph C. Lord, Mich. 418.70 

Geo. H. Lortie, Kans. 361.05 

Bernard C. Losee, Mich. 357.00 

Harold G. Lowe, Ohio. 354.70 

H. J. Lowe. Pa. 363.15 

W. J. Lumlev, Ont. 363.80 

Wm. R. Luunie, N. H. 351.85 

R. H. Lutz, N. Y. 414.90 

C. L. Lyons, Wash. 363.85 

Herbert Geo. Lyon, Kans. 352.65 

M. J. Lyons, Va. 441.80 

M. R. Lyons, Calif. 356.60 

A. G. MacDonald, Ont. 375.05 

W. MacNeill, Mass. 386.95 

Irving J. MacTaggart, N. Y... 473.45 

Robert F. McAvoy, Iowa. 355.35 

W. M. McCauley, N. C. 361.45 

David C. McClatchcy, Pa. 362.00 

Theo. E. McClure, Ohio. 352.75 

C. S. McConnell, Ont. 351.25 

J. A. McConville, Ont. 350.10 

M. H. McCormack, Jr., Tenn. 366.00 

Roy L. McCown, Tex. 384.70 

F. A. McCrillas, Mass. 354.65 


Wm. C. McCullough, Ala. 393.50 

W. J. McDonald, Ont. 396.85 

Vincent P. McDonnell, Fla. 350.30 

E. McGinnis, Ill. 512.75 

Elno D. McGIone, Mich. 357.85 

W. J. McGovern, Mass. 351.55 

Archibald H. McKallip, Pa. 401.00 

D. J. McKay, Que. 431.60 

James McKay, Man. 355.45 

J. H. McKenna, N. Y. 376.45 

Phil M. McNear, HI. 351.50 

D. P. McQuillen, Pa. 365.15 

R. D. Magill, Calif. 369.45 

Donald H. Mahan, Ill. 351.15 

Bentley L. Mahon, Texas. 357.10 

Joseph A. Malone, Colo. 364.75 

W. T. Maloney, N. Y. 371.65 

John Mandig, N. Y. 351.60 

Clarence E. Manley, Tenn. 368.35 

Millard F. Marion, Ark. 385.60 

Edward Marker, Ill. 405.05 

William Marker, Ill. 354.85 

Bela P. Marsh, Pa. 372.80 

A. W. Marshall, R. 1. 352.25 

Chas. H. Marshall, Ohio. 422.50 

Harley E. Marshall, Ind. 401.25 

William S. Marshall, Ohio. 355.35 

Ray Marvin, Wis. 352.95 

James W. Mashburn, Texas.... 354.75 

F. O. Mason, Ont. 353.60 

James G. Mason, Pa. 353.65 

F. A. Massey, Mass. 356.80 

Philip O. Mastin, Mich. 352.40 

D. W. Matthews, N. Y. 363.80 

Edw. V. Mattson, Neb. 368.75 

O. A. Mauersberger, N. J. 365.05 

Edw. T. Maume, Texas. 351.80 

N. R. May, R. 1. 357.35 

D. J. Meeham, Pa. 363.75 

Henry J. Meeker, Fla. 480.00 

Charles V. Mello, Texas. 379.00 

Lucien R. Meyer, Tenn. 436.90 

Clair R. Middleton, Mich. 355 05 

C. A. Miller, D. C. 355.55 

F. S. Miller, Ohio. 377.35 

H. W. Miller. Pa. 389.05 

James T. Miller, Ill. 352.50 

William L. Miller, Ohio. 355.05 

Alexander Misky, Ohio. 354.60 

M. E. Misner, N. Y. 410.05 

Constantine G. Mitchell, Ohio.. 366.05 

J. Earl Mitchell, Del. 354.50 

Chas. G. Moll, Ill. 481.35 

R. J. Montgomery, Calif. 377.20 

James E. Mood, Mass. 352.60 

David E. Moore, La. 350.85 

Guy E. Moore, W 7 is. 351.60 

Joseph A. Moore, Tenn. 359.95 

Walter R. Moore, Colo. 350.00 

Forest A. Morin, Mich. 350.55 

G. C. Morton, N. H. 358.45 

Dale Morrow, Pa. 375.30 

Morris Moss, B. C . 378.20 

J. F. Muir, Ont. 426.45 

H. J. Muller, Texas. 393.10 

H. J. Murphy, Ont. 351.10 

J. A. Murphy, Ont. 356.25 

W. C. Murray, Ore. 456.85 

Boyd V. Neal', Neb. 363.75 

Paul G. Nehring, 111. 360.70 

E. H. Nelson, Mont. 390.65 

Edward W. Nelson, III. 422.15 

Strauss B. Newcomb, Ind. 403.05 

Wm. Newman, Calif. 357.70 

John H. Newton, Ohio. 363.50 
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James A. Nibblet, Neb. 428.40 

Geo. W. Norman, Jr., W. Va. 359.70 

E. S. Nostrand, N. Y. 358.40 

John J. O’Brien, Ill. 399.55 

Michael E. O’Donnell, Iowa.... 360.60 

C. M. Ogle, Ont. 353.80 

Carl E. Olson, Ill. 351.30 

Wm. A. O’Malley, Pa. 351.95 

Thomas O’Neill, Calif. 356.85 

Hurcell P. Orendorf, Texas ... 541.85 

H. Ormerod, Ont. 371.85 

Warren E. Orr, Fla. 395.55 

John Osborne, Ont. 369.15 

G. S. Overton, Va. 398.10 

G. T. Owen, N. Y. 418.45 

Ira C. Oxner, Tenn. 348.75 

Fred M. Page, Ill. 352.45 

Gordon Page, Ont. 353.60 

H. M. Palm, Mass. 353.25 

Thomas A. Palmer, Mich. 436.90 

Frank Panuska, Ohio. 406.85 

J. W. Park, N. J. 366.80 

C. E. Parkin, Que. 416.95 

O. G. Parr, N. Y. 352.25 

Francis C. Parks, Mich. 393.55 

C. E. Parlee, N. B. 382.10 

Charles L. Pascoe, Pa. 355.50 

Robert H. Patterson, Ohio. 354.75 

Richard T. Peard, N. Y. 352.95 

Wm. J. Pearl, Iowa. 350.00 

W. R. Pearse, N. S. 397.75 

Franklin E. Pease, Ill. 351.80 

C. E. Peck, Kans. 484.40 

Lora O. Peggs, Ind. 364.41 

Howard T. Penrod, Ohio. 357.70 

W. L. Perry, Ont. 361.55 

Evertt J. Petersen, Mich. 352.85 

Andy Pfan, Mont. 376.85 

R. P. Phelps, Ind. 413.40 

Emil J. Pick, Wis. 354.45 

William L. Pierce, Ind. 409.90 

Frank H. Pietila, Colo. 358.40 

R. G. Pifer, Pa. 350.55 

J. H. Pinder, N. Y. 355.20 

E. A. Pineau, N. B. 366.20 

Floyd E. Pogue, Ind. 352.00 

Leslie F. Pollard, Colo. 355.85 

Fred L. Pollaschek, Ill. 446.45 

C. W. Porteouse, Va. 354.70 

S. R. Porterfield, Sask. 479.70 

Thomas H. Poulter, N. Y. 352.55 

Charles E. Prahl, Wis. 366.70 

D. L. Preston, Pa. 385.15 

Chas. C. Price, Neb. 375.75 

James H. Purfield, Mich. 426.95 

Collins Putnam, Mass. 357.35 

H. F. Putnam, N. H. 392.75 

Ernest E. Quartus, Kans. 367.20 

Chas. E. Quigley, Ala. 426.55 

Dugald L. Quiner, Iowa. 363.15 

Alvin B. Rabe, La. 359.05 

Karl F. Radley, Texas. 438.45 

Walter J. Rahn, Wis. 375.90 

Leonard F. Randolph, Pa. 354.45 

Howard M. Rectanus, Pa. 367.85 

Benj. Redding, B. C. 437.40 

A. F. Regensberger, N. Y. 363.90 

W. Rehmeyer, Md. 369.30 

Claus Reimers, Neb. 511.95 

Henry G. Reis, Ill. 350.35 

Carl W. Renstrom, Neb. 354.40 

Lester C. Revoir, N. Y. 352.85 

Wm. A. Rhodes, Mass. 351.90 

Frank G. Rice, Ohio. 355.15 

S. Richards, B. C. 353.00 


M. H. Riley, Wash. 355.20 

Lloyd H. Rimert, Ohio. 353.75 

Walter N. Rinker, Ill. 360.35 

A. Ripperger, N. Y. 419.30 

Ina Ristell, Ill. 378.75 

Harrison Rivers, Va. 353.35 

Kent L. Roberts, Mont. 475.85 

Lyle T. Roberts, Mich. 366.00 

S. B. Robins, N. J. 350.55 

Wm. H. Robinson, Utah . 353.65 

Wm. Roggman, Mich. 354.85 

H. W. Rohlfing. Calif. 354.10 

E. P. Rondinello, Calif. 364.50 

C. P. Roney, Ont. 352.80 

Chester Rounds, N. Y. 391.60 

G. S. Routliffe, Ont. 350.25 

L. E. Rowland, N. J. 389.95 

John R. Roy Ohio. 402.20 

Wm. M. Rucker, Texas. 364.05 

Glen W. Rueckert, Ill. 387.58 

Matthew T. Ruskin, Ind. 409.90 

Herbert E. Russell, Tenn. 357.30 

M. Riley Russell, Ind. 395.20 

Courtney W. Ryder, Mich. 356.70 

A. J. Sacher, N. Y. 353.70 

Elmer F. Sackhoff, Ohio. 352.30 

Geo. A. Sanchez, N. Y. 363.25 

Rudie Sapinski, Ill. 351.45 

A. J. Sawicki, Pa. 381.35 

H. F. Schaedel, Pa. 356.00 

C. A. Schmelze, Pa. 482.50 

William Schmer, Ky. 354.35 

Richard A. Schmidt, Mo. 357.80 

F. Schnidler, N. Y.. 359.10 

H. T. Schoen, N. J. 376.55 

Ernest Schoenheit, Mich. 355.95 

R. M. Schuder, D. C. 429.80 

Peter Schuringa, Calif. 357.35 

William A. Schweikert, Jr., Pa. 360.75 

William J. Scott, Ohio. 495.20 

Daniel Secord, Mich. 376.10 

Wm. M. Self, Kans. 455.35 

Wilford J. Severts. Minn. 374.20 

Roy O. Sewall, Minn. 363.55 

Wm. C. Seybold, Ohio. 357.25 

Delbert O. Shaffer, Ohio. 392.85 

Cleo. M. Shaw, Mo. 353.90 

Julius S. Shaw, Kans. 351.95 

C. H. Shean, Va. 372.10 

C. Allen Shepherst, Ohio . 499.65 

Fitzhurgh L. Sherwood, Ga. 354.95 

J. E. Short, Calif. 400.35 

Cecil Shorten, Ont. 365.05 

Bert Shuler, Mich. 437.35 

Edw. C. Siegelin, N. D. 354.05 

Sigurdson, Man. 395.25 

Chas. J. Simon, Ohio. 359.30 

O. F. Slein, N. Y. 486.15 

Clarence K. Smith, Ohio. 354.20 

C. P. Smith, Alta. 356.45 

Hiram K. Smith, Mich. 531.70 

Homer M. Smith, Iowa. 401.65 

K. Smith, Wash. 357.20 

Elmer N. Snider, Wash. 350.35 

L. R. Sothern, N. Y. 368.35 

Harvey A. Spackeen, Ill. 359.50 

F. J. Spear, Va. 353.00 

Chas. Spangeman, N. J. 357.00 

James C. Spratt, N. H. 351.80 

E. W. Stafford, N. Y. 368.05 

Ellsworth Staver, III. 351.55 

Robert A. Steadman, Iowa. 462.25 

H. P. Steeves, N. B. 375.55 

Harvey H. Stein, Pa. 426.75 

C. E. St. Germain, Mass. 382.65 


BE CORDIAL! - ITS THE BETTER) 


HALF OF PERSONALITY! 



J. E. Stevens, Mass. 379.95 

John M. Stevenson, Iowa. 351.65 

Geo. A. Stewart, la. 513.50 

Andrew H. Stickman, Iowa. .. 451.70 

W. B. Stinson, Mont. 375.50 

Ray F. Stiverson, Neb. 357.10 

C. A. Stoddard, N. Y. 513.20 

Henry E. Stoffregen, Ohio. 351.55 

H. L. Stokes, Ore. 357.55 

A. L. Stone, Ky. 355.45 

Benton C. Storrs, Mich. 358.25 

Frank L. Strong, Ill. 353.15 

F. T. Struble, Mont. 405.10 

Albert J. Stults, Ill. 404.75 

Charles N. Sullivan, Iowa. 352.20 

John J. Sullivan, Ohio. 350.55 

Lewis L. Sunken, Ohio. 418.05 

Joseph F. Surridge, Ill. 517.85 

A. P. Swaidmark, N. H. 378.95 

Emmett L. Swanson, Iowa. .. 379.65 

A. H. Swisher, Mont. 356.50 

Ed. Szalay, N. J. 354.40 

Clyde W. Tallman, W. Va. 374.05 

A. J. Taylor, Md. 354.15 

Claud R. Taylor, Ill. 441.40 

W. B. Teachnor, Utah. 357.40 

Milton L. Tees, Jr., N. J. 379.35 

A. E. Teetsel, N. Y. 377.85 

Robert Teetsel, N. Y. 366.80 

A. A. C. Terry, Ont. 355.75 

A. W. Thomas, N. Y. 387.60 

George E. Thomas, Ind. 370.20 

A. E. Thompson, Sask. 433.60 

S. T. Tillotson, Ont. 369.25 

Elbert M. Town, Iowa. 361.50 

Z. G. Tracy, D. C. 366.85 

Geo. H. Trefry, Mass. 358.20 

A. W. Trekell, Ore. 357.25 

W. A. Trescott, D. C. 351.45 

H. Troller, N. Y. 350.25 

Victory C. Tubbs, D. C. 361.20 

Henry C. Tufteland, Iowa. 367.85 

Mrs. E. B. Tupper, B. C. 367.40 

James R. Turner, Ind. 426.40 

Carl B. Udry, Ohio. 351.10 

John W. Ulrey, Ohio. 355.10 

Daniel W. Underdown, Mich... 354.20 

F. D. Underwood, Mass. 353.75 

Willis N. Urie, Ohio. 380.05 

Walter Van Dam, Mich. 374.45 

L. Van Pepering, N. Y. 359.15 

Geo. N. Vansickle, N. D. 451.50 

Evar C. Venander, Ill. 366.90 

C. W. Vetter, Ind. 353.85 

George E. Vezina, Wis. 353.55 

A. H. Waites, Ont. 356.35 

Robert Wakeman, Wis. 363.10 

Charles Wakey, Iowa . 373.30 
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John T. Waller, Fla. 353.85 

Leo. F. Walsh, N. Y. 476.75 

H. G. Waltemire, Ore. 384.80 

Anton C. Walters, Ind. 382.15 

D. F. Walton, N. J. 366.95 

Thomas L. Ward, Texas. 352.10 

John A. Wartenbe, Mo. 352.65 

Alfred A. Watkins, Ga. 363.60 

H. Watt, Sask. 438.50 

Ernie L. Watts, Mich. 376.60 

D. J. Weatherhead, Ont. 351.10 

C. A. Webber, Ont. 353.65 

Harry Weeks, Tenn. 355.65 

John Q. Wells, Fla. 358.20 

Harry E. Wenino, Ill. 351.05 

Ellis L. Werft, Pa. 455.05 

Mark D. West, Iowa. 383.40 

Wm. Westenfelder, Ont. 465.45 


W. J. Weston, Ont. 355.45 

Fred H. Whaley, W. Va. 353.30 

Clyde B. Wheeler, Ky. 354.60 

R. G. Whelan, R. 1. 360.65 

E. B. Whittaker, N. S. 348.15 

J. Wiess, N. Y. 372.00 

R. C. Wilber, N. Y. 455.85 

Michael R. Burgess, Ind. 407.15 

Arthur Ernest Wilbricht, Iowa 358.20 

Joe William, Tenn. 350.30 

George H. Williams, Ohio. 411.05 

J. A. Williams, Cali. 350.10 

Ocar Williams, Ill. 355.05 

E. F. Williamson, N. Y. 351.70 

Thomas Williamson, Pa. 420.25 

M. A. Wilmot, Wash. 414.00 

M. R. Williamson, N. C. 363.10 

Claude A. Wimberly, Tenn. 357.45 


Otto R. Winkler, Wis. 355.00 

J. H. Winn, Ga. 394.50 

E. P. Winslow, Mass. 433.15 

Clare E. Woland, Colo. 356.85 

F. C. Wolfe, N. Y. 408 45 

Geo. W. Wollin, Colo. 358.60 

Wm. Wollin, Colo. 362.05 

Alfred A. Woodard, Mich. 456.40 

John T. Woods, Ohio. 353.60 

Alfred J. Worley, Ohio. 391.95 

Thomas Worley, Ala. 415.35 

William A. Worthington, Pa. 474.95 

J. H. Wray, Alta. 350.85 

William L. Wright, Mich. 352.90 

Lee A. Yoder, Mich. 365.15 

William E. Youngs, Mich. 372.25 

Robert W. Zimmerman, Mich. 355.05 


Total Sales for December 
$855,946.45 


On Our Profit-Sharing Plan 
1044 Representatives 
Received in December 
$30,008.00 
in Extra Earnings 
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Dome of the State Capitol 
Hartford, Connecticut 

I 

HE CAPITOL BUILDING, dating from 1879, has 
much of interest about it, containing as it does many 
works of art and historical relics, including that 
a&e-old “bone of contention”, the Charter of 1662. 

In its position and beauty of design, the dome itself 
is richly inspiring. The winded bronze figure at the top 
represehts the Genius of Connecticut. The twelve marble 
1 statues on the twelve angles of the dome represent 
Agriculture, Commerce, Education, Music, Science and 
Force, in each of which Hartford has excelled. 

It is a monument to the achievement of our forefathers 
and an ever-present inspiration to us to follow where they led. 


i t 
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Published Monthly by 

THE FULLER BRUSH COMPANY 

Hartford, Connecticut 


Volume VI MARCH, 1922 Number 3 


Sincerity or Honesty 
of Intention 


By C. H. Shean 
Eastern Division Manager 

To my mind the finest quality that any man 
can possess is that of sincerity. From the 
fountain of sincerity spring all of the positive 
qualities. No one has any use for the bluf¬ 
fer. The bluffer, over a period of time, fools 
no one but himself. 

Have you ever had much love or respect 
for a man who is not sincere? I haven’t. If 
you lack self-respect, you will undoubtedly 
discover, by taking the time to analyze, that 
the reason for it is that you are not sincere 
about your work. Sincerity is the cause, 
self-respect the effect. Look after the cause, 
and automatically the effect is taken care of. 

Wrong thinking and indifference set off 
insincerity and start it working. Wrong 
thinking is the cause, insincerity the effect. 
Once the demon of insincerity gets working, 
it becomes the cause and still more wrong 
thinking becomes the effect, etc. 

The expression, “The world owes me a liv¬ 
ing, so why should I care,” is that of a man 
who is as far away from sincerity as he is 
from true happiness. Honesty of mind or 
intention whispers, “No, the world does not 
owe you a living, rather do you owe the world 
and your God a life of service.” 

If we are not sincere about ourselves and 
our work, we cannot be happy. Did you 
ever see a man happy who was not sincere 
about his work? You most certainly did 
not. On the surface he may have appeared 
to be, but it was all a camouflage, a make- 
believe. He was not happy at all. 

One of the major things which differenti¬ 
ates the subordinate and the executive is the 


difference in the degree of sincerity. Incli¬ 
nation to shirk is prompted by insincerity 
and keeps the insincere man in a rut and un¬ 
happy all his days. The Fuller Salesman, 
inasmuch as he works on a commission and 
bonus basis, is an executive and belongs in 
the executive class. He is on his honor and 
he has every reason to be proud of his re¬ 
sponsibility. 

When a Fuller salesman fails, he generally 
has no one to blame but himself. He has 
made little or no attempt to cultivate the 
quality of sincerity, from which flows cop¬ 
iously the desire for knowledge of himself 
and human nature, knowledge of Fuller 
Brushes, knowledge of the art and science of 
selling them, the desire for co-operation and 
the desire which prompts a Fuller salesman 
to wear out a lot of shoe leather, thus giving 
old man average a chance to show his colors. 

When a Fuller salesman fails, it is gener¬ 
ally because he cannot resist the ever-present 
temptation to loaf on the job. The position 
calls for a man with executive ability. He 
hasn’t got it, doesn’t seem to want to acquire 
it, and is left behind in the procession. 

I distinctly remember talking with such a 
Fuller salesman once in one of our sales of¬ 
fices. He felt that inasmuch as he was 
working on a commission basis, he had a per¬ 
fect right to stop any time during the day 
and lay off for a day or two anytime it so 
pleased him. He remarked, “My pay stops 
when I do. If I am satisfied, why should the 
Company kick?” 

This man may have had a legal right to 
act on a theory of this kind, but certainly no 
moral right. Evidently it did not occur to 
him that The Fuller Brush Company had 
turned over a portion of territory to him and 
that in expectation and anticipation of the 
business each salesman is going to bring in, 
has provided certain facilities in the factory 


. Google 



for production, in the distributing stations 
for distribution, in the office for handling 
salesmen’s orders, and that if any consider¬ 
able number of the sales force acted on his 
theory of rights, the Company would experi¬ 
ence a great loss, inasmuch as the anticipated 
orders would not come in, but the expense in¬ 
curred in anticipation of the orders would be 
there. 



Clarence H. Shean 


In the gospel of St. Luke, there is a parable 
from which we can all learn a good lesson 
regarding sincerity. “The sower went out 
and sowed his seed. Some of it fell on rocks, 
some on thin earth, and some on good rich 
soil. The seed which fell on rocks came in 
contact with no moisture or earth, and im¬ 
mediately dried up and was blown away. 

“The seed which fell on thin earth took 
root for a time, but the first strong wind that 
came along uprooted the plant and it with¬ 
ered and was blown away. The seed which 
fell on the deep rich earth took deep root. 
The wind, hot sun, or bad storm did not af¬ 
fect the plant, which grew up, and it brought 
forth fine fruit.” 

Which Are You Like? 

Each of us is like either the rock, the thin 
earth, or the deep rich earth. Lack of sin¬ 
cerity makes us like the rock, and the seed of 
opportunity falling on us cannot take root. 
If we are sincere only to a lukewarm degree, 
we are like the thin earth; the seed of op¬ 
portunity may take root for a time, but the 
thin earth has very little of the moisture of 
service to give; rather has it mostly ingredi¬ 
ents such as indifference and “The world 
owes me a living” attitude. So the first wind 


of adversity uproots the sickly plant and 
blows it away. 

If we are really sincere we are like the deep 
rich earth. The seed of opportunity takes 
deep root, flourishes, and brings forth fine 
fruit. 


A Real Man 

Undoubtedly the last verse of Kipling’s 

poem, “If,” is appropriate in conclusion: 

“If you can talk with crowds and keep your 
virtue, 

Or walk with kings nor lose the common 
touch, 

If neither foes nor loving friends can hurt 
you, 

If all men count with you, but none too 
much— 

If you can fill the unforgiving minute 

With sixty seconds worth of distance run. 

Yours is the Earth and everything that’s in 
it, 

And—which is more—you’ll be a Man, my 
son!” 


DADDY’S BEST PRESENT 


We have just made the acquaintance of 
little Miss Phyllis Spillane through a letter 
from her daddy, L. J. Spillane, a representa¬ 
tive under the Toledo, Ohio, 
office. Phyllis is only four 
years old, but is already a 
real little Fullerite and 
takes a great interest in her 
daddy’s business, as the fol¬ 
lowing anecdote shows. 

Soon after Christmas, 
while visiting her grand¬ 
mother, Phyllis heard the 
grown-ups talking about the presents they 
had received and said: “Mama, tell Gramma 
what Daddy got.” Her mother asked her 
what she meant and she replied, “A new 
territory.” 

Her grandmother, thinking she did not 
know the meaning of the word, asked her 
where he wore it and Phyllis promptly an¬ 
swered, “Him don’t wear it, that’s where him 
sells brushes.” 

Do you blame her daddy for being proud 
of such a wide-awake little girl ? 
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Your Manager 

By C. H. Combs 
Ottawa Manager 


Have you wondered many, many times why 
you had a manager over you? Why he of 
all persons should have been chosen to lead 
and direct your destinies? What does he 
know better than you? How did he happen 
to land the “cushy” job, rather than someone 
else? Haven’t you wondered? 

Yes! We have all thought of this at dif¬ 
ferent times. When promotions were being 
handed out we have remembered how we felt 
back there in France when the medals were 
passed around with rations. How indifferent 
we tried to look and what nasty remarks we 
made on the subject of “Ration Medals.” 
Still—were we not just a little bit jealous of 
the lucky boy who received one? And did 
we not make up our minds that the next 
chance we got in the line, we too, would show 
the C. O. that one of those pretty little bits 
of cloth would look fine on our manly chests ? 
We did. True enough, the C. O. happened to 
be looking for his batman when we did that 
nice trick and altogether missed us when the 
next ration load came up, but we didn’t 
grouse out loud, did we? We did not! We 
simply pulled the old belt in a little tighter 
and went at it again and again. 

Your Record Speaks for You 

And the sarrje thing holds good when you 
are looking for promotion right here on the 
job. Men are going up every day in our of¬ 
fice and in our organization. Granted their 
work has been noticed by their C. 0. (as it 
were), do you in your heart think that it 
would possibly have happened if they had 
done nothing to deserve it? It could not. 
The difference between winning medals in 
the army and winning promotion here is sim¬ 
ply this; there only when the C. O. happened 
to spot you did you get the ribbon, while in 
this work every man’s record speaks for it¬ 
self. Ever think of that? It’s true. Every 
word of it. You will go up only as your rec¬ 
ord goes up. 

If a manager or an assistant manager does 
not live up to the policies and ideals of this 
organization and produce results, then he 
steps down and another man goes up and 
takes over his work. That is the opportun¬ 
ity that is in front of every man attached to 
this company. You cannot hide your abili¬ 
ties under a basket; here every light shines 


individually and the radiance is only limited 
by the candle power behind it. 

What thing most of all will enable you to 
climb up ? This only, friend, a clean mind, a 
clean record, a clean soul and a genuine Ful- 
lerized vision of efficiency. 

Do not envy your managers, emulate them 
and beat their records. They can be beaten 
—they are only salesmen like yourself. 

on m m 
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CARRYING COALS TO NEWCASTLE 


People used to think that it couldn’t be 
done—that you couldn’t sell coal to an owner 
of coal mines, or bread to a baker, or oranges 
to a Florida planter. But the Fuller sales¬ 
man is the man who says, “Well, at any rate, 
I’ll try”—and here’s an example of the re¬ 
sult: 

Item 1. Mr. R. L. Taylor of the South 
Bend office took an order for brooms to be 
used in sweeping a grocery store, although 
the grocer had a rack of corn brooms in 
front of his store. 

Item 2. Mr. C. 0. Ludlow of the same of¬ 
fice sold a Shower and Bowl brush to a plumb¬ 
er’s wife, although her husband carries a 
complete line of brushes which she could 
have bought at wholesale prices. She, how¬ 
ever, prefers Fuller brushes and Fuller ser¬ 
vice. 

So don't be afraid that you may be “carry¬ 
ing coals to Newcastle” or diamonds to Kim¬ 
berly—lest you lose a golden opportunity of 
service. 

m « m 

CULTIVATE A SMILE 

Do you want a life of sunshine 
And a bright and pleasant way? 

Do you want the name “Good Fellow” 
From the folks you meet each day? 

If you do, get ready for it— 

You will find the job worth while; 

Be an optimist and ever 
Cultivate a sunny smile. 

Smiles are catching—more contagious 
Than the measles any day; 

And if you smile, then another 
Soon will fall into the way; 

Thus the world will be made brighter, 
Shorter’ll be the longest mile 

Over which you’re called to travel, 

If you cultivate a smile. 

—From the "Saskatoon Peptimist." 
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Mr. and Mrs. A. C. Fuller in the Sunny South 

After a four weeks’ stay at the Hotel Royal Palm, Miami, Fla., Mr. and Mrs. Ful¬ 
ler have returned to Hartford, looking healthier and happier than ever. Perhaps they 
found the “magical fountain of youth and happiness” in Florida—who knows? At any 
rate, the camera’s truthfulness is not to be questioned—we know they are just as con¬ 
tented as they look. 
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Promotion 


By F. S. Beveridge 
Vice-President 


I realize that in dealing with the subject 
“Promotion” I am treating the one subject 
which is the most sensitive, and which is less 
understood than any other phase of our busi¬ 
ness. The very nature of the subject itself 
compels it to be so. Scholars have devised 
rules and formulas which have been worked 
out to an exactness, when one is dealing with 
a science, but the choosing of men for re¬ 
sponsible positions is an art rather than a 
science, and we are still groping in the dark 
to a great extent, basing most of our promo¬ 
tions on the past work of the individual and 
on our intuition. One thing, however, we 
have kept in mind from the very beginning of 
our organization in making our decision, and 
which will always act as our guiding star, 
and that one thing is “What is best for the 
Fuller Brush Company?” 

If you are a man at the present time who 
is seeking promotion, stop and ask yourself 
this question: “Will the company profit most 
by my promotion or by promoting Bill 
Jones?” The answer to that question will 
determine whether or not you will climb the 
ladder of the Fuller Brush Company. 

One Man’s Answer 

Recently I had a long talk with a man 
whose rise was exceptionally rapid in the 
ranks of a large insurance company. Dis¬ 
cussing promotions, I said, “Phil, how does 
it happen that you have risen as high in the 
ranks of your company within a few months 
as most men can even hope to rise in several 
years?” Phil’s answer flashed back in a mo¬ 
ment: he said, “When I first started to work 
for this company I made up my mind that I 
was no longer an Individualist, but I was 
The Firm. No matter where I was, whether 
on the road or in church, I made up my mind 
that my actions must always be such as to 
bring Good Will to the firm, and decided nev¬ 
er to misrepresent and never to let anyone 
disparage my line or my firm; never to sleep, 
or loaf, or frivol away my time; always to 
conduct myself as though I were a partner,” 
and he smiled when he said this: “Well, I am 
a partner.” “A second thing,” said Phil, “is 
that I always try to do each day’s work just 
a little better than I did the work of the day 
before.” Such was the way my friend ac¬ 
counted for his progress, and those who adopt 


the same philosophy in the Fuller Brush 
Company are equally assured of success. 

The policy of our Company is exceptionally 
broad when it comes to promotions. Respon¬ 
sibilities gravitate to the man who can han¬ 
dle them, and if you can prove to the com¬ 
pany that you can master your present daily 
tasks, sooner or later you will be called on 
to fill a place where you will have greater 
responsibilities. The greatest problem of our 
organization today is to promote men as 
rapidly as our business advances. 

The Present Outlook 

The Fuller Brush Company today has a 
place for every man in the organization who 
has a sterling character coupled with real 
ability. The outlook for our company is 
greater today than ever before. I believe the 
next five years will show a greater degree of 
growth than the last five. The time will 
come before many years when our name will 
be known in every corner of the world; when 
the words “Fuller Service” will mean as much 
to the people of Africa and the people of 
Australia as it does to the millions of house¬ 
wives throughout our fair land today, who 
accept our brushes as the highest type of 
development in that field which the world has 
come to know today. The growth of any 
company is in direct proportion to the vision 
of its founders, providing that the article is 
classed as a “necessity of mankind.” 

The founders of our company have had a 
vision from the beginning of seeing our goods 
in every home, office, public building and fac¬ 
tory throughout the entire world. The field 
is wide open to us; the people are clamoring 
from all points of the earth for our goods, 
and the organization is growing at a terrific 
rate in order that we may satisfy their de¬ 
sire for our goods. But such an increase de¬ 
mands the perpetuating of that vision of Mr. 
Fuller. My advice, then, today, to every man 
in the organization is first to get that bigger 
vision of “Fuller Service,” and then to focus 
all your energy to building yourself into men 
capable of handling great responsibility for 
a greater company. I am sure a brief review 
of the forward steps taken in the past few 
years will give you a more tangible idea of 
what we may well expect to do in future 
years. 

In the last four years alone we have opened 
five divisions, nineteen district offices and one 
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hundred and fifty-four branch offices. Of 
these, twenty-two are in Canada. To take 
charge of this increase in our organization 
we have developed one hundred and eighty 
men. Just since January 1st, 1921, we have 
opened two divisions, four district offices and 
sixty-one branch offices. 

Considering our business from the field end, 
we have increased, from 1912 to 1921, on an 
average of 70.5 per cent, per year. During 
1920 our business increased 89% over 1919, 
and in 1921 our business increased 100% over 
1920. 



Frank S. Beveridge 


The amount we have spent for advertising 
has increased enormously year by year. For 
instance: In 1919 we spent $18,600.00 for na¬ 
tional advertising. In 1920 we spent $55,- 
900.00 for national advertising, and in 1921 
we spent $190,500.00 just in the Advertising 
Department alone. 

It may also be of interest to you to know 
that the average salesmen are today earning 
more per man than the average salesmen of 
any other company in the country, with very 
few exceptions. In fact, during the last six 
months the earnings of our representatives 
have averaged 92.4 cents per hour, and this 
figure was lowered considerably by men who 
left our employ before they learned our work. 
Show me the factory today which pays its 
average worker close to $1.00 per hour as 
we do! 

Our Future Goal 

Taking all things into consideration, we 
have the right to expect another wonderful 
development during this year. In fact, we 
are looking forward to an increase of sales 
of a minimum of 60%, or in actual figures, it 
is estimated that our sales will be thirteen 
million dollars. Our goal for 1930 is fifty 
million dollars. To reach this figure, the 


company is depending, to a great extent, on 
our national advertising, on which we will 
this year spend three hundred and fifty 
thousand dollars. While these figures almost 
stagger one because of their size, neverthe¬ 
less they represent only one cent per brush 
sold. This large expenditure creates a great 
demand for our goods, enabling us to pur¬ 
chase and manufacture in large quantities at 
great saving, which we in turn are able to 
pass on to our customers. In free advertis¬ 
ing cards we are distributing about twenty 
million, and are giving away six and one- 
fourth million handy vegetable brushes free 
of charge to the housewife. Such a wonder¬ 
ful piece of work on our part builds up Good 
Will, which is any company’s greatest asset, 
and the continuation of such a policy year 
after year, as we anticipate doing, will assure 
us of the building up of an organization sur¬ 
passed by few in the whole world. 

The greatest secret of our progress is the 
wonderful loyalty and whole-hearted effort of 
all members, and by living up to the motto 
sponsored by our President, we can calmly 
face the future as men, and as an organiza¬ 
tion : “With equal opportunity to all, and due 
consideration for each person involved in 
every transaction, a business must succeed.” 

m m m 

LAUGHING FOR HEALTH 

(From the “Canadian Herald ”) 

It is an Italian doctor who specially recom¬ 
mends laughter as a cure for modern ills. 
The diseases influenced by a hearty laugh are 
numerous, and range from bronchitis to 
anaemia. It will be interesting to see how 
the treatment is effected. There is undoubt¬ 
edly a great opening for professional geloto- 
therapeutists—the very name makes you 
smile—who should study various ways of in¬ 
ducing laughter. A course of tickling is pre¬ 
scribed for bronchitis, for example; a course 
of farcical comedies might suit an anaemic 
patient; while puns fired off at intervals, 
would be found efficacious in cases of 
pleurisy. 
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Our sorrow is so new and ever-present that 
we find it even harder than we had imagined 
to “carry on.” A “Bristler” without a mes¬ 
sage from “Uncle Monty,” a “Fuller Life” 
without his optimism and his wit—we feel 
reluctant to offer them to you, knowing how 
much you depended on his vision and his 
humor for inspiration and encouragement. 

The spoken word—sometimes even the 
written word—is fugitive, except for the 
memories that retain it. In this we are for¬ 
tunate, for we have a thousand memories of 
cheering words and still more cheering 
smiles, a sure knowledge of the message he 
sought to give us and a new appreciation of 
the inestimable value of that precious gift, a 
sense of humor. 

Surely the world is better for his having 
lived in it, and we are better for having come 
in contact with him, for having felt the influ¬ 
ence, however briefly, of his philosophy of 
life. 

“Uncle Monty” Says Smile. How many 
times did he say it? How many times did 
he make you laugh? 


By so much are your lives and mine the 
richer, and now that he can no longer give 
nis message personally, it is for us to share 
our memories and, profiting by his example, 
enrich other lives by an unfailing optimism 
and a ready smile. 

ED [D EQ 
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THE SUCCESS HABIT 


Recently the Company announced that 
hereafter, for various and sundry excellent 
reasons, forty hours a week would be the 
minimum required of every salesman. 

Reduced to its simplest terms, what does 
this mean to you? An over-hauling of your 
schedule, a readjustment of your time, a 
search for lost hours, the formation of a new 
habit ? 

A habit implies a settled disposition, a 
tendency to act in a certain way. When it is 
firmly fixed, it becomes almost instinctive and 
inevitable. You know how hard it is to 
break a bad habit—cutting down on coffee or 
cigarettes, for instance. Good habits are 
just as strong and persistent. 

We have a long list of men in our company 
who have already acquired the 40-hour week 
habit, and we know their names because we 
always find them leading the weekly bulletin 
honor rolls with $200, $300 and $400 to their 
credit. 

These men will tell you that they prefer to 
devote every available hour to their work, 
partly because of the ultimate reward: their 
pay, their bonuses, their reputation; and 
partly because it is easy to do what one is ac¬ 
customed to doing. 

After all, the line of habit is the line of 
least resistance: every act makes an impres¬ 
sion on that gray matter in our skull, and 
performing an act a second time cuts the 
impression deeper. Thus, by constant repe¬ 
tition a regular path is made and it is the 
most natural thing in the world for your 
mind to follow it. 

If you build up for yourself the habit of 
looking upon eight hours of every day as 
eight hours of opportunity for you; if you 
habitually work those eight hours systemati¬ 
cally, carefully, thoroughly; if you regard 
minutes as something to be conserved and 
used advantageously in your work; if you 
make a schedule and live up to it today, to¬ 
morrow and every day; if you get the 40- 
hour-plus a week habit, then you will find 
yourself a $200-$500 a week man, with the 
habit of success. 
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A WORD ABOUT THE EDITOR 


Can You Bet On Yourself? 


A. I. Nellis 


Since a natural and becoming modesty 
forces our editor to “hide her light under a 
bushel,” we’ll tell you a bit about her. Miss 
Miriam Pomeroy has been with us for more 
than a year, taking an active part in the 
planning, writing and editing of our publica¬ 
tions. To her pen are credited many excel¬ 
lent articles as well as pieces of verse which 
have brought favorable comment from the 
entire organization. 

Miss Pomeroy possesses a literary ability 
far above the average. She has for some 
time been writing short stories and poems 
for magazines, but because of the fact that 
she employs si number of nom de plumes we 
cannot identify all of her work. 

For the time being, Miss Pomeroy will 
have charge of the editing of The Bristler 
and Fuller Life. She will have assistance 
from several of us at the home office and 
the field is asked to co-operate with her to 
the fullest extent. 

to to to 
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THE SMILE ROUTE 


(From the “Canadian Fuller gram”) 


We know of no other one quality that will 
add quite so much to the effectiveness of 
one’s life and abilities as a cheerful, happy 
disposition. This always makes a good im¬ 
pression on others, wins friends, and opens 
doors that are closed to the too serious, the 
sad, the morose, and the unsocial. 

We are attracted by the sunny soul with 
the cheerful face. All doors fly open to him 
everywhere, while the sour forbidding face 
repels us and its owner finds himself unwel¬ 
come wherever he may go. No matter where 
you are going or how you get your living, al¬ 
ways take the smile route—it will land you 
in happy places, it will make friends, it will 
lead you to success. 

m m m 
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When you talk, you teach. When you 
listen, you learn. Be a good listener—at 
least a part of the time. 

—George Hennig 

o o o 

It is never too late to win if we plan wisely, 
work diligently, save carefully and smile. 

— People's Pop. Monthly 


By H. C. Burrows, Kingston, Ont., Manager 
In "Kingston Fuller Leader” 


There is no doubt, whatever, as to where 
success or failure lies. It has been proven 
that success or failure lies within the in¬ 
dividual. All bets are on yourself. A cer¬ 
tain amount of prestige is gained by lineage, 
no doubt of that, but sooner or later, this 
proves to be of no value, whatever. Because 
a person’s parents are or were successful in 
everything they undertook to do, does not 
necessarily say that their descendants will 
follow in their train. Prestige, gained by 
lineage, is of no more use in itself than a 
college man’s diploma. The real test comes 
when we are put thro’ the fire of practical 
experience. We have seen men, who were 
sons of ministers of the gospel, turn out to 
be vagabonds. We have also seen men, who 
had no more than public school educations, 
rise to influential positions. 

Everyone of us has the ear-marks of suc¬ 
cess. We all have certain qualities which, if 
taken advantage of, would make us all suc¬ 
cessful. We have seen men, great men, try 
hard to find the difference in their make-up 
and that of an ordinary man’s physical make¬ 
up; there is no difference, just the same 
weight analyzed and weighed, they are worth 
no more than we—$8.00 at the most. What 
then is the difference? Or, how should we 
judge the difference? Not by the fact that 
they enjoy good positions and have immense 
salaries; a man is not judged by the fact that 
he is successful, but by what he passed thro’ 
to be successful. We know that these men 
must have borne up well in the face of ad¬ 
versities. 

Any man can quit when the fixed bayonet 
of opposition confronts him, but a real man 
overcomes by persistently thrusting, ad¬ 
vancing until he wears his opponent down, 
always keeping his face set toward the goal 
he wishes to reach. The harder the opposi¬ 
tion, the greater the fruits of success, for 
many there are who would pass by, but few 
are the ones who do. Your success lies with 
yourself—on how you are taking advantage 
of your time now, depends your ultimate 
success. 
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A Tribute 


Every day brings some expression of ap¬ 
preciation, some word of understanding, some 
note of sympathy, showing the esteem in 
which Mr. Montgomery was held by every¬ 
one who ever knew him, either personally or 
through his popular publications. 



Charles F. Montgomery 


Among the many testimonials of his wide¬ 
spread influence is the following tribute from 
a man whose acquaintance with Mr. Mont¬ 
gomery was very slight: 

“ ‘Monty’ had a personality which attract¬ 
ed men. Not that he courted such distinc¬ 
tion, but simply because it was very natural, 
very human, to like him. 

“What a blessed thing it is to have rounded 
out, in the few short years allotted to him, 
an earthly span like this; to have left a 
legacy, not of stocks and bonds and mutable 
things which perish and decay and which 
men forget, but of things which endure, 
which build friendships, which ennoble char¬ 
acter, which enrich all mankind and make 
life worth the living. In all these Charles 
F. Montgomery kept the faith.” 

It would be difficult for those who knew 
Mr. Montgomery intimately to define his 
character and his gift more clearly than this. 

Time, the healer, will lessen the poignancy 
of our grief, as we adjust our lives in the 
knowledge that death is of all things most 
beautiful. But in this darkest hour, our 
hearts go out to those who feel this tragic 


loss most deeply, those to whom he was the 
most beloved. Words are after all of little 
comfort and all too inadequate to express 
our compassion for the one who is most 
grievously bereaved. We would, however, 
take this opportunity of tendering to his 
relatives and friends, in behalf of the entire 
Fuller organization, the sincere and heartfelt 
sympathy which we feel for them. 

m m m 
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IDAHO SALES FORCE HOLDS FIRST 
ANNUAL CONVENTION 


The first annual convention of the Idaho 
sales force was held in Pocatello, Idaho, on 
February 4th at the home of Assistant Man¬ 
ager R. F. Lamar. Mr. G. A. Bushey, Salt 
Lake City manager, and the six members of 
the Idaho sales force were present. A truly 
momentous occasion for Idaho and the Ful¬ 
ler Brush Company! 

The program, which consisted of a series 
of instructive and inspiring talks, opened at 
2 P. M. and continued until late in the even¬ 
ing, with time out for a very delightful ban¬ 
quet served by Mrs. Lamar and Mrs. Talley. 
The principal speakers were G. A. Bushey, 
R. F. Lamar and T. C. Talley. During the 
evening plans were laid for monthly sales 
meetings. 

The Idaho boys are full of pep and ready 
for the fray, and we sincerely wish them all 
success. Watch them grow! 

GB IK iSl 

CHICAGO MIXER 

On February 4th, the Southside Chicago 
sales force with their wives and friends gath¬ 
ered in the Grand Boulevard Hall to enjoy a 
Fuller Mixer. The early part of the evening 
was devoted to a program of talks and songs, 
the feature of the meeting being an interest¬ 
ing talk on “Service” by Mr. Sam Knox. 

Fuller Go-Getter buttons were presented 
to the three highest men in each branch, this 
automatically making the men members of 
the Go-Getter’s Club. 

A brief theatrical stunt was put on by 
three south-siders and the evening was furth¬ 
er enlivened by the distribution and subse¬ 
quent reading of valentines. It goes with¬ 
out saying that there was dancing and that 
everyone had a delightful time. 
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Success Comes to Those 
Who Go After It 

By Everett R. Smith 
Advertising Manager 

1921 was a year of extremes. Two classes 
of business organizations figured more or less 
prominently—the combatants and the non- 
combatants. 

The combatants were the boys who viewed 
conditions optimistically. They accepted no 
condition, however depressing, as permanent 
or impassable. They saw no necessity for 
hauling sails as long as the ship plowed 
steadily on. They said that since the dollar 
was harder to get, they would work harder 
for it. They argued that since the individual 
customer was buying less, they would get 
more customers. 

The non-combatants accepted conditions as 
unavoidable and insurmountable. They 
banked their fires, hauled in their sails, and 
scudded along under bare poles to wait until 
clearing clouds indicated fair weather. They 
cut down their sales organization and 
trimmed their advertising appropriations. 

Now, there are only two ways to initiate 
the sale of a commodity, whether it be a 
safety pin, a shoe brush, a broom, a suit of 
clothes or an automobile. Either the cus¬ 
tomer approaches the seller or the seller ap¬ 
proaches the customer and the disadvantage 
of the former method is readily seen when it 
is realized that the seller is likely to suffer 
if the customer declines to make the desired 
approach. 

It would appear from the above that the 
business organizations which were excep¬ 
tionally successful during the year 1921 were 
distinguished by their fighting qualities— 
they were the Combatants—and evidence 
that they were rewarded is readily found. 

For one, we don’t have to look far. 1921 
was a banner year for our company. Why? 
Because we didn’t sit back and wait for busi¬ 
ness, we didn’t bank our fires nor furl our 
sails. We adopted an aggressive policy. We 
went after business with courage in our 
hearts, we rung millions of door-bells in our 
efforts to get it. We increased our sales 
organization, we increased our advertising 
appropriations, and we got business—more 
than ever before. We had the courage to 
do big things—and we succeeded—wonder¬ 
fully. 

And we weren’t alone, by far. Take an¬ 
other example, that of the Victor Talking 
Machine Company. Victor didn’t sit back and 


wait. Contrarily, it instituted one of the 
biggest advertising campaigns in its history 
—and 1921 proved to be Victor’s biggest 
year. 

The Mallory Hat Co. accomplished a change 
in its sales policy, then it let the public 
know by means of a real advertising push. 
This pulled Mallory out of the rut of 1921 
with flying colors. 

The Proctor & Gamble Company decided to 
give up a policy of long standing and go after 
business in a different wav. Many people 
prophesied disaster but 1921 proved a big 
year for P. & G. 

The Fleischmann Yeast Company discov¬ 
ered the use of yeast as a food and condition¬ 
er for the public. This they backed up with 
a liberal advertising campaign and the re¬ 
sults were gratifying. 

1921 wasn’t a big year for automobile 
manufacturers, yet the Studebaker Company 
sold 30'c more cars than they did in the 
previous year and broke all records of the 
company. Simply because they had courage 
and went after business. They increased 
their sales organization and conducted inten¬ 
sive advertising campaigns wherever sales 
lagged. 

The list goes on. Many other concerns in 
widely different kinds of business found that 
adopting a combative policy paid. They did 
not refuse to face the obvious fact that each 
single customer might be buying less, but 
instead of trying to get each customer to 
buy more, they tried to get more customers. 

Our company was one of America’s great¬ 
est commercial successes of the year 1921. 
Indications point to a banner year for our 
company in 1922—a year that will surpass 
all expectations. Our recipe is simple and we 
will gladly pass it on. It is this: A good 
product, plus good management, plus cour¬ 
age, plus increased advertising, plus a won¬ 
derful and loyal sales staff. 

m m m 

<TSnS (TTrS TW6 

Many a man’s failure is due to wasting his 
time envying the success of some other man’s 
strenuous effort. 

« « « 

The world may owe us a living, but no de¬ 
livery service is mentioned. 

« « 9 

You cannot command success—Do better: 
deserve it. 

Contributed by George R. Hennig, Cleveland Office 
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Service 


(Courtesy of “Western Fullergram”) 

By Harry C. Bowen, Denver, Colo., Office 


“Cease to serve, and you cease to exist,” is 
the law which Nature has laid down for every 
object in the Universe, animate or inanimate. 

The rapid disappearance of kings and 
horses is an example of the working of this 
law today. 

The idea of service has produced all the 
great heroes and heroines of the world's his¬ 
tory. 

Service is the principle of the science of 
sale-making. 

Service is the expression of the Divine 
through the human, by which the plodding 
mortal is lifted out of himself into the capaci¬ 
ty to perform great efforts with ease, and to 
exceed his normal capacity. 

Service is the cement of civilization, the ex¬ 
pression of that interdependence of peoples, 
which when recognized becomes a law of har¬ 
mony, a very fortress of strength and mu¬ 
tual protection. 

The idea of service is dynamo which pro¬ 
duces unlimited energy, a current lifting the 
burden of everyday duties into the realm of 
fascinating adventure. 

Service has built the great business houses 
of our day, monuments reared to the perpetu¬ 
ation of the idea that the world withholds no 
prize from the hand of him who serves best, 
and not the least of these is the Fuller Brush 
Company. 

In its deeper signification the expression 
“Fuller Service” means much. The opening 
years of this century have witnessed no 
greater marvel than the emancipation of wo¬ 
mankind from the bondage of drudgery in 
the home. The saying—“Man works from 
sun to sun, but woman's work is never done,” 
is no longer true in a rapidly increasing num¬ 
ber of homes. Efficient methods in house¬ 
work have released the housewife's time and 
energy so that she is in an ever-increasing 
sense a helpmate and homemaker, so that the 
American woman is the marvel of the world 
today. No agency is doing more to bring 
about this very desirable consummation than 
the Fuller Brush Company, providing as it 
does, instruments by which the duties of 
housework are lightened, divided and sub¬ 
divided until they have reached a minimum. 
This is true in an ever-increasing degree un¬ 


til the idea of Fuller Service has come to be 
a by-word in most of the homes of the coun¬ 
try. 

Each Fuller representative is a “service 
station,” where the creaking machinery of 
the home is made to run more smoothly. He 
is one of the most potent influences working 
today against unsanitary and thriftless 
housekeeping. 

Fuller Brushes embody the idea of service 
to an unusual degree. Put forth as an ex¬ 
pression of the idea that service is the soul 
of a sale, they make no other claim to dis¬ 
tinction. The elegance of simplicity they 
have, and the dignity which comes from 
sturdy integrity, yet ornamentation, a frivol¬ 
ous appeal to the senses, has been dispensed 
with in their make-up. 

Truly it might be said of them that 
“Handsome is as Handsome does.” 

It may not be gainsaid that The Fuller 
Brush Company has hit upon the solution of 
the most intricate and involved problem fac¬ 
ing the people today; the so-called “high cost 
of living.” Having dispensed with four or 
five of the elements of final cost to the ulti¬ 
mate consumer they may be said to give more 
value per dollar than any other merchandis¬ 
ing concern in existence. Thus the Company 
has rendered the public an inestimable ser¬ 
vice, by preventing the looting of its purse, 
at the same time teaching thrift, for it is cer¬ 
tainly all of that to buy an article of limitless 
durability, instead of repeatedly squander¬ 
ing money for poorly designed and feebly 
constructed articles of necessity. 

In thus placing the emphasis upon thrift 
the Company may again render an inesti¬ 
mable service to the country, for are we not 
known as an extravagant and wasteful peo¬ 
ple, and is this not admitted to be one of the 
economic perils we face as a nation today? 

Let him who can read the signs of the 
times take heed. If he would make the most 
of himself, let him join those who have the 
spirit of service, and nowhere does this have 
a more practical application than in The Ful¬ 
ler Brush Company. 


m m 

Service brings to men happiness that rises 
above comfort or discomfort, happiness that 
triumphs over physical pain, happiness that 
is the food of the soul. 

—William Allen White 
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A Tried and True Fullerite 


By Phil D. Dixon 
Manager Tulsa Branch 


When it comes to steady, conscientious, 
day in and day out application, to work and 
performance of duty, “Daddy Beckley,” as 
he is affectionately called by his host of fel¬ 
low salesmen and customers, wins in a walk. 



William H. Beckley 


Before the Tulsa office was opened, Fuller 
service was rendered by representatives from 
the Kansas City office, and it was through 
one of these courteous, peppy Fullerites that 
“Daddy” became interested, as he had really 
retired from active work. Soon after com¬ 
mencing with Fullers he realized how inter¬ 
esting, healthful and profitable the work is 
with our company. 

The Tulsa office was opened a year ago, and 
“Daddy” was one of the cogs in the original 
mechanism. He is, we believe, one of the 
oldest, if not the oldest Fuller Man in the 
United States, being “sixty-three years 
young,” as he terms his age. Daddy wears a 
one year service pin, has a $1,000.00 paid-up 
policy from the Company, owns his own home 
in Tulsa, a very attractive bungalow, with 
flowers, garden, chickens and everything. In¬ 
cidentally some other rental properties in the 
“Magic City.” 

Just recently he ordered a car for use in 
his business. What will Daddy do when he 
gets that new car? You “young sprouts” 


will have to watch out or he’ll run right away 
from you selling Fullers and giving Fuller 
Service, while you are, maybe, telling a cus¬ 
tomer your family history and selling your¬ 
self to her. 

Daddy has developed his territory to the 
place where he receives scores of orders over 
the ’phone. His “folks” know he is the Ful¬ 
ler Service Man in their neighborhood—con¬ 
sequently Daddy profits financially in render¬ 
ing service, aside from the pleasure of know¬ 
ing he is living up to our Company policies. 
He had total sales the past year of between 
$5,000 and $6,000, and received his yearly 
bonus check of $125.00. Again we say,— 
watch him when he gets that car!!!!! 

“Daddy Beckley,” alias William Howard 
Beckley, if you please, is the best example 
we know of a gentleman his age taking up 
Salesmanship, the biggest thing in the world 
of business and the farthest thing from his 
mind and experience—and to step right out 
his first year and knock ’em cold with yearly 
earnings in excess of $2,500.00 is certainly 
an achievement. Would that our Company 
had more good, reliable, steady “Daddy Beck- 
leys” in its organization. Here’s wishing 
our friend and co-worker many, many more 
prosperous years with our Company. 


I ffl ffl 


TULSA CELEBRATES BIG WEEK 


The Tulsa office celebrated a special anni¬ 
versary week in honor of their former man¬ 
ager, Mr. R. H. Garcelon, who opened up the 
Tulsa branch a year ago. Sales for the first 
week in February, 1921, were $549.00; for 
February 2nd, 1922, they were $935.15, and 
for Sales Anniversary Week, February 9th, 
they were $1,484.15. 

Mr. P. D. Dixon, the new Tulsa manager, 
is proud of his “Go-Hunttem and Gettem 
Fellows”—“The peppiest gang of Oklaho¬ 
mans west of Hartford and east of the Gold¬ 
en Gate.” (That is Mr. Dixon’s own state¬ 
ment and he is prepared to stand in back of 
it.) 

“The Bristler” offers heartiest congratula¬ 
tions to the “big little branch,” manager and 
men, and wishes them all success during 
1922. 
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New Assistant 
in Advertising Department 


THAT LITTLE FELLA CALLED “VEG” 


(A Soliloquy) 
By W. F. Honer 


Mr. W. F. Honer has been with our Com¬ 
pany since December 30th, and has proven 
himself a very valuable assistant in the Ad¬ 
vertising Department, a position for which 
he is well fitted both by natural ability and 
by experience. 



William F. Honer 

For about five years, Mr. Honer was in 
newspaper work, serving as reporter and spe¬ 
cial writer on the staffs of the “Hartford 
Times” and the “Hartford Courant.” 

His work for the past three years has 
been with the Advertising and Publicity De¬ 
partment of the National Acme Company of 
Cleveland, Ohio, as Managing Editor of the 
employees’ magazine and contributor to vari¬ 
ous trade journals. 

“The Bristler” is glad to welcome him, 
both as a fellow-worker in the company, and 
as a contributor to its pages. 

nj m m 

T¥7. oVT, 

“He was the eldest,” we read in the 
Queensland (Australia) Queenslander, “but 
he had a twin brother five years younger 
than him.” Still, what’s five years between 
twins—in Australia? 

— Springfield , Mass., “Union” 

o o o 

Many people are like goldfish, moving 
about in a circle and getting nowhere. 


Advertising Department 

Little old “Veg”—he isn’t much, just a 
little yellow, fuzzy-headed chap with a short, 
black, stubby leg. To many of us, little 
“Veg” doesn’t seem to be a very important 
member of the Fuller Family. We don’t re¬ 
gard him as a very dignified member of our 
clan. He just appears to us as a sort of a 
little step-brother who is often the butt of 
amusing smiles and is never considered in 
the aristocratic class of his many relatives. 

But let’s look at little “Veg” in another 
light. Let’s stop a moment and consider 
that there were over six million little “Veg’s” 
given away by Fuller Men during the year 
1921. Over six million of these handy little 
fellows were placed in homes all over this 
country, Canada, Alaska, Cuba and the 
Hawaiian Islands. 

Pretty big figure, isn’t it? And it means 
quite a bit when we think it over. It means 
that upon little “Veg’s” success in making 
good hinges the sale of all his big sisters and 
brothers. It means that little “Veg” has got 
to satisfy his new owners so well that they 
will be ready to welcome the Fuller Man when 
he returns. And this is some job, because 
little “Veg” hasn’t all the class and polish 
of the rest of the family. But he has got 
quality and with it, neatness. He is a trim 
little lad and the folks that make him, put 
all their efforts in seeing that when he is 
completed, when he is ready to start on the 
first lap of his journey, he is ready to meet 
all the demands, regardless of their nature 
or number, that might fall upon him—meet 
them nobly and without faltering. 

He is some little lad. He handles his diffi¬ 
cult task without a murmur and those of us 
who help to make him, help to send him 
away, help to find him a home, can feel proud 
in knowing that he will always live up to his 
reputation—our reputation—of giving qual¬ 
ity and service. 

And—little “Veg” has acquired a more 
dignified name just recently. He signs him¬ 
self as Mr. “Handy Brush.” 


N. E. Jones is again the Cincinnati District 
leader, coming through with sales of $228.00 
in 55 hours. L. J. Austin followed his lead 
with 47 hours and $210.85 in sales. 
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Advertising 


(From the Philadelphia Fuller gram) 


Advertising Is to Selling What Lathering Is 
to Shaving 

Did you ever try shaving without first 
lathering your face? That’s exactly what 
a salesman is doing who does not use our ad¬ 
vertising in opening up his demonstration. 

Sell the House With Every Bill of Goods 

Make sure that all of your customers are 
familiar with the aims and policies of our 
Company, with its business ideals, with its 
long list of old customers. Prove that our 
Company is a good company to do business 
with. Carry a copy of the last “Bristler” 
with you. 

Be Conservative in Your Statements 

Never do or say anything about the quality 
of Fuller Brushes that will cause the cus¬ 
tomer to feel disappointed later on. It is 
better to work a little harder to make a sale 
conservatively and then your customer will 
feel that she has received more than prom¬ 
ised, not less. 

Make No Promises You Cannot Fulfill 

Nothing undermines a customer’s estimate 
of you or the service of our Company more 
than careless promises. It is sometimes 
hard to refrain from optimistic promises, but 
it pays. 

The Best Advertisement of All 

The best advertisement is the recommen¬ 
dation of a satisfied customer. Satisfied cus¬ 
tomers are more necessary than goods, 
money or men. If a business is to endure, 
all else is but a means to that end. You 
owe it to your customer, you owe it to your¬ 
self and you owe it to our Company to handle 
all adjustments in your territory promptly. 

What the Sample Case Tells 

Your sample case is your show window— 
your prospects judge you by the appearance 
of your samples. “Show me a man’s sample 
case,” says a well-known sales manager, 
“And I will tell you what kind of a salesman 
stands before me.” If your sample case is 
in ship-shape condition and systematically 
arranged, your prospect is bound to be favor¬ 
ably impressed. She may not openly compli¬ 
ment you on the fact, but she is impressed 
just the same. 


Appearance an Advertising Asset 

One of the most effective forms of per¬ 
sonal advertising is in your appearance. The 
first few months a man is selling goods, he 
pays close attention to the details of his ap¬ 
pearance—he wouldn’t think of starting out 
in the morning without a shave and a shine. 
He is very particular about his clothing 
being pressed and his linen being clean and 
fresh. 

m m m 

A SIMPLE RECIPE 


In a recent article in Collier’s Weekly, Ed¬ 
ward N. Hurley tells a story about a sales¬ 
man who, in a year of business depression, 
exceeded his quota and shouted for more. 
He was a single glowing exception out of a 
whole organization, and his district, by all 
the statistics and general dope around the 
office, was the worst. So the president of 
the company went to see him, to discover his 
system. 

It was very simple: he and his salesmen 
first found out all they could about the ar¬ 
ticle they were selling, then what kind of 
people ought to buy it and why, and then 
they hunted up those people and sold them. 

Let Mr. Hurley continue: “There is noth¬ 
ing extraordinary about this. The extraor¬ 
dinary part is that this simple, obvious course 
is the one most scrupulously avoided by prob¬ 
ably a majority of salesmen and sales man¬ 
agers. It is all so petty and undignified, this 
business of pushing into homes and maybe 
having to shove a catalogue into each hand 
of the woman who opens the door so that she 
can’t close the door in your face. It is a 
little hard to deliver a set speech under those 
circumstances, and it is still harder if the 
prospective audience does not come to the 
door at all, but just sticks her head out of a 
second-story window. 

“But that is part of being a salesman. 
That is what we seem to have forgotten. A 
man who can pull doorbells and get orders is 
in no danger of losing his self-respect. And, 
more than that, he is going to be respected by 
every man whose respect is worth anything. 
If he can get enough orders, he won’t have to 
travel up and down doorsteps very long. 
Somebody is bound to want him to show 
others how to do it.” 

When the president of this particular com¬ 
pany left the office of his star salesman, he 
had seen a great light. It is surely there for 
all of us to see and for all of us to profit by. 
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New Credit Manager 
Appointed 

Courtesy “Distribution News” 

During the past two years, the work of the 
credit department in the home office has 
steadily increased and at the present time 
it is one of the largest departments in the 
home office. 



Alfred G. Mason 


Over a year ago, Mr. Alfred G. Mason was 
appointed assistant to Mr. Cotton, who was 
then acting as Credit Manager. During the 
past year Mr. Mason has done splendid work 
in the credit department. As a reward for 
his efforts in the department, he has been 
promoted to the position of Credit Manager, 
succeeding Mr. Cotton who will devote his 
entire time to the distribution department 
from now on. 

Mr. Mason was on the programme of our 
International Sales Convention last month 
and gave a splendid address on credit and 
accounting and we are sure all the managers 
who heard him were favorably impressed 
with the message he had for them. “A. G.” 
as we call him, is strong for service to the 
field, and we are sure that under his guidance 
the credit department will continue to 
progress. 

CHANGES APPROVED AT JANUARY 
CONVENTION 

Alfred G. Mason (Credit Manager ) 

So many requests for information as to 
just how the manager can be of assistance to 
us in collection work have reached me in the 
past few weeks, that I am sure, although the 


managers are staying awake nights formu¬ 
lating plans to break their high sales record, 
yet they are keeping a few small thoughts as 
to whether their men are remitting the 
money collected. 

Start of Collections 

The first step in collection should be taken 
before a man starts to work. That statement 
sounds strange, yet it is true. Thoroughly 
explaining to a man the “One Order Rule,” 
and the fact that our percentage of his order 
must be forwarded as soon as delivered, will 
help materially. Investigation of his Letter 
of Credit will make sure that the Company is 
protected, if, at some future time, the repre¬ 
sentative fails to respond to the confidence 
that is being placed in him, and becomes A. 
W. 0. L. Monthly statements are forwarded 
through the Branch Office rather than direct 
to the field to enable the manager to keep a 
check on the men to see if they are keeping 
their accounts in good shape. When it be¬ 
comes necessary to send through a Termina¬ 
tion Notice for a representative, either ba- 
cause he has resigned or for any other rea¬ 
son, it should be done immediately. Delay 
in sending these notices means that his final 
statement will be delayed, and he will some¬ 
times spend the money because he does not 
know just how much he should remit. 

Active Lists 

Some managers have not realized the im¬ 
portance of the list of active representatives 
which should be mailed on the last day of the 
month, and which contains the representa¬ 
tive's full name and number. Forwarding 
these lists facilitates the checking of our rec¬ 
ords, and assures the manager of receiving 
all statements for the office. Termination no¬ 
tices sometimes go astray, but these lists 
serve as an additional check on the accounts. 

Value of Information 

Many times a manager, by being in close 
touch with his men, hears comments about a 
former representative which would tremen¬ 
dously help the collection department. Per¬ 
haps he is about to leave the city, or his 
surety is thinking of selling the real estate 
which is mentioned on his letter of credit. If 
these facts were in our possession we would 
know just what kind of a letter to write to 
get results. In such cases a short letter to 
the collection department outlining the in¬ 
formation would serve the purpose, but any 
other suggestions should be included. 
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Old Accounts 

We have a few old accounts on the books, 
which we have been unable up to this time 
to collect. It may be that we can get no trace 
of the representative or his surety by mail. 
We believe many of these men could be lo¬ 
cated by the personal investigation of the 
manager. Someone in the neighborhood of 
his last known address should know where 
he has gone, and a little judicious question¬ 
ing might bring out the information desired. 
In the near future, managers may get re¬ 
quests from the collection department cover¬ 
ing many different phases of these old ac¬ 
counts, and we hope they will spend a little 
of their time in giving us what information 
they have or what they are able to obtain. 

Approval of District Managers 

At the recent convention of district man¬ 
agers much interest was shown in this part 
of our business, and they all extended to us 
their support of any measures we might see 
fit to take in enlisting the help of the branch 
managers, and promised individually, their 
own co-operation. Practically all managers 
are stockholders in this great concern, or if 
they are not at present, they expect to be 
soon, and the carrying out of these sugges¬ 
tions will be one way of keeping the losses 
charged against the reserve from which divi¬ 
dends are paid, down to the lowest minimum, 
and will aid the House of Fuller in maintain¬ 
ing its place among the great service or¬ 
ganizations of the world. 


TAPPING A PALMYRA PALM 



Native at Work 


International Newsreel Corporation 

The Palmyra is a common Indian palm 
which furnishes us with the very durable 
fibre used in the manufacture of a number 
of our brushes, the scouring and fender 
brushes, for example. 

This species of palm serves a variety of 
purposes, the fruit being a valuable food and 
the timber supplying material for thatch, 
cordage and hats as well as for our brushes. 
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Write to Literature Department, Hartford, for a new supply 


HAVE YOU 

been using these 
handy little door- 
openers lately ? 
Remember that 
we carry them in 
stock for your 
benefit, selling 
them at cost — 
2c. each. 
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COMMENTS 
TOKORUVfO 
SHAN 



Hon. Editor 

Fuller Bristler 

What Bristles Sharpishly. 

Conference on limertashun of army ments 
have adjourn with great clamor and al report 
havin a good time, and said it was the finest 
Lodge meet in they ever attended. Deller- 
gates are all back home now slackin a delayed 
thirst, and usin high grade Fuller brushes 
on their ole battleships and big guns, waitin 
to hear from Henner Ford who have nounce 
that he will buy anything once, xcept seat 
in U. S. Sennate. 

The only inharmonus delergate to the con- 
frence was Hon. Bryand what hail from 
sunny France, who must have had indy ges- 
tion or sumpin. He was in favor of lowin 
the Union States two shot guns and a row 
boat, and that england should have three 
unloaded pistols and two omymental cannon 
pointed inwards, but that bleedin france 
should have fleet of snub marines to repel 
german advance through Switzerland, and an 
army big enough to consoom all the French 
wines at german expense, since she have 
loose such a good customer over here. But 
diplomercy and a kick on the shins pervale 
and he subside unanermusly. He go back to 
France and say to politikal friends, “Bon 
Homme a bas toot sweet, mon cherie, vive la 
France wasn’t asleep. For hours I debate 
table d’ hote and pomme de terre. Le Bon 
Dieu it was magnifique, and I scare ’em to 
beat hell.” Then they enthoosiastically sing 
the Mayonnaise and lect him to chamber of 
deputy sheriffs. 


What We Get Out of It 

Peace settle almost permanently over 
whole worl when treaties are finely raterfide. 
England is at last free from ireland, and de 
valera ain’t got any job; Union states retains 
cable rites in Yap and garantees Japan 
against attack by Hire Em Johnson; France 
gets promise of german indemnity as soon 
as they can print the money, and China re¬ 
ceives internashnul laundry privulges at 


union rates. And what do Union States get? 
Union States gets graterfide feelin that she 
have brought permanent peace to the world 
and grate prosperity to Washton hotel keep¬ 
ers. We also get excloosive conseshun of 
permanent rite to sell ice skates to arabs in 
the Sahara desert. 

But Who Wants To Be King? 

I hear there are delegashun in this country 
a tryin to get some one to be king in Dal 
Mashy which are forrin country what some 
of em forgot to grab, and that some worthy 
citzen of ours can have chance at job. Lot 
of kings are out of posishun now, but the 
ad says in this case that experiunce is not 
needed, just a lovin disposishun and a good 
bank roll. It was offer i understand to Hon. 
Mr. Bony Part of Baltermore, but he decline 
w r ith shivers, sayin that one of his great 
uncles once had simlar job and they chucked 
him on the rocks at Saint Helena and he was 
never the same afterwards. This seem to be 
grate oppertoonity for Hon. Willum Jenny 
Brine of Miami, Omaha and Texas. He am- 
bishusly run for offis noomers times but was 
alius disappoint. Long time ago i rememmer 
Hon. Willum jenny sayin, “You shall not 
press this crown of thorns this cross of gold 
pon brow of republic,” but they did it three 
times, and perdicted disaster fail to come. 
He has now groan older, richer, wiser, fatter 
and balder and mebbe hasn’t such an anti- 
perthy to crowns so he might take the job. 
Anyway if he take it, it will be one he don’t 
have to run for, which is lucky. He might, 
how the soever have to run far and fast after 
he gets it. They would have got the last 
encumbrance if he hadn’t been a purty fair 
sprinter, also able to swim under water to a 
warship in the harbor. 

Scandalous! 

Are it not horble the discovery of scandle 
in all the colleges bout how dishonrable stoo- 
dents who are sposed to be humped over 
desks studyin internashnul law and the 
mutleplicashun table are reely away in some 
other town playin feet ball for which they re- 
seeve money in largish chunks? This are the 
saddest blow that college edjicashun have re- 
seeve. W T hat fondish father would send son 
to instertooshin where he are in danger of 
bein offered seven thousand dollars a season 
to play feet ball ewer Saturday. I have alius 
understood that colleges was for instruction 
of students in varrus activerties what would 
get them a livin as lawyers, docters and engi¬ 
neers, but now i am inform that course is 
in applied feet ball and that bookish studies 
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are mere side line when the teem doesn’t 
need them. 

This must be a fack as i am tole that feet 
ball coach reserve 15,000$ per annum a year 
and noomers menchun in the noosepapers, 
while the professor president get 3,000$ and 
a donashun party twice a year. However I 
unnerstand that one large college are shame 
of this inconsistency and hereafter they are 
a goin to treat Prexy right. They are a going 
to give him the peanut and pop privileges at 
the Thanksgiving game, which i considder 
most gennerous. I was a speakin to a frend 
bout this terrible scandle and he throw up 
both hands and scream with anger, “Migod, 
there goes another fedral judge or cabinet 
member to clean up the colleges.” 

It are said that one feller went to go to 
collich and when he was examined the per- 
fesser said to his colleegs, “This bird thinks 
Aristotle is a patent medicine and that Babe 
Ruth discovered America. He is absolutely 
nude from his collar button up. His ears is 
useful to him only to keep his hat from slip- 
pin over his eyes, but the coach says we need 
a half back, and look at them shoulders. 
Passed.” 

It simply are imposserbul to pleese all the 
peepul in this world. Now verry promnent 
frend of mine who keep close eye on doins in 
Washton he come frothingly to me after arms 
confrence was over and he say forlornly, “We 
are betrade. Cunning polertishuns with silk- 
ish voices have again put sumpin over on this 
grate and almost free peepul.” 

“What are your thoughts referrin to if 
anything?” I calmly jibe. 

“Lookit what they done after all them 
promerses. Did they not interduce reserlu- 
tions that hear after and forevermore all 
atrossities would be abolished?” 

“That was tenner of reserlutions,” I adver- 
cate with convincing dubiosity. 

“And then look what they done. They ad 
joum completely and not say a dam thing 
about Holly Wood.” 

Are he not reedickulous ? 

Hopin you are the same 

TOKORIMO SHAN 

P. S. Hon. Boss Har Ding who are expert 
in rithmetic say to Congers, “I expeck you 
to pay soldiers bonus, redooce taxes and show 
a net proffit for govment at next fishcal re¬ 
port.” How it are to be done god only knows 
because the congersmen don’t. They might 


get up limmerick contest in congreshnal reck- 
ord like the noosepapers do. Here is conter- 
bution: 

Honerbul Brennan says “Say it with Beer,” 
But Volstead says, “Not while I’m here.” 

Dry, dry again 
You ex-service men”; 

And Mellen says, “No money here.” 

m m m 
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A stout passenger alighted from a train at 
a small station in Scotland. He was a stranger 
to the village. 

After walking the whole length of the 
poorly-lighted platform, he failed to discover 
the way out. Not even a porter could be 
found, and the man was almost in despair 
when he noticed a ragged urchin peering 
through the railings, evidently vastly inter¬ 
ested in the stranger’s appearance. 

“I can’t get out of this confounded sta¬ 
tion,” said the traveller. “Can you show me 
the proper way out?” 

The lad surveyed his questioner, moved 
away a yard or two, and asked, with a grin, 
“Have you tried sideways?” 

—Exchange 
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Old Mose was wrestling with a balky mule, 
when a bystander asked him, “Why, Mose, 
where’s your will-power ?” 

“Mah will-power’s all right,” came the 
reply, “but you ought ter come out an’ see dis 
yer animal’s won’t-power.” 

m m m 

<TVT> <TVT> <TVT> 

OASES 


Whatever else may happen since our country 
has gone dry, 

The sailor still will have his port and the 
farmer have his rye; 

The cotton man will have his gin, and the 
sea coast has its bar, 

And each of us will have a bier no matter 
where we are. 

—American Legion Weekly. 
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Sacramento started the New Year right by 
“busting” their high week’s sales record all 
to “smithereens” the first week and then 
“busting” that one the very next week. Some 
of their high sales for a recent big week 
were: F. E. Du Bois, $413.05, 48 hours, with 
high days of $132.00 and $102.00; William 
Rains, $267.10, 42 hours; George Irving, 
$235.05, 49 hours; P. A. Schuchert, $202.85, 
42 hours. This, say the Sacramento boost¬ 
ers, is just to show how they feel about their 
1922 quota. 

000 

In a little competition in Chicago S. S., 
Michael Kakos established a high record of 
$208.25, Fred Roberts came along with 
$245.55, Herman Jensen bowled them over 
with $249.75 and then with a final spurt, 
Roberts set the high mark of $263.28. “What 
it takes to make a fight,” says their manager, 
“We ain’t got anything else but!” 

» ft 0 

N. E. Jones of the Cincinnati District keeps 
in the lead with colors flying. A week of 
$225.00, 41 hours, is a fair sample of his 
consistently fine work. 

000 

C. E. Faust has recently been promoted to 
the rank of assistant manager at Kingston, 
Ont., under the Hamilton Office. We extend 
hearty congratulations and best wishes for 
his future success with our company. 

« « « 

V. P. McDonnell of Jacksonville has been 
doing some fine work lately, as his sales of 
$233.00 show—and also his record of 44 
hours. 

« ft 9 

W. T. Robinson of Detroit District reaped 
the reward of $200 in sales for his 58 hours 
of work. 


Miss N. A. Helson is a regular $200 “man” 
from Duluth. 40 hours a week is her rule, 
and rain, snow and cold are not allowed to 
interfere. 

0 « « 

W. M. Self of Wichita led the office recently 
with sales of $296.80. This is the highest 
record for Wichita in 1922. 

0 0 0 

Canada’s Big Six has a new leader and a 
new record for 1922 as a result of J. H. Le- 
clercs saes of 515.75. Mr. Lecerc aso sets 
a new 1922 record for single sales, selling 
$120.00 in one home. 

0 0 0 

Some January leaders among the Los An¬ 
geles “Wrecking Crew” were C. D. Fishbum, 
$281.40, with Chas. Lowe a close second, 
$270.20; S. F. Kaselack, his first week, sold 
$220.10, and Ralph Donaldson $211.45. 

0 0 0 

Kansas City branch broke their high rec¬ 
ord early in February with sales of $2,814.00 
and again the following week with sales of 
$3,095.00. Congratulations, Maffry. 

0 0 0 

Rochester District is proud of R. F. Mar¬ 
tin for his high week of $308.60. F. L. Rob¬ 
bins was also over the $200.00 mark. 

0 0 0 

Toronto continues to supply us with $200 
men. Wm. S. Crown leads a recent honor 
roll with sales of $248.26; A. J. Tingley, 
$235.75; J. Charbonneau, $233.15; F. Doerf- 
fer, $231.35; A. J. Glendenning, $227.10; K. 
L. Wells, $224.00 and C. G. Page, $223.90. 

0 0 0 

Walter Weber has been the Des Moines 
District leader for two weeks in succession, 
the second week with sales of $213.25. R. A. 
Taylor was a close second with sales of 
$ 210 . 10 . 
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Mrs. H. C. Gerrish of Redondo, wife of 
H. C. Gerrish of the Los Angeles sales force, 
has something on us all when it comes to 
dolling up her husband’s sample case. The 
lid is lined with the same material as our 
display cloths, with small slots for each small 
brush. The manicure tray, crumb tray and 
and scraper have a pouch, with individual 
pockets for each, of the same material, with 
a flap to close it fastened with snaps. “Ful¬ 
ler” is embroidered on the front. Sure nifty! 
She is busy supplying the Los Angeles sales 
force. (How many, please?) 

a « « 

Mr. E. Steenbergen of the Nashville, 
Tenn., office entered the “Around the World 
Contest” when he sold brushes to Miss Mae 
Tidwell, Khardi, Thamo District, India. Com¬ 
petition in international sales is steadily in¬ 
creasing. Our perpetual query is, “Where 
next?” 

« « » 

There’s plenty of wild country here in the 
U. S. A., according to Mr. Joe Williams who 
travels through the jungles of Tennessee by 
means of a horse and buggy. Mr. Williams’ 
outfit includes a Corona, a large amount of 
grit and courage, and plenty of optimism and 
as a result, he is doing some mighty fine 
work. 

« o « 

The highest representative in the Chicago 
District for a recent big week was Frank 
DuBois of Sacramento, his sales being 
$426.10. 
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BALTIMORE SALES FORCE HAS A 
BANQUET 


Saturday night, February 11th, was a 
happy occasion for the Baltimore sales force. 
About forty-six people, including visitors 
from the Washington office and the Baltimore 
salesmen and their wives, enjoyed a banquet 
celebrating the opening of the new Baltimore 
office which is to be in charge of J. A. Story, 
formerly of Washington, D. C. The program 
of speakers included Mr. Abele, Southern 
Division Manager, and Mr. Fairbanks, Wash¬ 
ington, District Manager. 


NEWS FROM OUR FRIENDLY FULLER 

STORK 

Mr. and Mrs. Deary of the North Pitts¬ 
burgh office are the proud parents of a baby 
girl, bom on February 3rd. We wish the 
little lady a long life and a happy one. 

« 9 » 

Mr. and Mrs. H. A. Hughes of Toledo, Ohio, 
have announced the arrival of a daughter, 
Marjorie, born on January 31st. Best wish¬ 
es to the little newcomer and her happy par¬ 
ents. 

« « « 

We wish to congratulate Mr. and Mrs. D. 
P. Wilcoxen of Fort Wayne who recently an¬ 
nounced the birth of a nine-pound daughter, 
Vivian Madena. 

9 9 9 

Mr. and Mrs. W. L. Cooper announce the 
birth of a son, William Lewis Cooper, Jr., 
weight 8 lbs., on February 8th. We extend 
our heartiest congratulations. (Mr. Cooper 
has recently been promoted to the branch 
managership of the Bangor, Me., office.) 
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Total Sales for January 

$ 639 , 432.40 

« 0 O 

During the month of January, 
1,124,927 brush items were shipped 
by the Fuller Brush Company, which 
is 62% more than the number shipped 
a year a&o. 
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“LAFFOGRAFFS” 


A TERRIBLE MISHAP 

“George, you may bring me two fried eggs, 
some bacon, a pot of coffee, and some rolls,” 
said the man to the waiter. 

“Yes, sir.” 

His companion said: 

“You may bring me the same. No, just 
wait a minute; just eliminate the eggs.” 

In a moment the water returned. 

“Excuse me, sir, what did you say about 
them eggs?” 

“I merely told you to eliminate them.” 

“Yes, sir.” 

And he hurried away to the kitchen. 

In a few minutes he came back once more, 
leaned confidentially and penitently over the 
table, and said: 

“We had a bad accident this morning, sir, 
and the ’liminator got bust, right at the han¬ 
dle. Will you have them fried same as this 
gentleman ?” 

—Hartford C our ant 

ft ft ft 

FOREWARNED 

An old negress had been engaged to give 
the basement a thorough cleaning. On in¬ 
spection, it was discovered that she had not 
touched a certain closet. 

“No, mam, I didn’t," she said, in excuse. 
“I read a story oncet about ‘Blue Beard,’ an’ 
I never opens no closets now ’thout bein’ told 
to.’’ 

— Harper’s. 

» A • 

“That’s a funny-looking mongrel of yours, 
Babs!” 

“Oh, hush, uncle, you’ll hurt Towser’s feel¬ 
ings. He finks he’s a bulldog!” 

— Taller. 

ft ft & 

“Bridget, I don’t want you to have so much 
company. Why, you have more callers in a 
day than I have in a week.’’ 

“Well, mum, perhaps if you’d try to be a 
little more agreeable, you’d have as many 
callers as I have.’’ 

—Exchange 


An old farmer in Ayrshire had a habit of 
feigning deafness when he wanted to avoid 
answering an awkward question. One day 
a neighbor said to him: 

“I’d like to borrow your cart this morning; 
mine is having a spring mended.” 

“You’ll have to speak louder,” the old farm¬ 
er answered. “I don’t hear very well—and 
I don’t like to lend my cart, anyhow.” 

—Canadian Herald 

ft ft ft 

“Would you wish the lady’s name engraved 
in the ring?” the jeweller suggested pleas¬ 
antly. 

“Eh? Why, no,” the thoughtful young 
man responded. “Suppose you just put “To 
my beloved.” 

—Exchange 

ft ft ft 

Lawyer—“If you expect to be acquitted, 
your wife will have to weep a little during 
the trial.” 

The Accused: “That’s easy. Just tell her 
I’m going to be acquitted.” 

— Taller. 

ft ft ft 

Host (to friend he has unexpectedly 
brought home to supper): “Now then, Brcwn, 
old man, will you have a little of this rabbit 
pie er—er—er ’’ (looking round and dis¬ 
covering there is no other dish)—“or not?’’ 

—Canadian Herald 

ft ft ft 

“It looks very much like rain today,” re¬ 
marked a milkman, as he handed a house¬ 
keeper her supply of milk. 

“Yes,” agreed the latter, as she peered into 
the jug, “it usually does.” 

—Exchange 

ft ft ft 

A man walked into a grocer’s shop and 
handed to the assistant a paper containing 
some white powder. 

“I say,” he asked, “what do you think that 
is? Just taste it, and tell me your opinion.” 

The grocer smelled it, then touched it with 
his tongue. 

“Well, I should say that was soda.” 

“That’s just what I say,” was the triumph¬ 
ant reply. “But my wife said it was rat 
poison. You might try it again to make 
sure.” 

—Exchange 
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Memorial Arch 


MONG the first things to attract the attention of 
visitors to Hartford is the beautiful arch near the 
entrance of Bushnell Park. 

Erected by the city of Hartford in 1884 as a 
memorial to the soldiers and sailors of the Civil War, 
it is interestingly different from the usual soldier’s 
monument. 

The terra cotta frieze depicts scenes from the War 
of the Rebellion and is particularly worthy of note for 
its fine workmanship. 
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A Review of Our Credit System 

The Practical Working Out of Our Policies 


By A. C. Fuller, President 


In the February issue of “The Fuller Brist- 
ler” there was a very complete article by Mr. 
Abercrombie on “The Constructive Policies 
for 1922,” wherein he outlined the principal 
policies of the Company for the coming year 
on the question of sales promotion and the 
work of the field in general. We feel sure 
that you have read and inwardly digested the 
facts of the case, but we should like to call 
your attention in particular to the new policy 
regarding credits as outlined in this article. 

In brief, the situation is this: At the Na¬ 
tional Convention in January, we decided to 
charge new representatives cash for the sam¬ 
ple outfit and to require a deposit of $100.00 
from every representative working for our 
organization, this amount to be subtracted 
from their first earned bonus. On this 
$100.00, the Company will pay 6% interest 
per year, payable semi-annually. 

This policy was determined upon after the 
most careful consideration. A report from 
our Treasury Department had shown that we 
had about one-half million dollars tied up in 
Accounts Receivable; that is, $500,000 that 
we could not use in productive work. Under 
the old system, as you can readily see, we 
were inconvenienced by this idle money and 
to a certain extent by terminated accounts 
that were difficult to clean up. Therefore, 
to avoid holding up funds of the Company 
which could be used to so much greater ad¬ 
vantage in the expansion of the business, it 
seemed advisable to put into force a more re¬ 
stricted policy in regard to these accounts. 


We believe that a man who starts in with 
the Company should have sufficient capital to 
pay for his sample outfit, if for no other rea¬ 
son, in order to show his good faith in taking 
up the work and to merit his being assigned 
to a territory. 

If the representative cannot deposit 
$100.00 cash, the liberal bonuses paid by the 
Company make it comparatively easy for him 
to make this deposit, as this money does not 
come out of his regular commissions, but 
from the bonus paid. In this way, a sales¬ 
man is able to save at least this $100.00 with¬ 
in the first few months of his work with the 
Company, and in addition he draws a larger 
interest than if the money were deposited in 
a savings bank. The $100.00 plus the ac¬ 
cumulated interest is, of course, paid to him 
or allowed against what he owes the Com¬ 
pany if he discontinues his services with us. 

We have, moreover, a very liberal policy 
for the return of goods. All brushes con¬ 
tained in the outfit and any other goods on 
hand are always returnable to the Company 
at their full value, providing that the inspec¬ 
tors at our distributing station find them to 
be in salable condition; that is, not soiled or 
in any way impaired or worn. So a man is 
making a safe and worthwhile investment 
of his money under this plan. 

We at the Home Office have watched the 
working out of this policy with considerable 
interest. We have observed in the organi¬ 
zation as a whole that it has avoided the em¬ 
ployment of men who might take up the work 
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without any serious intention of continuing 
with it. In other words, it has meant the 
employment of a more stable and substantial 
class of men, which will prove of inestimable 
advantage to the entire organization as time 
goes on. It is very effectively preventing the 
increase of our Accounts Receivable and by 
decreasing the expenses of one department, 
enables the Company to expand in other di¬ 
rections. It is of distinct advantage to our 
Branch Office Manager since it reduces his 
turnover of men and enables him to devote 
his time to training men who will be perma¬ 
nent members of our organization. 

Savings Accounts Established 

The first bonus period of the year ends 
March 31st, which means that practically all 
the men who have been with the Company 
more than one month will have established 
a savings account of from forty to one hun¬ 
dred dollars. After a man has $100.00 to 
his credit, his bonus will, of course, be paid 
to him in cash, and this, I am sure, will 
further increase his thrift and loyalty. 

We have been very much pleased with the 
way this plan has worked out. It seems to be 
accomplishing just what the Company ex¬ 
pected when it was inaugurated. It is also 
very gratifying to observe the wholehearted 
support our men are giving it. 

We are operating our business on the prin¬ 
ciple that what is for the best interest of the 
men employed by the Company is for the 
best interest of the Company, and that sim¬ 
ilarly, whatever is for the good of the Com¬ 
pany is for the good of each man in the or¬ 
ganization. We have built up our policies on 
this basis and sincerely believe that the plan 
we have outlined will definitely benefit those 
in our employ. 

si hi m 
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Is it not one of the very first prin¬ 
ciples of salesmanship that you must 
like your customers and help them to 
buy what they need? 

—The Efficiency Magazine 

0 - 0 


Have You Any Hidden 
Vipers in Your Mouth? 

From “Evening Journal, ,} New York City 

Better Get Rid of Them; It Means Health 
and Happiness 

Copyright, 1921, by Star Company 


A funeral party was once awaiting a train 
at a railway station. Opposite the station, 
across a common, a demented man, from p 
second-story window, with a repeating rifle 
opened fire on the mourners. The latter 
promptly fled, the demented man was soon 
removed. 

If the man next door undertook to pot-shot 
you every time you emerged, you would do 
something about it. 

But at this very minute you are probably 
carrying in your own mouth not merely one 
ambushed foe, but millions, in the form of 
germs, hiding and multiplying in warm, moist 
crevices and pockets, and waiting to take pot¬ 
shots at your health. 

That fact explains why so many digestional 
*trid intestinal troubles, so many cases oi 
rheumatism, Bright’s disease and the like are 
seeking medical treatment without reaching 
the source of the infection in the mouth. 

T + is said that less than 10 per cent, of thr 
people use tooth brushes, and that only one in 
eight uses the brush correctly, rubbing its 
bristles not longitudinally but vertically, from 
the gums outward. It is estimated that 95 per 
cent, of American school children have teeth 
defects. And it is during school age that right 
care of the teeth is most important, fixing 
habits which persist. 

Good, clean teeth, properly used to chew 
food thoroughly, and frequently examined to 
forestall the twenty-eight varieties of germs 
that like to hide among them, including those 
which ferment the lactic acid that causes 
teeth decay, mean health, strength and effi¬ 
ciency. 

Bad teeth, on the contrary, mean impaired 
digestion, imperfect nutrition, deranged 
nerves and a continual hazard of bodily in¬ 
fections when nature’s resistance is weak¬ 
ened. 

These are some of the reasons why every 
school house ought to have a dental clinic and 
every person taught right care of the teeth— 
our sentinels of health. 
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A Survey of Our Inspection Department 

By W. C. Dietrich, Chief Inspector 


Acting upon the suggestion of Mr. W. S. 
Hart, Works Manager, I entered the employ 
of the Fuller Brush Company as Chief In¬ 
spector on September 1st, 1919. At that 
time the Company was just organizing an 
Inspection Department, starting in with two 
men. Subsequently additions were made to 
the force, including the cotton, ivory and 
brush divisions, and we now have about 
twenty inspectors. 



WILLIAM C. DIETRICH 


The position of inspector is a difficult one. 
He stands between the shop foreman, whose 
desire for increased production is so likely to 
be accompanied by a letting down in quality, 
and the salesman and buying public with 
their constant demand for perfection. In¬ 
spectors must, therefore, be carefully trained 
in order that they may learn to exercise pro¬ 
per judgment in their work. 

During the tremendous growth of our busi¬ 
ness last year, the force of productive work¬ 
men was considerably augmented. The in¬ 
experience of some of the new workmen na¬ 
turally throws an added responsibility upon 
the Inspection Department, lest inferior 
brushes get by. As the new workmen be¬ 
come more skillful, the work of inspection 
becomes easier. 


Because of the enormous quantities of ma¬ 
terial that are consumed, there are necessar¬ 
ily slight variations from time to time in 
color and other characteristics. White horse¬ 
hair is particularly likely to vary in some de¬ 
gree, one end being white and the other end 
slightly yellowish. The color has absolutely 
no bearing on the quality or utility of the 
material. It would be absolutely impractical 
to discard all the yellowish material, and 
would make the cost of the brushes prohibi¬ 
tive. I believe that many a cancellation 
could be avoided if the salesman would carry 
the yellow brushes as samples. Then when 
they deliver a whiter brush than was shown, 
no objection can be raised by the customer. 

High Standard Maintained 

By constant supervision and by the experi¬ 
ence gained through length of service, we 
are daily becoming more proficient in our In¬ 
spection Department. We are guided in our 
work by enthusiasm and by the knowledge 
that through our care and attention, we can 
further the success of our department and 
the company as a whole. We feel that our 
efforts are repaid by the maintaining of the 
present high standard, and by the knowledge 
that the Fuller brushes accepted by us are 
second to none in quality. We know that our 
superiors realize the value of our efforts, and 
we sincerely appreciate the privilege of work¬ 
ing for the largest and most progressive 
brush manufacturing company in the world. 


Editor’s Note: — Mr. Dietrich has had fourteen 
years’ experience in factory inspection work and 
fifteen years as clerk and supervisor in postal serv¬ 
ice. He is therefore able to render a most valuable 
service and his work is fully appreciated both at 
Hartford and in the field. 
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The question—What are you ex¬ 
pecting to reap this fall ?—is only an¬ 
other way of asking—What are you 
sowing this spring? 
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KEEPING FIT 


The Immanence of Hope 

By Clem Coulter, 
in “The Fuller Standard” 

“Hope springs eternal in the human 
breast,” wrote Alexander Pope. 

“Man never is, but always to be blest,” con¬ 
tinues the same poet. 

“Anticipation is sweeter than realization” 
is an axiom whose truth every one has ex¬ 
perienced repeatedly. 

Hope is the mainstay of human activities, 
it is “an anchor to the soul, both sure and 
steadfast.” Without hope man would be 
submerged in blackest doubt and discourage¬ 
ment. 

Hope follows us from the cradle to the 
grave. It is hope that causes the infant 
smile—and the hope of life inspires us to the 
last expiring breath. 

Hope restrains our fears when we see our 
loved ones slipping from us into the valley of 
the shadow; hope of an eternal reunion as¬ 
suages our final grief. 

It is hope or expectation that enables us to 
look up from a day of disappointment and 
disaster and contemplate the dawn of a 
brighter tomorrow. 

The spark of hope is inextinguishable; it 
may flicker and be seemingly dead, but the 
slightest breath of encouragement re-kindles 
the glow. 

When you have tramped all day, and day 
after day, without making a sale, it is hope 
that gives you the courage to get out the 
next morning and try it again. 

“Hope deferred maketh the heart sick,” 
says the Preacher. Do you recall how 
weary and heart-sick you have felt when re¬ 
sults were slow in coming, when hoped-for 
success failed to materialize? How cast- 
down were your spirits? And then how 
quickly your courage returned and renewed 
strength possessed you as hope was re¬ 
kindled. 

No other human emotion can send a man 
to the depths so quickly and thoroughly as 
disappointed hope; nor can any elevate him 
to such heights as can the prospects of hope 
realized. 

Hope is the buoyant force which enables 
one to outride the storms of adversity and to 
sail the sea of prosperity. Without hope, 
life would be a dreary waste, with no incen¬ 
tive to do or try. 

Cultivate, then, a hopeful disposition, one 
of optimism, if you please; look for the silver 
lining, and try always to remember that hope 
backed by faith and intelligent effort will ac¬ 
complish all things. 


There are times when it is extremely sel¬ 
fish not to think of yourself, times when 
ignoring your own welfare is not only cheat¬ 
ing yourself but cheating your family. 

Lack of health means lack of efficiency, in 
the home, in the office and in the selling field. 
You cannot do full justice to your work, to 
your family, to yourself, if you are tired and 
weak and dull. 

To safeguard your health is like carrying 
additional insurance. You will save the 
money which “lost time” robs you of and the 
money spent in doctor’s bills. You will as¬ 
sure yourself greater achievement, you will 
provide for yourself a comfortable old age. 

If business duties consume all your energy, 
you are not only losing time and strength for 
present relaxation, amusement and self-de¬ 
velopment, but you are mortgaging your fu¬ 
ture, laying the foundation perhaps for fre¬ 
quent and long illnesses. You owe it to your 
family to decrease this sort of liability as 
greatly as possible, and offer them the splen¬ 
did asset of your good health. 

We all have our share of sicknesses, but 
we can guard against them to a large extent 
and be prepared to fight them off. 

It is fairly easy to keep in the “pink” of 
condition; regular habits, sufficient and sound 
sleep with plenty of fresh air, daily baths and 
weekly “scrubs,” good food, well chewed, 
plenty of water—lots of it—and exercise. 
Walking, golfing, horseback riding, tennis, 
swimming and “setting up” exercises—these 
will tone your muscles up, keep your blood in 
good condition and enable you to do your 
work without undue nervous strain. • 

It is not difficult to keep fit and it is abso¬ 
lutely essential. Of health, wealth and hap¬ 
piness, the greatest of these is health, for the 
other two can never exist without it! 

m m m 

ANOTHER BOUQUET FOR THE HANDY 
BRUSH BOOK 

When an advertising manager of a South 
Bend, Ind., company, asked for a Handy 
Brush Book, C. O. Ludlow, a lieutenant under 
the South Bend branch, followed up the in¬ 
quiry and sold the man’s wife a household set 
and also interested her in the shower and 
ivory set for future sales. 

Mr. Turley, the South Bend manager, 
writes as follows: “We feel this Handy Brush 
Book is a wonderful advantage and want to 
express our appreciation, not only for this 
particular case, but for every case. I am 
sure I do not know of any book being sent 
which did not bring a sale when followed up.” 
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Fuller Brush School for 
Branch Managers 


The first school for branch managers began 
Monday, March 20th, at the Home Office, 
Hartford, Connecticut. 

Each course is to last four weeks; then 
with a rest of about a week, the second school 
will begin. This program will continue for 
the balance of the year. 

The pupils at our school are to be branch 
managers and assistant managers. Eventu¬ 
ally, every branch manager in the United 
States will attend. 

Beginning very shortly, no assistant will 
be promoted to a branch managership who 
has not attended our classes. For that rea¬ 
son we are bringing to each school, some 
assistant managers, some new managers and 
two or three of our older managers. 

The ratio at our first school is approxi¬ 
mately : 

3 Old Managers, 

6 New Managers, 

6 Assistant Managers. 

In all probability our second and third 
schools will number about twenty, but our 
ratio of students for the time being will be 
about the same. This time all the students 
are from Canada, Eastern, Atlantic and 
Southern Divisions. 

Actual Experience 

We have completely equipped a two-room 
branch office. We have carefully studied 
every part of the branch office work; have 
organized, systematized and simplified the 
work of the manager and his secretary. 

Actual practise of each step in the school 
work will be given in the model office. 

What we are attempting to do is to have a 
very practical course comprising everything 
in the branch manager’s work: Hiring, train¬ 
ing, supervision, office management and mis¬ 
cellaneous subjects. We are not running a 
lecture course but are studying each subject 
carefully and then actually carrying out in 
the model office the things which we have 
studied. 

For instance, study the matter of hiring 
for a day or two, and then actually hire men; 
different members of the class doing the in¬ 
terviewing. This procedure of actually doing 
the thing will be kept up until every man in 
the class has mastered the job of hiring. 


Practice in Training 

In training, we will do the same thing: 

For instance, we study the training we give 
a man first, second and third day. Then we 
actually train men for several days until we 
have mastered this phase of the subject. 

We are actually going to do the things in 
this school, acting out our program, and not 
confining ourselves to theory entirely. We 
shall learn how to write bulletins; how to run 
the mimeograph machine; write letters and 
everything in connection with the branch 
manager’s work; drawing bulletin pictures, 
etc. 

The first school is on! Your turn may come 
next. If it does, will you be ready to come? 
In order to get away, you must have sufficient 
savings so that your family will not suffer 
in your absence, for you will be here a month. 

You must have an assistant trained to take 
your place so that your business will not suf¬ 
fer in your absence. 

Someone has said that the quickest way to 
gain a promotion is to “have an understudy 
who can do your work as well as yourself.” 
That is the real sign of a big man. 

Q3 CD m 
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To Open the Door of Opportunity, Get the 

Proper Key 



Drawn by A. M. Taylor, Pittsburgh District. 
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Fundamentals 


By H. F. Hulse, 
Correspondence Department 


The revival of attention to the application 
of basic laws and principles as responsible 
for all successful accomplishment is one of 
the noteworthy observations of the present. 
Its influence toward adjusting the individual 
and mass mind to a more settled state of nat¬ 
ural activity is certain to bring greater and 
a much earlier return to “normalcy” than any 
other subject that has occupied the interest 
of the press and the public for quite some 
time. 

These laws and principles are the funda¬ 
mentals or the raw materials out of which 
every form and phase of activity is made. 
They are immutable and constant, fixed and 
established and have always been so. They 
represent the only cause as well as the effect 
of all successful issues. And in no instance 
have they ever proved wanting, when rightly 
understood and honestly applied. 

Mr. W. W. Kincaid, president of the Spirel- 
la Company, Incorporated, a concern repre¬ 
sented by some 11,000 solicitors conducting 
sales on a “from one house to the next” plan, 
finds the need of individual self-development 
is met by educating every employee to ob¬ 
serve the fundamentals of personal behavior 
and self-improvement. Thereby the progress 
of the company is an assured success, for as 
he states it, “The view-point of the employee 
and the executive must be basically the 
same,” if the business is to grow and enjoy 
continued success. 

These same laws applied to the automobile 
industry have made the name and the com¬ 
pany of Henry Ford stand out as a most strik¬ 
ing example of their employment. Service to 
the benefit of the greatest number, or as Mr. 
Ford puts it—to the consumer—marks this 
case as one in which they prove directly bene¬ 
ficial in proportion to the intensity of their 
application. 

To offset any chance thinking that it may 
appear very easy to reason the causes of suc¬ 
cess from the standpoint of retrospection, 
this company wants to and does stand ready 
to help every Fuller employee to learn these 
laws and principles as they apply both to the 
individual and to the community, which we 
are all serving. 

It is the real desire of the company that 
every member be prepared for advancement 
and promotion. To support that right 
the only thing you are asked is, to do your 


part in the acquiring of knowledge that will 
increase your value as a human being. 

This is well noted and aptly expressed by 
Mr. J. C. Aspley, editor of “Sales Manage¬ 
ment” in his statement: 

“The first step in preparing yourself for 
an executive position with your company is 
to lay the proper foundation. You must have 
a wide knowledge about all sorts of things 
that have to do, even remotely, with your 
business. Use your spare moments to prepare 
for a position higher up.” 

Habit of Observation 

Even though many observations of a day’s 
travel may seem irrelevant and quite aside 
from the business of the moment, they are 
bound to serve you an excellent opportunity 
on a most unexpected occasion. Careful at¬ 
tention to what is going on around you, at¬ 
tended by thoughtful analysis, is at least 
helping you to build the habit of alertness 
and concentration, consequently becoming 
wide awake and alive to meet and cope with 
almost any situation that may confront you. 

To conceive of associating the idea of tidi¬ 
ness and cleanliness with the thoughts of a 
hog, would surely seem quite remote. And to 
further think of such an animal in connection 
with the use of a hair brush would indeed 
occur to be the height of irrelevancy. 

Yet, it is nevertheless true, for the finest 
and most sanitary hair brush in use today 
owes its existence to no other than the animal 
mentioned. 

Thus what may appear to be but idle ob¬ 
servations, will, under the attention of analy¬ 
sis, uncover many interesting bits of knowl¬ 
edge. So we are in decided agreement with 
Mr. Aspley’s advice. 

To follow through from this picture to the 
finished product furnishes an excellent field 
for analysis. 

Any old hog won’t do. The best must be 
had, so, under much difficulty and at great 
expense, we get our bristles from none other 
than that far off Siberian or Chinese boar. So 
we feel our raw material is worthy of the 
effort put forth. 

Then the process of forming and shaping 
and working these bristles into a useful arti¬ 
cle, must conform to basic and established 
methods of efficient production, before it is 
ready to merchandise, or is in a saleable con 
dition. 

And the same is true of the individual. The 
world at large furnishes him with an abun¬ 
dance of raw materials. He, who would suc¬ 
ceed, must make use of them. 

(Continued on page 12) 
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Personal Representation 

By A. M. Taylor, Wheeling Office 


It would be impossible to over-estimate the im¬ 
portance of first impressions in our line of work, 
for the obvious reason that if we do not make a 
good first impression on the lady of the house, we 
are not likely to get another chance to prove our¬ 
selves. The moment her eyes light upon us, her 
mind registers a definite reaction. She knows im¬ 


mediately whether or not she wants us in her 
home, whether or not she wants to see our goods. 

In your case, will she think, “He is neat, he is 
well-dressed, he is refined—he may have some¬ 
thing worth while?” Or, aren’t you yet a genuine 
Fullerite? A careful reading of this article may 
give you a clearer idea of “Fuller Representation.” 


Very often we hear the remark “Here 
comes the Fuller Brush Man”; or “Have you 
seen the Fuller Brushes yet?” or we are ad¬ 
dressed as “Mr. Fuller.” These and many 
other remarks prove to us that we represent 
the Fuller Brush Company in more ways 
than by just selling their brushes. The sub¬ 
ject of representation is an important one, 
and one which every “Fuller Man” should 
consider. 

In the first place, what kind of a company 
do we represent? What kind of products, 
and what are the products of this company 
used for? Anything worth while in the 
world today must be created to be of service 
to the people. Are the goods manufactured 
by the Fuller Brush Company service-giving 
goods or are they luxuries ? Is the company 
we are working for one that a man should be 
proud to represent, and if so, how should he 
best represent them? 

The Idea Behind Our Products 

The products of our company are products 
that are created with the idea of sanitation, 
durability and service always in mind. Our 
brushes are brushes that are not only easy to 
clean, but are for cleaning purposes. There¬ 
fore since we are the representatives of mer¬ 
chandise of that kind we must truly repre¬ 
sent by being clean ourselves. How can we 
convince a lady that our hair brush will give 
service if our own hair is unkempt, or how 
can we tell her it will remove dandruff if our 
own scalp is white with the disease? Would 
she believe that our nail brush will clean the 
nails, or our shoe brush will shine shoes, if 
our nails are black and our shoes muddy ? It 
takes nothing but common sense to realize 
that to represent our company properly, we 
must take on the appearance of cleanliness. 

Look in the Saturday Evening Post (Issue 
of February 18th), and you will see such 


phrases as these: “Sellers, the best servant 
in your house”; “Valspar, the varnish that 
won’t turn white”; “The Razor that sharpens 
its own blades,” and many other eye-catching 
ads. Then think of “69 uses—head to 
foot—cellar to attic.” All of these 
quotations are from ads which prom¬ 
ise service for the goods advertised. 
The purpose of Fuller Brushes is to 
lighten housework, thereby making life eas¬ 
ier for mother, making her healthier, giving 
her more time for pleasures and keeping her 
home cleaner with the minimum expenditure 
of energy. We know that our goods will do 
these things. We know that Fuller Brushes 
will give service; then to properly represent 
the Fuller Brush Company we must be able 
to tell the people about our service, tell them 
what the brushes will do, show them how to 
lighten their house work. Never seek an 
audience with a prospect with only the idea 
of making a sale, but with your mind set on 
giving service, and lots of it. A genuine 
Fuller Brush Man is always ready, willing 
and anxious to help some one and do some¬ 
thing for someone, give service in other 
words. 

Represent Prosperity 

The year 1921 was one of the poorest 
years, financially speaking, that our country 
has experienced, yet it was the biggest year 
in the history of the Fuller Brush Company. 
Ours is one of the very few concerns that has 
never experienced a business slump. We 
have one of the most prosperous companies 
in the United States, and men from the Big 
Business world are saying: “How do they do 
it?” The Fuller Brush Man is one of the 
highest paid salesmen in this country. In 
many towns it is a recognized fact that the 
Fuller Brush Representative is a man of 
high standing. He has to be, to be with the 
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Fuller Company. Therefore, to represent 
the Fuller Brush Company, in the highest 
sense, we must take on the appearance of 
prosperity. We must give the impression 
that our business is always good, that the 
Fuller Brush. Company is a successful con¬ 
cern and has only successful men in its em¬ 
ploy. Don’t carry a line of hard luck stories 
with you. Some men have made the mistake 
of telling their prospects that “I have some 
children at home who need clothes. I 
haven’t had work all summer and am buy¬ 
ing my home. If I don’t sell a lot of brushes 
I will lose my home.” It is wrong to do such 
a thing. Business is good. We can make 
ourselves only by working and not by plead¬ 
ing. 

When we read the history of our company; 
when we see how high in the world of big 
business the Fuller Brush Company ranks, 
and when we come to house after house and 
hear the praise of Fuller Brushes sung, we 
are proud to be with a Company like this. We 
do not represent any “fly-by-night” organiza¬ 
tion, but one which is permanent, honest, de¬ 
pendable and fair-dealing. Therefore, let us 
take an inventory on our methods of repre¬ 
sentation and see if we are doing the job 
right. 

m mi m 
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INTERNATIONAL BRUSHING UP 


Mr. O. G. Johanessen of the Portland, Ore., 
office, writes us concerning his work in the 
wilds of southwestern Washington, “where 
the trees are 75 feet in circumference and 250 
feet high/' and where he has the opportunity 
of seeing the sun once in 165 days and then 
it hurts his eyes! 

Concerning the subject of “Rainy Day Sug¬ 
gestions/’ Mr. Johanessen says, “You speak 
of carrying an umbrella, an overcoat and rub¬ 
bers—in Aberdeen, our rainfall was 99.6 for 
1921. I demonstrated Fuller brushes with 
hip boots, a sou’wester and a slicker. Umbrel¬ 
las are not allowed where they use the foun¬ 
tain auto brushes to wash off their boots!” 

Mr. Johanessen recently sold an order of 
personal and household brushes, amounting 
to $21.70, to the Reverend F. Mumper of 
Johannesburg, Africa, and has been promised 
a large order in the future, when Mr. Mumper 
has settled his African home. 

We wish you all success, Mr. Johanessen, in 
Fullerizing the jungles at home and abroad. 


DECLARATION OF WAR 


Early in February, an assistant branch 
office was opened at Long Beach, California, 
under the Los Angeles branch, with P. J. 
Zeh, Jr., in charge. Mr. Zeh has twelve 
blocks under his supervision and intends to 
do a thriving business in his territory. 

Considerable interest has been aroused by 
the announcement that F. A. Fuchs, also an 
assistant branch manager under the Los 
Angeles office, has opened an office at Pasa¬ 
dena and vowed to put his hated rival out of 
the running, and incidentally to get the three 
go-getter buttons that Mr. Zeh’s squad cap¬ 
tured in February. 

They announce that it is a case of the sur¬ 
vival of the fittest, and that all friendship 
between Long Beach and Pasadena has 
ceased. 

The opening of these two offices relieves 
Manager B. E. Bloom of the Los Angeles 
office of some of the load he has been carry¬ 
ing—result, 100% efficiency all around. 


ffl m as 


You Will Never Be Sorry: 


For putting the best possible construction 
upon the doings of others. 

For the dollars you have given to benevo¬ 
lences. 

For promptness in keeping your promises. 
For giving an unfortunate fellow a lift. 
For being square in business deals. 

For being as courteous as a duke. 

For asking pardon when in error. 

For stopping your ears to gossip. 

For standing by your principles. 

For harboring clean thoughts. 

For thinking before speaking. 

For hearing before judging. 

For living a white life. 

— Selected. 

m m m 
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Some men, when they get a house * 
organ that is really worth while, are I 
tempted to write a line—are you? | 
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Our Younger Set 



At the left is Robert F. Roszelle, son of Mr. 
and Mrs. Howard F. Roszelle of Hartford, at 
the age of six months. Bobby’s father is our 
Assistant Purchasing Agent. 


Below we have Stanley Francis Peer, son of 
Mr. and Mrs. Stanley M. Peer of Hartford, 
age nine months. Stanley’s daddy is head of 
our Literature Department, and you will read 
all about him when you turn over the next 
few pages. 


'BOBBY” ROSZELLE 


These two “Better Babies” prove to our 
complete satisfaction that Fuller youngsters 
are the best there are. Not that we ever 
doubted it, but we wanted the chance to show 
you! 

We don’t profess to be an expert at char¬ 
acter analysis, but it is fairly obvious that 
Bobby is the future Babe Ruth of the Fuller 
all-star team. And as for Stanley, we see 
quite clearly that he is planning a method of 
attack that will put Dempsey to shame. 

We hope this will remind you to send us 
the latest photograph of your own little Ful¬ 
ler booster. We are going to have a special 
baby number soon, if you will co-operate and 
provide us with the material. Mail photos 
today to M. Pomeroy, Publicity Department, 
Hartford. 



STANLEY PEER 
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We have on our cover this month the pic¬ 
ture of a soldiers’ memorial, a monument to 
the heroes of a war. There are many such 
memorials in America, some where great bat¬ 
tles of the Revolution were fought, some 
where lie heroes of the War of the Rebellion, 
and some in honor of the nearer and dearer 
heroes of the World War. And not so long 
ago we said, “War is impossible!” 

We learned that human nature hasn’t 
changed very greatly in the last two thou¬ 
sand years. We learned that even in this 
enlightened age the utmost horror and cruel¬ 
ty could, and did, take place. But have we 
profited by the lesson ? Are we any nearer a 
real and lasting peace than we were at Eas¬ 
tertime eight years ago? 

Today the difficulties in India and Africa 
and Ireland seem remote from us. Even our 
own problem of the soldiers’ bonus seems a 
mercenary issue rather than a point of honor. 
Most vitally we are concerned with moving 
pictures and the price of shoes! 

This is perhaps good as a sign of a return 
to normal—an inevitable trend and greatly to 


be desired. We would not argue for a con¬ 
tinuation of the terrible tension of wartime, 
the stress and strain and emotional turmoil 
of those tragic days. But when we contem¬ 
plate the world upheaval we have passed 
through, and before that, our glowing pride 
in 20th century inventiveness and accom¬ 
plishment, we do well to pause and think. 

As a company, we have come through a 
difficult period with flying colors. We have 
had no personal experience of business de¬ 
pression, no contact with financial disaster. 
On the contrary, we have forged steadily 
ahead and achieved more than in any pre¬ 
vious year. We are justifiably proud of our 
Company and our men, we are reasonably 
confident in our future. We see about us a 
growing optimism in business, an increased 
faith, almost a new religion. We have played 
a large part in re-establishing “good times.” 
We have done our best to live up to the 
world’s new slogan, “Go out and get pros¬ 
perity.” 

But let us not forget the larger issues, the 
deeper vision of life, as we prosper. If we 
practice the Golden Rule as constantly as we 
preach it, we will come nearer to a realization 
of the meaning of Easter and its message of 
peace and good will. We have made a good 
beginning. Let us go forward in the same 
fine spirit of faith, loyalty and co-operation, 
and let us strive not only to get but to give 
prosperity. 

m ro no 
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“I BELIEVE” 


By Edward Szalay, 
Trenton Office 


“I believe in the stuff I am handing out, in 
the firm I am working for and in my ability 
to get results. I believe that honest stuff can 
be passed out to honest men by honest meth¬ 
ods. I believe in working, not weeping; in 
boosting, not knocking, and in the pleasure of 
my job. I believe that a man gets what he 
goes after, that one deed done to-day is 
worth two deeds done tomorrow, and that no 
man is down and out until he has lost faith 
in himself. 

“I believe in today and the work I am do¬ 
ing, I believe in tomorrow and the work I 
hope to do, and the sure reward which the 
future holds. I believe in courtesy, in kind¬ 
ness, in generosity, in good cheer, in friend¬ 
ship and in honest competition. I believe 
there is something doing somewhere, for 
every man ready to do it. I believe I am 
ready right now.” 
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Good Will 


By Rex Reese, 

Detroit District Manager 


We are, all of us, anxious to increase our 
earnings. We realize, however, that to in¬ 
crease our earnings we must increase our 
customers' good will towards both ourselves 
and our Company. That is the necessary 
thing for every business man to do. 

The Fuller man is a merchant, in one sense 
of the word, so we will compare him in going 
into a territory, with a merchant opening a 
new store to handle men's furnishings. 

This merchant selects a location which he 
believes will eventually produce an excellent 
volume of business for him. He then buys 
for his stock a well-known line of goods, such 
as Kuppenheimer Clothes, Manhattan Shirts, 
Arrow Brand Collars, Stetson or Knox Hats, 
Stetson Shoes, Munsing Underwear, Hole- 
proof Hosiery, Paris Garters, etc., all of 
which are highly advertised and well-known. 

We do not need to ask the question, does 
this man need to open his store in this par¬ 
ticular location to develop good will toward 
these lines of goods. He certainly does not. 
The good will has already been established 
in that section due to the extensive national 
advertising and proven quality of the goods. 

We will then ask the question, what is his 
job, and what must he do to develop a good 
business in his new store? There is only 
one answer to the question. Develop the good 
will of the people in that neighborhood 
towards himself and his business principles. 
This takes time. The first week or the first 
month, or perhaps the first six months after 
this merchant opens his store, he might not 
even make expenses, but if you will come 
around within two or three years you will 
undoubtedly find him doing a flourishing 
business, if he has rendered the service that 
community requires. 

Is not therefore the Fuller representative 
in almost exactly the same position, except 
that he has but a small investment, and by 
going out and getting the business, has the 
opportunity of more than making expenses 
right from the very start in the block of ter¬ 
ritory which has been assigned to him. It is 
true that the Fuller representative does not 
need to go into this territory to develop good 
will toward the Fuller Brush Company, only 
in exceptional cases where a former repre¬ 
sentative has failed to deliver true Fuller 
service. This good will has already been es¬ 
tablished by the splendid national advertis¬ 
ing, the numerous brushes that are giving 


such excellent service in the neighborhood, 
and the number of sample brushes which 
have been so gladly and freely given to them, 
with an explanation of the service which 
these free brushes will render to them. He 
does not, therefore, need to be in this terri¬ 
tory to develop good will toward his Com¬ 
pany, but his big job is to make the territory 
produce for him an ever increasing business. 
His job like the merchant's is to deliver the 
service required by the people in that section, 
thus developing a personal good will, which 
combined with the good will already estab¬ 
lished toward his Company is sure to increase 
his volume of business every time he calls on 
his customers. 

Whenever I hear of a man who does not 
like to go back over his territory the second 
time, I have very grave doubts as to the kind 
of service he has rendered in his first trip, 
and I am sure that he does not understand 
or appreciate the value to him of the good 
will he has established in the service rend¬ 
ered; that, by leaving this territory after 
having covered it once, he is forever throw¬ 
ing away a large share of the profits which 
he and the Fuller Brush Company would 
otherwise get. He would be acting as fool¬ 
ishly as the merchant who delivered the ser¬ 
vice in his store until he had developed this 
personal good will we have talked about, and 
then closed the store and moved to a new 
section, to do the same thing over again. 

Stick with that block, fellows; good will 
is a wonderful thing for us. You cannot af¬ 
ford to attempt doing business without it. 
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TRYANAD! 


When you're feeling sad and blue, 

And no orders come to you— 

Tryanad! 

When your goods stay in the case, 
Doors are shut right in your face, 
Tryanad! 

When biz seems all out and down, 
Nothing stirring in the town, 

Tryanad! 

When you'd like once more to smile— 
This advice is worth a trial— 
Tryanad! 

Soon you'll wear a steady grin, 

Folks who “try it" always win— 
Tryanad! 

When you're feeling sad and blue— 
Try it, try it, try it—do! 

Tryanad! 
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A Hartford Fullerite 


Fundamentals 


Foreman of Literature Department 


In November, 1919, Mr. Stanley M. Peer 
joined the Fuller ranks, taking charge of the 
Bookkeeping Department. He was very suc¬ 
cessful in this work, and was soon promoted 
to the position of foreman of the Literature 
Department. 



STANLEY M. PEEK 


This department plays a vital part in our 
organization. Under it comes the distribu¬ 
tion of all printed matter, distribution of 
printed stationery and distribution of the 
prizes. Incidently all the raw paper stock is 
handled in this department. Orders come in 
constantly from all parts of the country and 
of course marked “Please rush!” 

It is characteristic of Mr. Peer to answer 
these pleas immediately, and he has had 
many compliments from managers in the 
field on his speed. 

Under Mr. Peer’s supervision, the Litera¬ 
ture Department has grown from two work¬ 
ers to the present force of eleven, and the in¬ 
creasing demands are met most efficiently. 
We can always count on prompt cooperation 
from Mr. Peer. 

m & m 
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Are you talking “Silent Servant 
Sets” for spring housecleaning? 

O- 
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Think not only about the things you see, 
but think back of them; learn to remember 
them so that they may be recalled for use in 
relation to those of later observation and 
analysis. Such is the process of self-develop¬ 
ment; the finished product is the ability to 
reason. 

Reason is the power and force that actu¬ 
ates the human mind to the desire for growth 
and expansion, for it traces all things to their 
source, cause or motive, thereupon measuring 
their right of use. 

Thus will be realized the truth of funda¬ 
mentals. For as they measure the quality of 
all classes of merchandise, just so do they 
also mark the value of the individual and 
what he has to sell—himself. 

Lose no opportunity to make it worth your 
measure of it. 

m, m U 


KEEP YOUR GRIT 


If evil times befall you 

And misfortunes sore forestall you, 

And it’s hard for you to cipher how and 
where you’re coming out; 

If you’ve had such measly pickings, 

And so many beastly lickings, 

That you’re tempted to let all your faith and 
hope go up the spout — 

Don’t do it! 

For you’ve not the slightest notion 
What a mighty boundless ocean 
Of good luck awaits the man who grits his 
teeth and says, “Gee, whizz! 

“Keep your grip a little longer, 

“Set your heels a little stronger; 
“Doubting Fortune is to wrong her. Stick it 
out and scoop the biz!” 

— Selected. 

SI 0H ffl 


A NEW ARRIVAL 

Mr. and Mrs. 0. D. Moss of Oklahoma City 
have announced the birth of a daughter, 
Mary Dean, on March 10th. “The Bristler” 
extends hearty congratulations to the proud 
parents. 
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Why Do We Advertise? 

By E. R. Smith, Advertising Manager 

Some months ago in an interview with 
“Printer’s Ink Monthly,” later published in 
that magazine, Mr. Fuller said that advertis¬ 
ing is one of the three factors responsible for 
the tremendous growth of the Fuller Brush 
Company in 1921 and in the two or three 
years immediately preceding it. Thus, the 
Fuller Brush Company is a 
modern example of what 
advertising can accomplish. 

“It may be doubted,” 
says Ernest Elmo Calkins, 
one of the country’s most 
noted students of business 
and advertising, “if any 
other one force—the public 
school system, the church 
and the daily press except¬ 
ed—is acquiring so great an 
influence as advertising. To 
it we owe largely the preva¬ 
lence of good roads, rubber 
tires, sanitary underwear, 
open plumbing, crackers 
wrapped in moisture proof 
packages and breakfast 
foods at low prices, well pre¬ 
pared.” 

Advertising, as we know 
it today, is a comparatively 
recent development. It goes back for not 
more than 50 years. It is an ever-growing, 
ever-changing force in business life. In fact, 
to look back at the advertisements of 10 years 
ago makes us smile. 

In the early days of business in this coun¬ 
try, a man might make a good product which 
would be needed in all of the homes, but his 
business grew very slowly and not very large. 
The reason for this was that news of his 
product had to be spread by word of mouth. 
The manufacturer himself had no opportun¬ 
ity to point out to people the need of his 
product in their homes. 

With the growth of newspapers and maga¬ 
zines, far-sighted manufacturers saw the op¬ 
portunity of telling people in larger numbers 
about their products and more particularly of 
educating people to the need of their prod¬ 
ucts. As these manufacturers continued to 
publish advertisements about their products, 
the demand for these products increased. As 
a result of the increased sales, the manufac¬ 
turer was able to improve his product and 
then to lower the cost of it to the consumer 
considerably. 


So advertising justified itself, proving to 
be a very wonderful force in business and a 
very profitable force to use. 

Modern business today is very largely the 
result of advertising—combined, of course, 
with the other factors of good manufacturing 
and good selling. 

But the effect of advertising upon the daily 
life of all of us is, perhaps, its most remark¬ 
able feature. Today, it is a matter of course 
with us to use tooth paste, safety razors, 
automobiles, raincoats; all 
of these and a host of other 
articles have been made 
possible through advertis¬ 
ing. The need of them has 
been developed by advertis¬ 
ing until they have become 
necessities. 

Advertising has not only 
told us about a better kind 
of automobiles, but it has 
increased the use and the 
need of an automobile. 

Advertising, then, has 
done this great work in im¬ 
proving our daily life by 
showing us the value of new 
and approved articles and 
utensils of all kinds. 

So, then, when Mr. Fuller 
was building up the busi¬ 
ness of making brushes for 
the home, there was a pow¬ 
erful force available for use. As Mr. Fuller 
himself says, he was progressing slowly— 
surely, indeed, but nevertheless slowlv and 
with hard work, up to the day when he began 
to use advertising. 

Advertising made it possible for him to 
teach the housewife the value of using brush¬ 
es in the home. It taught her the desirability 
and the possibility of making her task easier, 
shorter and more thorough, by using the 
proper brushes. Then, of course, it told her 
that such brushes are made, that they are 
Fuller Brushes, and that they may be ob¬ 
tained from the Fuller Man. 

So, Fuller advertising has done a great 
work in making the care of the home and 
the care of the body easier and better. It has 
brought about the use of brushes wh ; ch have 
actually conferred a great benefit in the 
homes and lives of the nation. 

This in turn has helped to build up this 
great institution, the Fuller Brush Company. 

We said a few moments ago that we would 
smile at the advertisements of ten years ago. 
Advertising is continually changing and 
growing. So, in the history of every com- 



Brushes 

maah Twisted Wire Back 




Buy Fuller Rrutlicv, Each iw *i>r- 
dully shaped for it* work. Bristle* 
can't comeout—last longer. Clean- 
able in hot water—sanitary. 

One for every purpose 

No. 93. Dishwashing Brush,elimi¬ 
nate* sour. soggy dish mops, 
hastily cleaned. By mail 75c. 

No. 84. Improved llair Brush. 
Doesn't ”1111 up” nor shed bristle*. 
White bristles—white enamel han¬ 
dle. By mail SI.25. In Ih*m quality 
black china bristle, SI.UO. 

No. 81. Cloth Brush. 

highest quality $1.25 
No. 50. Flesh Brush . 1.00 

No. 71. Bath Tub Brush . .50 

No. 53. Crumb Brush . .50 

Send for catalog of complete lint. 
I Tnusual opportunity for live repre¬ 
sentatives in open territory. Rapid 
promotion to District Manage¬ 
ment for those with ability. 

Fuller Brush Company 

76Union Street. Hart fortl.Conn 
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pany, its own advertising continually 
changes, grows and develops with the growth 
and development of the company. 

Advertising must do more than keep pace 
with the company; it must keep ahead of it. 
It must teach people about Fuller Brushes, 
even before we are ready to call on them. This 
paves the way when we approach the homes. 
It must keep the demand for Fuller Brushes 
greater than the supply. 

Like any other struggling small company, 
the Fuller Brush Company started to adver¬ 
tise in a small way. We reproduce with this 
article one of our advertisements which ap¬ 
peared in 1916. We may smile at this adver¬ 
tisement now compared with the wonderful 
Fuller advertisements at present appearing 
in the magazines. But sma'l as it was, a"d 
in some ways crude as it was, this advertise¬ 
ment nevertheless brought results. It was 
the stait, in one sense, of the present Fuller 
Brush Company. 

How far the Fuller Brush Company has ad¬ 
vanced can be realized by comparing this lit¬ 
tle three-inch advertisement with the won¬ 
derful color page which is reproduced in the 
center of this issue of the "Bristler.” Where 
that little ad with its small crude message 
reached thousands, our big color page with 
its wonderful story reaches millions. That 
any company has been able to make such a 
stride in less than six years is a remarkable 
tribute to the power of advertising and to the 
organization of the company itself. It is 
something of which every Fuller Man can be 
proud. 

m ® w 

Those Dusty Walls 

One of the Hard Tasks of Spring House¬ 
cleaning—Made Easy 

There is a yawning chasm of difference be¬ 
tween the definition of the woi d dust that we 
might get from Webster’s Dictionary and the 
definition given us by the housewife. To 
Webster, dust merely means a collection of 
fine dry particles of matter. To the house¬ 
wife, it means a bothersome, troublesome, 
vexatious something that is found here, 
there,, everywhere, and is a continual source 
of more work—more work. 

Sometime ago, a person somewhat poeti¬ 
cally inclined, said, among other things, that 
“a woman’s work was never done!” We 
know that was before our great Company 
ventured into the field to make housework 


less burdensome and probably was back in 
the days when the old corn broom and a few 
rags constituted ma’s equipment to keep 
things, clean about the home. 

Now is just about the time of the year 
that the housewife’s thoughts dwell on the 
task of spring house-cleaning, in fact the 
whole household thinks about the big job. 
All are reminded of the work ahead, for the 
rugs, the walls, the floors, the furniture, in 
fact, everything, seems to have a dusty and 
dingy appearance, no matter how carefully 
they may have been cleaned and cared for all 
winter. Consider the walls and ceilings, here 
is where you’ll find an accumulation of dust 
gathered during the long winter months, 
much of it due to father’s strenuous work 
“shaking the furnace” when the thermome¬ 
ter was batting around the zero mark. 

In the May issue of the Ladies’ Home 
Journal and the Good Housekeeping Maga¬ 
zine, our Company has a splendid advertise¬ 
ment of the Fuller Wall Brush—one of the 
new household cleaning tools. A reproduc¬ 
tion of this advertisement is inserted in this 
copy of the Bristler. 

It is safe to assume that more than five 
million people will read this ad. How will it 
impress them? Won’t they be struck by the 
excellent color reproduction of this wonderful 
Wall Brush—its fine, soft hair—its long, 
graceful handle—its lightness and compact¬ 
ness—the wall-paper back-ground suggestive 
of striking cleanliness and spotlessness? 
They will read about the Wall Brush—its 
many creditable selling points—and about 
the many other cleaning tools bearing the 
Fuller Trade Mark. Do you think it would 
need much of a selling talk to convince the 
reader that she should own one of these Ful¬ 
ler Wall Brushes ? 

Advertising is wonderful—it has accom¬ 
plished great things for our Company—yet, 
it is no more wonderful, no greater, than the 
splendid Fuller selling organization that is 
back of it. And, it is the co-ordination of 
both of these great forces that accomplished 
the greatest good. This ad will appear in 
May in the publications named. You carry a 
reproduction of it in your 1922 Advertising 
Portfolio. See the great opportunity of link¬ 
ing these two great mediums, how a glance 
at your portfolio will refresh in the prospec¬ 
tive customer’s mind all the Fuller advertise¬ 
ments she has seen and immediately identify 
you as the Fuller Man she has heard so much 
about and has planned to wekome when he 
visits her home. Use your portfolio—it har¬ 
bors a wealth of selling power. 
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The Development of Positive Qualities 


By A. A. Whetstone, 
Superintendent Correspondence Courses 


It has certainly been a source of gratifica¬ 
tion to read the number of inquiries received 
from our representatives wanting to know 
how they could increase their ability and 
worth, both as individuals and as members 
of the Fuller organization. 

Inasmuch as there is no real difference be¬ 
tween one human being and another, what 
appears to be a distinction is merely the man¬ 
ner or the way in which one individual uses 
his natural ability as compared to some 
other individual who fails to exercise his. 

This is true, for it is an established funda¬ 
mental fact that every normal human being 
has the same natural equip¬ 
ment common to all other 
people. Our physical equip¬ 
ment is about the same in 
that we all have a head, a 
heart, a body, two arms and 
two legs and feet; so you 
see in this respect, we are 
all about equal. One person 
may be taller, broader, 
thicker and weigh more 
than another, but be not 
nearly so successful in life. 

We have all seen men 
forge ahead in this or that line of business. 
Oft times we hear the remark, ‘That fellow 
is surely lucky, everything he takes hold of 
comes his way.” 

The next time you hear a remark like that, 
just try turning the lamp of intelligence on 
that chap and do a little analyzing of his case 
and learn for yourself why people call him 
lucky. If you dig down deep enough you will 
find that so-called lucky folks, or those who 
have made a real and lasting success, have 
done so, not because of their physical 
strength, but because of their understanding 
and application of a few natural laws in their 
own development. 

When this development occurred they were 
then in a position to render humanity a serv¬ 
ice and in return for that service they were 
rewarded in a material way and the uninitiat¬ 
ed said they were lucky. 

Just what are these laws and how can they 
help, is the big question in your mind. First, 
suppose you answer this question—What is 
the real reason for your existence? Why are 
you here on earth? Now be truthful and see 


if you can give a reason and not an alibi. 
You were put here for a definite purpose. 
What was this purpose? Well, brother, you 
are an animated piece of clay—a living, 
breathing, thinking being for just one big 
reason and the sooner you recognize it and 
accept it as a fact, the sooner you will begin 
to get a fundamental grasp on life. The real 
reason, the one big reason why you are here, 
is to render service. Think it over and grasp 
it fully. Look about you and you will see that 
successful men are serving people. The 
greater the service, the greater the reward. 

The next question, or problem, that comes 
to your mind is this—How 
can I go about serving and 
serve in a big way ? What 
chance have I got? Where 
can I start ? The answer is 
that you have already 
started when you realize 
you are here to serve and 
ask—Where can I start? 
Now comes the crux of the 
whole problem of your ad¬ 
vancement or success, for 
the first place to start is 
under your own hat. In 
other words, suppose you begin to get ac¬ 
quainted with the chap that wears your hat. 
What forces or power can you develop to start 
some action along the line of greater service? 
If physical strength or mere muscle won’t do 
it, what will? 

Physical strength is vital to one’s success 
and you can not over-estimate the care you 
take of your physical being. Proper food and 
exercise must not be neglected. There are 
a number of different exercises you can use 
in body-development. Go to an athletic direc¬ 
tor and he will gladly tell you about and show 
you, a set of exercises which will keep you fit. 
When you learn how to take the exercises, 
then do them and keep them up with just the 
same regularity as dressing each morning. 

The best set of exercises in the world will 
not help you unless you practice them regu¬ 
larly. Learn how to breathe properly and 
how to breathe deeply. Nothing tones up the 
body and mind like deep breathing. This 
should be done at the open window, or out¬ 
side of the house, where the air is full of oxy¬ 
gen and free from impurities. 


There is no limit to the amount 
of knowledge your brain can ab¬ 
sorb and nourish; the limit you 
may think is there is a limitation 
placed there by your own will. 
You possess latent qualities that, 
developed, will make you the 
man you want to be. Have you 
the will power to develop them ? 
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Physical strength is vital to your success, 
but that alone will not win for you unless you 
intend to do prize-fighting for a living. 

Exercising Natural Powers 

There are three other kinds of power 
wrapped up in that body of yours that need 
development, just as much as the body needs 
it. These other powers must have food or 
nourishment. They must also have exercise 
in order that they may develop. 

One of the other powers is your mind or 
intellect, often referred to as your ability. 
How can you exercise and feed mind power? 
The first step in building this power is keen 
observation. How few people really observe 
closely enough to give a good description of 
the thing seen or read! Take for instance an 
automobile accident seen by six people. No 
two of the witnesses would describe or testify 
alike, simply because they are not close ob¬ 
servers. Have two men go to the window and 
watch the first vehicle that passes. Then 
question one of them privately as to just 
what he saw. If it was an automobile, tell 
him to describe it and ten chances to one, he 
could not tell the color or the make of the car, 
neither could he tell you how many pas¬ 
sengers were in the car, or how they were 
dressed, or at what speed the car was travel¬ 
ing, or a dozen other points you might ask. 

Keen observation is the beginning of intel¬ 
lectual development. Nothing helps one more 
when selling than sizing up a house, a room, 
a person, or surroundings. By this you can 
form your selling talk. Many a man has left 
the house with a three dollar order when he 
could have had a thirty dollar order, had he 
observed and suggested properly. 

Importance of Concentration 

Another quality of the intellect is concen¬ 
tration; giving or focusing your whole being 
on the thing you are doing. Practice on this 
until you can hold your mind on one thing to 
the exclusion of every other thing about you. 

When making a sale, just remember that 
your one and only job at the time being is to 
sell that one particular individual. If you are 
reading or writing, give the matter in hand 
your whole thought and attention. Take a 
lead pencil and hold it in front of you, looking 
at it without allowing your eyes or your mind 
to wander from the pencil; try to think all 
about that pencil; of what it is made; where 
the material was secured, and at first you 
may not be able to hold your mind on it thirty 
seconds. Keep trying until you can hold your 
mind on it for eight or ten minutes. If you 


like, lay the pencil in front of you and write 
your analysis or thoughts on paper. When 
you can do this well, you can take a subject 
or a problem and think or follow through to 
a complete analysis. 

This is an easy way for you to start and 
you are doing far more than you realize for 
you are developing several other positive 
qualities in this one act. Your imagination 
carries you to the forests where the wood in 
the pencil was secured; you can see the men 
working in the timber and the timber being 
transported by way of the stream to the mill 
and so on to the factory and machinery which 
forms the wood, then the process of putting 
together with the lead enclosed. How many 
different operations are there in the making 
of the common lead pencil? Where does the 
lead come from? How is it prepared? Why 
is the lead softer in one pencil than another? 
Then there is the eraser and metal holding it 
in place. 

Oh yes, you are doing several things when 
you concentrate your mind on a pencil, for 
your reason is also being used and your mem¬ 
ory being exercised, as well as your judg¬ 
ment. 

Positive Mental Qualities 

The positive qualities of your mind power 
which are: observation, imagination, mem¬ 
ory, reason, concentration and judgment, 
grow and develop in proportion to the amount 
of exercise you give them. Thinking, remem¬ 
bering, and imagining are all any mind can 
do, but some can do these three things better 
than others and that is why they are worth 
more. The greater the thinker, the imaginer, 
the reasoner, the greater the service he can 
render and the greater the reward he re¬ 
ceives. Develop those positive qualities 
named and you eliminate their opposites or 
negatives, for there is always a negative for 
every positive. 

We said you had four kinds of power—the 
head, or mind power you have been reading 
about. That is highly important and you 
must have it to secure a big position in life, 
but rest assured of this, you will not hold 
that position after you secure it unless you 
have another power highly developed. 

Heart power is perhaps more important 
than head power. How far can the mind carry 
you without Faith, Hope, Kindness or Love, 
Earnestness, Justice, Courage and Loyalty? 

The man who has unbounded Faith goes 
on when others who fear, fall by the way- 
side. Faith begets confidence, and confidence 
brings home the bacon. It knows no defeat. 

(Continued on page 21) 
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How Fuller Brushes 
Are Tested 


By W. F. Honer, 

Manager Household Testing Bureau 


The recent organization of a Household 
Testing Bureau under the supervision of the 
Advertising Department is of particular in¬ 
test to all members of the Fuller Company 
in that it marks a very modern step towards 
further assuring ourselves that Fuller Prod¬ 
ucts will meet the specific demands for which 
they are intended. 

The Testing Bureau, which now has close 
to fifty members residing in representative 
homes throughout this country and Canada, 
works in close harmony with the Design and 
Experimental Department in charge of Mr. 
Louis C. Lucia. In this latter Department, 
which is under supervision of Mr. Rudolph, 
Director of Production, new and improved 
types of personal and household cleaning 
“Tools” are conceived and the necessary 
drawings and models made. The subject is 
then referred to a special committee where it 
is broadly discussed and all reports and rec¬ 
ommendations gone over carefully. If this 
special Committee votes in favor of trying 
out the new item, the matter is turned over 
to Mr. Rudolph, who directs the Production 
Department to manufacture the “Test” 
quantity. This first experimental lot is then 
turned over to the Bureau for testing. 

While heretofore, all Fuller Products have 
been given very extensive tests, it was more 
or less an inter-organization matter and the 
new Bureau was conceived to supplement 
the inter-organization tests by getting an 
outside viewpoint. Hereafter, before a new 
product is placed in the Fuller line, it will be 
thoroughly tested by the Household Bureau 
and the reports of these co-ordinated with 
tests conducted with the organization. 

Tried Out by Housewives 

Members of the new Test Bureau reside 
in many sections of this country and Canada. 
They are women whom one would accept as 
heads of representative American and Cana¬ 
dian homes. Upon receiving a new product, 
they conduct a very thorough test on all an¬ 
gles of the use of the article, after which they 
fill out questionnaires and reports covering 
the new items, and criticise, suggest and rec¬ 
ommend changes of design or construction 
that would improve the adaptability of the 


product. These reports are then compared 
with the inter-organization reports and the 
whole matter referred back to the special 
Committee. Here, the new item will be ac¬ 
cepted, rejected or changed—the decision of 
the Committee being final. If accepted, or 
changed, the matter will go back to the Pro¬ 
duction Department, necessary action will be 
taken, and before long the new samples will 
be on their way to the Distributing Stations. 
When they finally do reach the sales organi¬ 
zation, they will be substantially capable of 
meeting every call the Housewife demands 
of them, staunchly holding up their end to 
guarantee real Fuller quality and service. 

This is the first time that a concern man¬ 
ufacturing and selling articles similar to ours 
has taken such a modern step in an attempt 
to secure exhaustive tests of their products. 
The great value of this test work is readily 
seen by all members of the Sales Organiza¬ 
tion. 

m m m 
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In advertising there is nothing like 
the personal touch, and that is what 
Mrs. Tapple has contracted to furnish 
in bringing the products of the A. B. 
C. Novelty Company before her week¬ 
end guests. Thus, getting the Hon. 
Willie Wimbledon at a disadvantage 
in his tub, Figgins, Mrs. T.’s second 
man, leisurely demonstrates the mer¬ 
its of the combination safety razor 
and toothbrush. “Indispensable on the 
week-end trip. Can’t forget one with¬ 
out the other. No gent should be with¬ 
out one.” 

— D. A. C. News. 
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Hon. Ed. Fuller Bristler:— 

Grate worl calamerty have again been void¬ 
ed in graterfying manner in way that show 
how sensibleness can be use when foolishness 
would cause untol disaster. You rememmer 
back hunderd and some years ago when man 
Name Gorge Three have job as king of eng- 
land. One time this King, who was in grocer 
bizness on the side, he send over to Boss 
Town large quanty of tea with sight draft 
and bill of ladin tached. Boss Town was high¬ 
ly enrage and throw tea in harbor. Kink 
George very anger at that and say he will 
have tea on contrack price if he have to go 
to the police. He are inform that tea cannot 
be recover for divers reasons, the water bein 
too deep, and if he think he can colleck by 
force to go to it. So he just send over army 
and navy and result is that roused colernies 
win fight and gain innerpendence which they 
keep till Jannewary 6, 1920. 

That was how them old fellers alius done. 
If they get insult, or broke or indygestun, 
they do not say “you’re another,” or go to 
work, or call a dockter. They just declare 
war, which was then honerable ockerpation. 

If you have read noospapers you can see 
how moddem king would ack in such a sir- 
cumstance. England now have king what are 
name George Five. One day he set down to 
dinner and heep his plate up with cabbidge 
and then he look inquiringly round and he 
say, “Where are nessary corn beef?” 

Where, Oh Where, Has the Corned Beef 
Gone? 

“Corn beef have fail to rive,” said Queen 
Mary primishly, “It were order in 1918 and 
it ain’t got here yet, these tradesmen are so 
careless.” 

“This are outrage,” King George say peev¬ 
ishly, “I shall call up Lord Gorge immeditly, 
if I have any luck with Central.” He try 
fone and say, “Hey, Dave. How bout this 
here com beef what we order some time ago. 
I am a pashunt man, but it seems to me that 
four years are long time. Here we have a roil 


weddin a comin off and not a hunk of com 
beef to our name. What are present sichi- 
washun?” 

Lord George he say, “I was just a talkin 
bout that this mornin to George Harvey and 
he clasp his hand to his forrid and say in mis¬ 
ery, 'another Wilson outrage.’ He tell me 
that it all are fault of American ralerodes 
which wilson was a runnin at that time and 
that doubtless america will pologize.” 

The King Takes His Stand 

“Pology will not take place of suckerlent 
corn beef,” say King crispishly, “I will tend 
to this matter personally. We have give Ire¬ 
land evverthing except Mary’s jools and 
Westminster Abby; we have made Egypt 
free and sent the Prince to India to help kill 
off the man eatin Tigers, but england must 
make a firm stand some wheres or lose all 
her dignerty. I shall rite Hon. Har Ding at 
once.” And he probly sends follerin: 

Hon. Warren G. Har Ding 
Presdent Union States and elsewhere 
Dear Warren and Bro. 

I take my pen in hand to congraterlate you 
on your elervation to offis. Of course it is a 
year late, but I’ve been perty bizzy. Warren, 
you don’t know how much we admire the 
sturdy and enterprisin Americans. We wear 
Regal shoes and use Royle Bakin powder in 
the kitchen, and when we confer the order 
of the Bath, we use nothing but Ivory, in 
honor of your noble Congers. But about this 
here corn Beef. We ordered it Warren and we 
didn’t get it. It amounts to 34 pun, 4 Bob and 
a tuppence. We’ll say nothing about the tup¬ 
pence, but please remit to-day, and don’t skin 
us on the exchange. Yours trooly 

George, Wrecks. 

When he not get any reply he did not fly 
to anger and order seven dred nots to bum 
bard Washton as would anciently have been 
done. He simply sue for full amount in court 
of justice of the peace and send constable to 
white house insted of general. So when det 
of england are paid to Union States amountin 
to seventeen billion dollars, there will appear 
a deduction item of 34 pun, 4 Bob and a tup¬ 
pence, compensashun for com beef which fail 
to rive. 

O temperance, 0 Morals, as the poet says. 
Richard Cure the Lion or All over Crom Well 
would not have done it, but King George Five 
he say, “If we get judgment we can hold out 
the amount, and even if we lose the case we 
have give the world warnin that the dignerty 
of england shall not be assailed. Check up 
them orders for cavvar, French wines and 
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spaghetti and sue ewer darn one of ’em if 
they don’t deliver.” 

Well, we are breathin easier now that Hon. 
Babe Ruth’s sallery is settled and he gets 
75,000$ for the hard work of playin base ball 
two hours five days out of the week for six 
months, with privlege of vaudeville, moshun 
picters and sindicate noosepaper ritin. Lot of 
us was worried for feer he would have to ax- 
cept miserable pitiance of 25 or thirty thou¬ 
sand and be redoose to povverty. I bet when 
he see Judge Land Us he say, “Laugh now, 
you $50,000 pawper.” 

He also get bonus of $500 ewer time he 
knock a homish run. Frend say to me, “Are it 
not strange state of mind. Grand stand seats 
use to be 75 cents. Now on count of normus 
salleries they cost dollar and quarter. People 
make no kick on extry 50 cents to pay base 
ball bonus but raise roar on 3 per cent tax to 
pay soldiers bonus.” 

“Yes,” I prate stupidly, “But base ball 
magnets are innerpennent. They put on tax 
and say to public, “If you don’t like it, go set 
on it,” but cautious congersman are not in 
favor of any tax that affeck his constichu- 
ants, but loudly in favor of any other kind.” 

Some how taxes are never poplar. 

Hopin you are the same 

TOKORIMO SHAN. 

P. S. I see where Chicago judge have sen¬ 
tence man to take his wife reglar to see the 
movin pitchers. Again are Hon. Consty- 
tushion disregarded by ignerent court. It 
expressly forbid crool and unusual punish¬ 
ment. 

IB! m ■;in 
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The Development^of Positive Qualities 


(Continued from page 18) 


Its criterion is ultimate results and success. 
Faith is the very essence of confidence, and 
that you must have if you would lead. Hope 
is the positive; doubt and despair, the nega¬ 
tives. Hope lives on when doubt and despair 
sink into oblivion. The doubter, or the one 
who despairs, has lost his battle before it is 
fought. He disqualifies himself before the 
race is run. 

All the worth while achievements have 
been accomplished by those who had hope 
and faith, coupled with love and a courage 
that carried them on when all the world 
doubted. 

Columbus is a fine example, for he kept on 
and on, even in the face of mutiny. It was 
not so much his mind power that caused him 
to keep on. It was his heart power that would 


not acknowledge defeat. His justice and loy¬ 
alty, his earnestness, hope, faith and courage, 
were the positive heart power qualities that 
won the discovery of a new world. 

Washington won the revolution and gave 
us a land of freedom more by heart power 
than any other power. No man can hope to 
be a great leader of men if he is lacking in 
hope, faith, earnestness, honesty, justice, 
courage, kindness and loyalty. These are 
positive heart power qualities, which grow 
by exercise or use. Keep them alive and 
they will keep you alive in the hearts of men 
long after your body has been laid away. 
Heart power is called reliability, for the posi¬ 
tive qualities developed make a man depend¬ 
able and reliable. Many a man holding a high 
position in life today is doing so because fie 
is reliable. He may not have as much ability 
as others in the concern, but he “stays put” 
so to speak, and he can always be counted 
on to do the fair and just thing in making a 
decision. 

You can have no better ability than relia¬ 
bility. All you need do to develop heart 
power is to listen to your conscience and obey 
its voice. Make a list of the eight heart 
qualities. Commit them to memory and 
practice them on every action in life. You 
will find yourself being paid with something 
money cannot buy and your life will be en¬ 
riched and ennobled. 

The Test of Endurance 

We mentioned physical strength at the be¬ 
ginning, but a better word is endurance, 
which means health, strength, vigor, activity 
and symmetry. You may have head power 
and heart power, but unless you can stand 
the pace and the strain of the race, you can¬ 
not hope to finish in front. A sickly man, 
especially when he parades his infirmities, 
certainly does not inspire confidence in 
others. He is seldom a leader. 

You do not need great physical strength, 
but you certainly must have physical en¬ 
durance when you have a mental battle to 
fight. There are times when you will be 
called upon to go through day after day of 
strenuous mental work; when your endur¬ 
ance will be put to the test. If you have dis¬ 
sipated and abused your body, it will cause 
your mind to fail to function best when you 
need it most. Keep fit at all times, for you 
never know when the test will come. 

The other or fourth power of man is will 
power or action. The positive qualities com¬ 
posing this power are, self-control, industry, 

(Continued on page 23) 

Page Twenty-One 

Google 











Page Twenty-Two 



















































































































































































































































































































































































































































































































































































































A Summary of Our Growth 

Some Interesting Facts About the Fuller Brush Company 


A study of the chart on the opposite page will give you a concise idea of 
the extraordinary growth of our Company during the past nine years. It reads 
more like fiction than truth yet we know it to be absolute fact, history that 
has unfolded before our eyes. 

We may well feel inspired to greater efforts by the knowledge that we 
have played a part in bringing about these splendid results in the past and by 
the assurance that we have the opportunity of sharing in the greater success 
to come. 

We are marching ever forward at a rapid pace and because our vision is 
broad, our ideals high and our courage strong, we shall reach our goal. 

Our total sales for 1913 were $184,525. In 1921 they were $8,367,474 and 
the estimated sales for 1922 are $13,000,000. Can you doubt that we will 
reach our quota of $50,000,000 by 1930? 


The Development of Positive Qualities 

(Continued from Page 21) 

initiative, perseverance, dispatch and de¬ 
cision. 

Self-control, balance, or poise is invariably 
a pronounced quality in all big men. The 
man who loses his head or self-control has a 
meager or no chance at all, other things being 
equal. Practice self-control at all times. No 
matter what the circumstances, be sure to 
keep your balance regardless of what others 
do, for that in itself stamps you as a big 
man. 

Industry, the second positive quality of 
will power is a quality absolutely essential to 
growth and advancement. A big per cent, 
of the human race today are lacking in in¬ 
dustry and in perseverance. They start well 
and make a good showing for a short time, 
but they soon begin to shirk and misuse their 
time. They put things off until tomorrow. 
They work fairly well in the morning, but 
loaf in the afternoon. The man known as the 
plodder possesses industry and perseverance 
and forges ahead of the brilliant man who 
has far more ability. When you feel in¬ 
clined to slow up, just ask yourself if you are 
square with yourself. Have you gone the 
limit on the job? Have you actually perse¬ 
vered ? You will be able to put in that extra 


hour and soon find a pleasure in your indus¬ 
try and perseverance. 

Initiative and dispatch, as well as decision, 
are very vital positive qualities of will power. 

Initiative means doing the right thing 
without being told. It is a distinct mark of 
leadership. It is even better to go ahead with 
the work in hand and make a mistake once in 
a w'hile than to sit around and wait for in¬ 
structions. Initiative will tell you what to do, 
but you must have decision as to the different 
ideas your initiative has supplied. Decision 
tells you which of several lines of action 
should be followed. Then when decision is 
made, dispatch puts it through in the short¬ 
est possible time. When a problem confronts 
you, hold it in front of you as you did the 
pencil. Analyze it,—see how many ways it 
could be done. Then use your initiative— 
make your decision—and get busy on the 
job. 

The only way to develop positive qualities 
is to keep them ever in mind and practice 
using them. Then as they grow, negatives 
will disappear, and you will soon be possessed 
of a fine personality; that is just what per¬ 
sonality means. Positive qualities developed 
equal personality. What are you doing to 
improve yourself as an individual in con¬ 
formity to the above? 
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Our New Bonus Schedules 


The Three Months’ Bonus Plan 


The first bonus period is drawing to a close 
and in a very short time you will receive a 
substantial reward for the services you have 
rendered. The generosity of our new sched¬ 
ule is very extraordinary, and it is only be¬ 
cause we know that you will appreciate it 
and increase your efforts accordingly that 
we are justified in taking this step. 

We are forging links to bind you closer to 
us, for our mutual good. Under the old 
monthly bonus plan, we found that the fly- 
by-night men who drift from one concern to 
another often reaped the reward of a large 
bonus and then terminated their relations 
with us. This was obviously unfair to the 
steady, reliable pluggers who have made our 
work theirs and intend to devote their lives 
to it. 

Reward for Length of Service 

We have found upon investigation of our 
records that very little turnover takes place 
among the men who have been with us three 
months and over. Men who have stayed this 
long will unquestionably stay much longer 
and consequently are deserving of a special 
reward. They are the loyal and efficient 
members of our organization and, believing 
them to be permanent fixtures, we pay them 
extremely well. We feel that they are work¬ 
ing to build up and develop our Company, and 
that therefore a 120% bonus is not too great 
a reward. 

Your initiative, your interest in your work, 
your cooperation and loyalty—these are the 
characteristics that will make you a success 
in your chosen work and earn for you a spe¬ 
cial reward. We are proud of your success 
and we want you to be prosperous and happy, 
to own your own homes and enjoy the luxur¬ 
ies of life. 

Second Period Started 

April 1st marks the beginning of the sec¬ 
ond bonus period. In the next three months, 
how much can you accomplish? You, your¬ 
self, must set the limit of your achievement. 
Remember that it will be as large as you ex¬ 
pect it to be! Set your goal and win a real 
reward by June 30th. 


3 MONTHS’ BONUS SCHEDULE 


Effective January 1st, 1922 


Sales 

Bonus 

Sales 

Bonus 

$ 750 

$ 40 

$3650 

$375 

900 

60 

4000 

410 

1050 

100 

4350 

455 

1250 

122 

4750 

500 

1450 

140 

5150 

540 

1650 

160 

5600 

600 

1900 

185 

6050 

650 

2150 

210 

6500 

700 

2400 

240 

7000 

770 

2700 

270 

7500 

825 

3000 

300 

8000 

880 

3300 

340 



The above bonus will be paid on 

the first 


of April, July, October, and January. Bonuses 
will be paid only on sales made during the 
bonus period. Bonus periods are as follows: 
January 1st to March 31st inclusive; April 
1st to June 30th inclusive; July 1st to Sep¬ 
tember 30th inclusive; October 1st to Decem¬ 
ber 31st inclusive. With the payment of the 
first bonus under our new three months’ plan, 
you will realize just how generous and com¬ 
prehensive it is. Study the schedule care¬ 
fully, mark the class you wish to come under 
and be sure that at the end of this next per¬ 
iod, your name will be right where it belongs 
—it is for you to say where! 

The Yearly Bonus Plan 

In January a number of our tried and true 
Fullerites received their first yearly bonus. 
In February, other representatives complet¬ 
ed a successful year with us and received 
their reward. In March, in April, and so on 
throughout the year, a generous bonus will 
be paid to each man whose sales entitle him 
to it on the anniversary of his coming with 
the Company. 

This yearly bonus is figured from the first 
day of the following month after you begin 
work—that is, if you began work in March, 
1921, you will draw your first yearly bonus 
in April, 1922. The yearly bonus is of 
course paid only to those men who have 
worked an entire year. 

We believe that we have worked out this 
bonus plan on an extremely generous scale. 
We want every individual in our organiza¬ 
tion to know that we have his best interest 
at heart, that he has a definite share in our 
profits and that the more he gives to us of 
his time and effort, the greater will be his 
reward. 

Time is of course the test of a man. Af¬ 
ter a year of association, we have a fair idea 
as to the value of a man and he in turn has 
a fair idea of the value of working with our 
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Company. By our system of bonuses, we 
encourage the new man to stay with us and 
reward our best workers for proven loyalty 
and cooperation. 

Under our new policy, the amount of the 
bonus is increased each year, so that a repre¬ 
sentative who has sold Fuller brushes for five 
years receives a reward proportionately 
greater than that which goes to the one year 
man. 


This plan is designed wholly for your ben¬ 
efit and we want you to give it careful con¬ 
sideration and do your work with it in mind. 
With this definite goal before you, you will 
assuredly achieve the success you desire, the 
success that every member of the Fuller 
Family may win by steady, conscientious 
work. Ours is the “Opportunity Organiza- 
tion”—yours is the opportunity. What class 
are you going to be in at the end of a year? 


YEARLY BONUS SCHEDULE 


Effective January 1, 1922 


Class 

1st Year 

2nd Year 
10%, 

3rd Year 

15% 

4th Year 

20% 

Bth-lOth 

Year 

26% 

10th-20th 

Year 

50% 

20th-30th 

Year 

100%, 

30th-40th 

Year 

150%, 

40th-50th 

Year 

200%, 

50th Year 
and over 
250%, 

4000-5000 

100.00 

110.00 

115.00 

120.00 

125.00 

160.00 

200.00 

250.00 

300.00 

350.00 

5000-6000 

125.00 

137.50 

143.75 

150.00 

156.2 > 

187.50 

250.00 

312.50 

375.00 

437.50 

6000-7000 

150.00 

165.00 

172.50 

180.00 

187.50 

225.00 

300.00 

375.00 

450.00 

525.00 

7000-8000 

175.00 

192.50 

201.25 

210.00 

218.75 

262.50 

350.00 

437.50 

525.00 

612.50 

8000-9000 

210.00 

231.00 

241.50 

252.00 

262.50 

315.00 

420.00 

525.00 

630.00 

735.00 

9000-10000 

250.00 

275.00 

287.50 

300.00 

312.50 

375.00 

500.00 

625.00 

750.00 

875.00 

10000-11000 

300.00 

330.00 

345.00 

360.00 

375.00 

450.00 

600.00 

750.00 

900.00 

1050.00 

11000-12000 

350.00 

385.00 

402.50 

420.00 

437.50 

525.00 

700.00 

875.00 

1050.00 

1225.00 

12000-13000 

400.00 

440.00 

460.00 

480.00 

500.00 

600.00 

800.00 

1000.00 

1200.00 

1400.00 


The above bonus is payable yearly beginning the 1st day of the following month after you begin 
work. 

For instance: You began work in March—you would figure your yearly bonus from April 1st to 
April 1st of the next year. 


This month is somebody’s anniversary. 
Perhaps it is yours—perhaps next month is 
yours. Sooner or later, that day will arrive 


and you will be rejoicing in your yearly bon¬ 
us, the amount depending on your length of 
service and cooperation with us. 


Have You the New 1922 
Advertising Portfolio? 


Every day you are without yours—you lose sales and commissions. 

Public confidence and good will are built for you by showing 
your portfolio with every demonstration. 

If you have no 1922 Portfolio—ask your manager, he will give 
you one without cost. 

The Fuller Brush Company 
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The Kansas City District honor men for a 
recent week were: H. C. Troyer, 55 hours and 
sales of $329.30; W. W. Abbott, 43 hours, 
$261.90; C. H. Stanley, 40 hours, $223.05, 
and L. S. Kirby, 43 hours, 200.65. 

« « « 

O. H. Huddleston of Indianapolis made 108 
demonstrations in 40 hours, totaling $207.40. 

ft ft ft 

Dallas District honors go to T. E. Huggins, 
a new man, whose sales recently totaled 
$257.05. For the same week, L. J. Raux 
sold $225.40, L. W. Anderson $222.15, and B. 
R. Bonner $210.35. 

* * * 

J. C. Randolph, a new man in the Duluth 
Branch, deserves special mention for his first 
week’s sales—$203.80. 

* * * 

M. R. Hale is an energetic member of the 
Troy sales force, his sales recently winning 
him first place in the Hartford District honor 
roll. D. Sharpe is another of the same dis¬ 
trict whose sales are often above $200. 

* * * 

The Ottawa honor roll has a regular leader 
in R. L. Wells, whose week of 52 hours tells 
the story. 

« « « 

Two office leaders from Savannah District 
are J. B. Boyd $226.00, 54 hours, and J. P. 
Harrison $207.00, 42 hours. 

ft * * 

C. A. Ryder leads the Canadian Big Six 
with sales of $356.60, F. M. Garland comes 
next with $303.90, J. Charbonneau $249.35, 
C. K. Koepke $205.65, W. M. Phelan $202.30, 
and W. J. Cuthbert $200.30. 


C. E. Leas of Buffalo is to be commended 
on a recent $205.00 week, and especially on 
his 46 hours. 

ft ft ft 

A high record for Bridgeport was made by 
L. Ellis, whose 55 hours of work resulted in 
$410.05 in sales. 

ft ft ft 

J. Fields recently led the Minneapolis Dis¬ 
trict with sales of $284.95, 46 hours. C. M. 
Bowlby and J. C. Randolph, were also above 
the $200 and 40 hour marks. 

ft ft ft 

Frank DuBois of Sacramento keeps in the 
front ranks regularly. A $305 week is a 
fair sample of his ability. 

ft ft ft 

E. A. Chilvers of Sherbrooke has set a new 
record of single sale and high day: $250.75 
worth of brushes sold to one home. 

ft ft ft 

W. Gentry leads Philadelphia District with 
sales of $301.00 in 53 hours. W. Barber of 
the same district sold $202.00 in 42 hours. 

ft ft ft 

Among the star salesmen of West Toronto 
is J. F. Muir, whose record of $352.90 de¬ 
serves special mention. 

ft ft ft 

Kendig of Denver recently achieved the 
high mark of $348.35, with 60 hours to his 
credit. 

ft ft ft 

J. H. Vincent of Evansville is a new high 
man with $213.45 and 46 hours to his credit. 

ft ft ft 

The Lincoln, Neb., Office, has some real go- 
getter salesmen, the record for 1922 being 
H. J. Troyer’s recent high week of $329.30. 
W. W. Abbott has also been doing fine work, 
his highest week being $261.90. 
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The “Bi& 4” Is On 


Greatest Contest Ever and Lots of Hot 
Competition for April 


By the Contest Committee 


They are off! The race is on! Who’s go¬ 
ing to win the “Big 4”? No crowd of race 
enthusiasts were ever more excited or more 
enthusiastic than the organization over this 
“Big 4” contest, and the finish is going to be 
just about as close as any race that was ever 
run. We don’t believe that there is going 
to be any Man o’ War to walk away with the 
honors this trip. Every office has an equal 
chance with any other. Size makes no dif¬ 
ference. 

Nothing has ever stirred up the organiza¬ 
tion quite like this. It isn’t only one contest, 
the “Big 4,” for branches and districts; ac¬ 
cording to the latest advices received at 
Hartford, there is not a branch office which 
hasn’t at least one contest on within the office 
for April. So, instead of some 200 contes¬ 
tants, there are nearly 4,000 in this race. In 
the contests within the offices arranged by 
the managers there is the same enthusiasm 
that extends through the heart of every man 
in the entire organization on the “Big 4” con¬ 
test. Every man is keen to win in his office, 
and he is even more keen to have his man¬ 
ager win one of the prizes. 

We surely know it is going to be close be¬ 
cause every man we have heard about is ab¬ 
solutely determined and confident that his 
manager is going to win the “Big Capital 
Prize.” 

That is certainly a wonderful spirit. It’s a 
spirit that it would be hard to find anywhere 
outside of the Fuller Organization. Be¬ 
cause the Company knows that this wonder¬ 
ful spirit exists, they have offered such lib¬ 
eral prizes for the contest. Think of it! 
Over $2,500 in prizes for branch managers 
and more than $1,000 additional in prizes for 
district managers. 

But as is always true in the Fuller Organ¬ 
ization, the honor of winning means a lot 
more than the value of the prizes. That is 
saying a good deal when we stop to think 
that the prizes of the “Big 4” contest in¬ 
cludes such items as shares of common stock. 

As the race gets under way for the “Big 
4” contest for April, it is well to bear clearly 
in mind the points upon which the contest 


will be decided. Here they are again in 
brief: 

1. Hours—It is in the power of every sin¬ 
gle man to help put his office over or to make 
it lose on the part of hours. Each office 
which averages 40 hours a week for instance, 
for all of its men, will get 15 points on the 
contest each week. Go to it; that is easy; 
just put in the hours every week. Then you 
are sure of a certain number of points. 

2. Managers’ Personal Sales—Every man¬ 
ager is out hustling each week in April. The 
points here are pretty sure for each office. 

3. Percentage of Increase Over March— 
This is one of the fairest ways of figuring 
points that has ever been used. No 
matter how small or how large the office, or 
how small or how large its weekly sales aver¬ 
age, you can roll up the points by selling 
more goods in April than you did in March. 
Here again every man in each office can do 
his share towards rolling up the points. 

4. Don’t over-report your sales. Order 
out what you have reported. This means 
that there will not be any discrepancy and 
again your office will have a goodly number 
of points. 

The race is on! Go to it! It would be im¬ 
possible even to hazard a guess as to what 
offices are going to lead this month in the 
“Big 4” contest. Only one thing is certain, 
and that is that there are going to be some 
surprises. Where each office stands and 
whether they will win a prize depends abso¬ 
lutely upon the united efforts and upon the 
individual efforts of every man in the office; 
and every man with real Fuller spirit is go¬ 
ing to do a little bit better than his best. 


Total Sales 
for February 
$735,074.70 
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“LAFFOGRAFFS” 


Shooting Stars 

The new night watchman at the observa¬ 
tory was watching some one using the big 
telescope. Just then a star fell. “Begorra,” 
he said to himself, “that felly sure is a crack 
shot.” 

—Toronto Goblin. 


« « « 


Athletic Harmony 

“Have you had much experience in a jazz 
orchestra ?” 

“Have I? Why, five years ago I was a 
physical weakling!” 

“Well?” 

“Feel my muscle now!” 

—The Passing Show {London). 


« « « 


A Faux Pas 

At southern railway stations it is the cus¬ 
tom of darkies to sell chicken patties and 
other delicacies to passengers. A passenger 
who had enjoyed a patty and was leaning out 
of the window to buy another, asked of the 
dusky salesman: 

“Where do you get your chicken ?” 

The darky rolled his eyes. “You-all f’om 
de No'th, ain't you, sah?” he queried. 

“Yes,” was the reply. “But why do you 
ask that?” 

“'Case, sah! No gem'lm'n f'om de South 
eber asks a nigger whar he gits his chicken.” 

—The Argonaut (San Francisco). 


« « « 

Business Brothers 

President Neilson of Smith College was 
making a rather tedious journey and was glad 
when the man who had the seat in front of 
his turned around and began a conversation. 
The man proved to be a traveling salesman 
and took it for granted that Dr. Neilson was 
another. “What's your line?” he asked. 
“Mine's skirts.” “Well, so is mine,” said the 
president of Smith. 

—New York Evening Post. 


Sharp Reply 

Tourist—“What’s that beast?” 

Native—“That’s a razorback hawg, suh.” 

Tourist—“What’s he rubbing himself on 
the tree for?” 

Native—“Jest stropping hisself, suh, just 
stropping hisself.” 

— Widow. 

0 0 0 

Perfectly Frank 

“What an awful gash you have on your 
forehead!” 

“Oh, next to nothing—next to nothing.” 

—The Bulletin (Sydney). 

» » » 

The Zealous Maid 

Mistress—“I’ve lost the key of my writing- 
desk, Marie. Go and look in the old trunk in 
the kitchen—you might find an old key that 
will fit.” 

Marie—“It’s no use, Madame, I tried them 
all long ago, and none of them fit.” 

—Le Matin . 

« ft « 

Above the Average 

“Do you call that a beefsteak? It makes 
me laugh!” 

“I’m glad to hear it, sir. Most people 
swear.” 

— Kasper, Stockholm. 

0 0 0 

Benevolent Old Gent (to fellow passenger) 
—“How fast we travel. But, ah, young man, 
have you ever thought of the flight of time? 
Think of the fleeting hours of youth, the gold¬ 
en days that swiftly pass away. Have you 
ever counted the minutes-” 

Battersby (suspiciously)—“What are you 
trying to do? Sell me a watch?” 

— Selected. 

# # * 

A Word for Father 

“Dear God,” prayed golden-haired little 
Willie, “please watch over my mamma.” 

And then he added as an afterthought. 
“And I dunno as it would do any harm to 
keep an eye on the old man, too.” 

The Leatherneck ( Washington). 
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7 he blue sky greets us, warm ana sweet, 
The robin sings his song oj cheer, 

TV)bile from the newly burgeoned trees 
May blossoms scatter on the breeze 
And violets cluster at our feet 

Tor Spring is here. 

—M. K. P. 
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How to Work the Better Class Homes 


Some Tried and Tested Methods 


By E. A. Parlee, Atlantic Division Manager 


If the proper kind of approach is made to 
the average better class home, where the 
maid or even the butler answers the door, a 
straight door to door canvass will work in 
eight out of twenty cases. 

The salesman should carry a personal, 
plain engraved card with his name only. He 
should dress the part, looking as neat as he 
possibly can and he should walk up to the 
door as though he expected to get in and 
with the feeling in his heart that he is going 
to gain admission. 

The sample case should be set to one side 
so that it does not attract the eye of the maid 
answering the door. He should know the 
name of the party on whom he is calling, ring 
the bell and say to the maid, “Mr. Smith 
calling on Mrs. Jones,” and step in. Eight 
times out of twenty, he will gain admission 
at once. 

Now how are we going to get in to see 
the other twelve. You will find out of this 
twelve, four are not at home. By calling on 
these eight, you will get in probably four of 
them by the direct method. This will leave 
about eight you have not seen—incidentally 
the best eight of the whole twenty. Step to 
the telephone and call up each of the remain¬ 
der, giving them the following conversation: 

“Mrs. Jones, for some unaccountable rea¬ 
son I have been unable to reach you when in 
your vicinity. I must make a report to the 
home office and in your case I cannot do it 
because I have not seen you. I have seen 
everyone in your neighborhood excepting 


Mrs. Smith, Mrs. Cary and yourself. I am 
calling on Mrs. Smith at ten o’clock and Mrs. 
Cary at eleven o’clock. Which would be most 
convenient for you, ten-thirty o’clock or 
eleven-thirty? Thank you. Good-bye.” 

Invariably the answer is a definite appoint¬ 
ment because you have put the words in her 
mouth. 

The caution here is to be very careful to 
say nothing more over the phone. Just this, 
and then ring off at once. You will find that 
out of the eight remaining, you will get in 
about four and have four left. 

By using introduction cards, signed by 
some of their friends, you will gain admission 
to three of the remaining four. This will 
leave one or two and the final one or two 
are the best of the entire lot! They are the 
ones who have been wise enough to check¬ 
mate and stop all salesmen. When a sales¬ 
man does interview them, they buy very 
freely. This last lady or two can only be 
reached in one way. 

Every woman in the world has some best 
friend in whom she confides. If you can get 
an introduction card, signed by this very par¬ 
ticular close friend, you can gain admission 
to this last home; here you will get your 
finest order. Remember the order,— 

1. Make straight canvass with calling 
card. 

2. Call up the remainder on phone. 

3. Use introduction cards on balance. 

4. Find the very personal friend of the 
others and use introduction card. 
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MORE COALS FOR NEWCASTLE 


As Mr. J. A. Darden of the Washington 
District approached a home in a country town 
in North Carolina, he spied a water tank near 
the house and concluded that here was a pos¬ 
sible customer for the shower. 

It seemed, however, to be rather difficult 
to convince the lady of the house that she 
Avanted to look at the samples. After some 
discussion, the prospect suggested that, as 
she wanted to prepare her husband’s dinner, 
Mr. Darden should call on the lady across the 
street. 

Mr. Darden was delighted at learning that 
the husband was home. 

“Kindly ask him to come to the door for a 
moment,” he urged, “I have a wonderful 
shower brush-” 

The long and the short of the tale is that 
Mr. Darden was invited in and gave his dem¬ 
onstration to the family, a married daughter 
from across the street and a neighbor. It 
soon developed that the man of the house was 
in the plumbing business and himself sold 
brushes, but our representative left with a 
$12.00 order and on delivering, sold a $6.00 
order. 

Incidentally he made a house full of Fuller 
Boosters who in parting said, “Don’t fail to 
stop again when in our neighborhood, we will 
always be mighty glad to see you.” 

m kj m 

A LITTLE TIP 


You cannot conduct a Fuller Brush demon¬ 
stration sitting idly in a chair. You may 
take an order, but you won’t “sell brushes.” 

One of the rules of salesmanship is to find 
out what motive actuates the purchaser so 
that steps can be taken to arouse a similar 
motive in others. In dealing with women, it 
will be found that it is frequently not the 
article itself that makes the sale, but the ex¬ 
position of the reason for its use and how it 
might be used to advantage in the homes. A 
man will be interested in the strength of the 
article, the material it is composed of and its 
finish, but the housewife will be more inter¬ 
ested in sizing up the article from the stand¬ 
point of its usefulness for the particular job 
it is intended for. 

The housewife wants to see what the arti¬ 
cle will do and the successful Fuller Man 
shows her by conducting his demonstration in 
a real snappy and efficient manner. 


A Writer of Better Letters 


Mr. John F. Hazen has been with the 
Ful'er Brush Company since February, 1921, 
Avorking on collections and correspondence in 
the Department of Accounts. Prior to com¬ 
ing with us, he was secretary to the treasurer 
of the United Fruit Company in Boston. His 
work with us consists largely of handling col¬ 
lections and complaints at the home office and 
he takes care of some 2,000 accounts. During 
1921, he and his co-worker, Mr. Howard 
Morse, averaged about 20,000 letters each. 



John F. Hazen 


There is considerable detail work but Mr. 
Hazen has found a great deal of human inter¬ 
est in his field and through his earnest efforts 
has been of great service to the company and 
to the people with whom he corresponds. The 
personal tone of his letters is always appre¬ 
ciated and brings about very satisfactory 
results as it of course greatly increases the 
good will toward our company. 

In his year with us, Mr. Hazen has had the 
satisfaction of seeing his letters bring in col¬ 
lections in steadily increasing numbers. So 
far this year he has averaged about 3,000 a 
month and we are confident that he will reach 
his goal of 5,000 this year. 

His article on “Better Letters” which ap¬ 
pears in this issue is the result of his experi¬ 
ence along this line and his practice of the 
three great principles of letter-writing: per¬ 
sonal tone, visualization and simplicity, is the 
reason for his success in this line of work. 

Google 


Page Two 










Better Letters 


Modern Methods in Business Letter-Writing 


John F. Hazen, Credit and Collection Department 


When we read the article in “The Distribution 
News” entitled “Better Letters,” we fairly jumped 
for joy! This was exactly what we had been 
looking for. In response to our urgent request, 
Mr. Hazen very obligingly cut the article to fit 
our space so that we could give it to you in two 
instalments. This does not affect the compre¬ 
hensiveness of the whole and you will find these 


two chapters very interesting and helpful. 

We feel that there is a great deal to be said 
on the art of writing business letters and that 
Mr. Hazen has handled the subject in a very 
clear and concise manner. Surely all of us will 
benefit by a careful reading of his article and a 
careful adherence to the policies outlined. 


Part I. 


Much has been said and perhaps more 
written on the subject of “Better Letters.” 
It is a topic which though discussed for some 
time has of recent years leaped into promi¬ 
nence as competition in business has become 
more keen, courtesy has been recognized as 
a real asset and thinking minds have been 
brought to bear on a subject in which the 
possibilities of good or evil affect are found 
to be limitless. It is not my intention to 
bore the reader with a long detailed treatise 
on the art of good letter-writing, but rather 
to express as briefly as possible some of the 
outstanding features brought to the writer’s 
attention through study, observation and ex¬ 
perience. If I can present one suggestion 
which will be useful to the extent that it will 
be adopted by a single person in our organiza¬ 
tion, then this article will not have been in 
vain. 

Importance to Our Company 

Too much emphasis cannot be placed upon 
the importance of this phase of the com¬ 
pany’s activity. Those who dictate countless 
letters should seek to improve their methods 
and those who may be called upon in the 
future to handle correspondence should be 
preparing for that work. Every letter which 
leaves the office, whether it deals with sales, 
adjustments, collections or other matters, is 
representative of this company and if we can 
apply in all seriousness the word of scripture, 
“By their fruits ye shall know them,” then 
too much care cannot be exercised in making 
ours the type of letters which will breathe 
helpfulness, sincerity, honesty of purpose 
and in fact all the virtues not the least of 
which is service, to which in no small meas¬ 
ure may be traced the phenomenal growth of 
The Fuller Brush Company. 

There are many things to be considered in 
the formation of a good letter but for the 
sake of brevity, let us consider three general 


principles which stand out as perhaps the 
most important of all and which should never 
be lost sight of by the correspondent. 

Getting the Personal Touch 

First, get a personal tone in your letters. 
Talk to the person to whom you are writing 
as though they were beside you. Be sociable 
without being familiar. Retain your dignity 
but be friendly. You would not in conversa¬ 
tion use stereotyped phrases, then why per¬ 
sist in saying, “Yours of the tenth instant 
received.” Obviously if the letter had not 
been received you could not answer it. How 
much better to say, “We are glad to learn 
from your letter dated February tenth, etc.” 
As long as the former usage is employed the 
human touch will be lacking. Show your in¬ 
terest in the affairs of the one to whom you 
are writing and remember that “Courtesy is 
the best shock absorber on the rough roads 
of Life.” 

Importance of Visualization 

The second great principle of visualization 
is so closely allied with the first that a line 
of demarkation can hardly be established. It 
is the faculty which enables the writer to put 
himself in the other’s place, to anticipate his 
needs and overcome his objections by timely 
explanation. The section of the country in 
which the one to whom you are writing lives 
will give you a clue as to the man’s general 
characteristics and any previous correspon¬ 
dence will be invaluable as a guide in classi¬ 
fying him. If your letter is a request, pic¬ 
ture the benefit which will accrue to him and 
then dictate the exact action required to ful¬ 
fill the request. Try it, you will get results. 

Necessity of Simplicity 

The third and last is simplicity in style. By 
this is not meant the use necessarily of words 


Three 




of but one syllable. No one should be con¬ 
tent to use anything short of the best Eng¬ 
lish not only as to the words employed but 
also as regards the grammatical construction. 
What is meant, however, is that unusual 
words, those seldom used, often times of sev¬ 
eral syllables and not generally understood 
by people as a whole, should be avoided. 
Flowery flights which tend to confuse instead 
of clarify are inexcusable in a business letter. 
If great care is not taken to make our letter 
direct and simple, then any personal tone or 
visualization which we may have woven into 
a letter will be robbed of much of its potency 
as each of the three general principles, Per¬ 
sonal Tone, Visualization and Simplicity, 
which have been very briefly presented is 
dependent upon the other two. In the writer’s 
opinion they are paramount and constitute 
the very foundation upon which the whole 
structure of the letter is reared. They form 
the basis and background to which directly 
or indirectly may be traced each proper 
element employed in the building. Conse¬ 
quently, that which follows is derived from 
or has its source in at least one of these 
three principles. 

Building Good Will 

At the risk of courting the criticism that 
the handling of the subject “Better Letters” 
is more theoretical than practical, the possi¬ 
bilities of building good will through the me¬ 
dium of letter-writing are well worth consid¬ 
ering. In the legal sense, good will as de¬ 
fined by Webster is, “The custom of any 
trade or business; the favor or advantage in 
the way of custom which a business has ac¬ 
quired beyond the mere value of what it sells 
whether due to the personality of those con¬ 
ducting it, the nature of its location, its 
reputation for skill, promptitude, etc., or any 
other circumstances incidental to the busi¬ 
ness and tending to make it permanent.” 
Ours is a repeat order business looking to the 
future, and its permanency depends largely, 
if not entirely, upon the extent to which 
service is rendered and good will established. 
Regardless of the nature or to whom ad¬ 
dressed, each letter appearing on the com¬ 
pany’s letterhead should show the same de¬ 
gree of consideration for the person written 
to. This does not stop at letters to persons 
outside of our organization, but applies as 
well to our own number, as even the repre¬ 
sentative of today may perchance be the 
customer of tomorrow. 


Basis of Good Will 

The basis of good will is courtesy. Cour¬ 
tesy means consideration and the showing of 
a desire to be fair. Through the use of cour¬ 
tesy you express good will toward the person 
written to so that he responds with a recipro¬ 
cal good will toward you and the company 
you represent. Courtesy embraces politeness 
which is good manners. I like to remember 
what someone has said of good manners, that 
it is “the doing or saying of the kindest thing 
in the kindest way.” Keeping this thought 
in mind we cannot fall far short of being 
courteous in our letters if we are really kind. 
Real consideration with a realization that 
only through its use can a business be endur¬ 
ing must be our aim in building good will. 

Meeting Obstacles 

We must perforce meet difficulties and per¬ 
form disagreeable duties in connection with 
letter-writing, but in every instance courtesy 
will rob the sting of its venom. Tact is re¬ 
quired in refusing a request if offense is to 
be eliminated. Avoid flattery or servility as 
you would a plague, for as sure as darkness 
follows the light, it will re-act in contempt. 
You may be justly indignant upon receiving 
a discourteous letter and it is not infrequent¬ 
ly a temptation to respond in the same tone, 
but it does not pay. Care should be taken 
to get the name correct. An incorrect name 
implies lack of personal interest and loose 
methods, and arouses in the recipient an 
antagonism easily understood. Consideration, 
courtesy, frankness and sincerity in all our 
correspondence will result in every letter be¬ 
ing a builder of good will. 

As a motto for a successful business and 
a builder of good will within or without our 
company, no more fitting words can be 
uttered than those of our president, Mr. 
Fuller: 

“With equal opportunity to all and due 
consideration for each person involved in 
every transaction, a business must succeed.” 

We shall grow in character in proportion 
to our granting of due consideration for each 
person involved in every transaction. 

To be concluded in the June “Bristler." 

m m m 

T ft r 

“Wisdom is knowing what to do; knowl¬ 
edge is knowing how to do it, and virtue is 
doing it.” 

—David Starr Jordan 
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Making, Adjustments Pay 


Fuller Service Means Satisfied Customers 


By Arthur L. Briggs, Seattle, Wash. 


Service is a much abused word. It origi¬ 
nally meant a gratuitous kindness or help¬ 
fulness, but in the minds of many, the word 
now suggests the place where a lost cotter- 
key costing a fraction of a cent is replaced 
for half a dollar. However, in the Fuller 
Family, it still has its original meaning if 
the wise instructions of the company are 
followed by the representative in the field. 

We, the representatives, hold a very re¬ 
sponsible position. To our customers we are 
the Fuller Brush Company. Regardless of 
what the Fuller advertisements say, it is 
what we do that determines, in the mind of 
customer, the policy of the company. 

It is certainly inconvenient 
to pack a defective mop in an 
already overcrowded sample 
case, or to go out of your way 
after a long day’s work to pick 
up an imperfect mop stick. 

But, in my short experience, 

I have found that it pays and 
I have no doubt that in the 
second trip over the territory 
it will pay far more. In the 
intervening months there will 
be many afternoon teas and much “over the 
fence visiting” where household utensils al¬ 
ways come in for a good share of the con¬ 
versation. 

If the defective article is taken and the 
receipt given before the demonstration, it 
will usually show in the order. If the brush 
is taken on a special call, I never try to solicit 
then but have had orders freely given. 

Before turning in the defective article I 
make a record of the name, address, ticket 
number, the returned article and any brushes 
that the customer seems interested in, but 
has not yet ordered. When the distributing 
station notifies me that a Wonder Mop was 
replaced on tag J. 6423, I wait a day or two 
and then ring Mrs. Smith’s doorbell—“Good 
morning Mrs. Smith, while passing I won¬ 
dered if you had received your new Wonder 
Mop. The company is just fine about replac¬ 
ing defective goods, but you know that even 
big corporations sometimes make mistakes, 
so thought I would inquire—well, that is fine. 
Does it fit the stick securely? 


“By-the-way, Mrs. Smith, I find that I will 
have another delivery in this district early 
next month and will be very glad to order 
the Friction Shower Bath Brush for you for 
that delivery. You know it is really not a 
brush and tubing that I will bring you; it is 
years of service, the joy of better health for 
the whole family resulting from the super 
cleanliness which this brush brings to your 
home. You will miss many months of this 
service if you wait for my next demonstra¬ 
tion trip.” 

Of course, I never mention the adjustment. 
If she does not feel grateful for the service 
it is in poor taste and useless to speak of it. 

Mrs. C—, when she gave 
me an order for a wet mop, 
asked if the present holder 
was better than the old one 
on her Wonder Mop. On ex¬ 
amination I found that the 
thread on the connector was 
stripped. I sent in the stick 
and when she got the new one 
I called and sold a wall brush. 
When I got home that evening 
I found that she had phoned 
my wife and asked that a broom be 
delivered with the wall brush. 

As I started to demonstrate to Mrs. B—, 
she remarked that she had bought a couple 
of Fuller Brushes that had given perfect 
satisfaction, but that a Fuller clothes brush 
that had been a gift from a friend had pulled 
out of the handle in less than a month. Of 
course, I offered to have it repaired for her. 
She got it and it proved to be a brush made 
by another company and luckily had "their 
name on the ferrule. She was both surprised 
and crestfallen. When I told her that we 
would be glad to repair it with Fuller water¬ 
proof cement for a good Fuller booster, she 
was certainly pleased. After the demonstra¬ 
tion was completed, she ordered seven brush¬ 
es without any salesmanship on my part. She 
has not yet received the repaired brush but 
several nice orders have been given me since 
by her neighbors, some of them never before 
having had a Fuller brush. So I think that 
Mrs. B— is boosting. 

I sold Mrs. H— a Perfection Wet Mop. 


Perhaps it will take you out 
of your way, perhaps it will 
make your sample case heavier 
—but it will pay you and pay 
you well. Mr. Brigg’s tells you 
how and why, and you can take 
him at his word, for he is a real 
Fullerite, a conscientious work¬ 
er and consistently practices 
what he preaches here. 











When I delivered it I noticed that it was 
quite different from the mops in that or other 
shipments. It appeared to have fine copper 
fiber in with the cotton. Later I heard from 
one of her neighbors that it was not entirely 
satisfactory, so I called. She told me that it 
scoured the inlaid linoleum beautifully but 
was absolutely waterproof, although she had 
boiled it several times. She had to use a rag 
mop to take up the water. Incidentally, I 
always advise boiling the wet mop in soap 
suds before using to make the cotton more 
absorbent. I sent it back and she now has 
a regular “Perfection,” which she said is 
fully living up to its name. When I first 
took her order she was interested in the 
Siberian Boar hair brush, but would not order 
one, not stating her reason. On my last call 
she told me that her hairdresser was trying 
to sell her a hairbrush, but she had decided to 
get a Fuller even if it did cost a little more. 
She thought it very satisfactory to deal with 
a company who were as interested in the 
service their goods gave as in making the 
sale. 

A Generous Policy 

The company was both far-seeing and gen¬ 
erous when they announced their policy in 
regard to defective brooms. I called on every 
lady who had bought a broom and although 
I did not get rich on the twenty-five cent 
credit memos, as I found only five defective 
brooms, I certainly was well repaid by the 
orders I took while making these calls, and 
look forward to the next demonstration I 
make to these customers. 

Sometimes service may be given by the 
salesman, independent of the company. For 
example, Mrs. R— had a com broom shed¬ 
ding so as to be worthless when I demon¬ 
strated. She liked our broom and wanted to 
know when I could deliver one. When I told 
her it would be over a week, she was sorry 
but would have to order a corn broom now 
and get ours when that wore out. I phoned 
my wife and got permission to loan Mrs. R. 
our Fuller broom for a few days, as we still 
have a corn broom which has not been used 
much since the Fuller broom arrived. Mrs. 
R— was delighted, as she says I have saved 
her a dollar and a half and much picking up 
of broken straws, as the best corn brooms 
are so poor now. When I brought her new 
broom, she ordered a wall brush and made 
an evening appointment for me with a young 
lady who gave a five dollar order and Mrs. 
R— is now trying to sell a Wonder Mop and 
Wall brush to a neighbor who boasts that 
she never sees an agent. 


Now this may sound as if this service had 
a string tied to it. I endeavor never to give 
the impression that I expect an order on 
account of the adjustment. In fact I am 
really doing her a favor if the brushes which 
I give her another opportunity to order will 
save labor, keep her home more attractive, 
or add to the health of her family. 

Personal Advertising 

I am a great believer in advertising and 
think that every page in a national publica¬ 
tion or in a local newspaper is of the most 
value in increasing volume. The advertising 
portfolio often gets the confidence of the 
prospect when nothing else could. 

But, I do firmly believe that Mr. Fuller 
has entrusted to us the greatest advertising 
of all. I, for one, will try and do my share 
in the making of adjustments and endeavor 
to use tact so that I may represent Mr. Fuller 
and the great organization he has built, as 
he and they would like to be represented. 

Whenever we sing “Fuller’s Passing Out 
the Service” let us resolve that in the coming 
week our service will be better than ever 
before. 
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A MATTER OF COMPLEXION 


Little details often prejudice us against an 
article without any real reason. If, for in¬ 
stance, we are in the habit of buying white 
soap for laundry purposes, we may refuse to 
believe that yellow soap is equally suitable 
for our use. Likewise, if we are accustomed 
to using a white bristle brush, we may object 
to more colorful brushes without really 
studying the respective merits of the two. In 
the same manner, we may question the qual¬ 
ity of a wall brush which is of a silver gray 
tone if we have been particularly pleased by 
the appearance of a dark brown brush. 

As a matter of fact, in this particular case 
as with all our brushes, we use only the best 
materials, whatever their color. You can be 
sure that the Wall Brush is made of the best 
mane hair, whether it is brown or gray in 
color. 

If you happen to demonstrate with a brown 
Wall Brush, you should explain to the house¬ 
wife that if she receives a gray brush on de¬ 
livery day, it will be of exactly the same ex¬ 
cellent quality as that used in the demonstra¬ 
tion. 
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A Few Words About Our 
Correspondence Service 


This is not an introduction, for it is not 
necessary to introduce “Ginger Whetty.” 
There are very few men in the organization 
who do not know A. A. Whetstone. 

When a man was needed to take charge 
of the correspondence course on Service and 
Man Building, and Salesmanship and Per¬ 
sonal Efficiency, because of the experience 
which Mr. Whetstone had had in such fields 
of endeavor, we felt quite fortunate indeed 
that he was available. 

There are few men in the 
organization who have had 
as many years’ experience 
in house to house selling, 
as well as hiring and train¬ 
ing salesmen, for this par¬ 
ticular specialty work. 

In 1902, twenty years 
ago, Mr. Whetstone started 
selling, when a student in 
college, as a means of de¬ 
fraying his college ex¬ 
penses. He became so inter¬ 
ested in the work that he 
cut his college course short 
by a year, deciding to de¬ 
vote his entire time to hir¬ 
ing and training salesmen. 

For the last fifteen years, 
he has devoted almost all 
of his time to the develop¬ 
ment and up-building of 
men, hiring and training 
them to qualify as salesmen. In 1908 this 
work had proved so successful under Mr. 
Whetstone’s guidance, that he had to give 
up individual, personal attention to the men 
in the field in order to serve in the Home 
Office of the company he was with and take 
full charge of training large classes and 
groups of embryo salesmen, as well as 
handling the correspondence attending re¬ 
ports of their standings and the problems to 
be solved from sales experience. 

Three years later, while acting in the 
capacity of sales manager for this company, 
Mr. Whetstone severed connections to come 
with the Fuller Brush Company. 

Anyone who has ever heard him give his 
chart talk on salesmanship cannot and never 
will forget it, nor will they doubt his ability 
to impart knowledge on this subject. 

Mr. Whetstone attributes the credit of his 


success to association with Mr. J. S. Knox, 
with whom he was in close touch during the 
year of 1905, and further offers appreciation 
to Mr. Sheldon for the benefits received from 
his courses on salesmanship and “The Science 
of Business.” 

Mr. Whetstone is, moreover, a university 
graduate; a graduate from the “University 
of Hard Knocks.” He specializes in a course 
of personal selling and sales training. 

Realizing the benefits of 
such work, Mr. Whetstone 
has hammered away for the 
last five years on the im¬ 
portance of training sales¬ 
men, based upon the belief 
that no man’s judgment or 
knowledge can be better 
than his information and 
men will grow and work 
just so long as they feel 
they are making progress 
in knowledge, which is the 
only foundation that sup¬ 
ports a sale. 

The course on Service 
and Man-Building that is 
nearing completion has 
been put into “Fuller” form 
by Mr. A. F. Sheldon, later 
to be followed by a course 
in Salesmanship and Per¬ 
sonal Efficiency by Mr. J. 
S. Knox and we feel that Mr. Whetstone has 
some big ideas along the lines of Man Devel¬ 
opment in connection with these courses. 

We join Mr. Whetstone in the hope, and 
trust that every employee of this company, 
at home and in the field, will avail themselves 
of the opportunity to subscribe for it. 

Associated with and assisting Mr. 
Whetstone in the Correspondence Service 
Department, is Mr. H. F. Hulse. 

Mr. Hulse comes to this work well suited 
to cope with the task in hand. His experi¬ 
ence as a salesman, then assistant sales man¬ 
ager of one of the largest electrical manu¬ 
facturing companies in the country and later 
as advertising sales manager of an auto¬ 
accessory manufacturing concern, together 
with a thorough understanding and first hand 
knowledge of conduct and supervision of 
educational courses of study, including a 
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careful training in home economics, particu¬ 
larly fits him for this work. 

He is also a graduate from the same 
“University” wherein Mr. Whetstone re¬ 
ceived his right to help his fellow men. 

So we feel we have a team of idea- 
developers handling this work of Service and 
Man Building with its subsequent courses in 
Salesmanship and Personal Efficiency and 
Home Economics, that will admirably sup¬ 
port Mr. J. S. Knox’s statement concerning 
them—“A couple of real analists.” 

If you want to prove the truth of this 
statement, just prepare now to sign up for 
the courses of study they are about to spring 
on you, and you’ll be mighty glad you “had 
to be shown.” 
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What To How 


By H. F. Hulse, Correspondence Dept. 


The purpose and aim of the Fuller Funda¬ 
mentals on Service and Man Building is to 
direct thought from the what to how of 
existence. 

Accepting the possibility of self-improve¬ 
ment to be a fact, the objective is taken from 
the what of Success to its how. 

We are all more or less aware of what suc¬ 
cess is. We are all familiarly acquainted with 
the names of successful men and prospering 
concerns. These represent the what, or the 
attainment that arouses our ambitions and 
desires to be like-considered. 

Direction of Attention 

Realizing the effect such externals have 
upon the mind of the thinking individual, 
this course of study is so carefully and pro¬ 
gressively planned and written that the stu¬ 
dent is gradually, yet positively persuaded to 
turn his attention from the what of achieve¬ 
ment to the how of its accomplishment. 

In other words as we apply these truths we 
begin to learn that we believe how we see, 
rather than merely believing what we see, 
and as we put such belief into practice, we 
naturally and constructively develop our 
powers of thinking along creative lines, for 
we then sense that the power to be is an out¬ 
growth of our own thought, not a matter of 
some others’ word or insistence. 

The fellow who leans or depends upon 
some one else to do his thinking, is nothing 
better than a mechanical imitator. He is the 


chap we see, hear and read about, who rushes 
into a business enterprise for what he be¬ 
lieves it has to offer. He has heard the 
Fuller Brush Company is a big, successful, 
thriving and progressive concern. 

He believes such to be so, for on every hand 
he has evidence to prove it. So up springs 
another brush company—or rather an imi¬ 
tator. 

’Tis so—we are all imitators—yet we are 
also creators. We have the same laws and 
fundamental principles to apply to our ideas, 
that Mr. Fuller or any other successful man 
applied to his; these represent the how or the 
reasons back of the success of this company. 

And realizing the importance of knowing 
the how or what can be accomplished by put¬ 
ting into practice these positive builders of 
fortune, this company feels that every one 
of us, in order to represent the company, is 
entitled to the opportunity of learning what 
they are. 

Such bigness of mind prompted this course. 
To do justice to it, they chose experienced 
men to mould it into form so that we can all 
understand and learn to know the how of self¬ 
development. 

Our Experienced Leaders 

Too much appreciation and real gratitude 
cannot be accorded Mr. Sheldon and Mr. Knox 
for the wonderfully simple and easily com¬ 
prehensive way in which they have prepared 
this work for us. 

Now that we are all blessed with the nat¬ 
ural means, such as a good thinking appa¬ 
ratus and the powers of understanding, to go 
after and get the things in life that are worth 
while; the company has furnished the tools 
for us to use in building up our mental and 
physical structure, and have put them in 
operative condition by the master workmen, 
let’s do our part by using them. 

First, determine to get every ounce of good 
out of the course; second, have the initiative 
to apply what we learn; third, keeping up our 
courage to follow through, no matter what 
obstacles may loom up to prevent sticking it 
out. 

Thus we shall know not only what success 
is, but will turn it to good use by knowing 
how it can be reached. 

Begin right now and watch your chance to 
get in on the early enrollments. It’ll come 
mighty soon now—so be ready. 
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Fuller Brushes and the Fine 
Art of Living 

We are proud of our day and generation 
and quite naturally assume that the gospel 
of cleanliness is fairly widespread and well- 
established—what with some four thousand 
men selling Fuller brushes! We consider, 
too, that the message of health and sanita¬ 
tion which is packed in our sample case is as 
obvious as the brushes themselves. And 
while we are meditating along this line, we 
discover that in a booklet called “The Story 
of the Bath,” Mr. Edwin L. Barker of Chi¬ 
cago has gathered together some interesting 
and pertinent data on this phase of the “fine 
art of living.” 



The Beginning of Civilization 

Mr. Barker delves into history’s pages and 
shows us that as far back as we can trace, 
the nations that have climbed to the top, 
that did things and that live because of the 
things they did, used plenty of water. We 
have all heard of the Roman baths, of 
Greece’s glory in her bathing, of the frequent 
baths of Egyptians in the days when their 
civilization was at its height. And nowadays, 
to quote this delightful booklet, “In Japan, 
where everybody takes a bath a day, and 
apologizes for not taking two, progress moves 
at a swift pace. In Russia, where millions 
of people get only three baths in their whole 
lives—one after they are born, one before 
they are married and one after they die— 
there’s stagnation, poverty, misery.” 

“Rome,” continues Mr. Barker, “knew only 
two classes of people—the washed and the 


unwashed. And then, as now, the unwashed 
were crowded beyond the pale of polite 
society.” 

After all, the science of living is the science 
of sanitation and the 20th century can be 
very proud of its achievements along this 
line. In the manufacture of bath equipment, 
America leads the world and certainly much 
of her progress, her health, wealth and happi¬ 
ness can be traced directly to her simplifica¬ 
tion of the bathing problem. 

The first bathtub, a very crude affair, was 
used in an American home in December, 1842, 
in Cincinnati, Ohio—and the Fuller Friction 
Shower Bath Brush, to mention only one of 
our brushes for personal use, was invented 
in 1914. 

Keeps the Doctors Away 

The morning shower cleanses and invigo¬ 
rates. It exercises the skin and tones up the 
body. It prevents sickness by keeping us in 
good condition. It is better than medicine 
and as healthful as out-door living. 

With our complete line of brushes, we have 
made bathing easy and helped to drive away 
“colds, bad complexions, that tired feeling, 
and other disagreeable things.” 

“The best that can be said of any good 
habit is that it leads to other good habits. 
The habit of a bath a day leads to the habit 
of clean clothes and clean homes, hard work 
and hard play, promptness and courtesy, 
straight thinking and a willingness to serve.” 

So Mr. Barker sums it up—and so we can 
pat ourselves on the back for our share in 
spreading the gospel of cleanliness. And this 
is only one part of our contribution to the 
“improved science of living.” 

S3 S3 

THE LATEST ARRIVALS 


We are glad to offer our congratulations 
to Mr. and Mrs. A. L. Beaver and Mr. and 
Mrs. R. L. Bowman of Wilmington, Dela., on 
the arrival of baby girls. Little Miss Beaver 
was born on March 31 and little Miss Bow¬ 
man arrived on April 3. 
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All Clear Now 


A professor says that sedentary work tends 
to lessen the endurance. In other words, the 
more one sits the less one can stand. 

—Boston Transcript. 
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With the up-springing of the first crocus 
and the song of the first robin, we feel that 
spring is here. Perhaps it is cold and sleety 
and a driving wind disturbs our equanimity, 
but in our heart of hearts we know that 
spring is just around the corner, that sud¬ 
denly some fair morning, she will come to 
stay. 

With the passing of winter, cares and 
troubles “fold their tents and steal away.” 
Spring is a season of promise, of renewed 
hope, faith and happiness. The very budding 
of the trees and their soft rich coloring is an 
inspiration. 

The beauty of the earth fills us with a 
vague yearning, a desire for new dreams, new 
adventures, new surroundings. We are dis¬ 
satisfied and uneasy with the ordinary round 
of work, we are a bit tired and lazy and are 
inclined to sit back awhile and let things 
slide. According to our various tempera¬ 
ments, we are suffering from spring fever— 
or eager to heed the call of spring. 


And because after all we are creatures of 
habit, we stick to the spring rush in business 
or the spring housecleaning and garden tasks 
—except for a few wonderful hours at our 
favorite trout brook or down where the 
violets grow. 

Our regret that every day isn't vacation 
day is fleeting, for we are after all as essen¬ 
tially active as the busy birds and bees 
themselves. 

For the Fuller representative, spring is 
particularly a season of opportunity, not only 
because housecleaning is in full swing and 
automobiles waiting for a general clean-up 
and home, garden and garage are being put 
in apple-pie order, but because the weather 
is fair, the walking good and the very at¬ 
mosphere is filled with friendliness and readi¬ 
ness in general. 

Spring is in the air—fill your lungs and 
your heart with it and step out with a will. 
Business is looking up, business is waiting 
for you, business is everywhere, as plentiful 
and promising as spring itself. 
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PLAYTIME 

The proper indulgence in seasonable sports 
is primarily a great health producer. This is 
generally admitted. Who denies that they 
would not enjoy seeing a scrimmage on a 
football or baseball field, even on a hockey 
court with the weather near zero? 

A certain degree of intelligence and brawn 
are required of all sport enthusiasts. When 
consistently adhered to, they are sure to pro¬ 
duce results. The eye becomes more keen, 
the brain more alert and quick in action in 
coming to definite decisions, the muscles grow 
and harden, the nerves become strengthened. 

You’ll admit this is all true. Well, then 
don’t sit back and let “George" do the play¬ 
ing this year. If baseball and tennis are too 
violent, try golf or quoits. Anything—but 
don’t waddle through the next six months 
without taking a good whirl at some outdoor 
game. If you do, you will be highly eligible 
for the “sick list" when the wintry blasts 
start creeping up and down your spine next 
winter. 
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Imitation is the sincerest sort of 
flattery—Why don't you imitate our 
contributors ? 
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Promotion of B. F. Hennacy 


By F. S. Beveridge, Vice President 


To select a successor to Mr. Montgomery 
for Editor of The Bristler and Fuller Life 
seemed at one time quite a task. We dis¬ 
cussed several men in the organization, check¬ 
ing up their records, especially the work 
which they had done in correspondence and 
in bulletin writing. After giving consider¬ 
able thought to the matter we finally decided 
upon a man to head this department. 

In October, 1917, the writer employed a 
senior at high school to sell brushes during 
spare time in Columbus, Ohio. That same 
day he also employed Mr. Montgomery. Later 
Mr. Montgomery became manager of the 
Columbus office and this high school boy 
worked with him selling in spare time and 
during his summer vacation. After gradu¬ 
ating from high school this young man sold 
brushes until he was appointed manager of 
the Toledo branch. This high school boy was 
none other than B. F. Hennacy, Jr. He is 
now grown to manhood, he has been success¬ 
ful as a manager and is well known through¬ 
out the organization for the splendid bulle¬ 
tins which he has issued. Hennacy told me 
more than a year ago that it was always his 
ambition to get out the best branch office 
bulletin in the country, and we must admit 
that his bulletins were rarely excelled. 

Mr. Hennacy has the judgment, experience 
and alertness of a man much older—I believe 
he is 25 years of age—and I have often won¬ 
dered at the keen insight which he has re¬ 
garding men and affairs. His record as a 
salesman and branch manager has been a 
successful one and we know that under his 
direction our house organs will increase in 
favor and in usefulness to our organization. 

I know that we are all glad to see this 
promotion and everyone will feel that the 
right man has been selected for the position. 

Congratulations, Hennacy, we are expect¬ 
ing to see The Bristler and Fuller Life accom¬ 
plish even greater things than they have in 
the past. 

m m m 
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BE GLAD 


Be glad for the new day’s dawning, 

Be glad for the work you do; 

With a smile on your lips 
And a song in your heart 
There’s nothing can conquer you! 

—Margaret Boswell in Nautilus 


OUR EDITOR-IN-CHIEF 


Our new Editor is already at his desk and 
at work on the May issue of “Fuller Life,” so 
very soon all who have not had the pleasure 
of meeting him personally will become ac¬ 
quainted with him through the publications. 



B. F. Hennacy, Jr. 


Mr. Hennacy has a lot of new ideas and 
he has the ability and energy to put them 
into practice. With his experience and com¬ 
plete understanding of the representative’s 
and manager’s problems, he is well suited to 
direct the work of this department. 

We are glad of this opportunity to congrat¬ 
ulate him on his promotion, to welcome him 
to the Home Office and to bespeak for him the 
hearty co-operation of the entire organiza¬ 
tion. 

m m m 


Is Your Little Fuller Booster 
to be 

Among, Those Present 
on 

Our Baby Pa&e ? 


Mail photographs today to M. Pomeroy , 
Fuller Brush Company , 
Hartford, Conn. 
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New Use for Tan Mop 


One of our salesmen working in Julesburg, 
Colorado, was recently called into the home 
of a customer who had purchased, a few 
weeks before, a Fuller Tan Mop. “Mr. Heth- 
erington,” she said, “I must have another 
Tan Mop.” 

When he inquired the reason for her extra 
purchase, she answered: “I have a brood of 
little orphan chickens, who were hatched in 
an incubator and have no mother. I put 
these little chicks out on the floor and when 
they had eaten the food, they discovered the 
Fuller Mop, and everyone of those little 
chicks cuddled down in the woolly strands of 
the mop, just as contented as could be now 
that they had a mother to take care of them. 
And do you know, Mr. Hetherington, I just 
didn’t have the heart to take the mop away 
from them, so I have given the mop to the 
little chickens and will purchase another one 
for my home.” 

Take a tip from Mr. Hetherington; there 
may be a few more orphan chicks in the 
world who need a Fuller Mop for a mother! 
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HATS OFF TO MR. DUNNING 



Our Canadian Cousins salute our Legal Adviser on his 
recent visit to Toronto. 


OUR ULTIMATE REWARD 


What are we working for? 

Sometimes we wonder just why we work, 
just why we have to, just what the “existing 
order of things” exists for, anyway! 

If we answer the question honestly, most 
of us would say money—money to buy our 
clothes and our food, money to buy us enter¬ 
tainment ; then money for others, those whom 
life has made dependent upon us, those whom 
we have selected to be our dependents. 

Self-preservation is the driving force be¬ 
hind everything. That instinct indirectly 
influences all we do, and because the economic 
system is as it is, we work for money. 

But is that all we work for? Hardly. 

Prestige? Perhaps. All of us want to be 
important cogs in the wheel—without the 
impulse to excel, to get to the head of the 
ranks, what progress would there ever be? 
So it is fight the good fight and let the fittest 
survive! 

What troubles us sometimes is the ap¬ 
parent ignoring of this doctrine. So often 
the “fittest” in the best sense of the word 
are kept down, unrecognized and unsung. Yet 
these whom we call unfortunate never com¬ 
plain. The man who puts his heart and soul 
into his work, who accomplishes great things, 
yet never becomes the executive he deserves 
to be, is not the sort to growl and groan and 
bewail his fate. 

Because after all, a man of this sort—the 
best sort, whether he is at the top or held 
back by circumstances, the unavoidable 
twists and tricks of fate, is the man who is 
working for the love of his work. 

That after all is the real reason, the only 
good reason for selecting our particular line 
of work. When we have found a niche that 
satisfies us, that we are fitted for; when we 
come in contact with many people and have 
the opportunity of being of service to them, 
when we are interested in every phase of our 
work and eager to give to it the very best 
that is in us, then we forget that money and 
fame are the rewards of labor. We forget 
that we want due credit for every clever 
thing we do and a raise for every hour of 
over-time. We forget that life is not handing 
us on a silver platter gifts as fair and desir¬ 
able as those the next fellow is getting. We 
forget the problems of labor and capital and 
the unceasing strife of life. 

We forget everything, except perhaps 
happiness and the joy of service, when we 
work for the love of working. 
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Stamp of Approval on New Fibre Broom 


“Good Housekeeping” Endorses Our Product 


By W. F. Honer, Advertising Department 
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You will find this Certificate very much to your advantage in handling the new brooms, for housewives 
throughout the country know what it means to have an article endorsed by Good Housekeeping Institute. 


The Good Housekeeping Institute has given 
its certificate of approval on the new Fuller 
Aztec Fiber Broom. Hereafter, the new 
Fuller Broom will carry the Good Housekeep¬ 
ing Certificate. Let’s think just what this 
means. 

We had occasion recently to make a care¬ 
ful study of the methods of Good Housekeep¬ 
ing Institute. We investigated the matter 
very thoroughly with people and organiza¬ 
tions who know just what Good Housekeep¬ 
ing Institute is accomplishing. 

Good Housekeeping Magazine, in which we 
advertise regularly and under which the 
Institute operates, investigates thoroughly 
all merchandise offered for advertising in its 
pages in order to protect its readers. Among 
the concerns represented are some of the 
largest, strongest and most influential manu¬ 
facturers, in their respective lines, of na¬ 


tionally distributed, trade-marked merchan¬ 
dise in the country. 

Household appliances and kitchen equip¬ 
ment are given severe practical tests in the 
Household Engineering Laboratory of 
Good Housekeeping Institute under the 
same conditions the appliance or device 
would meet with in actual home ser¬ 
vice. In addition, foods, drugs, and 
toilet preparations are analyzed in the chemi¬ 
cal laboratory of the Good Housekeeping 
Bureau of Foods, Sanitation and Health for 
purity, nutritive value and effect on the gen¬ 
eral health of the consumer or user. Prod¬ 
ucts which, after test or investigation, Good 
Housekeeping believes would be harmful or 
unsatisfactory in any way to the user, can¬ 
not be advertised in its pages. 

Once satisfied that a product can safely be 
offered to its readers through its advertising 
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pages, Good Housekeeping adds to the guar¬ 
antee of the manufacturer its own endorse¬ 
ment and its own iron-clad, money-back-if- 
not-satisfied guarantee. 

The Fuller Aztec Fiber Broom has been 
carefully tested and examined by the Good 
Housekeeping Institute and is recommended 
by the institute to women throughout the 
country. This is something new and some¬ 
thing that can be used to good advantage by 
everyone connected with the Fuller organiza¬ 
tion. 

While the housewife is naturally interest¬ 
ed in what we think about our products, she 
is much more interested in what someone 
else thinks about them—someone that is en¬ 
tirely out of the Fuller organization and 
someone that is vitally interested in protect¬ 
ing her interests and watching out that she 
gets real value for her money. That is just 
where the big impression is made and the 
value of the Good Housekeeping Institute 
Certificate is felt as a selling force of extreme 
importance. Use it in your demonstration 
talks. It is something that real Fuller Qual¬ 
ity has earned. 
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THE IMPORTANCE OF A CORRECTLY 
BILLED ORDER 


By Mildred K. Berc.an, Oakland Dist. Station 
Courtesy “Distribution News” 


Each and every station has its own indi¬ 
vidual troubles concerning its daily work and 
Oakland has its share. We are getting used 
to them and can count them off without much 
time wasted in trying to remember. 

One of the most trying of all is having an 
order come in made out in tally marks instead 
of figures. Sometimes the salesman has the 
multiplication carried out, but when that is 
wrong too, we are all at sea. We have to 
count the marks and trust to luck that they 
are right. Sometimes the cross line through 
the four marks signifies one, and sometimes 
not; it is no easy thing to determine what 
the representative really wants. We have 
had several such orders for large amounts on 
big bonus days, when we were using every 
bit of energy we had to get the orders out. 
It is not quite so difficult when the orders 
are small, but the large ones are exceedingly 
hard to decipher. 

Distinct Markings 

Another thing is a mixture of tally marks 
and figures; sometimes a salesman will use 


all figures except, perhaps, in one case and 
then will use two tally marks to designate 
two brushes, and until we check by multipli¬ 
cation, we think the tally marks mean eleven. 
This trouble would soon be done away with, 
I am sure, if all the salesmen realized what 
a great help it is to themselves and those 
who handle their orders, to have numbers 
and not tally marks. 

On some occasions the amount is carried 
out into the column and the number of 
brushes is not given. This means a few sec¬ 
onds lost trying to find out the number of 
brushes wanted. 

Correct Address 

Sometimes a salesman will send in an order 
with the street address of some town he used 
to live in, but with the name of town we know 
he is in, and, not being ouija boards, and not 
possessing a directory of the streets of va¬ 
rious towns, we assume the address has been 
changed and send the brushes to where the 
salesman has designated. Then in a short 
time the owner of the order wants to know 
where his order is. Sometimes the telegraph 
companies are responsible for the mistakes in 
address. 

Another mistake we have to cope with is 
the mixing of “avenue” and “street.” In 
some towns this would not matter but in 
others it makes a great amount of trouble 
sometimes delaying the order and causing 
great inconvenience to the post office and to 
the salesman himself. Usually the order is 
send without “street” or “avenue.” In spite 
of all of our difficulties, we manage to get 
along very nicely. 

m m m 
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WHICH? 

By C. E. Fike, Chesnee, S. C. 


The “Drifter” sighs, as the hours pass by, 
“To work is hard,” says he, 

“I’d rather play, in the heat of the day 
Than a super salesman be.” 

The “Plugger” sighs, as the hours pass by 
“The day is too short,” says he, 

“So I’ll start in soon, and work through noon 
For it means more money to me.” 

So the “Drifter” drifts, and the “Plugger” 
plugs 

Both as happy as can be, 

Till the “Plugger” stands, at the head of his 
band, 

While the “Drifter,” drifts out to sea. 
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Improvements and Additions to Our Line 

New Items Ready and Premium Schedule Revised 


A number of improvements and adjust¬ 
ments in our line offer some fine new selling 
points. As you are well aware, our inspec¬ 
tion system has been enlarged upon and the 
most thorough tests are made. “The House¬ 
hold Testing Bureau” has been established 
and new products are given a careful try-out 
in homes scattered over several states. This 
means that every article on our list is of tried 
and proven value. 

The Fuller Comb 

The long-standing demand for a real comb 
of Fuller make has been met. Our Ivory 
Factory has perfected and produced an Ivory 
Comb in two styles: 455 with coarse teeth 
and 456 with coarse and fine teeth. 

Beauty Brush 

In response to a general demand from the 
field we are taking the No. 002 Beauty Brush 
from the premium list and adding it to the 
regular line as No. 414 at a very reasonable 
price. This brush will undoubtedly be one 
of your best numbers. 

New Brush Holder 

We are offering two new holders in place 
of Nos. 004 and 005 and you will find them 
vastly better. They are 009 and 010, Ivory 
and Tortoise Shell respectively, made to hold 
three brushes each. The holder is fiat, com¬ 
pact and attractive, fastening to the wall by 
small screws or nails. Brushes are hung 
with handles upward and are held securely in 
a notched bracket. 

Shoe Polisher 

The new Shoe Polisher, No. 117, answers a 
long-felt need and will prove a ready seller. 
It is made of tan cotton, designed to cover a 
large area. Advise customers to use the 
concave side as it is curved to fit the shoe. 

These four items will be stocked in all dis¬ 
tributing stations and you will be notified 
when they are ready. 

Premium Schedule 

The revised premium schedule is as fol¬ 
lows: 

No. Article Price With 

003 White Skirt Brush 35c. $15.00 set 

006 Black Skirt Brush 30c. $10.00 set 


009 

Triple Brush Holder 
(Ivory) 

25c. 

$ 

7.50 set 

010 

Triple Brush Holder 
(Tortoise) 

25c. 

$ 

7.50 set 

008 

Tooth Brush Holder 
(Ivory) 

15c. 

$ 

5.00 set 


These items are practically ready for you 
now. Take advantage of them—remember 
that every article bearing the Fuller name 
is the best that can be made. Sell service! 

» » » 

ADAPTABILITY OF NEW BULB 

Several inquiries from the field concerning 
the application and use of the new Fitsall 
Bulb for the Fuller Friction Shower have 
prompted us to write a few lines about it so 
that all may be familiar with its use. 



FITSALL BULB FOR SHOWER 


It is of first importance to note that the 
Fitsall Bulb actually lives up to its name by 
fitting almost all faucets generally found in 
household plumbing equipments. This is 
made possible by its having three separate 
and distinct receiving stations. The first 
station is marked “A” in the illustration; the 
second is marked “B,” and the third “C.” 

Occasional complaints that the bulb does 
not fit a certain faucet have been investigated 
and the trouble overcome by merely pulling 
the bulb up on the faucet to the last notch 
marked “C” in the drawing. Care should be 
taken not to overlook the features of this 
bulb. If a fit is not possible in the first sta¬ 
tion, pull the bulb to the second, and if the 
second will not hold, pull it up into the third 
station. In this manner a secure connection 
can be made. 
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IMPORTANCE OF THE RIGHT 
ATTITUDE 


By J. T. Young, Baltimore Manager 

It is interesting to me to note the different 
attitudes of different men towards the partic¬ 
ular work that they are performing. This is 
something that I have noticed with pleasure 
all through life and it is brought to my at¬ 
tention every day more and more with the 
Fuller Brush Company. 

I wonder often times just how much en¬ 
thusiasm the average man selling Fuller 
Brushes puts behind his efforts. I know lots 
of men work awfully hard to reach their goal, 
they work under a strain and they imagine 
they are enthused and appreciate the value 
of the products they are putting before the 
public, but that same man, very often, hasn't 
got the enthusiasm, that whole-hearted en¬ 
thusiasm, that really comes with liking your 
work. 

Interest in Your Work 

It applies in everything, but it applies a 
great deal more in selling, that a man must 
be interested in what he is doing to be suc¬ 
cessful in it. He must get away from work¬ 
ing under a strain, he must have a natural 
enthusiasm that will open the eyes of the 
person he is talking to and I want to tell you, 
when you approach that prospective cus¬ 
tomer with your own enthusiasm at the high¬ 
est pitch, you fairly radiate it to the other 
person. 

Absolute Confidence 

Next in line is confidence. You must have 
confidence in yourself, you must have confi¬ 
dence in your work, your product and your 
company. It has been my experience to see 
many a man fall by the wayside, both with 
Fuller Brushes and with other lines of work, 
simply because he lacked that confidence. 

Confidence is the greatest “business bring- 
er” the world knows. When you approach 
that door and ring the bell or rap, as the case 
might be, if you feel down in your bones that 
that woman isn't coming to the door or that 
she isn’t going to let you in or that she isn't 
going to buy after you have given her a free 
brush, well then, you are going to get just 
what you are looking for. But, on the other 
hand, when you approach that door and push 
the bell or rap and feel just as sure as any¬ 
thing could be that you are going to be re¬ 
ceived with pleasure and that that woman 
behind that door needs those brushes, I want 


you to know that you are going to convey 
that thought to her by your very actions and 
expression. 

The thought I want to drive home is this: 
Your confidence in your work in general, 
means your success or your downfall. Isn’t 
it worth a trial when it has been proven by 
the experience of thousands of others that 
confidence and enthusiasm are your greatest 
assets in your work? 

Just remember this: You are going to get 
what you are looking for. Now tomorrow 
morning, what are you going to look for? 
Let every day be a lesson and be sure you 
learn that lesson well and above all, apply 
your knowledge. 

You are going to get what you are looking 
for. 

K m ffi 
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HERE WHERE THE NAME FULLER’S 
HEARD 


Here where the handclasp’s a little stronger, 
Here where the smile dwells a little longer, 

Here’s where the name Fuller’s heard; 
Here where the sun is a little brighter, 
Where the snows that fall are a trifle whiter, 
Where the bonds of home are a wee bit 
tighter, 

Here’s where the name Fuller’s heard. 

Here where the skies are a trifle bluer, 

Here where friendship’s a little truer, 

Here’s where the name Fuller’s heard; 
Here where a fresher breeze is blowing, 
Where there’s laughter in every streamlet 
flowing, 

Where’s there’s more of reaping and less of 
sowing— 

Here’s where the name Fuller’s heard. 

Here where there is less of faking, 

Where fewer hearts with despair are ach¬ 
ing— 

Here’s where the name Fuller’s heard. 
Where there’s more of singing and less of 
sighing, 

Where there’s more of giving and less of 
buying, 

And a man makes friends without half try¬ 
ing, 

That’s where the name Fuller’s heard. 

—By W. F. Honer, with Apologies to Arthur Chapman 
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Advertising Strategy 

What the Selection of Proper Magazines Means to Each Fuller Man 


By Everett R. Smith, Advertising Manager 


We are all familiar with the story of “Old 
Dog Trey” who was finally kicked out be¬ 
cause he got into bad company. Put in an¬ 
other way, it is the old saying that “a man is 
known by the company he keeps.” 

The men in the Fuller organization are so 
thoroughly sold on the magazines which are 
being used for Fuller advertising that it is 
hardly necessary to discuss the matter. How¬ 
ever, occasionally, I am asked this question, 
as to why w r e use the “Ladies’ Home Journal,” 
“Saturday Evening Post” and “Good House¬ 
keeping” to the exclusion of other publica¬ 
tions. 

Part of my answer would be that same 
statement that “a man is known by the com¬ 
pany he keeps.” 

The American public are greater magazine 
readers than the people of any other country 
on the globe. Because the American public 
likes magazines, more magazines are pub¬ 
lished in the United States than anywhere 
else. The circulations, also, are larger than 
in any other country. 

As in any other business, so in the maga¬ 
zine publishing business, one or two or three 
firms have reached outstanding positions. Let 
us put it in another way: the product of one 
or two or three firms has become the most 
popular of all. 

Magazines Are Merchandise 

The magazine reading public buy the goods 
of these few publishers because they know 
that the product is satisfactory and it has 
their confidence. In a way, the sale and pur¬ 
chase of magazines is a good deal like that 
of any other kind of merchandise. 

So, there are a few magazines which have 
grown to the largest size and which have the 
confidence of the public in a higher degree 
than any others. 

The confidence which the reading public 
have in these few magazines flows over into 
the advertising columns of the same maga¬ 
zines. So it is decidedly to the advantage of 
every advertiser to use space in these leading 
magazines first of all. If he can use other 
magazines, also, it is well; but first of all, 
he must use space in these leading maga¬ 
zines, if he can afford it. 


Providing his product is right and his mer¬ 
chandising right, his success is assured, if he 
uses space in these magazines in the right 
way. 

The question then comes as to what is the 
right way. The right way is to use the larg¬ 
est possible space that he can buy. Uncon¬ 
sciously, the public think of an advertiser in 
the terms of his advertisement. In other 
words, our actual factory and offices are 
known to very few people. Yet, if they see 
a great advertisement in large size of the 
Fuller Brush Company, they immediately 
think of the Fuller Brush Company as a 
great, strong concern. 

In the case of our own product we know 
that buying and manufacturing in large 
quantities enables us to buy raw materials 
more cheaply and to manufacture more 
cheaply. 

More For Our Money 

The same thing of course, applies to a 
magazine. By using these magazines which 
are the largest magazines, we are able to buy 
readers and reader interest at a low cost. By 
advertising in the “Saturday Evening Post,” 
“Ladies’ Home Journal” and in its own field, 
“Good Housekeeping,” we are able to buy a 
greater amount of reader confidence per dol¬ 
lar than in any other magazines. 

Reader confidence is the article which we 
are buying—not only for our product Fuller 
Brushes, but for the Fuller Man. By using 
these leading magazines we are able to buy 
more of it and to use it more effectively than 
in any other way. Therefore, every man in 
the organization profits to a larger degree by 
the use of these leading magazines than he 
would from the same amount of money spent 
in a larger number of magazines. 

This same discussion applies to other me¬ 
diums of advertising. It is necessary for us 
to teach and instruct the public in the value 
of Fuller Brushes and in the service rendered 
by the Fuller Man. We can do this work in 
these great national mediums and have a 
remarkable degree of receptiveness on the 
part of the reader. Again w f e can say that 
the confidence which they have in the maga¬ 
zine extends over into the story of the Fuller 
Brush Company. 
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issue of Maclean''s Magazine (Canada.) 







After establishing this effect, we can use 
the next great medium, newspapers, in the 
same way. 

All advertising media have value but when 
you get beyond magazines and newspapers 
you can only remind people. Where an arti¬ 
cle is sold in stores, such a reminder is of 
considerable value. 

With our method of selling, reminder ad¬ 
vertising has at the present time little or no 
value. It is certainly far from having the 
same value per dollar as advertising in the 
great magazines and newspapers where we 
can tell our complete story and be sure of its 
being accepted. 

Success Points the Way 

These are the reasons why we are using 
only a few magazines as the basis of our 
advertising campaign. This is not theory but 
practice. The experience of successful ad¬ 
vertisers has indicated the wisdom of this 
course. 

We all know that the success of the Fuller 
Brush Company has definitely justified it. 
Every man in the organization knows the 
tremendous value which Fuller Advertising 
in these magazines has been to him and will 
continue to be in increasing degree as time 
goes on. He knows the results which come 
from their more than 5,000,000 circulation 
each issue. 

Every Fuller Man can therefore believe sin¬ 
cerely that every dollar spent in Fuller adver¬ 
tising is wisely spent and in the way which 
will help him to be most successful. 

Remember that the Fuller Brush Company 
is spending in advertising this year for each 
man in the organization—for you—$100. By 
using this advertising in the great magazines 
and newspapers you can cash in on that 
investment. 

m m ro 

TRY IT AT YOUR OWN RISK 


It is interesting to note the methods used 
for cleaning the teeth in other countries be¬ 
sides our own. We have particularly in mind 
the natives of British East Africa. There 
one frequently sees the native busily work¬ 
ing at his teeth with a stick. This stick is 
about four inches long and the native uses 
it so diligently that after a while, one end 
flattens out in the form of a brush. A cer¬ 
tain type wood is used for this purpose and 
it has the quality of not only cleaning the 
teeth well, but whitening them also. 


WET MOP ADVERTISED 


New Color Ad for “Journal” and “Good 
Housekeeping” Has Many Selling 
Points 


The Fuller color advertisement bound in 
this issue of the “Bristler” will appear in the 
June issue of the “Ladies' Home Journal” 
and “Good Housekeeping Magazine” and the 
August 15th issue of “MacLean’s Magazine” 
(Canada). In looking it over, we cannot help 
being impressed by its striking clearness and 
the message of cleanliness it suggests. There 
are but a few women that could resist the 
temptation of grasping that staunch, 
straight-grained handle and moving this 
clean, absorbent mass of strands over the 
sparkling linoleum. 

Fuller color advertisements make a won¬ 
derful impression on the housewives of this 
country and Canada. They are read by mil¬ 
lions. In demonstrations, use your new port¬ 
folio, for it is just this that refreshes the 
memory of the prospective customer and 
links your message with the advertising 
appeal she has so frequently seen. 

This advertisement will help you to make 
more sales of the Wet Mop. 

m m m 
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THANK YOU! 


Moline, Ill., 

March 27, 1922. 

Fuller Brush Company, 

Hartford, Conn. 

Am taking this opportunity to write you 
and express my sincere admiration for the 
Fuller line of brushes. About a year ago one 
of your representatives called on my wife and 
sold her a mop and several brushes. Imme¬ 
diately after using them she commenced to 
recommend them to her friends and I believe 
your agent has sold several more as a result. 
The mop wire broke and upon advising your 
agent the trouble was adjusted in a few days. 

In these hard time days it is a proposition 
to meet a firm who is ready to adjust any 
trouble promptly and I could not help but 
write and commend you for the quality first 
of your goods and secondly, the prompt and 
courteous adjustment of trouble. 

Sincerely a booster friend, 

R. E. Schrempf, 

Moline, Ill. 

Cashier C. B. Q. Ry. Co. 
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Brush Costs Two Cents a Year 


Interesting Yarn of Old Fuller Relic that Just Hit the Rubbish Pile 


By W. Honer, Advertising Department 


Have we ever given much thought to the 
average life of articles about the home ? Gen¬ 
erally speaking, one expects a stove to last 
almost a life time and a piano also manages 
to stay with us for a good many years. But 
how about furniture? Not many years pass 
before it is “out of style,” and carried up into 
the attic to be replaced by something new. 
And rugs, unless they are exceptionally high 
priced, show wear badly after five years of 
constant use. Pots and pans—cooking uten¬ 
sils—get burned and damaged before a great 
while and a set of glassware or china is con¬ 
spicuous by the absence of many of its pieces 
after a lapse of a few years—that is, if they 
have been used for anything except display. 

A Faithful Servant 

To figure the average life and daily cost 
of the above articles to the purchaser would 
be somewhat of a task, but we have done it 
in the case of a brush owned by Mrs. Curtiss 
F. Smith of Detroit, a Fuller Brush enthusi¬ 
ast, who has just written us a very interest¬ 
ing letter about a Fuller Bowl Brush that she 
bought in Hartford back in 1907—fifteen 
years ago—and has used it constantly over 
that lengthy period, just recently discarding 
it. Not because the bristles were worn out 
but because they had become misshaped. 

As far as it is possible to trace back in the 
records at this office, the Bowl Brush cost 
Mrs. Smith between twenty-five and thirty 
cents. That would make its cost somewhere 
in the neighborhood of five one hundred 
thousandths of a cent a day or about two 
cents a year. For the constant use the old 
Fuller Bowl Brush received, we have to 
readily admit that it performed its labor at 
a phenomenally low price. 

We are quoting a part of Mrs. Smith’s very 
interesting letter about Fuller Brushes. 

She writes, “Fifteen years ago in Hartford, 
Conn., I bought one of your Toilet Brushes 
which I have just discarded. The bristles 
are not worn out yet but have become mis¬ 
shaped by constantly using, so of course will 
not do the work properly any more.” 

We think a great deal of the record of that 
old Bowl Brush and only wish that we could 
have had it photographed before it was con¬ 
signed to the rubbish can. Not alone because 


it has lasted over such a lengthy period, but 
also because it was of such exceptionally good 
quality. It performed its work in a manner 
that perfectly satisfied its owner and enabled 
her to keep it for so long a time. Fifteen 
years is a long time for a brush to last when 
it is used constantly, but we can rest assured 
that it was only the splendid quality of that 
brush that enabled it to make such a record 
performance. Quality is a word that has al¬ 
ways been linked with the name Fuller 
Brushes and this word is the foundation upon 
which rests the whole structure of our won¬ 
derful organization. 

Requiescat! 

We might suggest the epitaph below for 
stone over the old brush’s grave: 

“Here lies a brush that labored long, 

Worked fifteen years for a mere, mere song. 
May it rest in peace—an example high. 

For other brushes to model by.” 

This story just more firmly strengthens 
the thought of Fuller Quality in our minds— 
and with quality, that of Service and Depend¬ 
ability. We are all vitally interested in know¬ 
ing the exceptional records made by some of 
our products in forging ahead and carrying 
the Fuller Banner of Clean Reputation to the 
foreground. Just think over the story of the 
old Bowl Brush—remember its important 
points—tell your prospective customers 
about them. They will make a deep impres¬ 
sion, for next to knowing how good our ar¬ 
ticle will do a certain task, the American 
housewife wants to know how long it will 
do it—satisfactorily. 

m m m 
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TOO BUSY TO READ 

“An hour with a book would have brought 
to his mind 

The secret that took him a whole year to find. 
The facts that he learned at enormous ex¬ 
pense 

Were all on a library shelf to commence. 
Alas! for our hero, too busy to read, 

He was also too busy, it proved, to succeed.” 

—Exchange 
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Our Service Analyzed 


Harvey R. King, Department of Accounts 


We have recently heard much of service, 
especially Fuller service, because we are Ful¬ 
ler folks. A word which in past years has 
meant comparatively little to the commercial 
world is beginning to impress us with its full 
significance. The word “Service” applied to 
our organization as a whole describes what 
we endeavor to give our customers, aside 
from a high quality of merchandise for value 
received. But let us sub-divide this service 
into three major divisions, without one of 
which our service to the customer must be 
seriously impaired. 

First and most apparent is the service our 
representative in the field renders the cus¬ 
tomers. It is this form of service that the 
world outside of our organization must be 
made to see, feel and appreciate. 

In supporting and assisting our represent¬ 
atives to accomplish their high ideal of ser¬ 
vice to the consumer we have worked hard 
and spent much in building and perfecting 
adequate distribution facilities. This, then, 
is the second major sub-division of service, 
without which the first cannot become an ac¬ 
complished fact. 

The third service,—and the root of all our 
service as an organization—is the one phase 
of this subject which is apt to be lost sight 
of by the very ones who are most intimately 
concerned with it. It is the service each in¬ 
dividual, factory and general office worker, 
is privileged and expected to give in support 
of the two more outstanding aspects of ser¬ 
vice. 

Real Results From Co-operation 

If each man or woman in our factory and 
office could but follow thru and see the final 
result of all the good work he or she could 
accomplish in a given space of time and com¬ 
pare its benefits with the detrimental result 
of inefficient effort and poorly done work, it 
would undoubtedly start a new chain of 
thought and action in the right direction. 
The representative’s service to the customer 
and the distribution service to the represent¬ 
ative are dependent upon the service each re¬ 
ceives from the factory and office forces; 
consequently, it behooves each one of us en¬ 
gaged in this latter form of service to do his 
or her utmost to further the high standard 
of service our company must attain. This is 
not to say we have not already reached an en¬ 


viable goal, but that we must continually 
strive for a higher mark. 

We have endeavored to outline the three 
essential branches of our service, each re¬ 
ceiving in direct proportion as is given, but 
bear in mind at this point the correct and in¬ 
fallible sequence—service first and reward 
second. 

Finally, the factory and general office serve 
both the distribution and the representative. 
The distribution directly serves the repre¬ 
sentative, and the representative serves the 
customer. All for the sake of service. 

H m m 
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IT’S SERVICE THAT COUNTS 


It isn’t the cut of the clothes that you wear, 
Nor the stuff out of which they are made, 
Though chosen with taste and fastidious care, 
And it isn’t the price that you paid; 

It isn’t the size of your pile in the bank, 

Nor the number of acres you own, 

It isn’t a question of prestige or rank, 

Nor of sinew, and muscle and bone; 

It isn’t the servants that come at your call, 
It isn’t the things you possess, 

Whether many, or little—or nothing at all, 
It’s service that measures success. 

It isn’t a question of name, or of length 
Of an ancestral pedigree, 

Nor a question of mental vigor and strength, 
Nor a question of social degree; 

It isn’t a question of city or town, 

Nor a question of doctrine or creed, 

It isn’t a question of fame or renown, 

Nor a question of valorous deed; 

But he who makes somebody happy each day. 
And he who gives heed to distress, 

Will find satisfaction the richest of pay, 

For it’s service that measures success! 

—From Boys’ Life. 

m m m 

In March 1,746,040 brush items were 
shipped by the Fuller Brush Company, 
which is a 65% increase over the 
number shipped a year a&o. 
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Foreman of Our Printing 
Department 

Our Enlarged Plant in Capable Hands 

Mr. Christopher Matchett could probably 
tell us a great deal about the romance of the 
printing business as well as about the me¬ 
chanical details, for he has had a wide and 
varied experience here and abroad, on land 
and at sea. 



Christopher Matchett 


He was born in Glasgow, Scotland, and at 
the age of 15 began his apprenticeship in a 
country newspaper and job printing office, 
where he learned the fundamentals of his 
trade. After some experience in large print¬ 
ing plants in Scotland he was employed as a 
printer on ocean liners, handling various odd 
printing jobs required at sea. 

In 1914, Mr. Matchett came to New York 
and worked in a number of commercial 
houses in that city and New Jersey, eventu¬ 
ally coming to Hartford where he was em¬ 
ployed in most of the leading printing houses. 
He was very successful in his work here and 
in 1918 entered into partnership and conduct¬ 
ed his own business, operating a good sized 
job printing plant for two years. 

About this time, the Fuller Brush Com¬ 
pany installed its first small printing equip¬ 
ment, consisting of a single case of type and 
one job press. Mr. Matchett was prevailed 
upon to take charge of it and under his super¬ 
vision it has grown steadily to meet our con¬ 
stantly increasing needs. 


Today Mr. Matchett is foreman of a plant 
employing twenty-four hands in the different 
divisions of composing, cylinder press divi¬ 
sion, job press division and bindery. His all- 
around experience and thorough familiarity 
with composing, layout and press work makes 
him a very valuable man—the right man in 
the right job—and as the department con¬ 
tinues to grow, we shall find Mr. Matchett 
quite equal to the added responsibilities. 

[0 ID ED 
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THE MEASURE OF SUCCESS 


By H. C. Burrows, Kingston, Ont . 


A man’s success is measured by the amount 
of hardships he overcomes; like the steel that 
passes through the fire, he is judged in qual¬ 
ity, or temperament if you like, by the 
amount of fire he passed through. Gold ore 
and any metal that is mined do not attain 
their value until they have been smelted. 
They must go through the refining process 
and if you will follow them up until they are 
produced in machinery or jewelry* you will 
find that they are even at that finished stage 
continually being polished by the owners. 
Thus, it follows that the human clay must 
be smelted by the fire of experience and even 
after considerable smelting, must be continu¬ 
ally polished by study. The axe or knife must 
be continually ground, even though it is made 
of tempered steel, to give the best results. 

If you have gone through a period of suc¬ 
cess and at the present time are having a 
period of depression, not getting such results 
as you know you are capable of getting, it is 
not because you are in poor territory or that 
you are incapable of getting results. What 
you have done once you can do again. The 
trouble is like the axe, you are getting dull, 
you need polishing up on the grindstone of 
study. 

A person must keep moving. The smallest 
piece of metal has millions of atoms moving 
around its axis. The world rushes through 
space at a tremendous rate, and activity in 
general seems to be the prime fundamental 
in the attainment of any goal. This does not 
mean that a man must work 24 hours a 
day, rather it means that he must regulate his 
activity. He should devote his number of 
hours to work, study and recreation; eight 
hours is plenty for sleep. Once a person per¬ 
ceives the dynamic forces which he is capable 
of producing and learns how to regulate the 
throttle on these, he has reached the simple 
though elusive goal of success. 
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COMMENTS OF 
TOKORMOf^X 
SHAN 



Hon. Editor Fuller Bristler. 

I unnerstan that Hon. Har Ding have 
cause grate disappoint in Europe because he 
have refuse to send dellergate to Genoa to 
take part in what are call Economic con- 
frence. “What are main objeck of this here 
internashnal gatherin?” I ask smart frend 
what knows evverthing mainly, and he say 
to me: 

“Tokorimo, as you possess only avrage 
mentality, and perfessers tell us that the av- 
verage nowdays could be classed as more ons, 
I will have to redoose explanashun to sim¬ 
plest terms. Object of Genoa confrence have 
same objeck as other sellerbrated party who 
hail from same place, which is the discovery 
of Amerrica Confrence will go on just same 
but it will be like the play of Omelet with the 
chief egg left out. Skeem was to pool issues 
on the money queschion. Evverboddy to con- 
tribbut to the main pot. Lennon would bring 
his rubles, Germany her marks Italy her 
lires, France her Francs and so on, and gen- 
ners America bring her dollars. It was fig- 
gered by gettin enuff Amerrican dollars into 
the genneral fund that currency would be 
stable ized and grate prosperrity would rain 
in Europe. There ain’t any shortage of 
money in Europe—evverbody has bales and 
bales of it. The only trouble is that it won’t 
buy nothin. If Amerrica could be convince 
that all this is real money Europe’s financial 
trubble would be at an end and they could 
keep on indefnitely or longer a printin bank 
notes and gettin our machinery, cotton, food 
and evverthing. But when time come that 
we should buy their producks and we offer 
them the same money back they would say 
“How foolish in the extreme. Ain’t we alreddy 
got unlimited supply of such. If it is all 
same to you we’ll take our pay in real gold, 
U. S. treasury notes or Liberty Bonds.’ 
Genoa confrence puts me in mind of some 
fellers what had a lot of counterfitt money 
on hand so seven of em got up a poker game 
to which they invite rich banker to come and 
set in, the objeck being when banker win he 


get only imitashun money, but when he lose 
and buy new stack of checks his money are 
sent by a quick messenger to safe deposit. 
Genoa poker game will go on with loud noise, 
but rich banker have been detained home by 
pleadin of scared wife.” 

“But,” I agitate completely, “Hon. Lord 
Gorge of england, he are to be present, and 
are it not a fack that at present time english 
money are almost at par?” 

“Yes,” say frend with amusing original¬ 
ity, “It are true that Lord Gorge will be on 
the job, but he won’t take any counterfitt 
money. He are libel to come back to London 
with a first mortgidge on half of Europe. In 
diplomercy marked cards are lowable, and i 
bet Lord Gorge has a deck in each pocket.” 

Our Newest Industry 

I have note without much amazement of 
the consistency of republercan party. It are 
graterfyin to see that they have not abandon 
noble princerples what they have follered for 
menny years. Party were brought to prom- 
minence by advercatin the perfection of 
American industries and again it are proved 
that Hon. Members have not fergot the teech- 
ins of Blaine, Mack Kinley and Roservelt. 
Horble demercrats would alters leave us at 
the mercy of popperized Europe, but them 
republercans can be depended on in any crisis 
to defend with their lives the princerple of 
perfection to natif resdents of union states. 

“What are commandin industry of Ameri¬ 
can contynent today,” shout impashuned 
orator on floor of House. 

“Bootleggin,” come chorus of constichyants 
planted in gallery. 

“Right,” say Hon. Congersman with fever. 
“One of our commonest and most profertable 
ockerpations to-day I am inform are rapidly 
passin into the hands of unpricipled forri- 
ners. Wayne B. tells me that ninety per cent 
of illegal traffic in intoxycatin lickers are now 
control by men who are not citzens. Shall 
this here intollerble condishuna be permitted 
to remain ? Shall we be derrelict in our duty 
and false to the memories of the noble foun¬ 
ders of our party? I say ‘No, Never!’ I 
wish to interduce a bill which will give ampul 
perfection to our citizens. I want incor- 
perated into the statchoots a law which will 
allow our courts to de port any alien found 
makin, sellin or transportin intoxycatin 
licker.” 

Bill was passed with loud clamor of apper- 
bashun, the Aunty Saloon League and native 
born bootleggers leadin in the cheerin. I ask 
wise frend what he think of ackshun and he 

says: 
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PALM FIBER FOR BRUSHES 


“Oh, assininnity, thy name is Congers. 
With financial, agricultural, industrial and 
transportation problems needin immediate 
attenshun, this house of misrepresentatives 
lets its time be taken up with fool legislation 
that ain’t either effective or nessary. Under 
present laws if ailien are convicted of delib- 
rately and continnaly breakin our regerla- 
tions, he can be deported without any special 
law declarin any special crime to deserve this 
penalty. But under such a law that make 
deportation imperative for this particular 
offense, what will be effeck? We have got in 
this country hunderds of thousands of ailiens 
anxious to go back to their natif land when 
they get enough money to support them for 
life. This will make it easy. When they go 
now they have to pay all expenses and in ad- 
dishun show receipt for in come tax. With 
this dam fool law in effeck all a alien with a 
large family will have to do when he gets 
ready to go will be to make up a batch of 
home brew, open a winder and holler to a po¬ 
liceman and ask him if he don’t want to buy 
a bottle of beer. Hon. cop will invest a quar¬ 
ter, wipe off his mustash and hale the feller 
into court. Indignant judge will give order 
to deport Horble alien, and Union States will 
furnish him transpertashion back to his na¬ 
tif land.’’ 

National Pugilists 

Other day in House one Hon. member got 
up and said his colleegs was a lot of petty 
grafters and was called a liar by a nother 
member from a safe distance. Grate distur¬ 
bance result and it look like a fist fight. 
Speeker ask member to retrack or amend his 
remarks and Hon. member refuse. After 
sevveral ink wells have been throan and 
offendin member have been choke by sergent 
at arms he holler nuff and say he will poler- 
gize. He get up and dust off his clothes and 
say, “I have said that you are a lot of petty 
grafters. I wish now to amend that remark 
and will ask the stenografter to strick out the 
word ‘petty’.” 

And ewerboddy shook his hand and was 
satisfide with polergy. 

Well i suppose most ewerboddy is some 
sort of grafter. 

Hopin you are the same 

TOKORIMO SHAN. 

P. S. I see how Hon. Willum Jenny Brine 
are indignant that any one should say he de¬ 
scended from a monkey. I ast republercan 
frend what he thought bout it and he said 
sharpishly, “What I want to know is what 
the monkey thinks bout it.” 


From Star, Washington, D. C. 


Quite a fair trade has developed in what 
is known as “palm fiber” in Hongkong with 
the United States for the manufacture of 
brushes. The material is the center of the 
leaf stem of the small palm (livistona chinen- 
sis), which grows wild over much of the 
South China hill country and which is gener¬ 
ally cultivated in some districts for its leaves 
—the common palm leaf fan of commerce. 

The fiber is obtained simply by soaking the 
stem and stripping off the outside portion. 
The fiber in the stem is then cut into con¬ 
venient lengths and shipped in bundles of 
about two hundred pounds each. 

□3 EXJ ffl 
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LITTLE THINGS 

Oh, it’s just the little homely things, the 
unobstrusive, friendly things, the ’’Won’t- 
you-let-me-help-you” things, that make our 
pathway light. And it’s just the jolly jok¬ 
ing things, the “Never-mind-the-trouble” 
things; the “Laugh-with-me-it’s-funny” 
things that make the world seem bright. For 
all the countless famous things, the wondrous 
record-breaking things, those never-can-be- 
equalled things, that all the papers cite are 
not like little human things, the every-day- 
encountered things, the “Just-because-I-like- 
you,” things that make us happy, quite! So 
here’s to all the little things, the done-and- 
then-forgotten things, those “Oh-it’s-simply- 
nothing” things, that make life worth the 
fight. 

—Grace Haines , in <( The Vaudeville News” 

Eg ra m 
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“NOT ANY TODAY” 


From K . C. District Fuller gram 

“But I'll not take any today,” quoth she 
“Tho’ your brushes are nice as nice can be. 

Maybe next time when you come again 
I will be able to take some then. 

“But I'll not take any to-day,” quoth she 
“Times are now very pressing with me, 

I’d love to have them, indeed I would, 

They are lovely brushes and very good.” 

“But I'll not take any today,” quoth she 
And on and on she ran. 

“But this is the kind of stuff,” said he 
“That makes a salesman out of a man.” 
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MR. GEORGE G. BENNETT JOINS THE 
FULLER FAMILY 

By H. A. Allen, General Manager 
Courtesy of "The News ” 

We are glad to announce Mr. George G. 
Bennett as an important new member of the 
“Fuller Family.” 

In anticipating the growth of our company 
it has been deemed necessary to divide the 
work of the Production Department. Mr. 
Bennett is to be Director of Manufacturing 
and Mr. Rudolph, Director of Production 
Records. 



George G. Bennett 


We are confident Mr. Bennett will be well 
liked and respected as he is a man of high 
character and has an engaging personality. 
He has had wide experience in industrial 
engineering and manufacturing. 

Mr. Bennett is a graduate of Worcester 
Polytechnic Institute as a mechanical engi¬ 
neer. He was with the Sullivan Machinery 
Company of Claremont, New Hampshire, for 
five years, with the American Thread Com¬ 
pany at Holyoke, Massachusetts, for three 
years, in the capacity of mechanical engineer, 
and for the past eleven years has had charge 
of manufacturing at one of the largest mills 
of the Ludlow Manufacturing Associates at 
Ludlow, Massachusetts. He has had over 
one thousand operatives working for him, 
and has resigned this position to come with 
us. 

Let us all welcome Mr. Bennett by giving 
him our support and co-operation. 


The Raise in Salary 


Of course you are worth more salary than 
you are getting. Few salesmen are genuinely 
mistaken in making a fair estimate of them¬ 
selves. 

The man who is satisfied with his income 
does not get anywhere. Satisfaction is the 
death knell to ambition. 

But being dissatisfied to the extent of 
being disgruntled does not lead one out of the 
marsh. 

As a business principle, every man is worth 
actually just what he can make his business 
net to his firm. Some salesmen may under¬ 
estimate their worth, but the average man 
gets fairly close to what he merits. If he 
wants more he must merit more. 

The past year has been one that has made 
salesmen out of some who may have been 
close to the classification of mere “order 
takers.” 

Having stepped into the ranks of high class 
salesmen such men will be worth more. 

It is now up to them to demonstrate their 
increasing efficiency. 

It is the man who is never disheartened 
who comes out on the top. No matter what 
discouragements—and all of us have them— 
smile and work the harder. It is the fellow 
who hustles and smiles who gets the salary 
increase. 

Every man of us knows himself as no one 
else can ever know him. We know our weak 
spots. It is up to us to do first the very thing 
we most dislike to do. By and by our weak 
spots become our greatest source of strength. 
By yielding to a weakness we make ourselves 
weaker; by resisting it with force of will, we 
make it our stepping stone for things higher 
—with a salary increase attached. 

—Selected 
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TELLING TIME 


The time of day I do not tell. 

As some do, by the clock; 

Or by the distant chiming bell 
Set on some steeple rock; 

But by the progress that I see, 

In what I have to do; 

It’s either Done o’clock to me, 

Or only Half-past Through. 

—John Kendrick Bangs . 
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Summary of actual sales for March for the 
branches shows Los Angeles in the lead with 
Denver and Pittsburgh fighting hard for sec¬ 
ond, Chicago S. S. and Ottawa fighting for 
fourth, Portland, Oregon, and Milwaukee 
struggling for ’ sixth. Kansas City, Akron 
and Des Moines were in the $11,000 class and 
St. Joseph, Oakland, Chicago N. S. and 
Poughkeepsie established themselves in the 
$10,000 class. 

« « « 

Southern and Canada are both doing splen¬ 
did work, Southern leading with sales of over 
$29,000 and Canada second with sales of 
about $28,000. 

» » » 

During the week ending March 24 the Wil¬ 
mington branch office celebrated Clean-up 
Week showing splendid results. This branch 
is composed of three sub-branches and their 
sales were over $2,300, averaging $113.26 per 
week per man, 41 hours per man with aver¬ 
age sales per hour of $3.53. 

« « o 

The East Toronto Branch reports a new 
leader in A. O. Mollenhauer, 45 hours and 
sales of $252.15. 

« « « 

Jacksonville led the Savannah District and 
Southern Division in actual sales of $7,580.60 
for March—and this in spite of the fact that 
the office was divided in halves last January, 
has only eighteen blocks and is under new 
management. Incidentally Mr. H. G. McNair 
is one of the youngest branch managers with 
the company today, being only twenty years 
old. 

ft o ft 

Des Moines recently broke its high record 
with sales of $13,535. Fine work! 


Central Division has held first place five 
times in succession, the last time with sales 
of over $60,000. This is fine work and every 
man in Central has our heartiest congratula¬ 
tions. The new order seems to be: Central 
first, Eastern second and Atlantic third. How 
about it, Atlantic? 

« « » 

High record for April 13th, according to 
the National Weekly Report, was E. E. Allen 
of Los Angeles, whose sales were above the 
$300 mark. 

ft ft ft 

Mr. Fred Brannock of the Digger Branch 
was Leader of Leaders for the Philadelphia 
District, selling $303. Four of the men were 
over the $200 mark and eight over the $100 
mark. This is exceptionally good work and 
we hope that Wilmington will continue to 
lead the district. 

ft ft ft 

In the “Big Ten” for the week ending 
April 13, Central claims five branches, West¬ 
ern two, Eastern two and Canada one. Again 
we say: How about it, Atlantic ? 

o o o 

Detroit W. S. beat their opponeht, N. S. 
Detroit, during “Clean ’Em Up Week.” Spe¬ 
cial mention to three $200.00 men that week: 
D. E. Payne, $254.35; L. A. Yoder, $214.45; 
H. A. Scott, $207.45. 

O « « 

The two leaders of leaders for the Des 
Moines District are W. Weber, Omaha, 
$216.10, and C. Wakey, Sioux City, $202.15. 

Detroit West Side has found that demon¬ 
strating various brushes each sales meeting 
night helps to swell the total sales, and Lieut. 
Freisleben says he notices that the fellows 
having the highest average are those who 
always attend the weekly sessions. It’s youl 
loss every time you’re absent. 
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“LAFFOGRAFFS” 


A PERSONAL INQUIRY 

(Forbes Magazine) 

A negro boy walked into a drug store and 
asked permission to use the telephone; then 
he called up Mr. Jones and the following con¬ 
versation took place: 

“Is this you, Mistah Jones?” 

“Yes.” 

“Well, Mistah Jones, I saw yo’ ad in de 
paper the other day and yo’ wanted a boy. 
Did you get one?” 

“Yes.” 

“Is he giving perfect satisfaction?” 

“Yes, he’s giving perfect satisfaction.” 

“Well, Mistah Jones, providen this boy 
don’t give perfect satisfaction, you call me 
at 504.” 

The boy turned and started out and the 
druggist, who had overheard, remarked: 
“You didn’t do any good, did you?” 

“Yes, sah,” came the reply. “I’s de boy 
what’s working down there. I’s jest checking 
up to see how I stand.” 

« O « 

She—“What are you thinking of?” 

He—“The same thing you are.” 

She—“If you do I’ll scream.” 

—Tufts Weekly 

0 0 0 
The Boss. 

Canvasser—“Is your husband at home?” 

Mrs. Pert—“Yes. What do you want with 
him?” 

Canvasser—“Pm revising the voting list 
and I want to know what party he belongs 
to.” 

Mrs. Pert—“Indeed! Well, I’m the party 
he belongs to.” 

—Selected 

0 0 0 
Got Even. 

The other day a little fellow walked into a 
meat shop and asked the butcher for a 
sheep’s head. 

“Sorry my boy,” said the man. “but the 
only head I have in the shop just now is this 
one of mine.” 

“No, that won’t do,” replied the boy, decid¬ 
edly ; “I want one with brains in it.” 

—Selected 

9 9 9 

An Indifferent Conductor 

Lady: Which end shall I get off at? 

Conductor: It’s all the same to me, lady; 
both ends stop. — Yale Record 


HAS TOOTH BRUSH READY FOR 
SOJOURN IN JAIL 

A judge in a mid-western city tells an 
amusing story about a young colored man 
who was arrested for disturbing the peace. 
The following morning, the defendant came 
into the court room with a tooth brush pro¬ 
truding from his breast pocket. 

“Why the toilet accessory?” inquired his 
honor. 

“Wha’ de last time Ah was here,” Sam ex¬ 
plained, “youse told me if Ah came back to 
bring ma’h tou’ff brush with me, and here 
Ah am. I’se guess Ah’m goin’ away.” 

Sam guessed right. He got sixty days. 

ft o « 

FROM VAUDEVILLE 

(By Joe Brennan) 

I would have gotten here sooner only I 
stopped off in a department store. A man 
came up and said, “I want to get a brush for 
a lady with long bristles.” I said, “Excuse 
me, sir, but where does this lady live!” He 
said, “What do you want to know for?” I 
said, “I’ve seen ladies, but never with long 
bristles, and I’m curious to know what one 
looks like.” 

—Contributed by J. A. Richardson 

0 0 0 

HINTS TO HOUSEWIVES 

A worn-out Ford body, bent to a new shape 
and covered with cretonne makes a cute um¬ 
brella stand for the hall. 

—The Tufts Weekly 

0 0 0 

The smell of cooking onions can easily be 
done away with by dropping a small piece of 
rubber on a hot stove lid. 

—The Tufts Weekly 

0 0 0 

To Make the Last, First 

A man advertised for an office boy. The 
next morning there were some fifty boys in 
line. 

He was about to begin examining the ap¬ 
plicants when his stenographer handed him a 
card on which was scribbled: 

“Don’t do anything until you see me. I’m 
the last kid in line, but I’m sure there with 
the goods.” 

— M-H Weekly 
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Bonus Winners for First Quarterly Period 


The first lap is over—how far 
are you toward your goal of a big 
yearly bonus? Remember that you 
must reach the minimum of 
$4,000.00 in sales. Increase your 
quota and reap the reward of your 
regular income, plus the four quar¬ 
terly bonuses, plus the yearly 
bonus. 


$455 Bonus 
$4350-$4750 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 8 , 820.00 
plus your yearly bonus. 

F. E. Du Bois, Cal.$4,642.50 


$340 Bonus 
$3300-$3650 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 6 , 640.00 
plus your yearly bonus. 

L. A. Larson, Ill.$3,301.90 


$300 Bonus 
$3000-$3300 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 6 , 000.00 
plus your yearly bonus. 


W. S. Crown, Ont.$3,010.65 

Howard L. Kendig, Ohio. 3,004.25 

Elsie McLaren, Wash. 3,002.95 


$270 Bonus 
$2700-$3000 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual, earnings will be 
$ 5 , 400.00 
plus your yearly bonus. 


Frederick C. Harper, Ont.$2,732.50 

Geo. M. Irving, Calif. 2,732.55 


A. Gordon McDonald, Ont. 2,721.35 


$240 Bonus 
$2400-$2700 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 

$ 4 , 800.00 

plus your yearly bonus. 


Elbert Cain, Ore.$2,461.15 

Joseph G. Charbonneau, Ont. 2,409.50 

Clare D. Fishburn, Cal. 2,518.25 

Oscar D. Geldart, N. B. 2,449.45 

James M. Kidwell, Ill. 2,425.55 

J. A. Polley, Calif. 2,413.35 

Carper E. Rhodes, Ill. 2,409.15 


$210 Bonus 
$2150-$2400 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 

$ 4 , 280.00 

plus your yearly bonus. 


Chas. H. Combs, Ont.$2,171.80 

Eugene M. Eaton, Colo. 2,261.00 

Joseph S. Hefferman, Ill. 2,155.75 

Chas. F. Joffke, Wise. 2,157.40 

Theodore Franklin Keys, Pa... 2,282.35 

Edward J. Monaham, Jr., Ill. 2,243.85 

Wm. L. Newman, Calif. 2,173.65 

Evald H. Nelson. Mnt. 2,161.20 

John C. Roper, Miss. 2,253.20 

G. E. Robinson, Ont. 2,167.35 


$185 Bonus 
$1900-$2150 Sales 


If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 3 , 780.00 
plus your yearly bonus. 


L. A. Barker, Jr., Pa.$1,950.90 

Chas. T. Bennett, Ind. 1,967.20 

W. Roland Cherry, Ont. 1,914.75 

Andrew P. DeBacker, Kans. 2,024.05 

Floyd V. Emery, Tenn. 1,922.10 

Chas. Friend, Ore. 1,908.70 

Chas. E. Fish, N. Y. 1,908.25 

H. P. Fleming, Ill. 1,905.95 

Lawrence N. Justen, Wise. 1,903.15 

Herman Frederick Jenson, Ill ... 1,930.80 

Walter R. Kingsland, Que. 1,900.05 

Geo. A. Langlois, Que. 2,034.20 

Wm. P. Martin, Pa. 2,065.35 

Henderson Me Janet, Ont. 1,949.80 

D. P. Mason, Pa. 1,904.40 

Aldice H. Newman, N. Y . 1,904.95 

Chas. C. Odell. No. C. 1,955.65 

Henry H. Pihl, Wise. 1,911.00 

Dugald L. Quiner, Iowa ...^ 1,914.05 

H. P. Richter, Pa. 1,900.05 

Wm. S. Sanden. W. Va. 1,928.40 

Lewis L. Sunkel, Ohio. 1,961.15 

Harry O. White, Mich. 1,949.15 

Ellis L. Werft, Pa. 1,954.40 

Bernard Wright, Nebr. 1,978.00 

Walter D. Weber, Nebr. 2,016.55 

Phil. J. Zeh, Jr., Cal. 1,943.05 


$160 Bonus 
$1650-$1900 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 

$ 3 , 280.00 

plus your yearly bonus. 


L. P. Anderson, Cal.$1,656.95 

Earl G. Arnold, Pa. 1,808.05 

Chester A. Albrecht, L. 1. 1,717.75 

W. E. Burley, Mich. 1,663.55 

Chas. W. Black, Pa. 1,723.30 

Clyde E. Books, Pa. 1,660.75 

Wm. G. Bouchard, Cal. 1,657.45 

Harry A. Biddle, Mo. 1,706.25 

Luellen C. Dunn, W. Va. 1,716.85 

Bert T. Dow, Ind. 1,663.95 

Cyrus L. Dillon, Ill. 1,644.80 


























































Wilfred W. Evans, Ont. 1,781.70 

Claude Eming, Mo. 1,707.80 

Jos. N. Freisleben, Mich. 1,783.50 

Allen D. Farrar, Mass. 1,656.50 

William R. Fisher, Mo. 1,656.05 

Wm. H. Gentry, Del. 1,663.80 

Lawrence R. Gruener, Pa. 1,805.05 

Samuel M. Griffin, Conn. 1,723.35 

Allen C. Garcelon, Mo. 1,654.45 

J. W. Haslup, Del. 1,738.60 

Fred C. Hoberg, Mich. 1,651.85 

A. E. Hayes, L. 1. 1,654.80 

Harold R. Hauxhurst, L. 1. 1,603.35 

Harold P. Hale, N. Y. 1.653.50 

H. H. Heatwole, Md. 1,664.80 

Christen S. Isley, N. C. 1,726.35 

Michael Kakas, Ill. 1.658.00 

Charles Lowe, Cal. 1,662.45 

Adonias Loiselle, Conn. 1,714 80 

Walter E. Lavborne, Kans. 1,656.25 

Arch. H. McKallip, Pa. 1,651.45 

Ralph L. Morrill, Mass. 1,660.00 

Joseph A. Malone, Colo. 1,663.00 

Wm. H. McKelvey, Iowa. 1,678.50 

Edw. V. Mattson, Nebr. 1,651.10 

C. Gordon Page, Ont. 1,672.75 

Oliver M. Pleasants, Mo. 1,656.05 

Wm. Raines, Cal. 1,666.40 

Fred G. Roberts, III. 1,653.00 

E. L. Smith, N. Y. 1,652.35 

C. C. Smith, D. C. 1,652.35 

Wm. Self, Mo. 1 736.85 

Harvey A. Spackeen, Ill. 1,675.60 

Joseph F. Sworidge, III. 1,650.00 

Harold M. Tennant, Cal. 1,732.05 

Edw. F. Tuhalski, Mo. 1,606.25 

L. Van Poppering, L. 1. 1,650.55 

Alfred A. Watkins, Ga. 1.686.40 


$140 Bonus 
$1450-1650 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 2 , 880.00 
plus your yearly bonus. 


Al. Amos, Okla. 1,472.65 

W’illiam W. Abbott, Nebr. 1.504.05 

Alexander Carey, Iowa. 1,461.60 

Wm. H. Amhalt, Pa. 1,475.40 

Leon W. Anderson, Texas. 1,476.05 

Harry Brewer, Ill. 1,452.05 

G. C. Belew, Ind. 1,456.15 

John O. Bartlett, Conn. 1,448 45 

Frank Broward, Que. 1,536.60 

Mac. J. Brown, Ont. 1,648.15 

Allen K. Barnes, Del. 1,500 20 

Ira W. Breneman, Pa. 1,451.10 

Boone M. Basham, Ky. 1,541.30 

Albert M. Boyd, Ill. 1,454.10 

01 lie D. Bradford, Ohio. 1,453.40 

Orlando D. Browm, Ohio. 1,465.30 

Alexander Clausen, Jr., Ill. 1,461.50 

Fred D. Campbell, Mont. 1,471.80 

Chester W. Crumrine, Mass... 1,450.60 

Louis A. Chamberlain, Conn. 1,555.60 

A. J. Campbell, N. S. 1,457.30 

M. B. Calbert, Bermuda. 1,560.15 


Arthur B. Cook, Mich. 1,453.05 

H. Ray, Dunshee, Iowa. 1,460.15 

Howard De Hart, N. J. 1,513.15 

Carl Dykeman, Ill. 1,474.75 

Phillip Ebel. Mo. 1,445.85 

John R. Fred, Ind. 1,457.05 

Harold Farnum, Mass... 1,504.45 

John B. Freeman, Pa. 1,474.55 

Harry E. Fuller, Ky. 1,526.45 

Leonard Jos. Gilmartin, Pa. 1,456.45 

Perry H. Halt, Ill. 1,464.80 

Leslie M. Henderson, Kans. 1,541.25 

Merrill R. Hale, N. Y. 1,463.10 

Jay W. Hayes, N. Y.1,450.20 

Alvin C. Houmard, Calif. 1,457.10 

Albert J. Irwin, N. Y. 1,456.05 

Emil Krengier, N. Y. 1,452.85 

Otis M. Keener, Texas. 1,450.75 

Sidney F. Kaseiack, Cal. 1,450.55 

Chas. K. Koepke, Ont. 1,462.80 

G. E. Laboutelev, Mass. 1,470.00 

Herbert J. Lowe,' Pa. 1,527.85 

Raymond P. Lewis, Mich. 1,457.20 

Wm. E. Miller, III. 1,469.05 

Russell N. May, R. 1. 1,458.80 

M. E. Misner, N. Y. 1,453.05 

H. L. Miller, L. 1. 1,401.10 

Dale Morrow, Pa. 1,458.60 

Archie McDonald, N. S. 1,486.45 

Vincent P. McDonell. Ga. 1,510.90 

Marcus W. Miller, Ky. 1,530.55 

Thos. B O’Neil, Ill. 1,451.45 

Leslie F. Pollard, Colo. 1,452.40 

Thomas H. Poulter, N. Y. 1,503.35 

W. L. Pierce, Ind. 1,485.45 

R. P. Phelps, Ky. 1,405.35 

Lawrence J. Raux, Ind. 1,453.55 

Durward J. Ritter, Okla. 1,462.00 

Cecil P. Rodgers, Ore. 1,456.40 

John T. Rhodes, R. 1. 1,460.25 

William T. Robinson, Mich. 1,511.80 

Edw. W. Schmink, Ind. 1,461.25 

Franklin T. Struble, Mont. 1,458.35 

Wm. F. Shean, Ala. 1,467.05 

L. J. Smith, X. Y. 1.470.40 

H. A. Shipps, Pa. 1,460.45 

Perry M. Stout, Calif. 1,450.45 

Henrv A. Scott, Mich. 1,462.15 

Delbert I. Shaffer, Olvo. 1,460.05 

Wm. C. Sevbold, Ohio. 1,453.25 

A. W. Thomas, N. Y. 1,473.30 

W B. Van Ness, N. J. 1,453.20 

Glen H. Winn, Ill. 1,462.05 

H. S. Winans, Ill. . 1,456.85 

Linton B. Wood, III. 1,455.20 

Chas. Wakev, Iowa. 1,492.20 

Mark D. wJst, Iowa. 1,407.70 

Clare E. Woland, Colo. 1,471.40 

R. B. Wilson, Fla. 1,457.50 

L. T. Walsh. N. Y. 1,451.25 

Joe J. Young, Cal. 1,463.35 


$122 Bonus 
$1250-1450 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 2 , 488.00 
plus your yearly bonus. 


John Wm. Aiken, W. Va.$1,251.35 

Wm. H. Ashdown, Mich. 1,247.10 

Stanley M. Andrus, Ohio. 1,388.30 

Arthur C. Athey, Ohio. 1,396.00 

Ed Anderson, Nebras. 1,260.35 

Warren Anderson, Iowa. 1,256.45 

Louis E. Allen, Mass. 1,254.20 

Wm. Boonstra, Mich.. 1,262.30 

Michael R. Burgess, Ind. 1,258.60 

Elaa Bush, Ohio. 1,290.50 

Edwin Bjoro, Ill. 1,256.50 

Nicholas G. Bink, Ill. 1,253.30 

Norman Blake, Mo. 1,261.30 

Floyd R. Bourlier, Nebras. 1,346.85 

C. D. Bigelow, Colo. 1,261.30 

Charles L. Brock, Fla. 1,251.30 

Elton F. Blake, Mass. 1,330.25 

Roland P. Babcack, Mass. 1,260.40 

Stanley L. Burns, N. Y. 1,320.55 

Shcriden Jos. Best, Pa. 1,307.95 

Issac B. Baker, Pa. 1,262.65 

Boyd R. Bonner, Texas. 1,293.20 

Myrtle M. Beall, Texas. 1,252.20 

Edward Briggle, Calif. 1,280.20 

Francis R. Bell, N. B. 1,261.50 

Steven E. Brouse, Ont. 1.284.70 

Francis H. Behney, Pa. 1,253.85 

George L. Cleae, Mich. 1,252.10 

Ralph R. Cummings, Ohio. 1,254.80 

J. F. Conway, Wise. 1,247.80 

John T. Cooper, R. 1. 1,255.50 

Howard C. Chamberlain, Conn 1,290.55 

Albert Calmes, N. Y. 1,314.55 

Horace H. Cumming, Pa. 1,290.05 

Howard D. Caulter, Pa. 1,395.15 

Louie B. Cavin, Texas. 1,205.10 

V. L. Connor, La. 1,200.10 

E. A. Chilvers, Que. 1,445.50 

B. D. Castor, Va. 1,266.00 

Joseph E. Cooper, Pa. 1.261.90 

George D. Coupland, N. J. 1,311.05 

George V. Cox, N. J . 1,254.30 

Thomas P. Digman, Ohio. 1,273.05 

Abram C. Doering, Okla. 1,312.40 

Todrich J. Davis, N. S. 1.445.70 

Ed. N. Evensen, Ill. 1,257.00 

Richard W. Early, So. C. 1,367.65 

H. E. Ekstrum, No. C. 1.338.35 

Leon T. Ellis, Conn. 1,301.15 

Francis H. Eflley, N. Y. 1,252.50 

John B. Fox, Mich. 1,310.75 

Paul F. Flaig, Ohio. 1,318.45 

Thomas M. French, Nebras. 1,265.20 

Curtis D. Fairfield, Iowa. 1,346.85 

Benjamin Franklin, La. 1,275.25 

Maurice Fishbaugh, N. Y. 1,270.50 

Edward M. Gump, W. Va. 1,381.25 

Edgar T. Gallaway, Ill. 1.254.10 

Jack H. Goode, Ill. 1,370.40 

John P. Gudger, Tenn. 1,266.45 

Forrest J. Gilbert, Ga. 1,412.65 

Horton B. Garrison, N. J. 1,276.65 

Carroll S. Hartman, Mich. 1,250.55 

William P Habig, Ind. l,340.oo 

Orion C. Harvington, Jr., Ky. 1,251.80 

Charles H. Haas, Ohio. 1,240.35 

Harry H. Hurwitz, Minn. 1,271.10 

Allen J. Hathaway, Mich. 1,382.40 

John Hardesty, Ill. 1.323.75 

Henry A. Hempe, Wics. 1,330.45 

Arley J. Harlan, Mo. 1.260.60 

Jacob Hohn, Iowa. 1,265.15 

Floyd A. Hefner. Wash. 1,253.25 

Ira B. Horn, Wash. 1,262.55 

Wilson E. Harkins, Md. 1,254.75 
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Donald M. Henry, N. Y. 1,257.1$ 

Henry E. Hollien, L. 1. 1,261.15 

Chester W. Hirsch, N. Y. 1,255.55 

Inga M. Hauskins, Calif. 1,266.15 

Anthony T. Imhof, Ill. 1,390.90 

Glenn G. Johnson, Iowa. 1,266.20 

Oliver A. Jewett, Conn. 1,255.90 

Clarence L. Keyser, Ky. 1,409.35 

Jay C. Kloepfer, Ohio. 1,287.55 

Herman E. Kreps, Ill. 1,335.10 

Charles C. Koehue, Ill. 1,340.70 

Leslie King, Tenn. 1,271.65 

Clarence P. Keene, Mass. 1,250.95 

Louis Kraus, Mass. 1,306.25 

Wm. Koch, N. Y. 1,252.50 

Otto E. Kaselack, Calif. 1,263.85 

Otto KoeQein, Calif. 1,321.60 

Nelson H. Littell, Ohio. 1,414.25 

John A. Lacey, Mo. 1,252.60 

George H. Lortie, Kansas. 1,253.30 

John A. Leaf, Iowa. 1,259.55 

Walter Landever, Colo. 1341.75 

Leonard P. Lynch, Ga. 1.357.90 

Wm. G. Locke, So. C. 1,357.15 

F. G. Leonard, Mass. 1,286.85 

Donald S. Locke, N. Y. 1,305.70 

Sidney Levin, Que. 1,434.40 

Oscar H. Lickert, Pa. 1,316.95 

H. J. H. Liebig, Pa. 1,342.15 

Constantine G. Mitchell, Ohio 1,266.15 

James B. Martz, Ohio. 1,250.30 

Wm. Marker, Ill. 1,252.45 

Glenn B. McMillan, Iowa. 1,376.65 

Wm. K. Mansfield, Va. 1,261.60 

Wm. C. McCullough, Ala. 1 287.55 

Jerrie T. McArthur, No. C. 1,303.15 

W. T. Maloney, N. Y. 1,251.95 

James H. McKenna, N. Y. 1,383.45 

Preston Meibaum, N. Y. 1.325.35 

Roy L. McCoun, Texas. 1.344.85 

Roy D. Magill, Calif. 1.265.00 

J. W. Murphy, N. B. 1,304.95 

Robert A. McHardy, Ont. 1,288.70 

Gordon M. Moore, Ont. 1,370.70 

James J. Miles, N. J. 1,312.50 

Edwin M. Neff, Ohio. 1 254.95 

Paul G. Nehring, Ill. 1.259.35 

Edward W. Nelson, Ill. 1,254.85 

Strauss B. Newcomb, Ind. 1 263.75 

Boyd Neal, Nebras. 1,257.35 

W. D. Nicely, Pa. 1,420.20 

Phil Newman, Calif. 1,299.30 

Wm. J. Ong, Jr., Calif. 1 281.45 

John Orsbom, Ont. 1 259.60 

Fred L. Pollaschek, Ill. 1,252.70 

Fred M. Page, Mo. 1.275.90 

C. E. Pepperman, Pa. 1 252.70 

Frank G. Rice, Ohio. 1,258.15 

Fred A. Rossaw, Ill. 1306.50 

Harry C. Reisch, Kansas. 1,409.65 

Jesse M. Rice, Mont. 1,254.10 

Nellis L. Rood, Conn. 1,297.40 

Lester C. Revoir, N. Y. 1,251.95 

A. F. Regensburger, N. Y. 1325.25 

A. Rockefeller, N. Y. 1,255.80 

F. Raish, Pa. 1,250.95 

P. Radis, Pa. 1,255.55 

Clyde F. Randolph, Calif. 1,284.55 

Sampson K. Reed, Pa. 1,295.75 

L. E. Rowland, N. J. 1,423.60 

George L. Slease, W. Va. 1,358.50 

Samuel W. Sheridan, W. Va. 1,381.35 

Guy Salisbury, Ky. 1.273.95 

C. R. Strong, Ill. 1,259.00 

E. J. Stults, Ill. 1320.55 


Albert Stults, Ill. 1,340.05 

Matt E. Simon, Ill. 1,255.10 

Francis X. Self, Mo. 1,322.25 

W. D. Stinson, Mont. 1,254.95 

Geo. C. Shields, Wash. 1,26730 

Elmer N. Snider, Wash. 1,257.80 

Eubert Steenbergen, Tenn. 1,253.30 

Carl Stein, Conn. 1,259.20 

D. N. Sharpe, Conn. 1,303.90 

Alfred Scarth, N. Y. 1,254.10 

C. G. Stoddard, N. Y. 1366.45 

J. B. Sheeler, N. Y. 1,357.85 

H. F. Schadel, Pa. 1,331.30 

C. A. Schmelzle, Pa. 1,251.65 

E. Szalay, N. J. 1,276.70 

Rolfe Taylor, Ind. 1,433.20 

George E. Thomas, Ky. 1,328.80 

Charles S. Turner, Mo. 1,255.10 

Harvey C. Trayer, Nebras. 1,277.95 

Wm. M. Toohey, Nebras. 1,266.90 

E. W. Turner, Va. 1,256.35 

George W. Tavlor, Va. 1,399.50 

W. C. Urner,, Pa. 1,276.20 

Walter Van Dam, Mich. 1,303.00 

Louis Van Den Elxen, Mo. 1,256.15 

Cornelius Van Vorst, N. Y. 1,256.40 

Harrison Fred Whaley, W. Va. 1,253.40 

Lewis C. Williams. Ind. 1,328.55 

E. K. Westerbeck, Ohio. 1,281.65 

George F. Wollin, Colo. 1,265.40 

M. R. Williamson, No. C. 1,252.20 

Adrian L. Wheeler, Mass. 1,256.85 

Chester G. Wiley, Conn. 1,391.90 

M. J. Walsh, N. Y. 1,250.55 

Wm. Woehlcr, Calif. 1,315.45 

Wm. James Weston, Ont. 1,253.90 


$100 Bonus 
$1050-1250 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 

1 • Ml 1 


annual earnings will be 
$ 2 , 080.00 
plus your yearly bonus. 

Einer Amundson, Wise.$1,097.20 

John M. Archer, Mo. 1,046.95 

Garland B. Arnest, Ore. 1.061.20 

Jos. R. Anderson, Mass. 1,055.05 

Randolph S. Ahrweiler, N. Y... 1,228.45 

Ira W. Asbell, N. B. 1,080.10 

Edward Ayrheart, Ont. 1,068.15 

Lee L. Apple, No. C. 1,092.65 

Robert B. Ash, Jr., W. Va. 1,066.55 

H. K. Ackerman, Ohio. 1,077.60 

Edward A. Anderson, Minn. 1.269.35 

Norman Borowsky, S. Dak. 1,070.60 

B. C. T. Bridge,'Ill. 1,080.05 

Joseph Barharst, III. 1,120.95 

Walter V. Bankey, Ill. 1,117.65 

Chester F. Bamberg, Ill. 1,076.90 

A. L. Briggs, Wash. 1.006.75 

T. L. Brysnn, Miss. 1.162 50 

Guy R. Benson, Tenn. 1.073.C0 

William Barnes, Mass. 1.071.45 

Thos E. Bryan, Tenn. 1,053.65 

Frederick E. Beausoleil, R. I... 1,068.95 


Dora T. Burnett, R. 1. 1,052.35 

Earl W. Bailey, Me. 1,153.50 

Henry F. Bailey, Conn. 1,047.80 

Alfred J. Bellerose, Conn. 1,060.65 

Chas. H. Baldwin, N. Y. 1,098.65 

Richard Buhrman, N. Y. 1,060.75 

R. W. Boettingheimer, Jr., 

N. Y. 1,221.65 

Theo. H. Bratz, N. Y. 1,052.30 

George Burroughs, N. Y. 1,100.10 

John L. Britton, L. 1. 1,120.30 

John B. Bennington, Pa. 1,061.85 

Bliss Booth, N. Y. 1,054.40 

James J. Buckley, Pa. 1,076.65 

J. E. Burge, Calif. 1,060.80 

John T. Beadle, Ont. 1,070.75 

W. H. Barber, Pa. 1,095.65 

Walter Brown, N. J. 1,062.30 

Wm. Breling, Va. 1,105.35 

Eeltje A. Baker, N. J. 1,050.10 

Harold E. Bradley, N. J. 1,115.65 

Johnstone Bates, Mich. 1,193.70 

Howard M. Bingman, W. Va. 1,051.95 

Fred Branstrom, Ky. 1,118.55 

W. M. Brestel, Ohio. 1,090.40 

Robert H. Bunney, Del. 1,057.05 

Chancey Cooke, N. Dak. 1,078.95 

Lawrence Curtis, S. Dak. 1,091.05 

L. J. Dauderman, Wise. 1,075.70 

Ray C. Crammer, Mo. 1,064.70 

Ruby Clark, Ind. 1,102.20 

Harvey R. Copeland, Kan. 1,066.00 

Chas. F. Croyle, Colo. 1,133.80 

Robert J. Cherry, Ore. 1,060.65 

Norman E. Cambell, Ala. 1,051.90 

Wm. A. Campbell, Ala.. 1,073.55 

Oscar M. Commander, Tenn. 1,100.85 

Sherwood Coggins, Mass. 1,081.10 

Clarence W. Cook, N. Y. 1,055.35 

Ivans M. Cairns, N. Y. 1,135.55 

Willis H. Cavan, N. Y. 1,056.75 

C. T. Comstock, Pa. 1,056.85 

Leo. W. Conroy, Pa. 1,089.60 

P. F. Carnahan, Pa. 1,079.65 

Roy B. Cook, N. B. 1,058.15 

Alfred Crooker, Ont. 1,055.15 

Harry Casey, Md. 1,100.85 

Ralph C. Claypool, Va. 1,057.80 

A. I. Cantine, Mich. 1,093.75 

Edwin L. Carter, W. Va. 1,054.45 

Stanley O Connor, Ky. 1,153.20 

Wm. C. Coffman, Ohio. 1,053.35 

Bcnj. Clift, Ohio. 1,073.70 

Arthur R. Collins, Ohio. 1,053.20 

Matt. Christofick, Ohio. 1,053.35 

Fred Davis, Ill. 1,055.85 

John A. Dali, Iowa. 1,060.10 

Paul B. Dailey, Colo. 1,079.50 

Louis I. Doize, La. 1,051.55 

Joseph De Fond, R. 1. 1,225.70 

Albert Dionne, R. 1. 1,052.50 

Eben Dike, Mass. 1,055.60 

John A. Dunkel, Pa. 1,073.85 

Marvin H. Dosier, Texas. 1,053.35 


BY THE WAY 

This is May, isn’t it? The 
second month of the second 
period! Have you decided 
where your name will be on 
the next bonus list? 
































































































































































































Celia H. Donnelly, Calif. 1,056.85 

L. P. Ducharme, Que. 1,053.70 

Albert W. Deans, Ont. 1,051.95 

Frederick Doerffer, Ont. 1,176.95 

Raymond L. Deabler, Pa. 1,055.10 

Daniel P. Dever, Pa. 1,045.55 

Stephen P. Dever, Pa. 1,064 25 

Hiram C. Davis, W. Va. 1,059.65 

Ernest R. Dixon, Ohio. 1,056.20 

George D. Emerson, Iowa. 1,051.60 

John H. Erwin, Tenn. 1,087.00 

CHin S. Elliott, So. C. 1,085.85 

Arthur Ennis, Texas. 1,214.60 

Donald R. Edie, Ont. 1,051.00 

Geo. B. Edie, Que. 1,055.05 

Samuel J. Erwin, Pa. 1,079.95 

Robert A. Easterday, Pa. 1,230.20 

Norman S. Eastin, Ohio. 1,054.95 

John R. Fuehrer, Wise. 1,053.40 

Harry F. Freidman, Mo. 1,170.55 

Robert G. Forston, Ind. 1,182.30 

William T. Foley, Nebr. 1,121.60 

Michael J. Fisher, Iowa. 1,053.35 

Frank R. Foster, Wash. 1,091.05 

James K. Fudge, Ore. 1,085.75 

James H. Fretwcll, Tenn. 1,054.10 

James L. Finney, Tenn. 1,058.25 

Melvin D. Fuller, N. Y. 1,086.80 

Alfred T. Fowler, Conn. 1,093.35 

Fred Fitch, L. 1. 1,059.05 

Frank A. Fuchs, Calif. 1,087.75 

Houston C. Fredlock, Ohio.... 1,050.55 

Hugh Finnie, N. J. 1,067.25 

Milton Fulda, N. J. 1,056.00 

Earl D. Fuller, Mich. 1,053.70 

Samuel Fisher, Ind. 1,051.30 

Thos. F. Fitzgerald, Ky. 1,112.35 

Howard Earl Fuller, Ohio. 1,076.50 

John W. Gailes, Ill. 1,080.80 

Harold G. Gruenfelder, Mo. 1,189.80 

Andy Gilbertson, Wise. 1,091.95 

Ernest W. Goodrich, Wise. 1,062.85 

Chas. Grimes, Ore. 1,060.10 

Alfred Gallant, Mass. 1,161.95 

John E. Grant, Maine. 1,067.80 

Alfred G. Gunn, Mass. 1,112.20 

Jos. F. Gerstung, N. Y. 1,052.85 

Wayne H. Grant, N. Y. 1,054.50 

Leroy J. Granthan, Ark. 1,175.60 

Ollie L. Gale, Ark. 1,139.95 

Leslie D. Goodrich, Calif. 1,062.70 

John A. Galvin, Ont. 1,099 90 

Raymond E, Gottshall, Pa. 1,114.70 

Howe R. Gaston, W. Va. 1,101.30 

Adam M. Garman, W. Va. 1,052.75 

August H. Graf, Mich. 1,072.00 

Harry E. Gardner, Ohio. 1,227.55 

Orville J. Gibbons, Ohio. 1,055.25 

Fred G. Haltenhoff, Ill. 1,044.85 

Hanna Hansen, Ill. 1,053.20 

Lawrence H. Holmstrom, III... 1,152.85 

Edward W. Hoerber, Mo. 1,05S.70 

Stephen L. Haley, Mo.. 1,056.80 

Leo J. Harned, Kansas. 1,051.00 

Warren Hazeltine, Kansas. 1,075.45 

John L. Hubbs, Iowa. 1,062.20 

Walter A. Hicks, Ore. 1,063.15 

Harvey M. Hewitt, Miss. 1,244.65 

Sears W. Harvey, Conn. 1,097.10 

Willard S. Halsey, N. Y. 1,058.85 

R. J. Horton, N. Y. 1,063.85 

Joseph J. Hennessey, N. J. 1,066.05 

Charles G. Hall, Pa. 1,079.05 

William E. Harward, Ga. 1,145.65 

Chas. L. Hershey, Texas. 1,052.10 


C. A. Holmgrain, Utah. 1,070.85 

James R. Howes, Ont. 1,054.35 

Arthur G. Hounsell, Ont. 1,081.90 

Leslie A. Hughes, Ont. 1,066.90 

Clifford Huller, Ont. 1,099.40 

T. H. Harris, Mich. 1,069.50 

Harold A. Hughes, Mich. 1,055.65 

Otto H. Huddleston, Ky. 1,179.40 

Victor Hope, Ky. 1,053.65 

James H. Hall, Ohio. 1,082.60 

Lyle L. Henry, Ohio. 1,054.25 

Edwin M. Imlay, L. 1. 1,053.00 

Julius H. Irain, Calif. 1,082.35 

Edwin W. Johnson, Ill. 1.051.10 

G. Walter Johnson, Ill. 1,056.50 

H. F. Jacobs, Wise. 1,094.55 

Wilhemmine C. Jaenisch, Wise. 1,052.00 

James L. Jolley, Okla. 1,127.10 

C. Harrison Jones, Wash. 1,083.05 

Walter Jones, Ore. 1,045.40 

Charles Keegan, Que. 1,073.90 

A. H. Johnson, Mich. 1,053.10 

Joseph J. Kachur, Wise. 1,122.10 

Jas. S. Kelley, Ind. 1,194.90 

Lerov H. Kirby, Okla. 1,143.15 

Robert E. Kerr, Ga. 1,143.90 

Louis S. Kates, So. C. 1,112.95 

Louis J. Knight, R. 1. 1,070.45 

S. L. Kahn, N. Y. 1,062.55 

Walter P. Kronenbitter, N. Y. 1,050.45 

Fred Kanppman, Pa. 1,058.50 

James E. Kirkpatrick, Pa. 1,077.40 

Marion W. King, Texas. 1,054.15 

Andrew Kennedy, Utah. 1,052.60 

David H. Kline, Ky. 1,081.20 

Sheridan W. Kenhon, Ohio... 1,065.65 

Leo M. Landers, Okla. 1,067.40 

Geo. H. Lyon, Kansas. 1,055.20 

Walter E. La Valle, Iowa. 1,060.75 

John H. Letts, Wash. 1,052.45 

Guy M. La Hire, Tenn. 1,076.65 

Niles Ed. Lamphere, Mass. 1,056.35 

Chas. G. Lindquist, R. 1. 1,051.00 

C. J. Leonard, Mass. 1,066.65 

Fred Link, L. 1. 1,054.05 

Martha R. Lyon?, Calif. 1,048.60 

Chas. V. Lynch, N. B. 1,086.00 

Bruno Lizotte, Que. 1,151.95 

Harry Levin, Que. 1,081.05 

Sidney M. Logan, Ont. 1,207.45 

Wm. Leslie, Ont. 1,081.30 

Frank J. Llovd, Ont. 1,073.70 

B. L. LeSeur, Pa. 1,080.85 

Wm. W. Lutz, Pa. 1,051.90 

Ellis F. Latham, Mich. 1,067.35 

Clement O. Ludlow, Ind. 1,090.75 

Worth Littell. Ohio. 1,064.45 

R. N. Leighton, Ohio. 1,063.10 


LOOK AROUND V0U! 



Wm. M. Lansdowne, Ohio. 1,061.95 

Nicholas Miller, Ill. 1,107.20 

Thomas D. Manger, Ill. 1,055.50 

Elmer A. Marsh, Ill. 1,073.15 

John W. Moore, Ill. 1,052.15 

Guy E. Moore, Wise. 1,057.00 

Jas. T. Miller, Mo. 1,070.35 

Jno. A. Miller, Mo. 1,062.35 

Edw. T. Maume, Ind. 1,103.65 

H. C. Merchent, Va. 1,113.80 

Samuel E. Moffatt, Ala. 1,056.95 

David E. Moore, La. 1,141.05 

Joseph A. Moore, Tenn. 1,084.05 

Harry J. Meeker, Fla. 1,045.65 

Raymond M. Miner, N. Y 1,050.90 

Theodore Metzger, N. Y. 1,071.25 

D. W. Mathews, N. Y. 1,051.20 

John Mandig, N. Y. 1,087.95 

Irving J. McTaggert, N. Y. 1,090.45 

H. C. Miller, Pa...... 1,052.10 

Peter C. Malvizzi, Pa. 1,053.45 

Walter J. McCaw, Texas. 1,059.60 

H. J. Muller, Texas. 1,060.20 

Joseph L. Mullen, Calif. 1,079.40 

Roy J. Montgomery, Calif. 1,062.75 

Wm. J. McDonald, Ont. 1,079.80 

Goodloe F. Morris, Ont. 1,055.00 

John A. McConville, Ont. 1,055.50 

Arnold O. Mollenhauer, Ont.... 1,145.00 

Harrison J. Murphy, Ont. 1,051.60 

F. O. Mason, Quec. 1,063.05 

John F. Muir, Ont. 1,145.15 

H. W. Miller, Pa. 1,216.55 

Allan C. Mason, Pa. 1,054.85 

Oscar A. Mauersberger, N. J... 1.083.40 

Ralph B. Marvin, Mich. 1,056.70 

Samuel H. Minor, Ky. 1,109.90 

Chas. H. Marshall, Ohio. 1,190.45 

Leroy J. Metzler, Ohio. 1,066.30 

Alexander Misky, Ohio. 1,064.00 

Theodore E. McClure, Ohio.... 1,052.55 

James A. Nibblett, Nebr. 1,052.90 

J. E. Nash, D. C. 1,056.60 

Carl Nelson, Conn. 1,127.00 

Geo. R. Nicoll, Pa. 1,054.65 

Arthur Newington, Ont. 1,072.35 

John H. Newton, Ohio. 1,056.05 

Carl E. Olsen, Ill. 1,087.75 

Elmer F. Olivers, Ind. 1,100.85 

M. E. O’Donnell, Iowa. 1,239.50 

Guy E. Offord, Iowa. 1,059.30 

Warren E. Orr, Fla. 1,221.65 

Franklin E. Pease, Ill. 1,056.00 

Ezra W. Poore, Mo. 1,109.85 

Major Peck, Okla. 1,097.05 

Donald E. Polley, Iowa. 1,058.30 

Andy Pfau, Mont. 1,063.35 

John Peterson, Mont. 1,083.25 

Edgar L. Peard, N. Y. 1,056.10 

John F. Peterson, N. Y. 1,044.90 

Charles E. Platt, Pa. 1,127.80 

Edwin Peck, Utah. 1,053.35 

Chas. E. Parlee, N. B. 1,153.80 

Francis Carleton Parks. 1,184.65 

Norman E. Price, Ont. 1,052.90 

Edw. J. Roberts, Minn. 1.063.10 

Willard G. Ranschcnsback, Ill... 1,051.35 

Glen W. Rueckert, Ill. 1,236.75 

Howard M. Ralfson, Wise. 1,063.35 

Geo. W. Roberts, Mo. 1,114.85 

Harry E. Reynolds, Iowa. 1,051.05 

Mathew M. Riley, Wash. 1,056.45 

H. Rivers, Va. 1,077.80 

David W. Robertson, La. 1,121.20 

Wm. A. Rhodes, Mass. 1,066.95 
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Thomas Edw. Roberts, N. Y... 1,059.40 

F. J. Roper, N. Y. 1,053.15 

Frank L. Robbins, N. Y. 1,069.35 

R. H. Reynolds, N. Y. 1,063.70 

Jos. L. Rutledge, Texas. 1,069.75 

Guy P. Randolph, Calif. 1,079.40 

H. W. Rohlfing, Calif. 1,053.95 

James Ronan, Que. 1,119.50 

C. H. Ree, Pa. 1,053.15 

J. A. Richardson, W. Va. 1,051.05 

Ire T. Replegle, Mich. 1,049.20 

M. Riley Russell, Ky. 1,058.25 

John J. Shoemaker, Wise. 1,056.45 

John M. Stevenson, Ill. 1,051.95 

Geo. Schawegler, Wise. 1,046.60 

Cleo M. Shaw, Mo. 1,052.20 

Richard A. Schmidt, Mo. 1,169.20 

R. Leo Shaw, Mo. 1,053.00 

Wm. H. Simcox, Mo. 1,086.30 

Clarence H. Stanley, Okla. 1,117.40 

Geo. D. Sellers, Okla. 1,057.60 

Chas. E. Sweatland, Okla. 1,068.25 

Ellsworth Staver, Iowa. 1,050.00 

Erwdn V. Stevins, Iowa. 1,190.65 

Homer M. Smith, Iowa. 1,090.40 

Harvey J. Smith, Iowa. 1,204.80 

Archie H. Swisher, Mont. 1,056.15 

Ned Stinson, Mont. 1,172.55 

Glenn Shumaker, Mont. 1,056.45 

Ralph B. Smith, Wash. 1,053.20 

Henry W. Shepard, Ore. 1,057.15 

Lyle S. Steele, Ore. 1,175.00 

R. M. Schuder, D. C. 1,085.90 

Marvin W. Shelton, Tenn. 1,051.05 

Chas. A. Smith, N. H. 1,112.45 

W. Y. Sherman, Mass. 1,145.50 

J. Ernest Stevens, Mass. 1,058.35 

Edwin H. Smith, R. 1. 1,062.45 

Chas. F. Schroder, N. Y. 1,058.05 

I. R. Smith, N. Y. 1,052.90 

M. W. Shaughnessy, N. Y. 1,051.15 

L. R. Southern, N. Y. 1,056.55 

A. J. Sacher, N. Y. 1,073.35 

H. Spierer, N. Y. 1,050.60 

E. W. Stafford, N. Y. 1,083.80 

C. H. Skinner, N. Y. 1,086.85 

O. F. Slein, N. Y. 1,144.50 

W. S. Shorter, N. Y. 1,057.60 

A. J. Sawicki, Pa. 1,074.90 

Wm. H. Snyder, Pa. 1,164.30 

Roy M. Sill, Pa. 1,115.20 

C. Victor Shaffer, Pa. 1,112.20 

Paul A. Schuchert, Calif. 1,229.15 

Millard R. Sarson, Calif. 1,077.55 

H. T. Schoen, N. J. 1,070.40 

C. J. Stafford, N. J. 1,058.95 

Norman W. Seabold, Ind. 1,054.55 

Mahlon M. Squires, Ind. 1,058.35 

William K. Schreck, Ind. 1,053.45 

A. Lee Stone, W. Va. 1,068.10 

Roland S. Schwartz, W. Va. 1,052.65 

W. M. Shiner, Ky. 1,053.70 

Dean D. Sampson, Ohio. 1,054.00 

Henry E. Stoffregen, Ohio.... 1,153.10 

Clarence K. Smith, Ohio. 1,058.30 

Wm. J. Scott, Ohio. 1,058.40 

Gurdon G. Sill, Ohio. 1,051.70 

M. S. Strong, Del. 1,052.30 

Albert T. Severin, Minn. 1,051.45 

Wilford J. Severts, Minn. 1,098.60 

Arthur J. Tingley, Que. 1,104.80 

Henry E. Tufteland, S. Dak... 1,081.75 

Elmer Thies, Ind. 1,067.75 

Jas. R. Tuemer, Ind. 1,124.45 

Jas. L. Thompson, Okla. 1,056.50 


Luther W. Turnage, Tenn. 1,153.85 

Alfred Tweksbury, Mass. 1,074.95 

Thomas Trask, Mass. 1,047.80 

J. W. Tindall, N. Y. 1,053.70 

Harry Troller, N. Y. 1,050.40 

John Alfred Tripp, N. Y. 1,052.05 

Henry E. Taylor, Pa. 1,203.55 

John R. Twigg, Texas. 1,052.75 

H. E. Thurber, N. J. 1,050.40 

Roy H. Toren, Mich. 1,059.35 

Clyde W. Tallman, W. Va. 1,156.00 

Herbert S. Thompson, Ohio.... 1,053.55 

John W. Ulrey, Ohio. 1,120.85 

John Van Koert, Ill. 1,062.20 

Charles Vilna, Ill. 1,052.75 

David J. Van Buskirk, N. B. 1,059.35 

C. C. Van Kirk, N. J. 1,079.95 

C. W. Vetter, Ind. 1,053.15 

Harry F. Weinino, Ill. 1,060.25 

Anton C. W’alter, Minn. 1,060.75 

Oscar Williams, III. l,057.5f 

Chas. J. Watson, Nebr. 1,061.10 

Arthur H. Wilhelm, Colo. 1,061.55 

Wm. F. Wollin, Colo. 1,063.55 

E. P. Winslow, Mass. 1,088.85 

Frank H. Walker, N. Y. 1,085.65 

Bert W. Webster, Conn. 1,130.85 

Clarence W T . Wiley, Conn. 1,154.85 

J. Weiss, N. Y. 1,066.80 

E. F. Williamson, N. Y. 1,119.70 

W. U. Wagner. Pa. 1,064.95 

R. C. Wilber, N. Y. 1,170.45 

F. Carl White, Pa. 1,056.75 

Floyd Walter, Pa. 1,063.00 

J. P. Weimer, Pa. 1,081.65 

Ralph A. Whitcomb, Pa. 1,073.05 

Carl Waldeyer, Calif. 1,104.75 

Jay A. Williams, Calif. 1,055.00 

Edward J. Welly, N. S. 1,079.95 

Edmund B. Whittaker, N. S... 1,089.75 

J. O. White, Jr., Va. 1,148.00 

B. C. Wickes, Pa. 1,047.25 

J. Wyms, N. J. 1,061.65 

E. H. Walton, N. J. 1,208.75 

Alfred A. Woodard, Mich. 1,104.95 

Delbert P. W’ilcoxen, Ind. 1,088.80 

Louis R. Winebrenner, Ky. 1,053.50 

Chas. H. W’illand, Ohio. l,134.QO 

E. E. William, Ohio. 1,051.55 

John T. Woods, Ohio. 1,073.20 

R. O. Williams, N. J. 1,059.75 

Wm. T. Yahnig, Mass. 1,066.10 


$60 Bonus 
$900-$1050 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 1 , 680.00 
plus your yearly bonus. 

Frank M. Ackerman, Ohio.$ 919.55 


Albert Avis, N. J. 930.80 

Leonard J. Austin, Ky. 957.75 

Frederick T. Atkinson, Calif... 1,043.75 

W. H. Applegate, Ore. 951.70 

Clarence W. Atwater, Colo. 1,025.65 


Wallace W. Bruce, Ohio. 907.20 

John A. Brazean, Ont. 1,006.35 

Henry A. Bauman, Calif. 904.05 

W T m. A. Braund, Jr., Pa. 903.85 

Joseph T. Bielsky, Pa. 990.80 

David E. Birch, N. Y. 1,032.95 

Heber H. Butler, Mass. 950.45 

Andrew B. Brown, Kansas.... 944.20 

Martin S. Bond, Ind. 920.05 

Roland E. Brown, Mo. 944.65 

Anthony Bialik, Mo. 898.20 

John B. Bissett, Ill. 916.55 

H. D. Conneway, Ohio. 985.60 

Cecil S. Catlin, Ohio. 913.40 

Alvin B. Collins, Mich. 905.20 

Robert E. Corson, Pa. 1,002.55 

Alex D. Cuerten, Pa. 925.80 

R. J. Campbell, Ont. 923.85 

Alfred T. Conway, Ga. 1,025.30 

Stanley A. Carpenter, N. Y. 968.65 

Henry J. Carrier, Mass. 904.30 

Patrick H. Clair, Me. 994.05 

Fred R. Clark, Fla. 916.50 

Jos. G. Certa, Ill. 907.45 

Elmer J. Carroll, Ill. 913.70 

Charles M. Davis, W. Va. 936.45 

Wm. S. Delaney, Ont. 945.55 

Albert W. Demerling, Ont. 967.65 

Leslie Darignon, Que. 1,034.15 

James A. Dosier, Texas . 896.40 

Floyd J. DeHaven, Pa. 901.15 

John J. Daley, Fla. 911.70 

George L. Elliott, Ky. 922.80 

James U. Eaton, Mich. 899.25 

Joseph D. Elms, Mass. 911.70 

Sterling Ennis, Tenn. 958.30 

Howard G. Fifer, Ohio. 956.75 

W. W. Faulkner, Ohio. 974.60 

Benjamin S. Frew, Pa. 925.55 

Edward R. Focht, Pa. 960.70 

Wm. A. Fennell, Que. 989.30 

Fred H. Finegan, L. 1. 924.05 

Walter F. Fortier, R. 1. 962.55 

Louis A. Fleming, La. 961.30 

Vincent B. Fagin, Mo. 916.40 

Rita Freifeld, Ill. 900.25 

Elmer L. Gilliom, Ind. 1,024.90 

Albert D. Gribble, Ont. 914.95 

Harold M. Goslant, Vt. 925.10 

H. C. Green, N. H. 908.15 

Givens E. Griffen, Ala. 1,023.80 

Irving J. Gatch, So. C. 906.05 

Edward E. Gilbert, Wash. 906.50 

Robert L. Gilfillan, Colo. 908.50 

Schuyler W. Harvey, Ind. 900.55 

Robert R. Hunter, Ohio. 908.30 

John B. Howe, Mich. 910.10 

Stanley Herb, N. J. 903.40 

Fred B. Holderby, No. C. 931.35 

Albert D. Hunter, Cal. 1,004.05 

Thos. E. Huggins, La. 906.35 

Rodney E. Hamilton, Pa. 1,025.50 

William Hoffman, Pa. 988.00 

Edw. E. Heyde, L. 1. 903.10 

Eugene E. Hyer, N. Y. 913.85 

Maynard M. Healy, N. Y. 905.00 

Harold P. Hubbard, Colo. 1,042.20 

Harold Herndon, Okla. 904.65 

Christian M. Hansen, Ill. 939.30 

David R. Johnson, N. Y. 940.15 

John H. Koskinen, Minn. 905.15 

Ralph H. Klienstiver, W. Va. 927.90 

Max R. Kause, N. J. 965.25 

Edward N. Killnen, Cal. 901.60 

Wm. F. Kelly, N. C. 901.75 















































































































































































































Frank J. Kambach, Iowa. 935.30 

Alain King, Mo. 904.15 

Gustaf E. Kruspropf, Minn. 915.15 

Harold G. Lowe, Ohio. 902.75 

Frank E. Lappan, Mich. 901.35 

Edward P. Lutz, Pa. 908.45 

Leroy W. Long, Pa. 1,037.85 

James E. Lyon, N. Y. 1,000.35 

E. L. Le May, Conn. 940.00 

Fred B. Monigle, Mass. 970.90 

Lester E. Lineberger, Colo. 898.95 

Arthur L. Laughlin, Nebr. 981.45 

Joseph E. Miller, Ky. 060.50 

James F. Montgomery, Ohio. .. 904.75 

George E. Mackins, Ohio. 936.60 

Wm. L. Miller, Ohio. 962.65 

Robert B. Murphy, Mich. 900.45 

Park N. Mathias, Pa. 959.80 

F. H. McGee, Pa. 927.55 

D. C. Miller, N. J. 1,024.15 

L. E. Modisette, N. S. 1,018.35 

Wm. E. Mathews, Que. 993.55 

Edwin W. McCan, Pa. 1,000.60 

Wm. F. Murry, Pa. 915.05 

Edward R. McHugh, N. Y. 951.65 

Geo. B. McGuire, N. Y. 1,005.00 

Francis A. Massey, Mass. 902.75 

Lucien R. Meyers, Tenn. 1,037.35 

Chas. M. Miller, Wash. 921.00 

Harley E. Marshall, Ind. 941.70 

Edw. F. Morris, Okla. 912 40 

Herbert G. Martin, Mo. 975.25 

Wm. C. Mans, III. 937.45 

Gus. Neumann, Cal. 902.75 

Irving Nye, Conn. 903.55 

A. C. Overholser, Pa. 912.65 

Clarence M. Ogle, Ont. 906.05 

James H. O’Neill, Ont. 934.75 

G. T. Owens, N. Y. 904.15 

J. W. Park, N. J. 979.30 

Fred E. Person, Minn. 902.40 

Frank M. Powers, Mich. 923.10 

Herbert A. Pietgncx, Ohio. 1,039.00 

Frank Pannska, Ohio. 1,018.65 

Thomas A. Palmer, Mich. 913.30 

R. G. Pifer, Pa. 1,040.90 

J. Eric Padden, Ont. 905.85 

T. H. Price, L. 1. 922.35 

Richard P. Pollard, N. Y. 905.90 

Frank H. Pietila, Colo. 932.90 

Jno. C. Paulsen, Iowa. 957.75 

Emil J. Pick, Wise. 909.45 

Frank B. Power, N. Dak. 935.30 

Chas. E. Quigley, Ala. 1,028.75 

Lloyd H. Riment, Ohio. 905.10 

Lyle T. Roberts, Mich. 937.30 

George C. Roth, W. Va. 086.40 

W. L. Rehmeyer, Md. 979.55 

A. Ripperger, L. 1. 967.25 

B. F. Rainey, Md. 908.15 

Claus Reimers, Nebr. 975.50 

Frank P. Rock, Ill. 907.85 

Clyde A. Steele, Mich. 909.25 

Ira W. Sankey, Ohio. 906.65 

Bert Shuler, Mich. 934.85 

Mathew Summers, Ont. 033.40 

Geo. B. Shellbouse, Cal. 990.05 

Leon A. Storey, Cal. 1,029.10 

Fitzhugh L. Sherwood, Ga. 059.45 

William A. Schweipert, Jr., Pa. 1,011.30 

W. M. Stabler, Pa. 902.20 

Wm. H. Shannon, Pa. 1,017.45 

Cecil St. Germain, Mass. 914.75 

E. J. Sullivan, Mass. 903.60 

O. F. Sherman, Mass. 900.80 


Herbert E. Smith, R. 1. 901.75 

James Spratt, N. H. 901.30 

Geo. A. Stewart, Va. 900.25 

Margaret C. Sells, Colo. 1,026.70 

Jas. G. Sheehan, Iowa. 920.25 

Henry A. Stoecker, Wise. 943.35 

Otto Stanrowsley, Ill. 903.90 

Nicholas P. Sarntee, Minn. 904.70 

Robt. A. Steidmann, S. Dak... 900.60 

Arthur M. Taylor, W. Va. 906.60 

W T . B. Teachenar, Utah. 953.25 

Elbert M. Town, Iowa. 906.65 

Albert Thierry, Kans. 909.55 

Franklin Underwood, Mass. 932.05 

Alton A. Vale, W. Va. 908.05 

Geo. J. Vail, N. Y. 897.35 

C. Everett Weiner, Ohio. 902.70 

Clifford E. Winemiller, Ohio.... 951.70 

Alfred J. W’orley, Ohio. 962.30 

Ernie L. Watts, Mich. 1,022.60 

George H. Williams, Pa. 1,015.85 

A. G. Weizsacker, Pa. 899.85 

G. W. Weber, Pa. 930.20 

Wm. R. Wiesler, N. J. 901.80 

D. F. Walton, N. J. 972.70 

Harry Urvan W’ells. 930.25 

Albert E. Wasson, N. B. 982.75 

Charles F. Williams, Cal. 1,021.10 

Arthur W. Waterhouse, Conn. 897.15 

Edwin C. Warner, Mass. 908.35 

Thomas W’orley, Ala. 912.30 

Mrs. A. A. W'hite, Miss. 989.60 

Wm. L. Wiley, Tenn. 913.90 

Geo M. Ware, Colo. 908.30 

W. I). Whidden, W r ash. 920.35 

Harold Warnock, Kans. 938.80 

Frank M. Wier, Okla. 916.45 


$40 Bonus 
$750-$900 Sales 

If your name appears 
in this bonus class each 
quarter, your minimum 
annual earnings will be 
$ 1 , 360.00 
plus your yearly bonus. 


W\ Armour Ellsworth, N. Dak 745.30 

Norman B. Anderson, Ill. 777.80 

Chas. L. Allison, Okla. 786.10 

Lyle S. Arnold, Wise. 819.60 

Jonas T. Aranson, Wash. 757.20 

Marke E. Allen, Mass. 748.25 

Albert Adriance, Mass. 819.85 

Ciarke Adams. N. V. 751.20 

Virden J. Apel, Pa. 816.60 

Fred A. Anderson, Calif. 763.15 

Glenn Amsbury, Calif. 752.85 

Elio Aubin. Que. 809.85 

John V. Andison. Ont. 752.85 

W. L. Adcock. Pa. 767.85 

Lester Alger, Md. 758.55 

Edward C. Annes, N. J. 784.60 

Edward L. Andrews. Mich. 753.80 

Henry M. Anderson, Ky. 7&1.40 

Richard J. Brew, Ill. 758.70 

Thos. Butler, Ill. . 756.20 

Raymond F. Brown, Wise. 795.50 


Henry C. Becker, Minn. 776.85 

Clay Bishop, Mo. 750.40 

Chas. M. Burns, Mo. 785.15 

Kenneth O. Bristol, Mo. 760.95 

William L. Bratten, Mo. 772.75 

Wayne M. Brown, Mo. 880.10 

William H. Beckley, Okla. 759.15 

Floyd C. Bentley, Kansas. 801.75 

Frank E. Bailey, Iowa. 860.25 

Helmuth Bentien, Iowa. 800.25 

Harry C. Bown, Colo. 763.35 

Chas. A. Boyd, Wash. 748.15 

J. S. Bown, Ore. 764.35 

Jrell C. Brooks, Ore. 760.85 

David Berchot, Wash. 754.50 

Prim S. Broadus, Ala. 870.65 

Mrs. Helen Bryan, Tenn. 750.95 

Hentz C. Barineau, Fla. 753.90 

Frank Bellski, N. H. 763.95 

Wm. A. Bainton, R. 1. 775.55 

Franklin M. Bradeen, Me. 795.40 

J. Aubrey Berry, Mass. 748.00 

Mark O. Burns, Conn. 7Q4.3C 

F. J. Bellerose, Conn. 762.00 

Frank Bunten, Conn. 753.90 

Howard W. Bennett, N. Y. 814.40 

J. A. Black, N. Y. 749.30 

Conrad Blume, N. Y. 848.25 

John B. Bauch, N. Y. 753.55 

Arthur L. Beyor, N. Y. 751.05 

Mrs. M. T. Barringer, N. Y. 751.35 

Milwood F. Brewster, N. Y. 813.00 

Chas. H. Blakeslee, Pa. 749 

Hilmer Benson, Pa. 756.45 

Harry J. Beech, Pa. 799.05 

Grafton E. Burrell, Pa. 771.55 

John C. Barbour, Texas. 755.10 

Hiriam P. Burch, Calif. 772.90 

Robert Boyd, Ont. 779.85 

Alfred J. Bureau, Ont. 763.45 

Paul P. Bliss, Md. 751.25 

Russell M. Best, N. J. 759.05 

E. A. Blowers, Mich. 744.75 

Frederick Bauer, Mich. 753.00 

Wm. F. Balke, Mich. 750.10 

Orra L. Brooks, Mich. 753.10 

Wesley A. Bayer, Ky. 816.75 

Wilmer Barnes, Ky. 861.40 

W. D. Bullock, Ky. 862.85 

Theodore V. Betz, Ohio. 754.45 

Moses Cheeks, III. 794.50 

Harold I. Chapman, HI. 758.60 

Roy M. Carothers, Mo. 807.10 

J. Murray Crowder, Mo. 777.40 

Alfred B. Couch, Mo. 761.00 

James B. Coe, Mo. 842.85 

Earl N. Clark, Nebr. 821.55 

Vincent G. Collins, Iowa. 776.60 

Fred W. Cooler, Tenn. 766.75 

Russell F. Chamberlin, Tenn. 798.25 

W’m. S. Brook, Fla. 766.10 

Leland W. Crews, Fla. 753.50 

Robert Cameron, Jr., Mass. 813.60 

Ira Tarr Crows, Mass. 776.75 

Wm. Lewis Cooper, Me. 75045 

Paul Charron, N. Y. 85535 

W 7 m. W. Coney, Mass. 760.20 

Gerald J. Callahan, Conn. 762. Q 0 

Robert L. Coleman, N. Y. 883.60 

Halsey M. Chedister, N. Y. 8S9.S5 

Dwight M. Calvert, N. Y. 748.95 

E. C. Campbell, N. Y. 767.70 

Fred B. Cornelius, Pa. 759.00 

G. W. Cotton, Texas. 770.15 

Mrs. Vesta F. Clark, Calif. 753.50 
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Jack A. Cove, N. B. 764.35 

Geo. W. Clinch, Ont. 844.85 

Geo. W. Cresswell, N. J. 805.85 

Nelson O. Coleman, N. J. 844.40 

Chas. Clark, W. Va. 771.15 

Samuel S. Cross, Mich. 752.15 

Arthur R. Chittock, Ohio. 801.20 

Algot T. Carlson, Minn. 753.10 

Louis J. Didier, Minn. 753.10 

Lewis M. Decker, Ill. 700.15 

Oliver F. Dahl, Mo. 750.35 

Ivan L. Dean, Mo. 805.70 

E. C. Davis, Mo. 824.15 

James H. Dolliver, Iowa. 758.00 

Harrison H. Durham, Tenn. 704.55 

Daniel R. Dixon, Jr., S. C. 706.60 

Ashley T. Day, Me. 831.70 

W. M. Desrosiers, Mass. 855.35 

F. H. DeMars, Mass. 780.25 

Charles De Chatel, N. Y. 781.50 

Joseph T. Darby, N, Y. 847.25 

Gurney P. Dice, N. Y. 767.30 

Frank J. Dooley, N. Y. 748.60 

Claude J. Dingman, N. Y. 827.55 

Hugh B. Dunsmore, Pa. 807.15 

Geo. J. Doran, Pa. 754.65 

C. L. Davey, Ont. 752.45 

Chester M. Dalgleish, Que. 757.70 

Wm. M. Diggs, Md. 756.80 

E. M. Dean, Va. 864.80 

James L. Darling, Va. 780.05 

Raymond S. Datson, Ind. 801.75 

Monsell H. Davis, Ill. 761.15 

Leland L. Dimon, Ohio. 753.20 

Chas. W. A. Evans, III. 810.80 

Milton Edge, Ill. 755.40 

Warren W. Emyeart, Kan. 800.60 

Leslie F. Emigh, Nebr. 748.25 

AV. W. Erdman, Colo. 751.00 

William M. Elliott, Ore. 760.20 

Edward Everett, Wash. 767.40 

Louis T. Eaton, N. H. 750.45 

C. G. Elliott, N. Y. 820.00 

Joseph W. Eigo, N. Y. 755 70 

Chas. W. Erb, Pa. 825.05 

Wilfred C. England, Ont. 772.80 

Thomas J. Elrick, Ont. 808.80 

Clifford L. Evans, Ont. 806.10 

Harry Eldredge, Mich. 802.60 

Robert M. Eastin, Ohio. 875.25 

Chas. L. Elliott, Ohio. 753.60 

John L. Fields, Wise. 753.35 

Stov S. Frederick, Mo. 770.05 

Clinton Foster, Iowa. 780.40 

L. E. Farr, Miss. 754.00 

Edwin Forman, N. Y. 753.05 

Patrick J. Foley, N. Y. 758.45 

Arthur D. Foskit, Mass. 753.05 

U. G. Fuller, N. Y. 757.85 

Fred Feddern, N. Y. 882.60 

S. F. Fosdick, N. Y. 757.55 

Roland D. Fisher, N. Y. 758.25 

Chas. H. Ferguson, Pa. 746.30 

Vasco P. Fort, Ga. 753.80 

Ernest M. Fletcher, Que. 773.10 

Fcatherstone, Que. 800.50 

C. D. Frost, Ont. 831.05 

Wallace E. Fisher, N. J. 701.45 

Ray D. Farris, Mich. 788 40 

Herman S. Force, Ky. 820.45 

John H. Finley, Ohio. 776.35 

George Gregerson, Minn. 752.25 

Ray E. Gibbs, Iowa. 752.35 

Earle E. Groombridge, Colo... 700.05 
Chester C. Griffith, Wash. 707.05 


A. C. Gibson, N. Y. 755.50 

Fred Grosse, Conn. 871.45 

Albert J. Grunow, N. Y. 845.55 

Thos. H. Galley, N. Y. 702.75 

Edward H. Graham, Pa. 751.00 

Harry W T . Gillilan, Ont. 810.10 

James L. Glancey, Ont. 815.55 

William H. Gilpin, Pa. 758.10 

Harry A. Groff, N. J. 796.45 

Carl H. Garder, Mich. 780.65 

H. D. Garder, Ky. 768.45 

Chas. W. Green, Ohio. 754.85 

Alfred E. Hansen, Minn. 752.65 

Loyd M. Hatch, S. Dak. 700.70 

Sam P. Harlan, Ill. 750.25 

Charles E. Hansen, Nebr. 760.75 

Ansley F. Hickok, Iowa. 788.70 

Harry M. Hays, Colo. 758.65 

Ralph O. Hardesty, W T ash. 840.05 

Frederick M. Herman, Fla. 760.60 

Lyle V. Hardy, Fla. 813.15 

Alton Hackett, Me. 762.20 

Victor A. Hebert, Mass. 802.70 

James C. Hughes, Conn. 768.40 

Robert M. Hay, Conn. 837.15 

G. H. Hedenberg, Conn. 752.5C 

Henry R. Higgins, N. Y. 752.30 

James S. Hetzel, Ill. 847.00 

John G. Haeglc, Pa. 752.55 

Robert Hirt, Jr., Pa. 761.75 

Henry A. Holmes, Pa. 767.65 

Fred E. Hurd, Pa. 830.60 

Robert J. Hazzard, Ont. 888.85 

James Henderson, Ont. 833.00 

Raymond Hamilton, Ont. 750.00 

Alfred Hartshorn, Que. 762 35 

Chas. J. Hook, Pa. 765.10 

Merwin F. Heagy, Pa. 813.10 

Geo. Heinrich, N. J. 784.50 

Ira Eugene Hoffman, W. Va... 760.00 

Peter C. Holahan. Mich. 773.20 

Chas. Albert Horton, Mich. 766.00 

Arthur A. Inman, Ore. 758.05 

Saint Cloe Jackson, Mo. 874.05 

Joseph B. Jolley, Okla. 745.15 

William H. Jackson, Va. 815.55 

Wm. C. Jewell, L. 1. 747.25 

Fred Jacques, Que. 842.85 

Wm. H. Johnston, Que. 750.60 

Merle Jensen, Ont. 774.65 

Roland H. Johnston, W. Va ... 754.15 

Edward H. Jacobs, Ind. 760.70 

J. Fred Kennerly, III. 756.65 

Joseph C. Kuehne, Ill. 755.15 

Herman H. Kirchhoefer, Mo.... 775.25 

Edward G. Kraft, Mo.. 751.60 

Fred W. Kassebaum, Ore. 830.25 

Chas. B. Keating, N. Y. 866 80 

Charles M. Kreidler, Pa. 751.55 

John F. Keller, Pa. 873.55 

James R. King, Texas. 813.20 

Norman R. Knight, Mich. 755.80 

Clifford L. Kindem, N. Dak. 767.55 

Charles E. Kelley, Mo. 754.80 

Bernard Konerman, Ky. 750.75 

Clayton W. Knapp, Ohio. 755.15 

Raymond J. Laughlin, Nebr. 751.15 

H. F. Lawrence, N. H. 847.50 

Wm. Robert Lunnie, X. H. 754.60 

George J. Le Blanc, Mass. 872.65 

David W'm. Lynch, Mass. 781.05 

Chas. Lawton, Mass. 756.70 

Oaf F. Leyonmark, N. Y. 758.00 

Ernest C. Leas, N. Y. 800.50 

Walter W. Lewis, Calif. 776.60 


Emile J. La Flame, Que. 802.55 

Geo. T. Lapington, Ont. 781.50 

Robert S. Lindsay, Ont. 756.10 

Rosalind F. Laddey, N. J. 810.10 

Joseph L. Lammers, Ohio. 754.20 

J. Robert McCollom, Minn... 750.00 

Walter J. Mashuda, Wise. 831.15 

Edw. J. Miller, Mo. 755.80 

Will J. Morgan, Mo. 758.15 

Walter J. McCreicken, Mo. 810.05 

Guy O. Miller, Mont. 758.80 

Mrs. M. E. McDonald, Wash. 755.00 

Walter H. Mayclin, Ore. 802.65 

Lemuel W. Morrison, Ore. 708.30 

Allen W. McKee, Fla. 755.15 

G. C. Morton, N. H. 755.45 

J. G. Manderfeld, Conn. 863.00 

Russell G. Maher, N. Y. 755.25 

Leo E. Mather, Pa. 800.65 

Jas. W. Mashburn, Texas. 835.10 

T. A. McCaffery, Calif. 785.45 

Thomas C. McDougall, N. S.... 817.20 

R. P. Miller, Pa. 756.25 

A. N. Musser, Pa. 757.30 

Edw. L. Mueller, Pa. 758.10 

H. Muller, Pa. 755.05 

Edward Murz, W. Va. 754.85 

Clair R. Middleton, Mich. 758.25 

Mitchell, Mol, Mich. 782.10 

Philip O. Mastin, Mich. 757.35 

Edward Marker, Ill. 746.50 

James A. McCaffery, Ohio. 752.65 

John E. Mitchell, Del. 760.85 

Clifford J. McMinn, Minn. 857.70 

Collis J. Nord, Wash. 753.50 

L. R. Nelson, No. C. 777.15 

Albert Nadeau, Mass. 830.35 

Geo. W. Norman, Jr., W. Va. 820.35 

Martin Z. Norton, Ind. 870.35 

Jno. J. O’Brien, Ill. 781.40 

Thos. L. Olney, Mass. 750.40 

Amos M. O'Brien, N. B. 782.70 

Cecil S. Owens, Ohio. 752.05 

Keith J. Peterson, Minn. 755.40 

Guy B. Pettegrew, III. 760.85 

Lewis S. Pelt, Mo. 768.35 

Harold A. Pribble, Ind. 828.00 

Henry W. Palm, Mass. 845.05 

C. J. Picard, Mass. 764.05 

James R. Pollard, Conn. 753.05 

David R. Potter, Conn. 845.80 

Albert C. Price, N. Y. 751.50 

J. Parry, N. Y. 752.00 

Wallace A. Pepperman, N. Y. 755.60 

C. B. Palmer, N. Y. 760.00 

Wm. H. Price, L. 1. 763.85 

Algot J. Peterson, Pa. 752.35 

Richard A. Picton, Utah. 761.75 

Wm. A. Pickering, Calif. 750.25 

J. W. Pardoe, Calif. 808.60 

Wm. B. Parlee, N. B. 833.70 

J. R. Prud'Homme, Que. 783.35 

Wm. N. Phelan, Que*. 811.00 

James H. Pur field, Mich. 804.05 

Everett J. Petersen. Mich. 758.25 

Omer L. Pratt, Ohio. 752.65 

Robert W. Pringle, Ohio. 761.40 

Merrill N. Pheatt, Ohio. 750.00 

Walter N. Rinker, Ill. 750.20 

Henry G. Reis, Mo. 763.70 

Carl W. Renstrom, Nebr. 757.65 

Chas. E. Reed, Colo. 762.60 

Lester Rusk, Wash. 766.00 

John H. Robinson, No. C. 862.05 

M. B. Reed, Mass. 704.60 
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H. M. Royd, Mass. 845.70 

J. Gerald Russell, Me. 805.45 

A. E. Rochette, Mass. 757.90 

J. A. Reynolds, N. Y. 766.05 

E. I. Rick, L. 1. 765.45 

F. A. Ritter, Pa. 794.50 

W. H. Robinson, Pa. 891.50 

Elmer E. Rodgers, Pa. 883.65 

Jos. C. Rhoades, Pa. 769.85 

E. B. Ridgley, Calif. 770.15 

G. S. Routliffe, Ont. 751.20 

Thomas E. Ritchie, Ont. 797.80 

Edw. T. Reddinger, Pa. 816.10 

Howard M. Restanns, Pa. 783.60 

I. E. Richards, Pa. 761.70 

H. C. Reed, N. J. 758.10 

S. B. Robbins, N. J. 752.35 

W. M. Roggman, Mich. 760.05 

Ray Ritzier, Ohio. 813.10 

William Robert, Ohio. 751.35 

August G. Schwandt, Minn. 769.05 

Edw. C. Siegelin, N. Dak. 768.05 

Rudy Sapinski, Ill.. 861.00 

Gilert J. Schubert, Wise. 809.00 

Virgil W. Smith, Okla. 781.50 

Julius S. Shaw, Kansas. 756.70 

Ernest E. Swenson, Iowa. 750.95 

Horace F. Sherman, Iowa. 826.65 

Fred B. Spurgeon, Iowa. 817.80 

Chas. N. Sullivan, Iowa. 772.10 

Raymond A. Sargent, Wash. 753.30 

Redoner C. Sebastain, Ore. 837.85 

J. J. Sanders, Va. 755.85 

W. Gordon Smith, Ala. 759.25 

Frank W. Stone, N. H. 755.25 

Harry C. Sulham, N. H. 819.05 

Geo. O. Spade, N. Y. 748.20 


Christian W. Sweet, Conn. 776.60 

H. M. Smith, Conn. 753.70 

A. M. Smith, N. Y. 777.90 

J. M. Soloway, N. Y. 755.30 

M. L. Smith, N. Y. 753.05 

Wm. N. Stafford, N. Y. 754.80 

F. Schindler, L. 1. 763.50 

R. E. Schaffer, Pa. 753.65 

W. D. Strouse, Pa. 765.70 

Joseph J. Sitter, Pa. 757.75 

Ralph E. Spankler, Pa. 853.90 

Reese B. Seymour, Calif. 769.90 

Victor Sands, Calif. 789.95 

J. M. Smith, Que. 757.80 

C. H. Symington, Ont. 822.70 

S. V. Smith, Ont. 764.10 

H. S. Shepard, Ont. 820.85 

D. E. Smith, Que. 756.95 

G. E. Spencer, Md. 750.15 

O. P. Stokes, Md. 767.00 

Eric Schmitt, N. J. 832.25 

Geo. F. Steiger, N. J. 775.35 

Harold M. Swisher, W. Va. 744.10 

Daniel Secord, Mich. 751.85 

Ernest L. Shooltz, Mich. 786.90 

Robert S. St. Clair, Ohio. 869.35 

Louise R. Teater, Ill. 751.90 

Wm. H. Thomson, Mo. 745.65 

Jas. Tonkin, Iowa. 772.40 

Z. G. Tracey, D. C. 796.50 

Howard Theriot, La. 787.70 

Henry G. Twombley, Me. 757.05 

Gordon W. Thomas, Me. 755.45 

John L. Thompson, Pa. 800.35 

C. A. Topping, N. B. 760.65 

L. R. Taylor, Ont. 753.65 


Francis Maxion Tracy, Ky. 815.85 

E. Ford Thompson, Ohio. 751.10 

M. Tees, Jr., N. J. 748.55 

Cecil M. Umlah, N. S. 855.90 

D. W. Underdown, Mich. 770.55 

Arthur F. Veinott, N. Y. 759.10 

Arba R. Walwoith, Wise. 755.45 

Ed. O. Wartenbe, Mo. 766.80 

Gothilf Wurst, Iowa. 747.85 

J. A. Wylde, Wash. 751.35 

Lloyd D. Warmack, Ore. 761.25 

Maurice M. Watts, Ore. 823.50 

Allen B. Watkins, Ala. 782.05 

M. Kellis Watkins, Ala. 894.35 

Harold H. Williams, Ala. 85100 

Harry Weeks, Tenn. 800.20 

Rebecca Wiberley, Ga. 757.55 

John T. Waller, Fla. 889.95 

Paul J. Weesner, Fla. 869.35 

Harold A. White, Mass. 787.50 

Jos. J. Weeks, Conn. 754.55 

S. J. Wambolt, Conn. 750.60 

L. M. Wilson, N. Y. 810.05 

Alexander, Whitehead, Pa. 864.55 

C. C. Wylie, Pa. 883.70 

Bentley Walker, Que. 757.85 

S. R. Wilson, N. J. 767.65 

Claude J. Whaley, W. Va. 864.65 

Clyde B. Wheeler, Ky. 761.70 

Walter W. Weisbender, Ohio ... 810.60 

Rion H. White, Ohio. 777.25 

Cyril P. Weisner, Ohio. 829.65 

Miles Donald West, Ohio. 771.55 

Walter R. Woodworth, Ohio.... 756.50 

C. C. Wilcox, N. J. 812.50 

Paul C. Yuli, N. Y. 785.75 


Total Sales for First Bonus Period 
January 1 — March 31 
$2,431,481.90 


On Our Profit-Sharing Plan 
1413 Representatives Received 


Page Thirty-Six 


$124,212.00 

for These Three Months 


Google 






















































































































C 1922 


THURSDAY 


MARK YOUR 
CALENDAR 
PAD! 


1 JUNE | 

5 _ 


T 

w 

JL 

P 

8 





1 

2 

3 

4 

5 

6 

V 

8 

9 

10 

11 

12 

13 

14 

15 

16 

17 

18 

19 

20 

21 

22 

23 

24 

25 

26 

27 

28 

29 

30 

. . 

- . 


• • 

i . 

• • 


. • 


1 


JUNE 



OrVLs 


151 


214 


“Why We Use Color in Our 
Magazine Advertising/’ 

by 

E. R. SMITH, Advertising, Manager 

T HIS is the third of a series of articles on advertising. 

The second, telling about the ideas and policies which 
govern our selection of advertising mediums, appears in 
this issue. 

Watch for the article on color advertising which will 
appear in the June Bristler. Find out how your $100 is 
bein& spent. Learn more about the impressions and 
psychological reactions that color advertising cause. 


BE SURE AND GET YOUR COPY! 


































Looking, Down the Nile from Nile Bridge 

Cairo, Eg,ypt 

( Photograph from Underwood and Underwood, N. Y.) 


It is a far cry from this beautiful land of palms to a Fuller 
vegetable brush, but we can bridge the chasm in imagination 
and perhaps have greater respect for the Handy Brush when 
we visualize the tall, stately palm which is its parent. 

Trees like these, in India and other tropical climes, furnish 
us with our Palmyra fibre. Natives father the leaves, which 
are stripped and cut, the pulp cured and dried and supplied 
in £,reat quantities for northern markets. 
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Published Monthly by 

THE FULLER BRUSH COMPANY 

Hartford, Connecticut 


Volume VI JUNE, 1922 Number 6 

Ground Broken for Factory 
and Office Building, 

Mr. Fuller Difcs First Shovelful on New Site 


MJil IXTEEN years ago this month, a 
young lad, hailing from Boston, 
located in Hartford and estab- 
f \A lished his small business in a one- 
story shed in the rear of a ware- 
house on Park Street. Bright and 
I early one recent Wednesday morn- 
ing, this same boy, now grown 
into manhood, drove a brand new 
J shovel into the ground on a 20- 
%jpr acre tract of land on Windsor 
Avenue and lifted up a mass of “Old Mother 
Earth” amid the cheers of a small group 
invited for the occasion. He formally “broke 
ground” for the construction of one of the 
most modern manufacturing and administra¬ 
tion buildings of its type in New England, to 
be erected at a cost of close to a half million 
dollars. Now on this same tract there is a 
scene of war-period activity. One hears the 
whir of steam-shovels, the clatter of horse- 
drawn carts, the roar of the exhaust of the 
big motor trucks, the shouts of men, as the 
excavation work progresses—Hartford has 
scored another victory in its steady industrial 
and business growth. 

We are all familiar with the early history 
of our President, Alfred C. Fuller, and the 
dreams and ideals which inspired him to 
leave his Nova Scotian home and seek fame 
and fortune in the city. Other lads have 
dreamed the same dreams and made the same 
journey, but how few have had their visions 
materialize to such phenomenal proportions! 


How few would even dare dream that a busi¬ 
ness started in a cellar in Somerville, Mass., 
and later carried on in a little Park Street 
shanty in Hartford would develop into one 
of the most important industries in Hartford 
and the largest of its kind in the world. 

Hartford has long held supremacy as an 
industrial and insurance center. Years ago 
the capital of the Nutmeg State won its 
reputation in the machine tool and arms field 
—then later as a center of the typewriter 
industry and insurance business. It is only 
within the past several years that it has 
gained its title as the home of the largest 
brush manufacturing company in the world, 
and the name of Hartford has been carried 
throughout the entire United States and 
Canada—to Alaska, to Cuba, to the Hawaiian 
Islands—as the center of the world's brush 
industry—the Home of Fuller Brushes. 

When Mr. Fuller was employed as a sales¬ 
man with a small brush manufacturing con¬ 
cern in a suburb of Boston, twisted-in-wire 
brushes were crude affairs and few in num¬ 
ber. Ideas for improvement of the brushes 
he carried and suggestions for new ones 
prompted Mr. Fuller to go into the business 
for himself. 

The story of his progress from the first 
supply of material and a little crude hand¬ 
twisting machine which he worked himself 
in the late afternoons and evenings, selling 
the result of his labor during the day, up to 
his present-day supremacy, is a story so 
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unique and so inspiring as to bear much 
repeating. 

In May, 1906, Mr. Fuller came to Hartford 
and set up his small stock of machinery and 
material and gave his full time to turning 
out brushes to be sold by the several repre¬ 
sentatives he had picked up while selling the 
line himself. 

From then until 1910, Mr. Fuller was the 
entire inner organization of the Fuller Brush 
Company. He superintended manufacture, 
took care of shipments, credits, etc., hired 
new salesmen, and in his spare time invented 
new devices for the manufacture of his prod¬ 
ucts. In April, 1911, the late George L. 
Marsh, vice-president and general manager 
at the time of his death sev¬ 
eral months ago, was en¬ 
gaged to keep the books of 
the company, during his 
spare time. Mr. Marsh de¬ 
vised an office and factory 
system and in August, 

1913, he was made factory 
and office manager, giving 
up his position with a large 
manufacturing concern to 
cast his lot with the Fuller 
Company. 

New men, attracted by 
Mr. Fuller’s unique busi¬ 
ness methods, were being 
constantly added to the 
Fuller ranks now, and by 
1913 the concern was doing a business of 
$50,000 a year. This sum looked pretty big 
at this time but Mr. Fuller’s goal was one 
million dollars yearly at least, and late in 
1913 it was decided to incorporate a company, 
take the product out of the hands of jobbers 
and selling agents and open offices through¬ 
out the country equipped with specially 
trained sales forces to handle the Fuller line. 
Accordingly, the business was incorporated 
in October, 1913, with a capital of $50,000. 
Of this sum, $20,000 was in assets and $30,- 
000 good will. Three directors were appoint¬ 
ed, Alfred C. Fuller, George L. Marsh and 
Mrs. Alfred C. Fuller. In February, Frank 
S. Beveridge, the company’s present vice- 
president and director of sales, left a position 
with Undemood & Underwood, nationally 
known photographers, to accept a position 
with the company as salesman and general 
college agent. 

In July, 1915, the first branch office was 
opened in Boston; another soon followed in 
Providence and in rapid succession other 
branches were opened, as fast as the com¬ 
pany’s finances permitted, until today there 
are branch sales offices in over 200 cities of 


the United States, Canada and the West 
Indies. The one little manufacturing plant 
has grown to five large plants in Hartford: 
namely, Cotton Division, Ivory Division, Con¬ 
nector Division, Shipping Division. Other 
plants for distribution and in some cases light 
manufacturing are located in Hoboken, New 
Orleans, Toledo, Kansas City, Oakland and 
Seattle. The Fuller Brush Company, Ltd., of 
Canada has a factory in Hamilton and dis¬ 
tributing stations in Winnipeg and Hamilton. 

Mr. Fuller’s goal of one million a year has 
long ago been attained and the gross sales 
of the Fuller Brush Company for 1921 
reached very near $10,000,000. Every dollar 
of this was sold directly to the consumer 
through the house-to-house 
method, by a trained force 
of more than 3,500 sales¬ 
men, and Fuller men and 
Fuller methods are today 
synonymous of all that is 
ethical in business. Square¬ 
dealing and unselfishly ren¬ 
dered service to the public 
by the Fuller organization 
have removed the stigma 
formerly attached to the 
house-to-house canvasser, 
and today the trained spe¬ 
cialty salesman has reached 
a position of dignity and 
importance with the public 
undreamed of a decade ago. 

All of the company’s manufacturing plants 
in Hartford and also the executive and gen¬ 
eral offices which now occupy two entire 
floors in the Overland Building on Asylum 
Street, will be housed in the new building on 
Windsor Avenue near the city line, which it 
is expected will be ready for occupancy about 
the first of next year. The main building will 
be 400 feet long by 80 feet wide with a wing 
running to the east, 100 feet long by 80 feet 
wide four stories high with a tower, compris¬ 
ing a total floor area of over 160,000 square 
feet. 

The top floor will be used for the general 
and executive offices, the latter being finished 
in quartered oak wainscoting and flooring, 
with mouldered plastered walls and ceilings, 
in a very attractive manner. The second and 
third floors will be used entirely for manu¬ 
facturing purposes, and for packing and ship¬ 
ping the finished products. The ground floor 
will be used for receiving and storage of raw 
materials which can be unloaded directly 
from the freight cars into the building. A 
machine shop, carpenter shop, press depart¬ 
ment and electrical department will also be 
located on this floor. 


In the last few years, the demand 
for Fuller Brushes has increased al¬ 
most unbelievably and in order to 
meet it, everything possible is being 
done to perfect Fuller Service. The 
concentration of the home-town divi¬ 
sions in one advantageously located 
and ideally constructed building is a 
big step forward in rendering more 
eflicient the various steps in our many- 
sided industry. 

Let us read again the remarkable 
story of the realization of one man’s 
dreams and prepare to go forward 
with the same loyalty and co-opera- 
tion, the same broad vision, the same 
firm and generous spirit that have 
already achieved for the Fuller Brush 
Company such a substantial success. 
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READY FOR ACTION 



One of three cranes now 
at work preparing the 
ground for our new “Home 
of Fuller.” 


Left to right: Harry A. 
Allen, M. C. Manternach, 
G. A. Millard, A. C. Fuller, 
F. S. Beveridge, E. R. 
Cotton and S. N. Dunning. 


Owing to the vast growth of the business 
of the Fuller Brush Company in the past few 
years, the future development has been given 
considerable thought and study and the new 
building was designed to take care of future 
growth with the smallest amount of time, 
minimum shifting of machines and depart¬ 
ments. Additions can be made at any time 
without serious interruption to the business. 

The building will be very attractive with 
tapestry brick for all exterior walls and cast 
stone trim. The tower in the center of the 
plant adds greatly to the attractiveness and 
beauty of the building and gives it a dis¬ 
tinctive tone which elevates it above the class 
of the ordinary manufacturing plant. 

The property affords plenty of room for 
expansion, for development, and in addition 
space will be available for tennis courts, 


baseball diamond, hand-ball courts and other 
features for a complete athletic and recrea¬ 
tion field which will be provided in the near 
future. 

We are justly proud of our leader’s success 
and whatever share we may have had in it, 
and shall look upon the new “Home of Fuller” 
as a monument to the growth and expansion 
of the business itself, and to the loyalty and 
co-operation of the men Mr. Fuller has gath¬ 
ered about him and with whom he has so 
generously shared his great opportunity. 
This is another milestone on our Road of 
Progress. Let us pause here for a moment 
to look backward with much pride and satis¬ 
faction and to look forward with increased 
confidence and larger vision toward the still 
greater achievements that lie before us. 
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A CHINESE BOAR ON WAY TO MARKET 



“MAKE YOUR OWN” 

And Cut Down Office Expenses 

F. L. Strong of Waterloo, Iowa, has made 
a very worth while suggestion with regard 
to increasing the supply of scratch pads— 
and incidentally making good use of other¬ 
wise waste material. 

His method of killing two birds with one 
stone is to gather up all the obsolete forms— 
for instance, the discontinued order blanks 
and old weekly branch and assistant branch 
reports—take them to a local printer and 
have them cut in quarters and tubbed. These 
blocks make excellent scratch paper for use in 
the office, enough to last the balance of the 
year at a cost of 45c. 

This is a simple and practical plan, and 
you will feel well repaid for the slight trouble 
involved when next you look around for 
scratch paper and find this extensive supply 
on hand. 


ARE YOU GOING UP? 


It is not always easy to remain loyal to 
one’s employer when others, perhaps, are 
offering tinsel-colored opportunities to you 
—but never forget for a single instant that 
old well-worn proverb: “The rolling stone 
gathers no moss.” You have been with us 
one, two, three, six or more months—has 
this time been well spent? Think it over! 
Have you gone up as fast as you would have 
liked? If not, whose fault is it? You know 
full well that our glorious company has no 
limits when it comes to boosting you along in 
life—and if you have not gone up as yet— 
now is the time to get there! You must real¬ 
ize your opportunity with us—it has been 
told you time and time again. Yours is the 
opportunity—grasp it! And never release 
that grip! 

— C. H. Combs. 
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The By-Ways of Brush Making 

A Brief Sketch of the Source and Nature of Our Raw Materials 


By Miriam Pomeroy 


The growth and development of the brush 
industry is an expansive subject, reaching 
into the fields of science, ethnology, history 
and geography. A comprehensive book 
might be written on the subject and it is 
regrettable that there is none; that it is in 
fact so very difficult to gather together 
pertinent material. The present widespread 
interest in the subject is, of course, due to 
the rapid growth of the 
industry and the in¬ 
creased use of special 
brushes for special pur¬ 
poses. Now that we have 
discovered how practica¬ 
ble and essential brushes 
are, we want to know 
what they are made of, 
where they come from, 
which are the best, and 
why. It is no simple task 
to answer these ques¬ 
tions. 

Without the written 
romance of brush his¬ 
tory, we can only gather 
together a few stray 
facts and piece out our 
story. 

To begin with, we 
know that the best 
brushes are made of 
bristles — that Fuller 
Brushes are made of the 
best bristles. There are, of course, certain 
standards for judging the quality of bristles, 
their length, color, stiffness, shape, texture 
and resiliency. 

The pure white bristle is considered the 
best, but it is not at all plentiful and as too 
much bleaching damages the material, bris¬ 
tles with a tint of yellow are often superior 
in wearing qualities and durability to whiter 
bristles. 

These high quality bristles come from a 
wild boar that inhabits Russia and China. 
As the animal which is most exposed to the 
cold has the thickest coat, so the hog from 
cold countries is protected by the best 
bristles. The Russian hog is a long, spare 


animal—the thinner he is, the longer and 
stiffer are his bristles. The long, fine hair 
of the Siberian wild boar is of particularly 
high quality. The wild boar is, incidentally, 
a very ferocious beast and hunting him, ac¬ 
cording to Mr. Theodore Ruete in “Brooms, 
Brushes and Handles” provides one of the 
real thrills still to be had in this modern, 
sheltered world of ours. Fortunately we, or 
rather, those who are en¬ 
gaged in this first step of 
brush manufacture, have 
to hunt only the bristles 
and not the animal him¬ 
self! 

At the present time, 
Russian stock is very 
scarce and we have to 
look to Northern China 
for a large part of our 
supply, except for the 
Russian bristles still on 
hand in French and Eng¬ 
lish markets. 

In the spring, when 
the hog no longer needs 
the protection of his 
heavy coat, he scratches 
himself against trees and 
shrubs and rubs off the 
bristles. These are col¬ 
lected by peasants and 
sewn up in horse or ox¬ 
hides, to be sent to 
“fairs” throughout Europe. 

Then the bristles are bought up by people 
who grade them as to color and length and 
prepare them for the next market. They are 
again graded, washed and dried in a kiln, 
straightened by being wrapped around wood¬ 
en plugs, bleached, combed, cut, bunched and 
weighed. They are carefully inspected in 
every detail and are thoroughly sterilized. 
Not until they have been through this lengthy 
and exacting process, are they ready to be 
bought by the Fuller Brush Company. 

When we get them in carload lots of small 
bunches, sorted and graded as to color and 
length, they are again put through a process 
of sorting, cleaning, drying and trimming 
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before they are ready to be made into 
brushes, twisted in wire, trimmed, inserted 
in a handle—but that is the beginning of an¬ 
other story, the story of good materials, plus 
skilled factory help, plus wide demand, plus 
Fuller Service! 

Our black bristles are imported from Chun¬ 
king, China, where they are gathered by 
Chinese women, packed in a rough board 
case, loaded on a junk for Shanghai and 
thence transported to England. These bristles 
are very hard, resilient and durable, and ex¬ 
cellent for the cheaper brushes. The short, 
stiff bristles, such as used in our manicure 
and tooth brushes, come, by similar steps, 
from Japan. 

Our other raw materials are perhaps less 
interesting. The fibres used in making 
brushes for vigorous cleaning purposes are 
harsh and resilient, coming from various 
palms in tropical countries. They are split 
and prepared for use by machinery, are very 
plentiful and easily secured. 

We use a large amount of horsehair, both 
the heavy tail hair and the soft mane hair. 
The white hair is used for our flesh brushes, 
hat brushes, pastry brushes, etc. The utility 
brush is an example of the use of heavy tail 
hair and the wall brush of the soft mane hair. 
Europe, China and Australia are our chief 
sources of supply here. The hair is very dur¬ 


able and when cut, graded and suitably used 
proves very serviceable and satisfactory. 

As in the case of bristles, the hair must 
be of a certain quality and is soaked and 
baked for several hours, thoroughly steril¬ 
ized, then carded and cured after a three 
days' cooling. Here also is a lengthy process 
of cutting, twisting, trimming before the 
material passes into the hands of skilled 
operators, to be made into brushes. 

This is only a very brief survey of our raw 
materials and how we secure them. It may, 
however, give you some idea of the real ro¬ 
mance of the brush industry. All of this is 
of course only an interesting sidelight. In 
demonstrating the point to be stressed is the 
use of a brush, the service it will give, just 
what it will do for the housewife. Even so, 
while you are concentrating on this aspect 
of a brush, you have perhaps an added confi¬ 
dence from knowing how the story began 
when a hog rubbed the bristles off his back 
and spine and a peasant found them, how the 
chain of human co-operation extended from 
the first peasant up to the skilled operator 
who put in the finishing touches, thence to 
the shippers and eventually to you; and how 
much care and skill, how much loyalty and 
co-operation, how much quality and service, 
go into the making of every Fuller brush. 



The result of an afternoon of sport in northern France. 
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The Force of Example 

Every Man Is An Influence for Good 
or Evil 


By H. C. Burrows, Kingston, Ont. 


Every man is the ideal of some fellowman. 
Unconsciously, we are all held in the “lime¬ 
light” as an example, for good or bad, by 
somebody. Deep in every man’s heart there 
is a smoldering desire to achieve success, 
waiting until someone sets an example that 
will fan the smoldering desire into a flame of 
reality. 

How great then is our responsibility to our 
fellowmen? We cannot evade this issue; we 
are judged by the community in which we 
are placed. If we are a drag on the com¬ 
munity, we will draw all the rest of the 
ne’er-do-wells to our standard, like birds of 
a feather, and there live in a fool’s paradise, 
satisfying our smoldering desire for good by 
weak excuses, self pity, and all the kindred 
resorts that mark a man as a failure 

On the other hand, we succeed in some 
small detail through our desire to do well, 
spurred on by a goodly example from some 
fellowman, and on the prestige gained by 
the success of that small job, we attempt 
greater deeds and by a help or example from 
someone, we again succeed. 

We are fast coming to a point where we 
will be looked on as an asset; a power for 
good in the community where we live and 
have our being. Strength will flow to us; 
greater responsibilities will gravitate our 
way and our friends will be as ourselves. 
Folks will point to us as a bright example; 
we shall have reached a point from which 
there is no turning back. 

We shall have reached this point because 
someone set us an example. It might have 
been the village blacksmith, the postman or 
some other acquaintance who helped us for¬ 
ward into the right track. Our success has 
repaid them fully. “They cast their bread 
upon the water and it returned after many 
days.” And who among us has not a mother, 
wife, or sweetheart who is watching, waiting 
expectantly for our success? And shall we 
disappoint them and carry them with us, 
heartsick, into the ranks of failure? Or 
shall we be a shining example, pointed out as 
a success and one whom folks are pleased to 
call their friend ? 


A Successful Canadian 
Manager 

Sometime in May, 1921, a man who is now 
a successful manager of the Fuller Brush 
Company, but who was at that time a Fuller- 
ite of about two weeks’ standing, did a little 
recruiting which resulted in Mr. H. C. Bur¬ 
rows joining the Fuller ranks. 



H. C. Burrows 


Mr. Burrows gave a great deal of thought 
to the matter and came to the conclusion 
that the opportunities with our company 
were greater than any he had previously 
heard about. He worked first in Hamilton 
under Mr. Smith, and after a month was pro¬ 
moted to the rank of lieutenant at Kitchener, 
Ont. It was there that he began to find the 
work really fascinating. Later he became 
assistant manager, a position he filled until 
November 15, 1921, when he was promoted 
to the managership of the Kingston Branch, 
where he is doing splendid work. 

In commenting on our Company, Mr. Bur¬ 
rows says that there is no better way of test¬ 
ing the mettle of a man and bringing out his 
latent qualities, no matter at how low a pitch 
they may be, than for him to take up our 
work and compete with our men for real suc¬ 
cess, the goal of any man’s life. 
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Making, Salesmanship a Profession 

By J. S. Knox 


When a murder is committed and the au¬ 
thorities are unable to discover the culprit, 
they look for a motive, and when they find 
the motive, they usually discover the perpe¬ 
trator of the crime. 

The time is at hand when every sales man¬ 
ager should make a careful, analytical study 
of the motives, habits and principles govern¬ 
ing the lives of successful salesmen. These 
motives, habits and principles should not only 
be catalogued, but carefully charted. They 
should be used as a mirror, model and yard¬ 
stick of the successful salesman. 

On the other hand, every sales manager 
should also make a careful analysis of the 
motives, habits and principles of unsuccessful 
salesmen. He should carefully catalogue and 
chart these motives, habits and principles, 
contrast them with the chart of successful 
salesmen, and discover exactly the particular 
motives, habits and principles that make suc¬ 
cess impossible and failure inevitable. He 
should use these charts as a guide in hiring 
and training salesmen. It is a fact that the 
average salesman cannot analyze himself. He 
does not know the motives, habits and prin¬ 
ciples that make for success, and the particu¬ 
lar motives, habits and principles that are 
sure to result in failure. 

The time has come when a sales manager 
must diagnose his case and prescribe a 
remedy with as much care as does the doctor. 
If the salesman refuses to accept the diagno¬ 
sis or take the medicine, there is only one 
thing to do, and that is separate him from the 
organization, because the sales manager 
knows that his diagnosis and his remedy is 
the result of a careful analysis of thousands 
cf cases. It is based upon absolute fact and 
not guess-work. It is, therefore, thoroughly 
scientific. 

♦ * * * 

Many salesmen wonder why it is that 
salesmanship which is one of the oldest occu¬ 
pations in the w r orld is not recognized as a 
profession. The three learned professions 
are—Law, Medicine and Theology. All law 
is based quite largely upon the Ten Com¬ 
mandments, but trade flourished in Babylonia 
long before the time of Moses. The science 
of medicine is a comparatively new science. 
One hundred years ago and even less, the doc¬ 
tors bled sick people. They are still bleeding 
them, but in a little different way. 


Ancient Conception of Business 

Let us take a long look back through the 
centuries and ask some of the great leaders 
of those times what they thought of business 
men and business as it was conducted at that 
time. The ancient Persians considered busi¬ 
ness a school of lies. Aristotle said that a 
merchant and a falsifier were synonymous. 
Cicero declared that a merchant could not 
succeed without lying. This dishonest 
method of doing business was handed down 
through the ages and some of it exists to this 
day, to the detriment of all business and the 
disgust of decent men. The Hebrew and the 
early Christian literature express much the 
same sentiment. St. Chrysostom, one of the 
early Church Fathers, said it was scarcely 
possible for a man to be a business man and 
a Christian at the same time. The church 
in the middle ages published a canon against 
buying goods for the purpose of selling them 
at a profit. They established the so-called 
“Rule of the Just Price,” the price above 
which no merchant might sell. A salesman 
or a merchant who bought goods with the 
idea of selling them at a profit was held in 
contempt. He was considered dishonest, a 
parasite, reaping where he did not sow. 

Where goods were manufactured in the 
household and sold to the nearby neighbor, 
there was little need of the services of the 
trader and his services would scarcely be 
appreciated. 

It is for these reasons that in the middle 
ages a violent and unjustifiable prejudice was 
aroused against the middle man. That preju¬ 
dice has been handed down. It has in a con¬ 
siderable measure, created educational an¬ 
tagonism towards business, but it is being 
eliminated. Today, where goods are brought 
from the ends of the earth to meet our daily 
needs, Service is supreme. 

The biggest word in the business language 
is not Profit but Service. We applaud our 
Edisons, our Fords, our Wanamakers and our 
Fields, not because of the millions they made 
but because of their service to humanity. In 
this country and at this time, the business 
man has as high a social standing as the pro¬ 
fessional man. 

Low Standards 

But neither salesmanship nor business has 
as high a standard as it ought to have 
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morally and educationally. Hundreds of mil¬ 
lions of dollars are taken from the American 
people every year by business concerns that 
were incorporated and promoted to sell stock 
rather than to build a legitimate business. 
Both the public and the so-called salesmen 
who sell the stock are the dupes of the pro¬ 
moters. These so-called salesmen are not 
salesmen in reality. They are not acquainted 
with the fundamentals of business and they 
are not competent to determine the value or 
valuelessness of the goods they are selling. 
The only legitimate salesman today is the 
economist who sells to a man in proportion 
to his need or refuses to sell him if he has 
no need. This kind of salesmanship results 
in repeat orders. 

The man who comes into my office wearing 
a mask, carrying a revolver and demands my 
money may be a gentleman with misdirected 
energy, but the man who comes into my office 
in the guise of a salesman and gentleman, 
sells me goods and gets my money by mis¬ 
representation, is neither a salesman nor a 
gentleman. He is a cowardly thief, a busi¬ 
ness pirate, and it is the business of honest 
men to do everything within their power to 
eliminate him from commercial life. 

A man who is untruthful in his selling 
methods either handles a dishonest product 
or is untrained and unacquainted with the 
best method of presenting it. Every dishon¬ 
est statement makes it just that much harder 
for an honest man to do business. Every un¬ 
truthful statement helps to discount every 
truthful statement made by an honest sales¬ 
man. Every dishonest salesman is a de¬ 
stroyer of confidence and a destroyer of busi¬ 
ness, his own business as well as the business 
of honest men. Every truthful salesman is 
a builder of confidence and therefore a builder 
of business. The salesman who attempts to 
make a sale regardless of whether or not the 
buyer has need, is neither shrewd nor good. 
On the other hand, when a salesman meets 
an individual who would profit by his goods 
and that man indicates his lack of interest, 
the business of the salesman is to change the 
prospect’s mind and bring it around to agree 
with his own. 

A salesman is a teacher. He is more than 
that—he is the advance agent of civilization. 
It was the salesman, the trader, who first 
penetrated the Hudson Bay country. The 
lawyer, doctor, preacher and teacher followed. 
It is the salesman who marketed the sewing 
machine, the windmill, the telephone, the 
telegraph, and modern breakfast foods. 

Continued on Pare 14 


Central Division Manager 
Comes to Home Office 

J. C. Altrock Welcomed to Hartford 

After June 1st, Mr. J. C. Altrock, our 
Central Division Manager, will be a perma¬ 
nent member of the Home Office force. Mr. 
Altrock’s rise to fame has been rapid, but 



J. C. Altrock 


built on firm foundations. Joining our or¬ 
ganization in 1919, he applied himself to his 
work with so much energy and ability that 
he was made a branch manager after very 
few weeks’ selling experience. Six months 
cf excellent work in this capacity earned him 
promotion to rank of District Manager in 
1920, and again in January, 1921, he was 
made a Divisional Manager. During the 
past year he has been concerned largely with 
the development of Central, and it is through 
his efforts that this division has attained its 
present high standing among the “Big 
Three.” 

His removal to Hartford will be of great 
benefit both to Mr. Altrock and to the firm, 
as he will be in closer touch with all depart¬ 
ments and have a more complete knowledge 
of Home Office methods and affairs. We are 
glad to take this opportunity of extending to 
him a hearty welcome from all members of 
the inner organization. 
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“The big man is just the man who talks 
big, as long as people believe him.” We don’t 
know just whom we are quoting—perhaps 
you yourself have made that same remark. 
Certainly many of us have thought it in our 
heart of hearts and expressed it in one way 
or another. 

“Bluff is what counts,” we say, “Make a 
big noise and people will come running.” 

“Toot your own horn—sing your own 
praises. People are easy to fool.” 

That is more or less true. We are not 
denying that a lot of people get away with 
a large amount of amazingly obvious bluffing 
—but they get found out sooner or later; 
their feet are on unsubstantial ground and 
inevitably they slip back to the obscurity 
where they belong. 

The man who really talks big and means 
it, is believed because he believes in himself. 
Confidence begets confidence. You must have 
a lot of real faith in yourself to be able to 
stand up in front of the crowd, to lead the 
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crowd and make them have faith in you. 

You have got to sell yourself to them and 
you can’t do it if you admit to yourself for 
a single instant that you are not worth 
selling. 

You might sell one brush that you thought 
was worthless and undesirable, but you 
wouldn’t sell many nor make yourself rich 
and famous. You might sell yourself to one 
person, or one concern, but if you thought 
you were useless, they’d soon think so, too. 
Doubt and uncertainty are contagious. Bluff 
is too thin not to be penetrated by quick, 
critical eyes. 

The Power of Faith 

Faith in yourself enables you to earn the 
success you, like every other man, wish for. 
Instead of being satisfied with wishing, the 
man with faith in himself goes out and gets 
what he wants. He has faith in his work. He 
knows the value of self-confidence, the advan¬ 
tage of knowing that he is doing his best, 
that every day is his opportunity; that every 
opportunity, however small, is a step up on 
the ladder of success; that a task well done 
today may be still better done tomorrow. 
That makes work interesting, doesn’t it— 
knowing that you are learning more and im¬ 
proving steadily day by day? 

It is not so long since our business was a 
“little acorn”—since Mr. Fuller faced the 
world armed only with a supreme faith in 
himself and in that which he had for man¬ 
kind. This faith was soon instilled in the 
hearts of other men, and others and others. 
Men from all over the country joined forces 
with him because they had faith in him, 
faith in Fuller brushes and faith in their own 
ability to sell them. With the steady increase 
in our size and output, our advertising grew 
and developed, from the local 2-inch-ad of 
1917 to the two-page color ad of 1922 which 
reaches all the world. 

There is all the difference between seeming 
big because your talk is big and talking big 
because you are big, that there is between a 
Fuller Shower Bath Brush and its crudest 
imitation. Real, genuine quality—strength, 
soundness, usefulness—tested and proven by 
years of service. 

We are a “sturdy oak” today. That is why 
our advertising campaign is so large, our 
fame so widespread, our products so univer¬ 
sally in use. That is why we talk big and 
why the world believes us. We have justified 
their faith; the foundations of our business 
are rooted deep in indestructible ideals. 

Your faith and self-confidence are likewise 
justified. Talk big—go forth and sell! 
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“AN OUNCE OF PERFORMANCE 
IS WORTH A POUND OF CLEVERNESS” 


By B. F. Hennacy, Jr. 


Most salesmen pass through the stage of 
cleverness. At least all successful salesmen 
do. Clever talk of itself is never educa¬ 
tional, and at its best is no more than enter¬ 
taining—and that only to a chosen number. 

A cleverly worded talk full of concentrated 
con, popular piffle and super-slang may at¬ 
tract the customer’s attention, but not her 
favorable attention. And be it also remem¬ 
bered that as much attention as is thus at¬ 
tracted, is that much deducted from your 
brushes. 

Some salesmen carry Fuller Brushes as a 
side line, their main stock in trade consisting 
of polite palaver, fallacious fables of their 
own fabrication, and an insinuation that each 
customer is an ignorant ignoramus, who can 
be rendered spellbound by their flagrant flat¬ 
tery. It has been said that the best dress is 
that which is not conspicuous in being gaudy 
or shoddy- The same applies to speech. 
Speech is a medium for the expression of 
ideas, and the clearer and more transparent 
the medium, the greater clarity and forceful¬ 
ness of the ideas themselves. 

Your diction should be such as to convey 
to your customer the thoughts you have in 
mind in the most direct, simple and under¬ 
standable language. Your real personality 
is always reflected in your natural tone of 
voice, and no one can maintain their natural 
tone of voice or convey their real personality 
through a medium of mutilated English. 

Few positions offer a greater opportunity 
for the improvement of one’s English, than 
selling Fuller Brushes—providing advantage 
is taken of that opportunity. After thor¬ 
oughly mastering the selling points of your 
brushes, and a proper description of the ma¬ 
terials, your next thought should be toward 
clothing these ideas in the best possible Eng¬ 
lish, keeping in mind directness of style, sim¬ 
plicity of language, proper cadence of voice, 
and a quick adaptation of your delivery to 
meet the level of intelligence of your pros¬ 
pect. 

If your demonstration had been given to 
two women, and after you were gone they 
should comment about your visit, which 
would you rather have said ? 

“That man sure had some line of talk. I 
wish I could roll it off like that.” 

Or, “That certainly was a wonderful set of 
cleaning brushes the Fuller man displayed— 
I’m glad I ordered that $15.00 set.” 


SEED THOUGHTS 
FOR THE MENTAL GARDEN 

By A. F. Sheldon 


No. 1. About Business 

Why are you in business? 

“To make money!” is the almost universal 
answer to that question. But is that the 
true answer? 

It is all right and absolutely necessary to 
make money in business. But is the object 
of the existence of that business of yours to 
enable you to make money? 

No. The reason for the existence of your 
business is Service or Usefulness to human 
society. The money you make is the pay 
you get for the Service you render. 

Service Rendered is Cause—Profit made is 
Effect. The way to create effects is to take 
care of causes. 

If all those who make and sell footwear 
were to die at the same time the world would 
wake up to the fact that our manufacturers 
and sellers of footwear are great servants of 
society. 

The same is true of every other form of 
industry and commerce. 

Our greatest servants are those who till 
the soil—upon them we depend for food. But 
those who manufacture and distribute the 
world’s necessities and luxuries and other 
lines are great servants, too. 

No! Business in the sense of Commerce 
and Industry is not a sordid thing. It con¬ 
sists of taking the raw material that Provi¬ 
dence has provided, shaping it into forms 
of usefulness and distributing it to adminis¬ 
ter to the needs and comforts of humanity; 
and the servant is worthy of his hire. 

The Law of the Survival of the Fittest is 
not the Law of the Survival of the Selfish. 
The Law of the Survival of the Fittest is the 
Law of the Survival of the Most Serviceable. 

He who serves others well, serves self; and 
thus survives. 

Q0 ED ro 

oTTE <7VT> oTTb 

Get in the habit of writing to the Editorial 
Department. Your methods may be a big 
help to someone. Don’t be selfish—share 
your ideas with the rest of the Fuller Folks. 

« « e 

’Tain’ no sense o’ frettin’ ca’se a man 
im’tates yo’ goods—long ez he hab t’ foller 
yo’ tracks he ain’ apt t’ pass you! 

—Uncle Mose. 
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1. Leonard P. Lynch, Jr., 9 mos., son 
of assistant manager. Savannah. 

2. Billie and Ruth Thomas, 8 and 5 
years respectively, children of J. N. 
Thomas, Harrisburg manager. 

3. Benjamin F. Hennacy, 3rd., 2 years, 
son of our Editor, B. F. Hennacy, Jr. 

10. Clarence 


4. Eugene H. Nelson, 8 mos., son of 
E. H. Nelson, Butte Office. 

5. Robbie Ryder, 7 mos., son of C. A. 
Ryder, Winnipeg District. 

6. Marion M. Matchett, 2M: years, 
daughter of Christopher Matchett, 
Home Office. 

E. Roszelle, 10 mos., son of Clarence Roszelle, 


7. Jayne A. Lowe, daughter of Harold 
G. Lowe, Cincinnati Office. 

8. Willow G. Mathis, Jr., 2% years, 
son of W. G. Mathis, Macon Office. 

9. Christopher Matchett, Jr.. 10 mos.. 
son of Christopher Matchett, Home 
Office. 

Home Office. 
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“Invictus” 


How One Man Met Misfortunes and Came Out on Top 


Mr. J. L. DesRosiers is one of our new 
representatives, located in Quebec and very 
enthusiastic about his work. He intends to 
see that every home in his territory has the 
opportunity of receiving Fuller Brushes and 
Fuller Service and we are sure he will rapidly 
ascend the ladder of Fuller success. 

Our faith in Mr. DesRosiers is based on the 
unconquerable spirit and unfailing optimism 
revealed in this account of his career since leav¬ 
ing school. We believe you will gain new courage 
and inspiration from reading his story. 


I left school when I was fourteen years of 
age, to become a clerk in a store, with salary 
of $5.00 per month. After a few months, I 
thought I could earn a better salary and I 
left the job and soon was working in a saw¬ 
mill for $1.00 a day. This was a pretty big 
jump from $5.00 to $26.00 a month. Two 
years later I was millwright in the same mill 
with pay of $3.00 per day. Of course I was 
very young and $3.00 a day was a lot of 
money for me, so I began to be satisfied with 
these wages and stayed there for a few years. 
But one day I accidentally got caught by a 
vertical shaft making 300 revolutions per 
minute. This was a little too speedy for me. 
As a matter of fact, I got my nose, shoulder, 
leg and then some, broken in the transaction. 
However, I was lucky enough to get out with 
my life. 

I felt, however, that I could not stand any 
more hard work. My experience in the saw¬ 
mill helped me in securing a job in a lumber 
yard, at the same time my salary dropped 
from $3.00 to $1.50 per day, so I realized that 
prosperity was getting away from me. 

A year later I bought a little sawmill 
located nine miles from the railroad, for 
which I paid $2,000. I had it for two years 
and I was making good when I lost $4,300 
worth of lumber that I had shipped to a lum¬ 
ber company which failed, so I had to sell 
the mill to pay my bills. This was in the 
spring of 1914. 

In the following summer I built a shed at 
Blue River, P. Q., and started a furniture 
store in it. The business was fairly good 
for a few months, but between Christmas 
and the New Year, a fire destroyed every¬ 
thing I had there but the clothes on my back 


and $10.00 in my pockets. With this, I 
bought a railroad ticket for St. Quentin, 
N. B., on the following day. There I took 
charge of a small lumber office with salary 
of $50 per month. 

A year later, I hired with a pulp-wood con¬ 
cern and traveled for them another year, at 
a salary of $100.00 per month clear of all 
expenses. During these twelve months I 
saved $1,000. This was a very modest sum, 
but I thought I could make it grow and so 
started in the lumber business on my own 
account once again. 



J. L. DesRosiers 


After three years of successful business I 
thought I was pretty well off, but in the 
spring of the third year, a forest fire rolled 
over three of my lumber yards and destroyed 
$1,500 worth of lumber. Three years of hard 
work was gone into smoke but I was still left 
with $4,000 worth of insurance, so I started 
again and had about twelve more months of 
profitable business. But it seems to me that 
I was too young yet to be happy, for at the 
moment I began to forget the preceding 
losses, another fire started in the village and 
swept off 65 buildings, including my office, 
my clothes and all my lumber. Maybe I 
wasn’t “in the rut,” but surely I was in the 
ashes! 

Ruined and discouraged, I have completely 
lost two years more in figuring how I was 
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to get back on my feet again, but a couple 
of months ago a friend of mine, Mr. F. R. 
Bell, sent me an invitation to join the Fuller 
Brush Family. At first I could not see any 
chance in that for me. However I joined, 
and I must thank Mr. Bell now, for my last 
week's earnings were over $60.00 and I know 
that I can do better if I only put in a few 
more hours. 


Making Salesmanship a Profession 


Continued from Page 9 


Salesmanship is the power of human influ¬ 
ence—the influence which one man has over 
another, either in the school room, the court 
room, the sample room, or while preaching 
the gospel in farthest Asia or darkest Africa. 
If the work of a salesman is so great and it 
has meant so much to the building of civiliza¬ 
tion, why is not salesmanship recognized as a 
profession? Let us stop a minute. What do 
we mean by the word “Profession”? Where 
does it come from ? It is an outgrowth of the 
word “profess.” The man who belongs to 
one of the learned professions, professes to 
have knowledge of that particular subject. A 
doctor for instance, spends four years in high 
school, four years in college and four more in 
a medical school before he can profess a 
knowledge of his subject and be licensed to 
practice. If the same thing is true of lawyers 
who receive their legal training in such 
schools as Harvard and the University of 
Michigan, how about salesmen? How much 
knowledge does he profess to have? Most 
salesmen or so-called salesmen cannot profess 
to have spent even one month in any school 
on earth in the study of the science of busi¬ 
ness or the science of salesmanship. Do you 
now see why we are not recognized as a pro¬ 
fession and why we are not entitled to be 
known as members of a learned profession? 

I congratulate you, the salesmen and ex¬ 
ecutives of the Fuller Brush Company, that 
you are working for an organization that is 
helping to establish a standard which will 
ultimately give the salesmen of this country 
a professional standing. 

The Fuller Company realizes that a sales¬ 
man makes his living by what he gets, but 
he builds his business by what he gives. Your 
company realizes that its salesmen cannot 
give intelligent, expert advice and service 
unless they have received a course of instruc¬ 
tion in personal development, knowledge of 
business and business methods, knowledge of 


the goods they handle and scientific knowl¬ 
edge of the needs of the customer. 

When every business concern in America 
has analyzed this situation as it has been 
analyzed by the Fuller Brush Company, and 
recognizes the possibility of manhood, the 
dignity of service, salesmanship will be lifted 
out of the realm of a guess-work occupation 
and into the dignity of a profession. 

jur-’i 
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WHEN ITS 100 IN THE SHADE 


It won’t be long before the season of hot, 
sultry days will be here. Those days when 
the mercury in the thermometer bats a cute 
104, those days when the general public have 
that wilted and unstarched feeling, those 
days when anything that will guarantee a 
cool and refreshed feeling will be greatly ap¬ 
preciated. We can hardly imagine the feel¬ 
ing of the uncomfortable reader who glances 
at the Fuller advertisement inserted in this 
issue of the Bristler. 

Reading part of the text—“A refreshing 
spray of water at the temperature you desire 
playing gently upon the body—the Fuller 
Friction Shower cleanses and refreshes while 
its bristles stimulate the circulation. No 
bath could be more luxurious—combining in¬ 
vigorating shower with gentle massage.” 

Then a glance at that nymph of the woods 
splashing about in the cooling mountain 
water-fall. Great Jeremiah! Who could 
resist grabbing the ’phone book, looking up 
the Fuller office in their city and shouting 
into the transmitter, “Oh! Mr. Fiffier Branch 
Manager, deliver one of those Fuller Friction 
Showers to me today!” 

Literally, this probably won’t happen ex¬ 
cept in a few instances, but the wonderful ad 
is going to give us all a splendid chance to 
make a high score when it comes to selling 
Fuller Friction Showers this summer. 

Don’t forget this color advertisement will 
appear in the July issues of the “Ladies* 
Home Journal,” “Good Housekeeping Maga¬ 
zine,” “Canadian Home Journal,” the July 
15th “Saturday Evening Post” and the June 
15th issue of “MacLean’s” (Canada). 

Use your portfolio in every demonstration. 
It will clinch more than one sale. 

ffi m m 

“One single idea may have greater weight 
than the labor of all the men, animals and 
engines for a century.” 

—Ralph Waldo Emerson. 
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Color in Fuller Advertising 


Why People Like Red —How Nature Uses Color to Close Sales 


By Gridley Adams, of the Manlernach Advertising Agency 


Last month we announced that there would be 
an article on “The Use of Color in Fuller Adver¬ 
tising” in the June Bristler. Since that announce¬ 
ment was published we have been able to have 
this article prepared by Mr. Gridley Adams of 
the Manternach Company, our advertising agents. 

Mr. Adams is an authority on matters of adver¬ 
tising, particularly in advertising and sales 


strategy. He is especially well informed upon 
the use of color in advertising, of which he has 
made a study. 

We are particularly fortunate in securing this 
article on color from Mr. Adams and know that 
every man in the organization will find it as 
interesting as we do.—(By Everett R. Smith, 
Advertising Manager. 


What does it mean to you and me that 
Fuller advertising in the magazines is in 
colors? Does it affect your own individual 
income ? 

Indeed it does. So perhaps a little story 
of the value of color in Fuller advertising 
will help you to sell Fuller Brushes. 

Attention, as we all know, is the first step 
toward a sale. It may be involuntary or 
spontaneous, but it is the basis of every “will 
to act.” We listen to the loudest barker at 
the side-show, the shrillest newsboy on the 
street. This strong stimulus sets up strong 
nervous currents which force their way in¬ 
ward in spite of our wishes, and in turn 
awakens a vivid consciousness, an immediate 
acceptance of the cause of that consciousness. 
Color creates a similarly strong attention- 
stimulus. 

“Red” Is “Warm” 

The red end of the color spectrum, or “rain¬ 
bow,” is warm and active. It excites and 
stimulates. While the other end of the spec¬ 
trum, the green-blue end, is quieting and de¬ 
pressing. It is from this we get that old, 
familiar saying of “having the blues.” In 
sanitariums for the insane they put the 
patients under blue glass, so as to tone down 
their nervous system, while in sanitariums 
for the run-down the patients are placed 
under red glass. For it has been demon¬ 
strated beyond all doubt that the red color 
is dynamogenic in its influence,—this in com¬ 
mon language meaning that, red increases 
and reinforces activity. And it is exactly this 
“reinforced activity” that all Fuller men are 
looking for daily. 

Nature—Master Salesman 

All the world is attracted by color. When 
nature is harvesting:—(closing sales)—she 
rushes into color.- The apple is painted red, 


russet or yellow. The pear becomes mauve, 
yellow, or deep green. The peach begins to 
blush—the grape assumes a purplish or 
amber hue—the plum turns purple or red. 

The corn dons a golden tassel—wheat puts 
forth its yellow top-piece, and all other grains 
glow in making ready for the market. 

Even the leaves grow tired of their sum¬ 
mer green, so Nature’s color-artist, Jack 
Frost, changes whole hill and mountain side 
into a great panorama of reds, yellows, rus¬ 
sets and browns. Nature is really our best 
salesman, because she has learned to color 
her merchandise for market. 

Women Sensitive to Color 

All human beings have a strong and last¬ 
ing interest in color. This always has been 
so since the days when the savages bartered 
their weapons and other possessions for 
bright blankets or strings of colored beads. 
In the lower strata of living things, color 
preference is very evident, as, for instance, 
the effect of red upon bulls and frogs. Take 
the feathered tribes: during the mating sea¬ 
sons the plumage of the male birds are at 
their extreme of gorgeousness. The females 
of most species, except the human, are almost 
drab. Statistics covering many years’ ob¬ 
servations show that color-blindness is forty 
times more frequent in males than in fe¬ 
males. And this fact has great bearing upon 
the use of color in Fuller Brush advertising, 
because women, with their particularly 
highly-developed sense of color, are the chief 
buyers of Fuller Brushes. 

Of interest to Fuller men will be the results 
of most elaborate statistical studies on the 
color preference among the students in sev¬ 
eral colleges. As the result of this investi¬ 
gation, the colors in the order of their prefer¬ 
ence are: red, yellow, orange, blue and green. 
A similar investigation among the students 
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of Columbia University showed that 42 per 
cent, of the women preferred red, while only 
8 per cent, disliked it. (The smallest per 
cent, registered against any color.) The 
next in point of favor was violet at 19 per 
cent., with 9 per cent, against it. Only 8 per 
cent, liked orange, while 31 per cent, did not 
—9 per cent, favored both green and blue, 
while 21 and 23 per cent., respectively, dis¬ 
liked them. 

In a certain section of the south a “turkey 
red” cotton thread is demanded in preference 
to the common white thread, and this colored 
thread is used in white table linen, bed cov¬ 
erings and garments of all kinds. 

Color Sells Goods 

An instance as to the value of color in 
advertising can be cited in the case of a large 
mail-order house in Chicago which inserted 
in its catalog two pages of the identically 
• same offer; one of these pages being in full 
color, while the other was in black only. 
These were inserted in the book widely apart, 
and different “key” numbers were used in 
each, so as to be able to tabulate the exact 
results. The results showed the page in full 
colors brought 15 times more sales than the 
black page. 

Another important fact about color which 
greatly enhances its attention value is the 
relief from “flatness” it gives the object dis¬ 
played. Thus, Fuller Brushes when shown 
in color are given their natural fullness and 
roundness, instead of appearing as if they 
were merely drawn flat on the page. 

Red the Best Color 

Still another advantage of red is the effect 
of nearness it gives. If you want to test 
this, place a red bulls-eye light and a blue 
bulls-eye light in an otherwise dark room, 
then have someone move them about until 
both appear to be the same distance away 
from you. The result will be that, when you 
think the distance is the same, you will find 
the red light is several feet further away. 
Thus you see where the Fuller Red Tip Tag 
projects itself more strongly into the con¬ 
sciousness of the average housewife. 

It is silence that helps to make music, as 
darkness makes light; likewise, the many 
black and white advertising pages help to 
accentuate the effectiveness of Fuller Brush 
pages in full color. The many pages, some¬ 
times running over a hundred of advertis¬ 
ing in a single issue of a publication, all com¬ 
pete more or less with each other. This 
competition may be a matter of the size of 


the advertisement; it may be the appeal that 
the story of one product creates over the 
appeal of another product; it may be the way 
the story is told; it may be the skill with 
which the advertisement is illustrated and 
d.splayed; or, it may be a combination of all 
these elements. So far this applies only to 
those advertisements which are printed in 
black ink. But when we add the factor of 
color, we lift the Fuller Brush advertise¬ 
ments out of the class of the hundreds of 
advertisements printed only in black, into the 
select few which employ color, thus increas¬ 
ing the attention and interest values of our 
printed story many fold. 

No use of color could ever do Fuller Prod¬ 
ucts over-justice. 

Take the Fuller Red Tip Tag, with its four 
corners tipped in red. If printed only in 
black, or even in any other color, it would 
never be the same to the thousands upon 
thousands of people who now know it so well. 
The very fact that the tips are red makes it 
more readily seen and more attractive. 

Possibly from this brief story you will 
realize the great advantage it is to Fuller 
Brush salesmen to have Fuller advertising 
appear in full colors, and its tag displayed 
with its four corners “tipped in red.” 

m m m 

I AM YOUR FRIEND 


“I am your Sales Quota—your staunch 
friend. 

“I stand before you—a guide post to better 
things. 

“I am not your goal—but I am a milestone 
on the way to your success. 

“I am loyal to you—work for you—but 
first you must be loyal to me. 

“You must consider me—recognize me— 
you must accomplish me. 

“Surpass me—pass far beyond me but 
don’t ignore me. 

“I commend you when you have done well 
—I frankly tell you when you have failed. 

“I play no favorites, I stand just as ready 
to praise the newcomers as the old. 

“I am automatic—when you are deserving 
I speak volumes for you. 

“Get better acquainted with me—I said be¬ 
fore, I was your friend. 

“My motto is—‘Blessed is he that hustles 
—for he shall accomplish much and shall not 
be disappointed/ 

“I am your Quota—your friend.” 

—Courtesy of “The Spirella Magazine.” 
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How to Use Your Advertising Portfolio 


By Educational Department 


The advertising portfolio is the Fuller 
man’s best friend. Just think what it means 
to him. He can use it four ways. 

1. To establish the customer’s confidence 
in himself, in the company and the 
goods. 

2. To increase the customer’s satisfaction 
and pride of possessing the Fuller 
brushes she now has. 

3. To create desire for more brushes. By 
using the short, carefully worded sell¬ 
ing points in the advertisements. 

4. To close the order he picks up his port¬ 
folio again and uses the pictures and 
selling points as clinchers. 

5. He saves much time in demonstrating 
by using it repeatedly. The influence 
of the ads cuts down natural resistance 
on the part of the customer. 

One of our very successful men uses this 
method. Read it carefully. 

He has presented the Handy Brush. Just 
as he hands it to the customer he says, “Of 
course, Mrs. Blank, you will always see the 
Red Tip Tag in addition to the Fuller Trade 
Mark on every Fuller Brush.” 

“Just notice how we feature the Red Tip 
Tag and the Trade Mark in all of our national 
advertising. 

“In the double page ad, ‘Welcome the Fuller 
Man,’ you will note the Red Tip Tag and 
Trade Mark are very prominent. Always 
look for the Fuller Trade Mark Button on the 
Fuller man’s coat. These three things, Mrs. 
Blank, are used by the company for your pro¬ 
tection. 

“You can never find Fuller Brushes in 
stores. They are always brought direct to 
you. You can see them right in the comfort 
of your own home. In this way, we can bring 
you better brushes at lower prices. 

“This is the Handy Brush, used in over 10 
million homes. Isn’t that a beautiful picture? 

“For ‘immaculate floors,’ use the Fuller 
Wonder Mop. It gets under furniture, gath¬ 
ers dust and can easily be washed. I think it 
is a beauty, don’t you? 

“The Tan Wonder Duster is the ‘Dust Col¬ 
lector,’ the little brother to the Wonder Mop. 
Isn’t it a dandy? 

“The Fuller Wall Brush gathers the dust 
and you have ‘Spotless Walls.’ 

“The Fuller Wet Mop keeps all the floors 
‘Spick-and-Span.’ 


“The Fuller Bowl Brush is just right for its 
work. 

“The photographs of some of those re¬ 
sponsible for Fuller Brushes. Have you ever 
seen a picture of Mr. Fuller? Well, here he 
is. I wish that you could meet him personally. 

“The Fuller Friction Shower—‘No bath 
could be more luxurious.’ In every ad you 
notice the Red Tip Tag and the Trade Mark. 

“ ‘A P'riendly Flesh Brush.’ Fine for the 
children. 

“ ‘For Well Groomed Hands,’ the Fuller 
Manicure Brush is just right. 

“ ‘The Fuller Hair Brush brushes every 
kind of hair’ and the Trade Mark and the Red 
Tip Tag are always present in every ad. 

“ ‘The Gentleman’s Clothes Brush—Is 
curved to fit the shoulders.’ 

“Ever since 1914, Fuller Brushes have 
passed the rigid tests of the Good Housekeep¬ 
ing Institute and we have been awarded this 
star of approval. 

“There are several other brushes pictured 
in this portfolio which you may be glad to 
look at. (Hand the portfolio to her.) While 
you do so, I will show you our very latest 
addition to the line, the White Clothes Brush, 
for ladies’ garments. Just notice how the 
trade mark is stamped on the handle. 

“Isn’t that a beauty? Fits the curves of 
the shoulders. The bristles are just the prop¬ 
er stiffness and notice how we have impressed 
the Trade Mark in the handle. Just feel the 
life and springiness in those genuine bristles. 
(Hand it to her.)” 

You have easily swung into your demon¬ 
stration, there is no awkward pause. 

When you come back to clinch the sale use 
the portfolio again. The appeal which the 
colored ads make to the eye is hard to resist. 
Use the portfolio more freely. With it you 
can save time, you can sell more brushes, you 
can make more demonstrations. It means 
more money for you. 

Try it. Use it. You will like it. That’s 
why we have it. 
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The tabulating of returns in the April “BIG 

FOUR” Contest is progressing favorably. It 

is expected that this work will be completed 

and awards announced in the June issue of 

Fuller Life. 
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The Fuller Guarantee One 
of Construction 


By B. F. Hexnacy, Jr. 


The word guarantee has been misused so 
much that in many cases it does not mean 
anything. However, the word Fuller used 
in connection with anything is bound to in¬ 
vite confidence, so that when we say “Fuller 
Guarantee” we are really saying something. 

The written guarantee on the back of the 
yellow slips in the sales pad is going to be 
slightly changed to the following: 

“All Fuller Brushes are guaranteed—in 
particular that the wire will not rust, ma¬ 
terial will not pull out, the handle will not 
come off. We will replace or repair without 
charge any Fuller Brushes defective in ma¬ 
terial or workmanship.” 

Every Brush Inspected 

Note that our guarantee is purely one of 
construction. I mention this point because 
I am sure that there is some confusion among 
the various salesmen on this subject. No 
Fuller Brush is guaranteed for a day, a 
month, or a year. We take a bit of wire, a 
few bristles, and a piece of ivory and con¬ 
struct a brush. Each brush before leaving 
the factory is carefully inspected. There¬ 
fore we guarantee the material not to come 
out, the wire not to rust, and the handle not 
to pull out—that is, we stand back of the 
construction and the material. 

Taking for granted the use of the best ma¬ 
terial for the purpose, the life of any utensil 
hinges on its construction. That is, the 
amount of use and abuse that it will stand is 
conditioned on its holding together. 

The actual length of time that the brush 
will last, however, varies with different cus¬ 
tomers in proportion to their use, misuse, or 
abuse of it. Since we guarantee the ma¬ 
terial and construction of our product regard¬ 
less of all other considerations, that is as far 
as we dare or should go. 

Service Depends on Use 

These facts do not, however, prevent one 
from suggesting to the customer the proba¬ 
ble length of service she can expect from the 
article, as well as citing several examples of 
how long her neighbors have used the brush 
in question. 

To sum up: Our company constructs the 
brush. Consequently we stand back of its 


construction with a definite written guaran¬ 
tee. The customer uses the brush. Use de¬ 
pends primarily upon construction, but length 
of use depends upon “Who uses, how, and 
what for.” We'll stand back of our con¬ 
struction guarantee regardless of all other 
considerations, and each customer can rest 
assured that the brush will “hold together,” 
the actual length of service depending upon 
her use and care of the article. 

m m ra 
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Man In Business 


Correspondence Service 


Some men fail in business. Others suc¬ 
ceed. Some business houses are a howling 
success. Others go howling to the wall. 
Some men steadily advance in position and 
income. Others plod along in a rut. Some 
salesmen get big orders. They pull down 
the big commissions. Others land the small 
fry. Do you know why? 

Do you know if you are in a business 
where there is a future? Do you want to 
make something of yourself? Do you want 
to climb higher? Are you interested to 
know how you can do it? 

Success is not a secret, nor is there any 
mystery about it. It is an open opportunity, 
and especially so to you. You have the rare 
privilege of learning the fundamental laws 
of business, which have been learned by 
others only through years of hardship and 
struggle. 

What these laws are, and how they operate 
is very clearly stated in Mr. Sheldon's defini¬ 
tion of Business. In the first lesson of the 
Fuller Fundamentals on Service and Man 
Building, he tells us that—“Business is busy¬ 
ness—that at which one is busy—his or her 
occupation.” He bases his definition upon 
the fact that it upholds the law of Human 
Relationship, which is useful service. In 
other words, it means that the interests of 
one are the interests of all. 

A realization of this fact became impressed 
upon the mind of Mr. Fuller early in his 
career, and now that the proof of it stands 
as a monument to his name, he is glad to 
pass the good word along, and in his desire 
to make it an opportunity for you, he has 
accepted this means of presenting what he 
feels are the Fuller Fundamentals of success. 
He knows they are the very things that are 
responsible for the prosperity of the com¬ 
pany, as well as for the position he holds. 
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The real reason is, Mr. Fuller has always 
been a “man in business/' not merely a hard- 
headed, grasping, “business is business" man. 
And every man associated with him in the 
growth and expansion of this business has 
been inspired to success because the chief 
concern of this company has been centered 
upon Service and Man Building. 

And now every employee is given a further 
opportunity to do himself or herself justice, 
in the learning and practice of these laws. 
Here is offered one of the easiest and most 
readily accepted series of courses that have 
ever been written. They teach us how to 
organize our thoughts, work out our prob¬ 
lems, produce results and to know how to 
express or show them so that we can ex¬ 
change them for bigger wages, higher sala¬ 
ries and greater commissions. 

They impress us with the important idea 
that a business house is no bigger than the 
people who represent it, and that a man’s 
work is no bigger than the man himself. 
Great stress is laid upon these points, for 
they serve as the basis of getting the most 
out of our work. 

The ultimate gain is that we shall have 
developed our character and broadened our 
outlook upon life so that we shall be known 
as a “man in business," that business holding 
no other interest in our minds than the ideas 
we can promote to the good of service and 
man building. 

And in proportion as we do so grow, in just 
that proportion shall we succeed. For that 
reason there is not one person in this entire 
organization who can afford to overlook this 
offering. 

This applies to all; Mr. Fuller, Mr. 
Beveridge, Mr. Allen, Mr. Abercrombie, office 
worker, factory hand, from the top to the 
lowest paid person on the payroll. 

The salesman is certain to find it of inesti¬ 
mable value in his field of serving the public. 
The office and factory worker will then join 
him in supporting the service he sells. 

And every one of us will appreciate the 
truth of this statement made by Sir Benj. 
Brodie, “Nothing in the world is so good as 
Usefulness. It binds your fellow-creatures 
to you, and you to them; it tends to the im¬ 
provement of your own character, and gives 
you a real importance in society, much be¬ 
yond what any artificial station can bestow." 

We are at your service. Self-mastery is 
all that we offer. It brings you the results 
of its service. 

Immediate attention awaits your call. Call 
early . 


STAY HUMBLE 


By P. H. Luker, Butte, Montana 


When just reward has come to you 
For honest labor done; 

When in the field, with courage true— 
Some laurels you have won: 

Be grateful to the Guiding Power 
Sustaining you through every hour 
Of life with love forevermore! 

Stay Humble. 

When just deserts that are your due 
Shall come to you some day, 

Remember that it wasn’t you 
Alone that paved the way. 

Your fellowmen, who worked with you, 
With honest hearts and counsel true, 
Have helped to make success for you. 

Stay Humble. 

When egotism comes to reign, 

Then common sense goes out. 

The warning that these words contain 
Is true beyond a doubt. 

So, when success has come around, 

Be sure then that your aims are sound 
And keep your feet on lowly ground. 

Stay Humble. 

to eb ro 
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ROCKEFELLER BECOMES A FULLER 

BOOSTER 

Ormand Beach is a delightful little winter 
resort on the east coast of Florida and the 
“richest man in the world" chose this par¬ 
ticular town in which to spend his winters. 
Here in his home he received the Fuller rep¬ 
resentative, Mr. R. B. Wilson. 

Mr. Wilson sold Mr. Rockefeller $30.40 
worth of Fuller Brushes and on delivery day 
made a re-order for $14.40. These orders 
included mops—both wet and dry—a collec¬ 
tion of kitchen brushes; wicker furniture 
cleaning set (No. 307 and No. 705), together 
with a half dozen brooms and various other 
articles recognized by housewives everywhere 
as absolute necessities. 

Mr. Rockefeller seemed particularly 
pleased with the Wicker Furniture Cleaning 
Set, which has been very popular in this ter¬ 
ritory. (Mr. Wilson has sold eighty of these 
sets since January 1st.) So, thanks to Mr. 
Wilson, the Fuller Brush Company may count 
on John D. Rockefeller as one of its most loyal 
boosters. 
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Better Business for 
Middle West 


Mr. Abercrombie Finds Situation 
Promising 


On his recent trip to Kansas City to attend 
the Central Division Convention of Assistant 
Branch Managers, Mr. G. H. Abercrombie, 
our Sales Manager, noted a general tendency 
toward a revival of business in that section. 
The building industry thereabouts is flourish¬ 
ing and that in itself is indicative of good 
conditions and very favorable for us. 

Central’s convention was the first of its 
kind ever held in the company and was very 
successful. No branch managers attended. 
Those present in addition to the assistant 
managers, were: J. C. Altrock, Central Di¬ 
vision Manager; J. H. Smith, E. J. Anderson, 
R. P. Jones and Fred Morgan, all District 
Managers; H. M. Abele, Southern Division 
Manager, and T. A. Ryan, Canadian Division 
Manager. Both Ryan and Abele contributed 
a great deal to the success of the convention 
and their efforts were sincerely appreciated 

One of the main features of the program 
was a trip through the Distributing Station. 
Shipping room procedure, from the time an 
order comes into the station until it leaves, 
was outlined with due attention to each de¬ 
tail. 

On the second day of the convention, Pro¬ 
fessor Ivy of the Nebraska University, spoke. 
He himself had once been employed by a con¬ 
cern similar to ours, and at the present time 
is recommending our work to all students on 
account of the opportunities for development 
offered. This is interesting as an indication 
of how high we stand among men in other 
lines of business. 

Well-Earned Promotions 

Several important changes were made in 
Central Division. Fred Morgan was promot¬ 
ed from the Des Moines, Iowa, branch man¬ 
agership, to manager of Minneapolis District; 
A. C. Walter was transferred to manager¬ 
ship of the St. Louis N. S. office; U. V. 
O’Connor was made manager of the Des 
Moines branch; H. H. Hurwitz was promoted 
from assistant manager at Minneapolis to 
manager of the Marinette, Wis., office; Mark 
West from an assistant managership to 
branch manager of Green Bay, and D. J. Rit¬ 
ter from assistant manager at Amarillo to 
manager of the Fargo, N. D., office. These 


men are all to be congratulated and we may 
be sure that the entire organization will ben¬ 
efit by their work in their new positions. 

The Kansas City Branch and District, 
through the efforts of Jesse Smith, the Dis¬ 
trict Manager, received a vey nice write-up 
at this time in the Kansas City Star, a full 
page being devoted to singing their praise. 

From Kansas City, Mr. Abercrombie went 
to Chicago, where he attended the first Semi- 
Annual Banquet of the Chicago District. 
About 125 were present and everything went 
off in great style. Chicago District is work¬ 
ing under competent leadership and stands 
well toward the top in our organization. 

The trip as a whole proved very inspiring. 
The outlook for this entire section of the 
country is very encouraging, and we may ex¬ 
pect Central as a whole to forge steadily 
ahead in the months to come. 
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Mr. and Mrs. Donald Coleman of Detroit 
have announced the birth of a son on April 
19th. 


Mr. and Mrs. Victor Hebert announce the 
arrival of a baby boy on April 23rd. Mr. 
Hebert is assistant manager under the Fall 
River office. 


Mr. and Mrs. George 0. Gregerson of St. 
Paul, Minn., have announced the arrival of a 
son, weight 7 l /> pounds. 
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Duties of an Assistant Branch Manager 


By One of Them 


The position of assistant manager is sim¬ 
ilar to that of a sergeant in the army. He 
is the bulwark of his branch. In the first 
place, it should not be merely a matter of 
high sales that wins him the promotion; he 
should possess initiative and executive abil¬ 
ity and, above all, be a good mixer and have, 
to a certain extent, a commanding personal¬ 
ity. He must be able to do everything that 
he asks of his subordinates. 

Filling the Blocks 

The main thing required of an assistant 
branch manager is that he build up the sales 
organization of his branch manager and in 
order to do so, he must co¬ 
operate fully with the 
blocking system. A certain 
number of blocks are al¬ 
lotted to an assistant 
branch manager and he 
must keep them filled. In 
securing men, he must be 
capable of selling his pros¬ 
pective salesmen to the 
House of Fuller. This is a 
very easy matter if he will 
truly relate his own experi¬ 
ence with the Fuller Brush 
Company. There is no finer 
recommendation as to the 
future of a man with the Fuller Brush Com¬ 
pany than the actual experience of the mana¬ 
ger or assistant branch manager who is at¬ 
tempting to employ him. 

Getting Results 

The honor of conserving territory under 
his charge is one of the most important fac¬ 
tors with which an assistant branch manager 
has to deal. In the first place, he is respon¬ 
sible to his men that they receive a square 
deal in regard to territory and secondly, he 
is responsible to his branch manager that he 
is producing results from his territory. In 
many cases, the assistant branch manager 
knows his territory because he has had to 
work in it himself, consequently he is in a 
better position to know where and how the 
results can be obtained. He must secure the 
confidence of the men under his charge, and 
in order to do that he must be able to make 
personal sales and to keep at the head of 
the honor roll for his district. By this means, 


his men will realize that he has the goods, 
and his manager will place more confidence 
in him. 

One of the most valuable assets an assist¬ 
ant branch manager can possess is tact. It is 
a small word, but has a very large meaning. 
He must rectify the little misunderstandings 
that occur between his men from time to 
time. His branch manager is a busy man 
and cannot be bothered with petty matters. 
He must be able to inspire his men with 
optimism, not only once a week at the sales 
meeting but every minute, every hour, and 
every day. If he becomes a pessimist, his 
men will also, and his organization will 
stumble blindly on. 

The assistant branch 
manager with a clear vision 
of his responsibilities does 
not need to hesitate when 
a question is asked by one 
of his subordinates; his an¬ 
swer is always ready. If he 
expects to co-operate with 
his branch manager, he 
must primarily enforce co¬ 
operation among his own 
men, even to the little mat¬ 
ters ; he must see that their 
report cards are handed in 
every night, and inspect the samples once a 
week to see that they are clean; make service 
inspection in his men's territory; impress 
upon his men that Fuller Service is more 
than the mere matter of making big sales. 
Big sales are only a result of efficient service 
rendered. He should question his men in 
regard to certain sales; for instance: if a 
customer buys two household articles and the 
assistant manager feels from his past expe¬ 
rience that they should have bought three or 
four, he should tactfully question the man as 
to why he did not sell the complete set. By 
that means he will impress upon him that 
selling Service Sets is more important than 
the mere matter of selling brushes. He must 
from time to time try his men out on their 
demonstrations. In doing this, he will find 
that some of his men have suggestions which, 
if exchanged, will prove valuable to others. 

Individual Supervision 

It is not necessary to dog the footsteps of 
a salesman to see that he does not go into a 


If you are not an assistant manager 
today, you may be tomorrow. If you 
are an assistant manager, you may be 
a branch manager tomorrow and need 
a first class assistant to fill your pres¬ 
ent place. If you are a branch mana¬ 
ger, you may be looking about you 
for more assistants or for some way 
to help those you have. In any case, 
this article is for you. Read it, then 
write and tell us what you think about 
it. 
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pool parlor or to see that he is putting in 
the hours. A competent assistant branch man¬ 
ager can adopt a more resourceful method 
of finding this out. Even though he should 
have an offender, the policy of a severe repri¬ 
mand is not always the best. A few words 
of sound advice, with a view to enlarging the 
unfortunate man’s vision, will go a long way. 

With the assistance of the new blocking 
system, it is a very simple matter to keep 
blocks filled by comparing the report cards 
with the size of the block, taking into con¬ 
sideration the population and the number of 
demonstrations made daily and the result in 
sales. By this method, the assistant mana¬ 
ger can determine much as to how results are 
being obtained. If he receives his reports 
punctually from his men, he is in a position 
to supply his branch manager with the neces¬ 
sary reports and information promptly. 

A few words in regard to study might be 
said here. By dwelling upon specific sub¬ 
jects, a man is enabled to prepare himself 
for the position higher up. 

Above all things, an assistant branch 
manager must adopt a system and a stand¬ 
ard system, at that. He cannot leave to take 
up more responsible duties knowing that a 
man who does not know where and how to 
begin, must take his place. 

A Helping Hand 

It is gratifying to lieutenants and assistant 
branch managers to know that they must 
make good in their present positions before 
they can expect to step higher. By the time 
that a Fullerite has reached the position of 
lieutenant or assistant branch manager, he 
is thoroughly sold to the House of Fuller and 
can be of help to others, guiding other men 
along the road to success. In doing this he 
is not only doing the man a good turn, but 
is establishing the fact with the Fuller Brush 
Company that he is capable of doing what is 
expected of him. He must be a man with a 
very broad vision and able to make allow¬ 
ances for the shortcomings of some of his 
men. He must be able to give them advice 
and pilot them and they, in turn, will un¬ 
consciously reward him by giving results. 

Not only can he act as mediator between 
his men and the branch manager, but he 
can also assist them to keep their accounts 
straight with the factory. He is responsible 
to the company that these accounts are kept 
in good condition, as no business today can 
run successfully with outstanding bad debts. 

Personal Behavior 

A few words in regard to moral character 
might be said in closing and that is, if an 


assistant branch manager expects his men 
to live up to the ideals of a superior type, he 
must in the first place live up to them him¬ 
self. In asking his men to render service he 
must be able to render a service himself, and 
by following through on these policies, an 
assistant manager can be worth his weight 
in gold to the Fuller Brush Company. 
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THE WORLD IN VERSE 

Courtesy of “Good Will” 


The conference in Italy 
Has started off quite hopefully; 

What they will do we’ve yet to see 
But trust that they will do it; 

The biggest coal strike of them all 
Now holds our lovely land in thrall 
And we can only hope that fall 
Will see us safely through it. 

The air express to Bimini 
Met with a tragic fate at sea, 

And two more ’planes near gay Paree 
Collided with each other; 

Jack Dempsey’s sailed across the main, 
And Carl the Ex who sought in vain 
His crown and glory to regain 
Will never seek another. 

The Civic Virtue monument 
Has caused a lot of hot dissent; 

On canning it the dames are bent 
And hold themselves as martyrs; 

The nations twain in Erin’s Isle 
Agreed to live at peace a while, 

And (so we’ve read) the latest style 
Ordains old-fashioned garters. 

Our little crime-wave down to date 
Continues at the same old rate: 

The robberies do not abate 
And neither does the killing; 

But though the world is steeped in crime. 
It still affords a pleasant time, 

For Eskimo Pie costs but a dime 
And Shifters are so willing! 

m ffi ® 

“This world that we’re a-livin’ in 
Is mighty hard to beat; 

We get a thorn with ev’ry rose— 
But ain’t the roses sweet!” 
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Bett er Le tters 

By John F. Hazen, Credit and Collection Department 


PART II. 


You will remember that in the first chapter, 
Mr. Hazen stressed the three great principles of 
letter writing: The Personal Tone, Importance 
of Visualization and Simplicity. These principles 
are of paramount importance and through a care¬ 
ful adherence to them we build up good will and 
contribute to the growth of our Company. 


In this chapter, Mr. Hazen goes more into 
detail with regard to the form of a letter. His 
points are well made and should help us consid¬ 
erably in modeling our letters. We should be as 
careful in this matter as in personal dress, for 
our letters, like ourselves, are judged by outward 
appearance. 


Form of Letter 

Let us consider some of the many features 
entering into the construction or form of a 
letter. It would be surprising indeed, if ex¬ 
ception was not taken to some of the points 
expressed which after all, in several in¬ 
stances, are only my personal views and in 
more than one case debatable. There are 
several forms used, it being simply a matter 
of opinion as to the most desirable. Some 
people think a wide margin gives the impres¬ 
sion of generosity. Of course, blemishes 
such as blots, erasures and type re-struck 
will offset the desired effect of an otherwise 
perfect product. The practice of using “st” 
and “th” after the day of the month in writ¬ 
ing the date has for some time been obsolete, 
as not only are such abbreviations useless, 
but they detract from the appearance. Never 
write an individual without using a title such 
as “Mr.” To omit it is to show disrespect. 
Even “Esquire” if used judiciously will have 
a flattering effect upon the addressee. A 
caption on a business letter has several ad¬ 
vantages. By this means a glance will suffice 
to show the import, the letter will be referred 
to the attention of the one in charge of such 
matters, and it will help immeasurably in 
filing correspondence. Further remarks 
should be unnecessary as regards form. 

Beginning of the Letter 

There are countless ways a letter may 
open, yet it is not infrequent to find a man 
who uses one of two or three thread-bare 
openers. It is often desirable to mention the 
date of the letter to which reply is being 
made. It is not uncommon to say “Your let¬ 
ter of the tenth instant received, and in reply 
would state.” Better to say “Your request 
of April 10 has been carefully considered,” 
or “We are sorry we cannot comply with your 
request of April 10.” The beginning, as well 
as the ending, of a business letter is very 
important, for it is in one or the other that 


the emphasis of the letter must properly 
appear. The most important position in the 
letter should be used to advantage, and not 
filled with meaningless hackneyed expres¬ 
sions. Avoid the word “favor” when you 
mean “letter.” It is ineffective and anti¬ 
quated. The expression “contents duly 
noted” is without force or meaning. You 
expect your letter will be given attention be¬ 
fore it is answered. It is well to say the let¬ 
ter has caused surprise or especially interest¬ 
ed you, but it is unnecessary to say you have 
read it. Another oft-used phrase is “In 
reply would state.” Why not state the facts 
without this preliminary approach ? In other 
words, is it not better to say what you have 
to say without first telling the reader you 
are going to do so? “We beg to advise.” 
Never. Why beg? Must permission be 
granted first before you can answer a letter? 
The Latin words or abbreviations, ultimo, 
proximo and instant, are no longer employed 
by the best letter writers. The reader's mind 
is most receptive when he starts the letter, 
and any impressions you want to make on 
him should take the place of such meaning¬ 
less phrases. If you fail to make the impres¬ 
sions you wish in the first part of your letter, 
it is doubtful whether the reader's interest 
can be secured later. 

Paragraphing 

If the paragraphs make the letter tiresome 
or hard to read, then the force of the letter 
is lost. The reason we place each subject or 
division of the matter in hand in a separate 
paragraph is to give the reader a rest be¬ 
tween ideas, both of the eye and of the mind. 
A solid mass of type is repellant, and you 
take a precarious chance of holding the read¬ 
er's attention. Although the short paragraph 
is the present tendency, care must be exer¬ 
cised not to become monotonous as to style nor 
have your letters curt. If there is one para¬ 
graph above all others which should be short 
and contain facts, it is the opening one. 
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Clearness and Conciseness 

A book could easily be written on these 
factors in letter-writing, but space forbids. 
Make your letters as short as possible, and 
still clearly express the subject. Do not sac¬ 
rifice courtesy in your zeal to be brief. Make 
every word a direct aid in conveying your 
idea clearly, using the finest shading in mean¬ 
ing of the words employed to best express 
that idea. If a response is expected, your let¬ 
ter must be clear and it is well to remember 
that the contents may not be as well under¬ 
stood by the addressee as it is by yourself, 
so extra pains should be taken to see that 
your story is complete and easy to grasp. A 
great aid to clearness is to plan your letter, 
know your subject, and concentrate on one 
paragraph at a time. 

Expressions to Avoid 

The expressions oft used, yet meaningless, 
are legion. A few which rankle most follow. 
It is better to use “inform” or “tell” than 
“advise.” Do not say “attached hereto,” as 
“hereto” is unnecessary. You could not at¬ 
tach anything if sent under separate cover. 
Likewise “herewith.” Don’t use the word 
“communication” too much as “letter,” 
“note” or “inquiry” are equally proper. “Con¬ 
tents noted” is very poor, as there is the in¬ 
ference drawn that attention is not always 
given. Be careful to keep same person 
throughout a letter; if first person singular, 
do not change to the first person plural when 
part way through. The same thought applies 
to tense. Be careful with words “can” and 
“may”—the first means ability, the second, 
permission. Also with “effect” and “affect.” 
“Effect” means to accomplish, “affect” means 
to influence. Do not use “per” when “a” is 
meant. “Same” should not be used as a pro¬ 
noun. Use “it,” “they” or “them.” In be¬ 
ginning the last sentence of the letter do not 
start with “hoping” or “trusting,” as the 
participial clause is meaningless and often 
tends to weaken the letter. 

In closing, let us be reminded that our com¬ 
pany has a reputation, and properly so, of 
being the most progressive concern in the 
state of Connecticut, and one of the foremost 
in the entire country. Let each of us, there¬ 
fore, help to maintain and promote this 
enviable position. 

ffl m m 

CONGRATULATIONS 

Mr. Goodloe F. Morris, representative un¬ 
der the London, Ont., office, and Miss Jordan 
of the Dominion Chautauqua, were married 
on April 18th. 


An Eastern Leader 

At the first of this year, a new office was 
opened in Philadelphia, and Mr. A. L. Fraw- 
ley, formerly an assistant manager, pro¬ 
moted to take charge. This South Side sec¬ 
tion is largely foreign territory, and is con¬ 
sequently very difficult to handle. Sales are, 



A. L. Frawley 


of course, rather small, but Mr. Frawley has 
shown great tenacity of purpose and has 
proven to be not easily discouraged. He is 
working very hard to solve his unusual prob¬ 
lem, and is to be commended on his persist¬ 
ency. 

Mr. Frawley has written the accompanying 
article on the business to be found in auto¬ 
mobile showrooms chiefly in appreciation of 
Mr. Fuller’s well known personality and the 
far-reaching influence of his name. Inci¬ 
dentally he shows us how well he himself 
represents our Company and our president. 

m m m 

Total Sales for 
the Month of April 
$ 909 , 974.05 
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Brushing, Up Showrooms 

A Few Sidelights on Personality and Selling 

By A. L. Frawley, Manager Philadelphia , S. S. 


Knowing that the showrooms of nearly all 
the automobile companies have polished 
floors, I stepped into the Detroit Electric Car 
Company and the Pierce-Arrow Company of 
Philadelphia and sold each a Tan Mop. 

Next, I called on the Wills St. Claire Com¬ 
pany, where I was directed to the purchasing 
agent. 

“You are too late,” he said, “We have just 
sent an order to a department store for 
everything we need.” 

“That's too bad,” I answered, “But I want 
to show you our floor mop, anyway.” 

He came back at me with the statement 
that they had just had their floor done over 
and the company that did the work supplied 
them with a special mop, instructing them 
not to use any other kind. I asked what 
kind of a mop it was, and was told that it 
was a big one with a weight on it. I told 
him I thought that it was made more for 
polishing than for dusting the floors, and 
opening our portfolio, showed him the pic¬ 
ture of our mop. I explained carefully that 
this mop absorbs the dust and keeps the floor 
polished by keeping it clean, whereas the mop 
he has was only to polish with, and that he 
really needed one of our mops, too. 

He admitted this and remarked that it was 
too bad I hadn't arrived a little sooner, so as 
to get a larger order. 1 asked him if there 
was any chance of countermanding the order, 
but he didn’t think so. While idly turning 
over the leaves of the portfolio, he came to 
Mr. Fuller's picture and asked who he was. 
I told him and said a few words about the 
growth of the business. He then called up 
the service station and asked if the order for 
the department store had gone. Finding 
that it was ready but not mailed, he ordered 
them to hold it until I got there. 

“Go over to the service station,” he said to 
me, “and see the purchasing agent there— 
he knows Fuller Brushes—and tell him to 
get one of those mops for use here.” 

Naturally I hustled right over and asked 
the purchasing agent the old question, “Are 
you acquainted with Fuller Brushes ?” 

He replied, “I don’t know anything about 
the brushes, but I know A. C. Fuller.” 

It developed he had worked for the Pierce- 


Arrow people in Hartford, and had known 
Mr. Fuller there. While caring for Mr. 
Fuller’s car, he had been particularly im¬ 
pressed by Mr. Fuller’s geniality and even 
temper. No matter how troublesome his car 
was or how much work had to be done on it, 
he was uniformly courteous and kindly to the 
garage employees and everybody liked him 

As a result, the order for the department 
store was torn open and we did business. 
Taking the order, he asked me what we had 
in the way of a whisk-broom. I inquired if 
he wanted it for the closed cars, and as he 
did, I told him that I would recommend our 
Furniture Brush for that. Then he asked 
me about a broom, so I showed him ours. 
Also sold him a pastry brush for washing 
small parts instead of the regular paint 
brush. I have a habit of asking a customer 
how many of a certain article is wanted, 
rather than taking it for granted the party 
only wants one. Often times this gets you 
an order for two or more because it starts the 
customer thinking, “should I have two or 
three?” When I asked him how many mops 
he wanted, he said, “I guess we ought to have 
one for the used car showroom, too” I 
didn’t even know they had a used car sales¬ 
room. 

On the strength of Mr. Fuller being a fine 
fellow, I was able to get an order for two tan 
mops, a broom, a furniture brush, and a pas¬ 
try brush, where otherwise I would have been 
lucky to have sold one tan mop. 

We are told that every man represents Mr. 
Fuller to the customer he is calling on, be¬ 
cause she judges the company by the man 
sent out, and after seeing the example set 
by Mr. Fuller of treating everybody right, 
it behooves us to do likewise. 

I have tried to show what good opportuni¬ 
ties there are in these auto showrooms. Don't 
miss them. If they say anything about 
prices, when, for instance, you are calling on 
the Packard people, ask the price of a Pack¬ 
ard and then tell them you can buy a Ford 
for $350. They will immediately say that 
you can't compare a Ford with a Packard, 
and you can come back at them with the 
fact that they can’t compare our brushes 
with other brushes, either. ’Nuf sed! 

. G&®^ y - Seven 



COMMENTS OF 
TOKORlMO#»“l 
SHAN 



Hon. Editor Fuller Bristler:— 

I have wonnerful new radyio set which are 
latest invenshun of distrackshun that some¬ 
times works and sometimes doesn’t, genrally 
failin dismally when you want to show off 
before frends. I have been tole that posser- 
billities of radyio are unlimited for the edjer- 
cashun of the masses and it was with desire 
to improve sadly depreciated mind that I in¬ 
vest eight dollers and ninety-five cents in 
magnifercent outfit. Last night it was 
nounce that at eight o’clock perfesser Gush- 
bum would deliver his impressive leckture on 
the subconshus posserbilities of the ulter- 
mate ego and I was feverish to hear disting- 
wish man. I set thing as directed and I hear 
grate man unfold his misterrus message. It 
go like this as long as mentality low me to 
listen in without fateeg: “The superman ulti¬ 
mately will be the product of psychic environ¬ 
ment, apd in the future centuries—Oh, sahay 
ca-han you see, by the daw-hans early 
light showers and northerly winds will pre¬ 
vail over this section and hogs are nine and 
a half cents with brisk demand that Ruth be 
reinstated, April showers bring May flow- 
erssss—this is XYZ talking on 360 meters— 
Giants defeat Chicago 450 to 500 killed in 
railroad accident caused by white mule ex¬ 
ploding two teaspoonfuls of sugar and a cup 
of flour after which you set on the stove and 
stir constantly—and now my good little boys 
and girls I will tell you the wonderful story 
of Back to Mother’s Knee, by request, and 
after all why are we here—Battling Kid and 
Knock Em Cold Googan will spar eight 
rounds for Charity my friends is the greatest 
of human virtues and I appeal to you in the 
name of the bucket shops which infest this 
community are the Song of the See Gull, and 
on the other hand the actions of the inter¬ 
state commerce commission are responsible 
for—the railroad blues—reshfgzzz yufshuffs, 
wazzzz, jazzzz, wxrcefshy, wooo of shuyers, 
wzzztyg, bzzz, bzz, bzzz.” 

I enjoy it most consolingly and figger that 
in a few years I shall have the equal of a 
college edjicashun. Of course it got little 
confusin long at the last and I not quite get 


the drift of gentleman’s remarks, but if them 
Russhin or Polish stations had a not butted 
in on same wave length doutless i would have 
complete leckture which was verry enter- 
tainin. 

I say to frend what I know have install 
fine complete radyio stashun, “What in your 
opinyun is greatest thing that are possible 
with this new invenshun?” 

He say to me feelingly with warmth of 
expression, “The greatest thing about radyio 
is that you can shut it off when you please 
and the dam thing can’t call you up like the 
telerfone can.” 

Liberty Endangered 

I unnerstand that the halls of congers are 
to be fitted up with sending apperatus and 
fore long when we want to listen in at noble 
speaches it will be posserble. I say 
when congers invades sacredness of home 
it are time to enthrone our liberty again. 
Some of the fights they have might be enter- 
tainin but as a genral thing it would be purty 
dull. If they do this thing I shall throw my 
set in the alley, human endurance has its 
limmits. 

Some times I are ashamed of ignorance 
which I possess. I alius thought that Cohn 
& Doyle was a vawdville team and now I 
unnerstand that he are a great brittish 
writer what wrote about a detective call 
Sheer Luck Homes and that he have come 
over to this country to tell us bout departed 
spirrits. That is way with them forriners 
right away as soon as they land they com¬ 
mence a knockin the amendment eighteen, I 
persume because they didn’t bring along 
enough to last em through the dry spell. 

Well, this Cohn & Doyle he have come this 
time not to tell us detecktive stories but to 
instruck on the misterries of the be yond, for 
he claim to have hold conversashun with 
people who have dide, which are moderately 
safe statement to make because there ain’t 
nobody can prove that he didn’t. He say it 
pane him to the heart that there are so many 
fake mediums a fleecin the public, but there 
ain’t no way to tell the false from the true 
since the messages are pracktically the same. 
I ask my frend what he think of spirichlism 
and he say, “ALL men are entitle to believe 
what they choose and if Cohn & Doyle say 
spirrits talk to him I ain’t a disputin his 
word. However I have heard sevral spirrit 
messages and all I can say is that if the dead 
can communnycate to us they have never 
been able to impart anything beyond the 
mental plane of the medium and the stuff 
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they tell us grades about as high as the aver¬ 
age eight year old child can think.” 

Cohn & Doyle he say that spirichalism are 
going to be a great moral force but it are not 
going to offer any oppertoonities for finan- 
shal proffit. He say nobody are a going to 
make any money out of it. This are good 
news to most of the public, but it ain't a go¬ 
ing to make him poplar with the mediums. If 
there wasn't any silver collections a lot of 
fat mediums would be scrubbin office floors 
for a livin. I live in hope that some day Cohn 
& Doyle will put Sheer Luck Homes on the 
trail of Laughing Eyes the grate Indian con¬ 
trol. If he does he is a going to put a lot of 
his earnest co-workers in jail. 

Personally I think spirichalism is foolish. 

Hopin you are the same 

TOKORIMO SHAN. 

P. S. My frend are a grate politkal en- 
thoosist but I am fraid I am not up to date 
on much of doings. He say to me while back, 
“Are you not intrested vitally in this New 
Beverage fight in Indianny?” And I say, 
“No. There are so many of these here soft 
drinks a comin on the market that I can't 
keep track of them.” 


CONGRATULATIONS, FRED! 


During the month of April, Canada worked 
consistently to make a success of the contest 
and not the least worthy of mention was the 
way in which Mr. Fred White, Manager of 
the Distributing Station, and his staff of 
efficient workers gave their co-operation. 
They did not spare themselves in the least, 
and as a result the men in the field were 
served promptly and without any disappoint¬ 
ments. 

Mr. White took especial pains to telegraph 
the results of the contest to the managers, 
with congratulations on increased sales, and 
further, on the first of May, commission 
statements and checks arrived at their vari¬ 
ous destinations by Special Delivery. 

That all this was fully appreciated by the 
men in the field is proven by a letter from 
Mr. Cecil Shorten, London Branch Manager, 
calling our attention to Mr. White’s enthusi¬ 
astic co-operation and his special efforts to 
make this particular month a success. 

“We certainly have a live wire,” concludes 
Mr. Shorten, “and a man who is as white as 
his name.” And we agree with him that 
the whole organization should know it, too. 


YOU ARE LOSING SALES 

If you haven’t the new 1922 
Advertising Portfolio 

Public confidence and good will are built for you by showing 
your portfolio with every demonstration. 

Using your portfolio steadily means more sales and commissions. 

If you have no 1922 Portfolio—ask your manager, he will give 
you one without cost. 

THE FULLER BRUSH COMPANY 
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We have just made the interesting discov¬ 
ery that Eastern has led the country in Act¬ 
ual Sales for January—April inclusive Total 
sales for these four months are: Eastern 
$772,432.25, Atlantic $768,435.85 and Central 
$739,840.55. All together, three rousing 
cheers for Eastern! 

Kansas City District leads again with act¬ 
ual sales of $58,160.60, and Des Moines was 
a close second with $56,982.75. Pittsburgh 
and Cleveland also landed among the leaders, 
the latter for the first time. These four dis¬ 
tricts, together with Philadelphia and Dallas, 
show stars for less than 10 % discrepancy. 

« 4 » 

Central made a noble effort to nose East¬ 
ern out of first position for April, failing by 
less than $5,000. Atlantic came through 
with about $25,000 less than Central. 

« « « 

Fred C. Lamar of Salt Lake City, his third 
week with the Company, sold $269.45, with a 
high day of $72.60. His fourth week totaled 
$222.05. 

ft ft ft 

Paterson and Baltimore W. S. have broken 
their old records every week in April. Great 
work, Groff and Story! 

ft ft ft 

J. O’Reilly made a new High Day record 
for the Peterboro, Ont., branch by selling 
$109.75 worth of brushes to an institution in 
Orillia. His sales for the week totaled $266.05. 

A. J. Tingley of the same branch also sold 
a large order to one institution, the amount 
being $90.50. 

ft ft ft 

Five offices in Washington District made 
new records for the week ending April 28th, 
Washington, D. C., leading with sales of 
$2,051 and the district totaling $8,799. 


The tong war is over—Long Live the Tong! 
Gie Hop Winn and his Gary tong trimmed 
Hop Plenty Fleming and his Hide Park tong 
to the tune of $1,000, Gie Hop raking in a 
total of $3,100. 

ft ft ft 

Fong Goo Roberts and his Englewood tong 
took Take Dust Mangner and his Pullman 
shop rats over the coals and pinned his queue 
to the door with $2,900. Keep it up, Chicago 
—you’re doing fine! 

ft ft ft 

Eastern and Western, our two group lead¬ 
ers for actual sales in April, are to be con¬ 
gratulated on receiving stars for a discrep¬ 
ancy of less than 10%. Their April sales 
were: Eastern, $215,453.50, Western 

$102,509.25. 

ft ft ft 

H. L. Kendig of Denver, Colo., won first 
place in the National Weekly Report with 
sales of $349.95, and the following week, all 
honors went to Charles Wakey of Sioux City, 
Iowa, who made the high record of $465.40. 

ft ft ft 

Atlantic took the challenge and led the di¬ 
visions for the week ending April 28th with 
sales of $72,269.00. They have a way of 
showing us who they are, just when we are 
beginning to think they aren’t so much aftei 
all. 

ft ft ft 

Providence recently made her first ap¬ 
pearance among the “Big Ten,” having sales 
of $2,904. 

ft ft ft 

For the first time in history, Akron leads 
the Eastern Division with sales of $12,920. 
The office is not the largest in the division by 
any means, but they have real men out there. 
“What it takes to do, we’ve got,” they say, 
and they are going to lead again in May. 
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WHAT A CUBAN FULLERITE THINKS 
ABOUT US 


In accordance with the request of the late 
Mr. Montgomery and the desires of my Dis¬ 
trict Manager, Mr. Fortson, who asked me 
to write an article on my impressions of the 
last convention in Hartford, I have to say 
the following: 

First of all, I must state, that I have never 
been a writer. This means I cannot very 
well write an article such as I would like to. 
For this reason, I will ask you kindly to over¬ 
look any errors you may find through this 
article. 

About the impression I got from the con¬ 
vention, I must say that I was highly pleased 
and I am very grateful for the attentions we 
all received from every one present, espe¬ 
cially from our President, Mr. Fuller.* 

I was present at all sessions held, but to 
my regret, could not get much benefit out of 
them, since I do not know the English lan¬ 
guage. It is true that Mr. Fortson and Sr. 
Bonada, tried to translate to me what was 
said by every speaker, but then you know, it 
is not the same, to hear something and im¬ 
press it well on your brains, and to have 
things translated in a hurry. For this rea¬ 
son, I am now taking up English, and hope 
to know it well by next convention, in the 
year 1923. 

Nevertheless, and in spite of this difficulty, 
I learned many things while at Hartford. Al¬ 
though I was “Fullerized” in August 25, 1921, 
(as the “Fuller Bristler” says in the Febru¬ 
ary issue when my picture was published 
also) under the charge of Sr. Barillas, then 
manager of the Santiago office, the instruc¬ 
tions received from that gentleman did not 
prove to be very helpful, so I decided to go 
my own way, and study things by myself. Of 
this decision I have been very glad, for ever 
since, I have obtained great results. Of 
course, I have now learned a great deal at 
Hartford, in the convention, as to how “To 
hire representatives, how to instruct them, 
which is the right type of men to hire, etc.,” 
all of these being very interesting and help¬ 
ful suggestions, and which I intend to use to 
get my quota this year. 

I just wish, now, to send all my fellow- 
workers my best personal wishes. I am sure 
that all of us will work hard this year, to get 
our quota of thirteen millions, and to be 
proud when we all go to Hartford again. 

Yours, 

(Signed) JOSE PEREZ, 
Branch Mgr. of the Santiago de Cuba, 

Cuba Office. 


RECENT HAPPENINGS IN THE WEST 
INDIES DISTRICT 


The West Indies District held its first 
Convention on March 26 and 27, in the Ha¬ 
vana offices of our Company. There were 
present twenty. It was a distinct success. 
We were pleased with the Fuller Spirit 
shown by men foreign to American customs 
and new in our Fuller life. If this first con¬ 
vention is an evidence, our succeeding ones 
will do wonders. 

* * * 

A very good friend of our business and per¬ 
sonal friend of our President, Mr. Fuller, 
gave us an exceedingly valuable talk during 
this convention. This gentleman, Sr. Mario 
McBeath, head of the Casacarter Company of 
Cuba, says that with an organization such as 
ours, his Company would multiply their busi¬ 
ness many times. He possesses about 
$30.00 worth of Fuller Brushes and is a great 
booster for us. 

* * * 

It happens occasionally even in the West 
Indies! Our Sr. Andres Bonada, Branch 
Manager of the Havana office, was married 
on April 4th. All good wishes to you, Sr. 
Bonada! Now all of our Managers are mar¬ 
ried. 

* * * 

A new member of our Fuller organization 
in Cuba, from whom we are expecting great 
things, is Sr. Jose V. Peralta, who was lo¬ 
cated nine years in New York City, in the ex¬ 
porting business. Sr. Peralta is our new 

Manager of Distribution. 

♦ * * 

In the February issue of “The Fuller Brist¬ 
ler,” inside back cover, appeared a letter 
from Mrs. Hofmann, wife of Josef Hofmann, 
written to Mr. Robert E. Kerr. 

On April 2nd Mr. Hofmann gave a concert 
in Havana. Mr. and Mrs. Hofmann were 
both highlv pleased when presented with this 
copy of “The Fuller Bristler.” Mrs. Hof¬ 
mann says she is recommending Fuller 
Brushes to all of her friends. She states 
this is the first time one of her letters has 
come into print. 

ms Q3 ms 
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DO YOU LIKE OUR BABY PAGE? 

We think we have some pretty cute little 
Fullerites—and we think there are 
a lot more, too. 

Is One Of Them Yours? 

Then why not mail us that photograph today ? 

ft-ft 
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“LAFFOGRAFFS” 


A Narrow Escape 

A lady who kept a little curly poodle lost 
her pet and called on the police to find it. The 
next day one of the force came with the dog 
very wet and dirty. 

The lady was overjoyed, and asked a num¬ 
ber of silly questions, one being: 

“Where did you find my darling?” 

“Why, ma’am,” said the officer, “a fellow 
had him on a pole and was washing windows 
with him!” 

« « o 

English Tommy (in poker game)—“Well, 
I’ll wager a bally pound on this.” 

American Darky (holding four aces)—“Ah 
dunno too much about yo’ ol’ English money, 
but I’ll bump you a couple a’ tons.” 

—Purple Cow. 

« O « 


Golf Not Bridge 

An experienced golfer, in a fit of conde¬ 
scension, invited a novice to a game. The 
novice, to the golfer's dismay and disgust, 
plowed up the ground all around the ball at 
every stroke. 

The golfer stood it for a while, but after 
one particularly vicious dig into the tee, he 
remarked: 

“You're revoked." 

“We're playing golf, not whist," said the 
novice. 

“Yes," replied the golfer, “but you have 
just played a spade where you should have 
played a club." 

—Royal Magazine. 

3 3 3 

Enfant Terrible 

“Ma, can't I give baby a bite of my apple?" 

“He has no teeth to bite with yet, dear." 

“Can't I get him yours, ma? They're on 
the bureau." < 

—Boston Transcript. ' 

3 3 3 

Getting business is like courting a girl— 
you must offer her the right kind of goods 
and keep on calling. 

—Round Robin. 


“Poor Richard” is Brought Up To Date 

As the National Automobile Chamber of 
Commerce Bulletin sees Poor Richard, of al¬ 
manac fame, in the present day, his apho¬ 
risms would be written as follows: 

Still motors run sweet. 

Home is where the car is. 

A soft tire turneth away cash. 

While there’s gas there’s hope. 

Fools pass on hills and curves. 

It is better to be slow than sorry. 

Declines make the wheels go faster. 

Dry springs squeak louder than birds. 

To speed is human; to get caught a fine. 

As the wheel is bent so the car will go. 

Where there’s a nail there’s a puncture. 

A body’s as old as its paint; a motor’s as 
old as it pulls. 

Spin and the world spins with you; stall 
and you stall alone. 

» » ft 

“They say Binks is making a fortune sell¬ 
ing short.” 

“Why, I didn’t know he played the stocks.” 

“He doesn’t. He runs a gasoline station.” 


The man who whispers down a well 
About the goods he has to sell 
Will never reap the shining dollars 
Like he who climbs a tree and hollers. 

— Exchange. 

3 0 0 

Saving Him Pain 

Boy (to his dad): Dad, can you sign your 
name with your eyes shut? 

His Dad: Certainly. 

Boy: Well, then, shut your eyes and sign 
my report card. 

— Bovs’ Magazine 

3 3 3 

Recipe—Home Brew—Try It On Us 

One pad of paper 
One pen 

One bottle of ink 
One Idea 
One envelope 
One 2c. stamp 
One address— 

Shake well, stir in a dash of pep and mail 
to Editorial Department, Hartford. 
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AT YOUR SERVICE 



ARTHUR F. SHELDON Director of Correspond- JAMES S. KNOX 

Pres, and Founder of the Berv ^ c ® °* t ^ 6 Pres. Knox School of 

Sheldon School. Pres. Fuller Brush Company. Salesmanship. Well- 

International Business known author and lec- 

Society. turer on the subject. 

“The first big, step toward mastery of Self and of One’s business—is recognition 
of Service as being, the reason for existence.”— A. F. She!don 

“No man can truly and thoroughly succeed who does not know and follow 
the fundamental laws of life and business. If he knows and follows them, 
he will succeed.”— A. A. Whetstone 

“It is a much greater thing to build a life, than to make a living. Whatever 
you do for the interests of the man who employs you, reacts upon your own 
life and character.”-— James S. Knox 

So that every Fuller employee will know and then be able to advance in knowledge 
and power—in a word to Succeed —the Company has had prepared a series of 
lessons by the Master of Business Philosophy—Arthur F. Sheldon, and by the 
Master Salesman—James S. Knox. 

The Fuller Brush Company has published these in two courses known as:— 

THE FULLER FUNDAMENTALS ON 



THE FOUNDATION UPON WHICH THIS IS BUILT IS 


“With equal opportunity to all and due consideration for each person involved in 
every transaction, a business must succeed.”— A. C. Fuller 

As the foundation is sound and well-laid, so the upper structure must be built. 
Thus these two courses serve as fitting materials for the House of Fuller. 

To keep pace with the growth and progress of the Company and in view of the 
number of opportunities that are bound to present themselves, you owe yourself 
the benefits to be derived from these courses. Get your application in just as soon 
as you can. 
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“I love my country because it is the land of oppor¬ 
tunity; the way to success is open to every person, no 
matter what his birth or circumstances. 

“I love my country because it &ives me full oppor¬ 
tunity to live my own life, and I wish so to live that I 
shall be of service to my country. I will strive to be a 
&ood citizen—I will live for my country.” 

Dr. Frank Crane. 
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What Is Opportunity? 

By A. C. Fuller, President 


T HE Fuller organization is made up of 
over four thousand men. Perhaps the 
greatest question and the one which will 
have the greatest bearing on the future of 
our institution is what are the opportunities 
for men in this organization and what must 
be the mental attitude of any one of these 
men; and, furthermore, what must they 
know in order to take advantage of the oppor¬ 
tunity which exists? 

The first part of this question pertains to 
“What Is Opportunity ?” It may be said in 
the first place there is great opportunity in 
any work of a useful character or a work 
that is of great service to the human family. 
One does not need to consider this matter 
further than to determine whether the work 
in which The Fuller Brush Company is en¬ 
gaged and the work of their great sales or¬ 
ganization is rendering a useful service. 
There is also another phase:—Is our company 
so constituted that there is equality of oppor¬ 
tunity, fairness, and honesty in the relation¬ 
ship between men in positions of authority 
in the organization, such as the officials of 
the company, sales executives, including dis¬ 
trict and branch managers, and those work¬ 
ing in the ranks in the different departments 
of the business ? 

These questions can perhaps be answered 
better by other men who have had several 
years of experience with the company than 
by myself, but it might be well to call your 
attention to these facts: 

The Fuller Brush Company has experienced 
a tremendously rapid growth and it stands 
in high favor among business men all over 


the country and with the consuming public, 
which reputation could be gained only on the 
basis of the company having rendered a valu¬ 
able and useful service. The reputation of a 
company, as well as an individual, can only 
be gained and maintained by high ethical 
standards in all business transactions. 
Therefore, I think we can safely conclude 
that fundamentally our business is based on 
sound and ethical principles and these prin¬ 
ciples and methods have been established not 
by any small group of men, but all of the men 
holding important positions in the organiza¬ 
tion. Diligence to high ethical standards has 
etsablished the company on such a sound 
basis. 

If the general standards and principles of 
our organization are right and the product 
which we are selling (for which the public 
paid about nine million dollars last year) is 
doing in a satisfactory manner the work for 
which it was made, there can be no question 
about the business in which you are engaged 
being one that has great opportunities. 

It might be well to state that it is not gen¬ 
erally realized by those who sell goods that 
there must be a profit to the person who pur¬ 
chases the goods as well as to the party who 
sells them. In other words, unless a product 
is worth what it costs to purchase plus an 
additional profit in service to the consumer, 
it is not a satisfactory transaction to both 
sides. 

The second part of this question—what 
must be the attitude of mind and what must 
one of our representatives accomplish in or¬ 
der to take advantage of his opportunity 
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either in this or any other business is perhaps 
the most important proposition to consider. 
Figures based on actual statistics show that 
men in general do not find a way to take ad¬ 
vantage of or to grasp opportunity. The fol¬ 
lowing figures are significant and on them 
any thinking man should ponder. 3% of the 
men in this country make over $5,000 a year; 
5/r make over $2,000 a year; and 90 % 
merely eke out a living and in spite of cer¬ 
tain opinions to the contrary I believe that 
most men are paid very nearly to the extent 
of the actual value of their services. When 
any man is paid more than his services are 
worth it becomes an economic waste and 
tends to lower all standards. Therefore, it 
seems to me the great problem is how can 
an individual increase his capacity and value 
so as to make himself more valuable not only 
to himself, but to others. For example, it 
would be impossible to measure the services 
of a man like Thomas Edison in dollars and 
cents, and that is only one instance of thou¬ 
sands that could be cited. Until a man’s 
services become of value to society in general 
from an economic standpoint an excessive in¬ 
come is unsound. 

Need for Initiative 

Merely to carry out a certain piece of work 
which has been initiated, planned and direct¬ 
ed by someone else is not worth a great deal 
of money. Any man must put into his job 
initiative and make his services in that po¬ 
sition such that it will constitute higher 
standards and greater efficiency in the work 
in which he is engaged in order for him to 
become of greater value. Therefore, it is ob¬ 
vious that every man working in our or¬ 
ganization should have a vision of his work 
beyond merely making a living and doing 
enough just to hold his position. Unless his 
ambition and vision extend beyond that point, 
he has absolutely no chance for opportunity 
to a higher and more profitable position. 

Looking over the records of turnover in our 
organization, and observing the reasons for 
men discontinuing the work shows beyond a 
doubt that these men have merely left an¬ 
other position and entered this one and this 
change may be one of a dozen other such 
changes, without obtaining any inspiration 
or vision beyond a course that is merely from 
one day to the next. On the other hand, we 
have hundreds of men filling positions in our 
company today that they would not be filling 
unless they had obtained a vision beyond that 
above referred to. 

Any man coming into this organization to 
sell Fuller Brushes should take up this work 


only under these conditions and purely from 
the standpoint of his own interests. First of 
all he should be ready to work five years if 
necessary to reach his ultimate goal and dur¬ 
ing whatever this period may be, he should 
expect to study and learn not only how to do 
his work well, but how he can contribute to 
the greater development and uplift of the 
entire institution of which he becomes a part. 
A man with that sort of ambition and who 
can take such an interest in his job is just as 
sure to reach a position of greater responsi¬ 
bility as that the sun rises and sets each day, 
because he is then following a course that is 
according to natural law and he becomes a 
creative force instead of merely a hanger-on. 
He must be able to visualize to some degree 
the boundaries of usefulness and service pos¬ 
sible for him, together with his associates, 
to make of the business of which he is a part. 

Study Essential 

Now more specifically, what should a rep¬ 
resentative of The Fuller Brush Company do 
in order to progress with the company so as 
to make his position of greater value to him? 
He should first study all of the printed ma¬ 
terial he can secure pertaining to this par¬ 
ticular business. He should spend a very 
considerable part of his spare time in study¬ 
ing principles of a business education. There 
are plenty of condensed and very valuable 
courses that he can secure for this purpose. 
He should then apply what he learns to his 
every day work to the fullest possible extent. 
It is a most remarkable thing the number of 
men in all lines of work who are looking for 
and expect promotions to greater positions of 
responsibility who have never taken into con¬ 
sideration the question as to whether they 
have fitted themselves for the additional re¬ 
sponsibilities. Even if men were promoted 
without first having made proper preparation 
they would be unable to hold the positions or 
they would tend to pull down the business in¬ 
stitutions in which they are working. 

This matter of future individual growth 
and opportunity is a very serious one and 
should be taken seriously by the individual. 
Every man is put into this world to work both 
physically and mentally. As a matter of fact, 
unless we are active physically, our muscles 
become flabby and we have exactly the same 
condition mentally unless we exercise and 
are active mentally. Therefore, this question 
has been settled by a higher order than mere¬ 
ly that of human volition. Whether or not 
we progress and grow mentally depends upon 
what we do to exercise and put into use the 
faculties which have been given us. 
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The lower photograph is taken at a distance but gives you an idea of the width 
of the new building and the latest news on its progress. ££ 
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It is the Uses and Methods that Create 
Desire for Your Brushes 


Educational Department 


H OW many times have you heard a fellow 
salesman say to his manager, “I wish I 
knew how to close the order,” or “The 
people in my territory don't seem to want to 
buy brushes.” Every Fuller man has had 
these same questions come up in his own 
mind at some time or other. 

“The closing of the order” is the easiest 
part of the process of making a sale when 
you have created sufficient desire in the cus¬ 
tomer's mind. Many times you have won¬ 
dered “How can I create this desire for my 
brushes?” Let me answer this by asking an¬ 
other question. “Why do people buy your 
brushes?” Do they buy your brushes be¬ 
cause the wire will not rust—because the 
cotton is four-strand—or because the bristles 
come from Siberia? Do they buy brushes 
because we use Russian cement in the han¬ 
dles? All of these points are good points to 
help you close an order, to help you put the 
finishing touch to it, but they do not create 
desire. These points alone will not make 
your customer want to buy your brushes. 

Again you ask, “What is it that makes 
your customer want to throw away her old 
brushes and spend her money for Fuller 
Brushes ?” 

It is the many uses and the improved 
Fuller methods which create desire and cause 
you to sell at least 60% of your brushes. 

It is because the new method you have 
suggested is superior to the method she is 
now using. 

It is because your Fuller Brushes will do 
her w T ork in much less time and do the work 
better than the brushes she is now using. 

It is because— 

1. The wonder mop will go under furni¬ 
ture—into corners—has no oil—can easily be 
washed. 

2. The duster gets into the corners and 
collects the dust—saves stretching and stoop¬ 
ing. 

3. The wall brush gathers the dust as you 
brush the wall upwards. 

4. The bristle bowl brush is non-absorbent 
and sanitary. 

5. The hair brush penetrates the scalp 
and can be easily cleaned. 

6. The manicure brush is stiff enough to 
do the work. 


7. The friction shower bath brush is for 
both the bath and shampoo—it gives a re¬ 
freshing bath or shampoo with clean, flowing 
water, every drop as clean as the water you 
drink. 

These are the big questions your customer 
wants you to answer. “What will this brush 
do for me?” “How will it help me to do my 
work better?” “How will it reduce the labor 
and drudgery and save my time?” Watch the 
expression on your customer's face as you 
answer these questions and when you see 
that a certain use or method makes “the big 
appeal” to her, refer to that particular use 
or method over and over again. Each time 
approach the big point that makes “the big 
appeal” at a different angle and express it in 
different words. As you do this you can 
“feel” that you are creating the much longed 
for desire in the mind of your customer. 

Sixty per cent of your brushes are sold be¬ 
cause you are successful in making the uses 
and the methods of your brushes create the 
right appeal and create desire in the mind of 
your customer. 

Forty per cent, of your brushes are sold 
because you make your brushes appeal to 
other buying motives. Each of these other 
appeals are important and should not be over¬ 
looked. Here are a few which are very im¬ 
portant: 

1. Appeal to the customer's pride of own¬ 
ing brushes which are nationally advertised. 

2. Of getting the brushes which her 
friends and neighbors tell her are so good. 

3. Emphasize the sanitary features and 
the ease with which the brushes can be 
cleaned. 

4. The guarantee and the long satisfac¬ 
tory service which they give. 

5. High quality of material used in their 
construction and lower prices. 

If you will successfully study each brush 
and arrange the talking points and the use 
and methods in the order of their import¬ 
ance, you will be able to play up all of these 
appeals. But remember that more than half 
of the business comes from answering the 
customer's big question, “What will these 
brushes do for me?” 
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The Flag, 


By H. F. Hulse, Correspondence Department 


H ENRY Ward Beecher has aptly and very 
fittingly said, “A thoughtful mind when 
it sees a nation’s flag, sees not the flag, but 
the nation itself.” No doubt surrounds such a 
statement, for in the flag we see the govern¬ 
ment, the principles, the truths, the history, 
the power and standing of the nation that 
sets it forth. 

The many beautiful sentiments and im¬ 
pressive expressions of love, loyalty and rev¬ 
erence that are embodied in the flag of each 
nation could not be justly treated in an article 
of this length. Each places its own signifi¬ 
cance of design as emblematical of some par¬ 
ticular phase or feature of 
historical dignity pertinent to 
the national existence of that 
especial nation. But there are 
some few facts that fit every 
flag, and concerning them as 
proper to the occasion of our 
international feeling of broth¬ 
erly interest in the welfare of 
all nations, it seems a timely 
opportunity to touch upon the 
bearing of the flag as common 
to us all. 

It is, nevertheless, true and 
indeed naturally excusable for one to picture 
the flag of his or her own nation when refer¬ 
ence or mention is made in regard to THE 
FLAG. Such is but the arousal of pride and 
admiration that is inborn and is inherent in 
the mind of every devoted and truly loving 
subject respecting the flag within the folds 
of which he feels secure. 

However strong such feeling may be, we 
cannot lose sight of the fact that our nation 
can of itself reflect all of the constitution of 
mankind. Each nation is interdependent upon 
other nations, just as man in general is but 
a small part of the whole realm of mankind. 
Living is but the combined expression of 
those who understand and conduct their be¬ 
havior in accordance with the belief of broth¬ 
erly affection. This applies to both the nation 
and the individual. 

Thereupon we can safely and boldly say 
that the flag is what we make it. It is a 
throbbing, pulsating, living representation of 
a principle. The manner in which we re¬ 


spect and put into use the identification of 
that principle, measures its acceptance and 
position in the minds of other nations. So, 
it is the work that we do, that makes the 
flag. It is nothing more. It is no more than 
we have made it and it will never be more 
than we believe it can be. 

For, in the flag we see the battle of yester¬ 
day, the mistake of today, and the dream of 
what it may become on the morrow. The 
character it reflects is ours. Our living in 
this and in generations we foster and for 
which we lay the example of life, marks the 
character of the flag. Thus we—whether of 
the Latin or English speaking 
tongue; the German or the 
Russian; the Japanese or the 
Chinese—are responsible for 
our flag. It is and will be a 
symbol of right and honor, or 
of falsehood and disgrace, de¬ 
pending upon the conception 
of our duty to all mankind. 

Under its colors, we go 
forth upon life to conduct and 
carry on our duties and de¬ 
sires without fear or favor. 
For today, we are crossing the 
threshold of a new era in history that affects 
the flag of every nation. And every flag that 
waves in the whirl of present hour condi¬ 
tions is calling its sons and daughters to an 
understanding of the principles of Service 
and Man Building. 

Never before in history has this call been 
so urgent, almost plaintive—for men today 

realize as they never felt before, that we_ 

each and all—are the makers of history, the 
builders of our respective nation’s future; 
and we are brought face to face with the 
problem of self-betterment, knowing that 
therein lies the power of doing all that can 
be done to help all peoples, and to fit us to 
serve and serve well amid the confusion and 
intricate outpourings of plans to improve and 
adjust conditions on every hand. 

And there is no better or more effective 
and satisfactory means of securing and put¬ 
ting into action this power that is screaming 
for expression, than by knowing that good 
which we have within ourselves, and doing 
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all that we possibly can to develop and cul¬ 
ture it, so that we unconsciously inspire our 
fellow beings to better and bigger things. 

With such determination firmly gripping 
our desires, we sense a deeper significance of 
the flag that supports our right of allegiance. 
The flag then is more than just a banner 
flaunting the air. It is more than just the 
chart, the beacon and compass of the trou¬ 
bled. It is the joy and happiness and the 
satisfaction of accomplishment. It is the 
call to a people of indomitable courage and 
infinite possibilities to live and proudly assert 
their love of the teachings of our Christ. It 
urges the advance of civilization. It proves 
the gospel of work and usefulness. It de¬ 
mands purity of thought and action in public 
life, and protects the liberties of free govern¬ 
ment from the aggressions of despotic power. 

And because such is the true significance of 
the flag, we respect it in courage, zeal and 
fervency. We tenderly and thoughtfully be¬ 
hold its tenets of purity, cleanness of living 
and the incentive to brotherly conduct. We 
bow in loyalty, devotion and friendship to its 
justice and its truth. We know it insures us 
of our sovereignty and dominion of freedom 
in right. 

Just as the flag of every nation has at 
some period or other revealed the true cul¬ 
ture of man, contrary to the false view of 
cultured might, we must begin now—today, 
to build and train our thinking to the better¬ 
ing of our outlook upon life, and the import¬ 
ance that thinking plays in relation to man¬ 
kind as a unit. 

Let’s, therefore, show our respect and rev¬ 
erence for THE FLAG, of our several 
Nations, Unions, Dominions or whichever 
term fits the pleasure of your support, with 
the determination to accept and make the 
most of every opportunity that comes to us— 
or the ones we can create for the benefit of 
others. Then we shall be the better prepared 
to render a greater service, and in the doing 
we shall prove our sincerity of trust and our 
grateful appreciation for the flag that offers 
us the right to its protection. 
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FOR YOUR KIT 

Johnson of the Waterloo branch carries 
little steel eyelets to replace any that have 
come out of brushes. He also suggests that 
you carry a supply of small brass tacks on 
delivery day so that your customer can easi¬ 
ly nail up her brush holder. A small pair of 
pliers might come in very handy, too. and 
help you to render real Fuller Service. 


Seed Thoughts 
for the Mental Garden 

By A. F. Sheldon 


No. 2—Life As An Ocean 

The ocean is working at 
one job all the time—the 
job of going out and com¬ 
ing in. 

Second after second, min¬ 
ute after minute, hour after 
hour, day after day, week 
after week, month after 
month, year after year, 
century after century, age after age, that is 
all it is doing. The ceaseless ebb and flow 
of the tide sums up the basic activity of the 
ocean. 

In calm or storm the ebb and flow is going 
on forever. 

Your life is doing that one thing, too. So 
is mine. So is every individual life. The hu¬ 
man life is an ocean—an ever-ebbing and 
flowing sea. 

Life resolves itself to just one thing. The 
ceaseless ebb and flow of the tide of Give and 
Take. The Give is the Ebb—the Going Out. 
The Take is the Flow—the coming In. 

Are you waiting for your tide to come in? 

Don’t wait. Get busy with the Ebb—the 
Giving—and the flow will take care of itself. 
If the tide goes out it must come in. 

What’s the matter with the world today? 

Why the world-wide unrest? 

Why whatever there is of poverty, disease 
and crime? 

It is because millions of women and men 
and boys and girls all down through the ages 
have been trying to reverse this basic law of 
Life. 

We, as a race, have been trying to get be¬ 
fore we give. 

He who would get of reward must learn 
the law that to get he must give. 

The Science of Getting Reward is the 
Science of Giving Service. 

“He Profits Most Who Serves Best.” 
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If you find a good impulse pounding within 
you day after day, take the hunch and follow 
it before it gets away from you; once gone, 
it may never return; if it does reappear, you 
may not be as well fitted for its pursuit. 
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Working, A Territory 

By Hartwell T. Bynum, Representative, Quincy Branch 


Y OUR territory is primarily your trust. It 
is a certain section set aside for you in 
which as a salesman you may exercise 
your ability and ingenuity to its fullest ca¬ 
pacity. It is a trust, a responsibility given 
you by your manager who is responsible to 
Hartford for a certain quota, an estimated 
amount of business for which material has 
been bought, labor hired, and warehouse 
space provided. 

Your block is to you as a workshop to a 
carpenter. Your “Tools” are your brushes— 
the best that human skill and ingenuity can 
produce—and yourself; that is, the physical, 
mental, moral and spiritual 
being you call “yourself.” 

For material we find our 
prospects, all ideally placed 
in our workshop—our terri¬ 
tory. If we are to use our 
tools to best advantage we 
sharpen them, do we not? 

And that means that we 
must improve ourselves, we 
must put a razor edge on 
our wits, we must strength¬ 
en our personality, our 
body, and our demonstra¬ 
tions. We must not only 
prepare our “tools” before 
we enter this unit, but we 
are compelled literally to 
“keep an axe on the grindstone” at all times. 
So in this manner we have prepared to work 
on our material. And what a delicate, care¬ 
ful, skillful maneuvering of these other tools 
is required to shape and mold this object, 
this individual, so that the results will be 
what we wish—no, it isn’t a job to be scoffed 
at. It’s a responsibility—a man-sized task. 

Again our territory may be considered 
either as an asset or a liability—an asset al¬ 
ways if you play the game for the love of the 
playing, with joy in having rendered a real 
service to your fellow-man, and in knowing 
that when you return all doors are open to 
you, “The Fuller Man.” Play the game hap¬ 
hazardly, aimlessly and carelessly and you 
find yourself possessed of such a liability that 
you soon go into bankruptcy—admit it—you 
have to admit you’re scared, and so like all 
men who have greater financial responsibili¬ 
ties than they can bear, must quit—bankrupt. 

And this brings us to the real purpose of 
this article as announced by the title. The 


writer sincerely hopes that some suggestions 
herein may prove beneficial to other men. No 
two men agree in detail on the same question, 
so while we do not expect this plan to be fol¬ 
lowed universally it is hoped that something 
beneficial, some one thought may be gleaned 
by its readers. If so we shall be amply re¬ 
paid, for we have rendered unto others that 
service which is characteristic of Fuller Men. 

It is a known fact that before beginning 
any maneuver against a hostile force a good 
commander always surveys his territory. He 
learns all he can of the type of men in the 
opposing army, of the morale, of the number 
of reserves, etc. So before 
entering your unit it is 
advisable to learn all you 
can of the various nationali¬ 
ties, places of employment, 
general financial condition, 
etc., of the groups which 
compose your block. In al¬ 
most every block you will 
find a few of the idle rich, a 
large number of the so- 
called middle class and a 
few of the comparatively 
poor people, and they are 
usually living in groups of 
homes and move within 
their own sphere. Let us 
classify these groups from 
a selling angle, and call them good, mediocre 
and poor buyers. 

We know that as individuals we like to see 
that our reports are always good—we know 
that our manager wants consistency, and we 
know that if we work the cream of our ter¬ 
ritory first, we cannot hope to maintain con¬ 
sistency, because it is a fact that poorer peo¬ 
ple can not buy in quantities such as those 
dealt in by the more wealthy people. So it 
follows that a part of each day must, if pos¬ 
sible, be spent in good territory, a part in 
mediocre and a part in the poorer section. 
Understand that we do not advocate nor en¬ 
courage jumping aimlessly about. Such a 
practice is demoralizing, time-killing and ter¬ 
ritory-destroying. But if it is at all possible 
to work your unit systematically along the 
plan outlined, you will find that your reports 
will impress you and others as being consist¬ 
ently the same from the point of production, 
and believe me, boys, it helps when Saturday 
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How can you get the most out of 
your territory? Here is an analysis 
of the problem that should help you 
to render “Fuller Service.” Mr. Bynum 
is a newcomer to our ranks but he 
attacked his job with a will when he 
began actual selling in April and his 
consistent and thorough work soon 
won him promotion to the rank of 
lieutenant—and he assures us that he 
has no intention of stopping there. His 
thorough analysis of his work shows 
that he knows what he is about and 
we know you will profit by a careful 
study of his methods. 
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Patriotism means various things to vari¬ 
ous people—at various times. For the most 
part, we theorize about it and feel it more 
or less strongly; on particular occasions, wav¬ 
ing our flags excitedly and cheering parades. 

On the whole, perhaps it is no longer nec¬ 
essary to feel strongly, to be deeply stirred 
by the sound of a martial tread. The war is 
ever and we may go calmly about our busi¬ 
ness, with the old “why worry” attitude. We 
are safe and able to look after our own af¬ 
fairs. Let the rest of the world do like¬ 
wise ! 

Perhaps we are not our brother’s keepers, 
but we must believe somewhat in the brother¬ 
hood of man— in “liberty, equality and fra¬ 
ternity.” Our Company is based on these 
very ideals, and we owe our success to an 
unwavering adherence to these principles. 
The splendid family feeling and deep sense 
of loyalty that have marked the organization 
since its earliest days, now extend the length 
and breadth of North America and beyond. 


and have only been increased by the extraor¬ 
dinary growth and success of the concern. 
Our individual lives should follow the same 
pattern. Insofar as we are doing our share 
as members of a community, a business and 
a home, we are good patriots. 

July brings to our Company two national 
holidays, the American and the Canadian. 
We might take this occasion to think back 
and check up on the real quality of our pa¬ 
triotism. 

For instance: Is the “world safe for democ¬ 
racy”—is business on the upward trend—are 
the various national issues being dealt with 
fairly and squarely—are our own cities and 
towns progressing, financially and morally— 
do we know the actual facts—and are we do¬ 
ing our share? 

If civic government is to be all it should be, 
every man and woman must play an active 
part. If you are not working positively for 
the good of your community, you are a detri¬ 
ment to it. It isn’t necessary to be a city 
official, to be on the school board, to be a 
member of the Board of Commerce. It is 
necessary to be living your own life as hon¬ 
estly and purposefully as possible, to be 
working toward a goal, to make a fair living, 
to own your own home, to educate your chil¬ 
dren properly, to bear your share of taxes 
and funds and civic duties—and above all, to 
bear them cheerfully. 

Your particular job is to spread the “gos¬ 
pel of cleanliness,” to make household tasks 
lighter and thus to promote the health and 
happiness of the home. You are a vital part 
of a successful concern that is not only an 
asset to one city or town, but to the whole 
country, and some day to the whole world. 
It is a concern that stands for all that is hon¬ 
est and upright, for high ideals and clean 
living. In promoting the interests of this 
Company, you are promoting the welfare of 
your town, economically and morally. Sim¬ 
ilarly, the financial and moral status of your 
town is a vital factor in the financial and 
moral standing of your country. 

So, on July 1 and July 4, we can wave our 
flags valiantly and cheer loudly in the knowl¬ 
edge that not only today, but every day of 
our lives, we are serving our country, and to 
the best of our abilities are good patriots. 
There is great satisfaction in knowing that 
just in living our own lives, just in selling’ 
Fuller brushes, we are being good citizens 
and of service to our country. 
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Folks who don’t believe in advertising are 
the same ones who don’t believe in a paint 
sign until they’ve tried it. —“More Pep” 
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Avoid Hackneyed Terms 


By B. F. Henxacy, Jr. 


Perhaps ninety per cent, of the regular run 
of canvassers, address the housekeeper with 
such worn-out salutations as, “Good Morning 
Lady,” “Good Morning Madam,” and then, 
“Please Lady, can I step inside for a moment, 
etc., etc.” 

The words “Lady” and “Madam,” are per¬ 
fectly good English words, but you can take 
it for granted that your prospect is a lady 
without mentioning the fact to her. The con¬ 
stant use of these terms is one of the in¬ 
fallible earmarks of “the oldtime peddler,” 
and you are unjustly putting yourself in that 
class when you use them. 

I also doubt the generally taken-for-grant- 
ed value of addressing a customer by name. 
If I, a perfect stranger to you, rush up and 
give you the glad hand, and exclaim, “Why 
Good Morning Mr. Smith,” your first thought 
is, “Damn these Insurance Agents.” 

It is only salesmen of some variety who 
ever address a stranger by name in a familiar 
way, did you ever stop to think of that? 

It is wise to know the name, and perhaps 
other facts about your prospect before the 
interview, but your knowledge of her name 
can be put to much better use, than shouting 
it at her at the top of your voice. Address¬ 
ing a stranger by name, accompanied by a 
correspondence school smile, generally puts 
him on the defensive, how does it affect you? 

Never say to a maid or child, “Is the lady 
of the house in?” They have heard that very 
phrase so often from the lips of pill peddlers 
and magazine maniacs, that their sub-con¬ 
scious mind automatically classifies you with 
persons of that type. So just as automati¬ 
cally as before, they answer, “No, she is not 
in today.” 

You call on each customer once in four 
months, but between your calls there are 
many others. The sum total of her experi¬ 
ences with these “others,” determines her 
first impression of you. To counteract your 
being classed in with ordinary canvassers, 
learn to eliminate the hackneyed, the com¬ 
mon, the expected. Stress your own individu¬ 
ality instead. 

It may take longer to correct a first impres¬ 
sion that is bad, than you have time to spend. 
Adopt a greeting that is polite and yet origi¬ 
nal, one that does justice to yourself and 
your line. 


MY COUNTRY 


By Miriam Pomeroy 


What is it that I love—a wooded hill, 

A lake that ripples softly in the dusk, 

A road that stretches upward toward the 
moon, 

White, straight and still— 

The hum of industry, a friendly face, 

A proud-spired city with its busy streets, 

A work that is my own, and when it’s done, 
My resting place. 

Another land might seem to be as fair, 

With cloud-capped hills and streams that 
swiftly run 

Past busy towns, down to a restless sea, 

And I not care! 

Another land might be as rich and fine, 

With seething factories and coffers filled 
With gold; the people passing, too, might 
smile— 

And not be mine— 

But this—a door that marks how I have 
grown, 

A hill that youthful feet have gaily climbed, 
A house with memories in every nook— 

This is my own! 

A land where freedom reigns supreme, this 
too 

Is mine, her history and high ideals, 

The men who made her great, all this I share, 
America, with you. 
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VACATION TIME 

Doesn’t that mean a trip to the moun¬ 
tains or down to the shore, or at least a 
picnic in the park? 

Why not take a camera along and get 
a picture of the biggest fish or the sandy 
beach or the picnic crowd itself? 

Maybe we’ll be having a vacation page 
one of these days. How would you like 
that? 
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Working a Territory 


(Continued from Page 7) 


comes to know that you can depend upon ap¬ 
proximately the same amount of collections 
as were made the preceding Saturdays. 

Knowing just what classes we have to deal 
with and having planned our manner of 
working the block, the next and one of the 
most important things, is carding. By all 
means present that card personally. Nothing 
so much impresses a woman with you and 
your company, and the importance of your 
work as the manner in which you place those 
cards. Don’t pussyfoot up to the door and 
lean over to place that card in the mail box, 
looking all the while as though you were go¬ 
ing to take box and all, and run. Step up 
briskly, ‘‘jab” that bell or knock as though 
you were a merchant prince, step back a few 
feet from the door and when she answers 
your summons impress her with the fact that 
you are a gentleman, a business man with the 
best proposition in the world, and that you 
are coming back to give her something worth¬ 
while. If you are neatly and cleanly dressed 
and present yourself and your card correctly, 
she cannot fail to be favorably impressed, and 
when you call again with your case, she re¬ 
members you and isn’t afraid to open the door 
because she thinks “an agent” is there. You 
have gone one step further in your plan of 
campaign. You have sized up your territory 
and you have seen your prospect, sized her 
up, classified and filed her for future refer¬ 
ence, in your memory file. 

Our next step is of course, redeeming our 
card and rendering Fuller Service. No, no 
mention was made of selling, because if you 
show your prospect that you are there to 
serve her, your order will come. 

Fuller Brushes, as we all know, are pri¬ 
marily sold from a “service angle.” Sell 
“Service”—brushes are of course one of the 
mediums through which we render service. 
But do not fail to have her remember one 
thing—that we are not content with placing 
a brush in her home and receiving money in 
exchange therefor. In our opinion no sale 
is ever complete until that brush has been de¬ 
livered and is “rendering unto Caesar,” as it 
were. Make it plain that we call back each 
year especially to inspect her brushes and 
give her the free brush to which she is en¬ 
titled. Always leave her with that “good 
feeling”—don’t over-urge—sell “Service.” Do 
this and you have made friends,—friends 
who will boost you and our product and who 
will gladly admit you when you return. Ever 
have them meet you on the street and say 


“Good evening, Mr. Fuller”? Oh, Boy! Ain’t 
that a G-r-and and Glorious feelin’? 

Carry your case to lunch with you if you 
are working small towns or have part of the 
business section and you can always put in 
two demonstrations downtown. That helps, 
too, because in a short time you’ll have the 
business men boosting—you’ll get ’em all 
boosting. 

On delivery day always find time enough to 
show your purchaser just how to care for 
her brushes, and run rapidly over their uses 
again. Then leave her with the remark that, 
“I’ll be back to inspect those next season, and 
to give you another handy brush. Good-bye.” 
Get the idea? Built from “Service” you have 
a Master Key to every home and almost 
every heart, and the added satisfaction and 
pleasure of saying truthfully to yourself, “I 
have played the game well.” 

Remember what Sergeant Alvin C. York 
said to the German captain when York had 
called upon him to surrender himself and 
men? The captain replied by asking how 
many men York had. York said, “Enough!” 
One man is enough for the average two-man 
job. 



Three little girls and a sweet little wife 
Are my joy and comfort in life; 

Forty-five brushes trim and neat 
Buy our groceries, clothes and meat. 

— A. U. Kipke, San Francisco , Cal. 
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What Is A Fuller Man? 

The Prospect Expects the Service Which the Advertising Tells About 


By Everett R. Smith, Advertising Manager 


In previous articles we have discussed the 
reason for Fuller advertising, why we use 
certain magazines and the reasons for the 
use of color in our Fuller advertising. These 
are all extremely important and follow in 
logical order. 

These factors secure the favorable atten¬ 
tion of a tremendously large number of the 
people whose interest we wish to secure. Hav¬ 
ing secured their interest, what are we going 
to say to them? 

At first, in Fuller advertising, we talked 
exclusively about Fuller Brushes, which we 
reproduced attractively and in a way which 
would gain and rivet the attention of the 
reader. We got these several points across 
with tremendous emphasis to the millions of 
readers of Fuller advertising. First, the at¬ 
tractive Fuller Brush, a desirable and useful 
article. Then Fuller Brushes, or “Fuller for 
Brushes” if you will, which terms have been 
made synonymous in the minds of more than 
seventy per cent, of the women of this coun¬ 
try through Fuller advertising and the efforts 
of the Fuller sales organization. Then “forty- 
five brushes for sixty-nine uses—head to foot 
—cellar to attic.” These points pertain to 
the product and to the standing and prestige 
of the company. 

The first thing to do in the message of our 
advertising is to elaborate on these points. 
We have told in more detail about the particu¬ 
lar desirability of the brush shown and of 
all Fuller Brushes. We have spoken of the 
standing and the importance of the company, 
the largest purchaser of brush materials in 
the world. 

But after all it is something deeper that 
can be impressed in the minds of the public 
through Fuller advertising, and this has be¬ 
come the immediate or present task of the 
message of our advertising. 

This is to convey a favorable impression 
toward the Fuller method of merchandising, 
toward the service rendered by the Fuller 
representative. In other words, to make the 
housewife “welcome the Fuller Man.” 

Fuller advertising, therefore, carries a dis¬ 
tinctly educational message to our millions of 
readers. This message is to educate them to 
the tremendous advantages received by them 
through the visit of the Fuller Man. They 
are able to examine Fuller Brushes in the 


comfort of their own home. They are able 
to see them tried out under the conditions of 
their own home. They have a demonstration 
by an expert, a man who knows housekeeping 
methods, who can suggest many short cuts in 
household efficiency, a man who knows better 
methods of cleaning the home and can sug¬ 
gest those which are particularly adapted to 
the specific home at which he is calling. This 
is a service which can never be received in 
stores. 

They realize that they receive this service 
from a Fuller Man who is trained in this 
work. He is a gentleman, courteous, worthy 
of the admission to any home. He is a man 
to whom even the busiest woman can afford 
to give a few moments of her time because 
he brings her helpful ideas. He is not there 
primarily, from her viewpoint, to sell brushes 
but to show her where Fuller Brushes will 
be of decided advantage to her, to show her 
where she will gain, from the use of Fuller 
Brushes that are especially adapted to her 
home, many times the moderate cost of the 
brushes themselves. Showing her this, the 
order for the brushes comes in its natural 
sequence. 

This is the message which Fuller advertis¬ 
ing is now carrying to the homes. 

Fuller advertising in the magazines has es¬ 
tablished a thought of desirability of Fuller 
Brushes in the minds of millions of women. 
It has established a prestige or standing of 
the Fuller Brush Company and its responsi¬ 
bility as a great national organization. The 
woman knows that she may rely upon the 
Fuller Brush Company and upon the state¬ 
ments of any of its representatives. She 
knows that she can rely confidently upon the 
quality and serviceability of Fuller products. 
As the result of this advertising she looks 
upon the Fuller Brush Company as the great¬ 
est concern of its kind in the world. 

This advertising has placed the Fuller 
Brush Company and the Fuller organization 
in an unapproachable position because these 
messages have been carried over into the 
minds of the women and they accept these 
facts today. 

How much this is true Is best appreciated, 
perhaps, by men selling other makes of 
brushes. They know, even more than our own 
Fuller men, the real value of Fuller advertis- 
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ing because they find it working against 
them all the time and in favor of the Fuller 
Man. 

Today the message in Fuller advertising 
is emphasizing particularly the Fuller Man, 
the type of man he is and the service he 
brings. Does every Fuller Man live up to 
that service? Does he measure up to the 
typical Fuller Man both in appearance and in 
his actions ? 

The message of Fuller advertising does not 
attempt to sell brushes. Advertising can sell 
goods, but that is not the chief function of 
advertising or its most valuable duty. The 
message of Fuller advertising prepares the 
way for the Fuller Man. He does not have 
to lose time explaining who he is and trying 
to create confidence for himself and the com¬ 
pany and product which he represents. That 
has been done beforehand. All the Fuller 
Man needs to do is to spend a moment or two 
through the use of his portfolio associating 
himself in the mind of the prospect with 
the acceptance created by Fuller advertising 
and its message. 

m m m 
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ARE YOU KEEPING COOL? 

By W. F. Honer, Advertising Department 

There’s frequently more than one way to 
do a certain thing. For instance, when we 
have that tired, irritable, nervous feeling, 
we can visit an expert masseur, get pum- 
meled up a bit, drop a good five-spot and 
march out again confident that we feel “fit as 
a fiddle.” Or we can grab a Fuller Flesh 
Brush, give ourselves a delightful massage 
that will invigorate and stimulate the circu¬ 
lation and then take a nice cool plunge. The 
result is the same and it goes without saying 
that the majority of us prefer the latter 
method. 

In this issue of the Bristler there is bound 
a reproduction of the Fuller Flesh Brush ad¬ 
vertisement which will appear in the August 
issues of the Ladies’ Home Journal, Canadian 
Home Journal and the July 15th issue of 
MacLean’s Magazine (Canada). It is need¬ 
less to point out the favorable impression 
this splendid advertisement will make when 
it is read by millions of people in the United 
States and Canada. The full-size reproduc¬ 
tion of the brush itself is striking while the 
background is suggestive of one of the many 
uses for which it is adaptable. 

In the August issue of the Good House¬ 
keeping Magazine, a full-page color adver¬ 
tisement of the Fuller Bottle Brush will 
appear. 


In the August 12th issue of the Saturday 
Evening Post, there will be another full-page 
color advertisement of the Fuller Friction 
Shower Brush! 

The name Fuller is being brought before 
the attention of millions of people in this 
country and Canada every day through these 
splendid full-page color advertisements which 
are appearing in these national popular pub¬ 
lications. Are you getting every benefit for 
yourself out of this great work? 

The Portfolio will not sell brushes for you, 
but it will make it easier for you to sell 
brushes and conserve your time. 

m m m 
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Dear Joe: 

The other day 
I met a man 
In a park 
And he was 
Holding down 
A bench 
In said park. 

He said 

He was a salesman 
For a certain concern 
That sold necessities, 

And business was dull. 

People were filled up 
On his goods anyway. 

So he was resting. 

And I thought 
That he was one 
Of these so-called 
Salesmen. 

That does his resting 
When the sun shines 
And at the end 
Of the week 
When his pay check 
Don’t show up big 
He blames the company 
For not cooperating 
With him. 

And all I say is 

Business is whatever 

You think it is 

And you have to be a 

Go-Getter for 

You won’t find business 

In a park 

Unless it’s a ball park 
And you’re selling peanuts. 

Moral—Do your resting when the moon 
shines and get the business when the sun is 
out. 

Yours truly, 

Felix. 

—Contributed by Norman McAdams, Decatur, III. 
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Sales Meetings 

By H. M. Cotton, Educational Director 


Sales meetings in the Fuller Brush Com¬ 
pany are the backbone of our business. They 
are the get-togethers, the Fuller mixers, the 
melting pots for our salesmen. 

Someone has said that “we may not like a 
man when we do not know him, but the best 
way to learn to like him is to get acquainted.” 
There is something about everyone which 
you can admire. There is something you can 
learn from everyone, and regardless of how 
old we are, we can keep on improving our¬ 
selves. The sales meeting helps us to do all 
these things and more, too. 

Three of the biggest things in the Fuller 
Brush Company are training men, building 
men and supervising men. A sales meeting 
helps in all three. 

As a clearing house for ideas it has no peer 
and stands in a class by itself. At sales meet¬ 
ings we get together and discuss our week’s 
work; what we have done, mistakes we have 
made, and our plans for the future. 

For a salesman to be a success, he must be 
full of pep and enthusiasm. A man without 
enthusiasm cannot hope to succeed, and pep 
and enthusiasm are one and the same. We 
get the inspiration from the other fellow, for 
a salesman is inherently of a nervous tem¬ 
perament and needs this enthusiasm for the 
best results. 

We learn the value of our blocks of terri¬ 
tory, the value of reworking territory. We 
learn by talking to some of the old salesmen 
that they are making more and more money 
each time they cover the ground. These are 
things which may take us years to learn in 
the field of experience, and after all we do 
not graduate from the College of Experience 
until w r e die. So the sales meeting helps us 
to get the experience from the other fellow. 

Our vision is increased by these meetings. 
We see the company as pictured by the mana¬ 
ger and the older salesmen, and day by day 
our vision of opportunity grows, until we see 
that we have a wonderful chance with this 
organization. We see other men promoted 
from our midst, men whom we have known 
in the sales meetings for several months. We 
see them go up the ladder and we know that 
we can do the same if we but study and apply 
ourselves. 

We meet each week and get the announce¬ 
ments of the week and have them explained 
and we are able to get out and apply new 
material, new ideas, at once. 


Policies sometimes change and the sales 
meetings give us a chance to find out about 
these things. 

From some of the older salesmen, mana¬ 
gers and assistants, we learn the value of 
Service. We are reminded of the motto of 
the Rotary Club which is “He profits most 
who serves best,” and we know by watching 
the successful men, the men who are pro¬ 
moted, that the company recognizes the man 
who is giving Service. The public rewards 
him by giving him the most orders, and he 
is really the man who gets ahead. We learn 
from these meetings that the selfish man 
may get ahead for a while, but in the long 
run, the man giving Service is the gainer. 
We can see that the company is attempting 
to give us Service of the best and highest 
caliber. The sales meeting increases our 
vision of these things. 

We pick up new ideas of how to take care 
of our sample case, and how to demonstrate, 
the selling of seasonable brushes, the brush 
which is best to sell at certain times of the 
year. We see them demonstrated by the 
best salesmen of the organization, and we 
daily improve. 

The value of time is brought clearly to our 
minds because we note that the man who is 
plugging away and putting in the time, 
though perhaps not as good a salesman as we 
are, month after month beats us out because 
he is on the job. It is another case of the 
hare and the tortoise. He really wins out 
because he puts his time into his work. 

The value of co-operation cannot be over¬ 
estimated. We co-operate with our manager, 
and he with his district manager, etc., and 
the sales meetings are one big co-operative 
body. 

As a new salesman, we probably thought 
the quota was a very foolish thing, and use¬ 
less, but as time went on, we found that it 
was a goal towards which we were striving, 
and gradually we have come to appreciate 
the quota more and more. We work for it, 
and we have found that by doing this we 
have actually been gaining in sales. We can 
usually reach the quota when we determine 
to do so. “If we think we can, we can.” That 
motto sounded foolish to us the first time we 
heard it, but we know now that we can reach 
a certain amount in a week, whenever we 
really make up our minds to do it. 
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Whenever we stop learning and cease to 
grow, we are like the apple. “As long as we 
were green, we were still growing, but the 
moment we stopped growing, we began to 
rot.” One of the best ways for a Fuller 
Salesman to keep growing is to attend sales 
meetings religiously. Never miss a sales 
meeting and always be on time. Get there 
a little early and have a chat with some of 
the other fellows. 

If you have arrived at a place where you 
think you cannot learn any more, you had 
better get out of the company, for you are 
useless to the company as well as to yourself. 

Be teachable and go to the sales meeting 
prepared to give and to get all you can. Have 
talks with the boys and try to be useful dur¬ 
ing the meeting, because at a sales meeting 
we get more out of it if we put something in 
it. If we are called on to assist in a demon¬ 
stration, let us do it gladly. Although it may 
not be very good, you may help some other 
fellow, or in checking up your demonstration, 
the manager may be able to help you. If 
you gain one good point at every meeting, the 
gathering has been useful to you. 

It is significant to me that the man who 
attends sales meetings regularly is the older 
member, the one who has been there the 
longest, the man who is succeeding. 

I have been with the Fuller Brush Com¬ 
pany for several years and I never go to a 
sales meeting without learning something 
new. Oftentimes I get a new idea from a 
recruit who has only been with the company 
for a few weeks. Many times a new sales¬ 
man stumbles on something which is vital 
and which is helpful to all of us. 

Be ready to learn and go to sales meetings 
with the idea of getting something out of it. 
The manager will co-operate with you by hav¬ 
ing a snappy sales meeting and by closing on 
time. You can help him most by being atten¬ 
tive and not talking during the meeting. 

You want to see your office on top. The 
best way to boost yourself is to boost your 
manager and your office. Men are always 
promoted from successful offices, never from 
poor offices, so boost your branch. Help your 
sales meetings and you are automatically 
boosting yourself. 

m m m 
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Nationally advertised goods, according to 
statistics, are having the banner year of their 
history. Why? Because when markets go 
up and markets come down, consumers are 
coming more and more to claim the protec¬ 
tion of known quality. 

—“More Pep” 


THE FULLER ZOO 


By Philip V. Maixgot, “Ant Eater” 


The executives of the Home Office were 
initiated into the Sacred Order of the Zoo 
Club on the evening of June 6th, at a banquet 
in the Hotel Bond. The spirit of fun raged 
for four hours without a lull and it is certain 
that every “animal” there had a delightful 
time. 

The club members were the third class of 
the Branch Managers’ School, a dandy bunch 
of fellows who arrived in Hartford on Friday, 
May 19th, and soon convinced everybody in 
the Home Office that they were “just fine.” 
The men came from all parts of the country, 
from the coral reefs of Florida to the virgin 
forests of Canada, from the big, muddy Miss¬ 
issippi to the wave swept coast of the Atlan¬ 
tic. They were warmly received and all feel 
that the Company spared no efforts or ex¬ 
pense in making their three weeks’ stay 
pleasant as well as profitable. 

The Highland Court Hotel, where the boys 
were domiciled, afforded many home luxur¬ 
ies. Some of the men actually gained eight 
pounds in weight. 

Too much cannot be said of the untiring 
efforts of “Herb” Cotton and Elmer Kauff¬ 
man, the “Fox” and “Beaver” respectively, 
and their successful methods of imparting 
knowledge; the value of which can hardly be 
over-estimated. The training was thorough 
in every respect and even included Camp’s 
Daily Dozen for physical development. 

As a fitting climax to these happy three 
weeks, the men were treated to a picnic on 
the banks of the Connecticut River at South 
Hadley, Mass., our treasurer, Mr. Allen, act¬ 
ing as host. Every make of car was in the 
party and the 46-mile drive was most enjoy¬ 
able. 

There was really evidence of sadness at 
our final parting. Some school—some fun— 
some Company—was the unanimous vote. 

HE! HB 03 

Did you ever hear of a place called Chu- 
quicamata, Chile, S. A.? I never did and I 
have just delivered a good sized order of our 
brushes that are going there; in fact they 
are on their way now. The buyer’s name is 
F. F. Daley. 

It simply goes to show that Fuller Brushes 
are known the world over and we have one 
more place to add to our list. 

—Contributed by J. J. O'Donnell , 
Representative under Boston South. 
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Resume of Business During the 
Month of May 


During the month of May Eastern Division 
led the organization twice, Central once, and 
Atlantic once. Central ran second three times, 
Eastern once, Atlantic third three times and 
Eastern once. When the actual sales reports 
came in, however, they told a different story. 
Instead of Eastern leading, the country was 
led by Atlantic Division by a margin of 
$17,000. Reported sales do not always tell 
the story. Central, who had been in second 
place three times, and first place once, was 
not second in actuals; Eastern was second, 
leading Central by about $15,000, so the dope 
sheet was upset in every respect during May. 

In the minor league, Southern led three of 
the reported weeks in May, with Canada lead¬ 
ing on the fourth. Western was second 
twice,-with Canada second twice. Southern 
was in the third place once, Western third 
place twice, Canada third place once. In the 
actual sales the dope sheet was correct in 
this case, for Southern who had been in first 
place 75% of the time, led the minor league 
with $98,000. Western was second about 
$7,000 behind, and Canada third. The race 
is pretty hot in the minor league. In fact 
the two leagues are putting over a wonderful 
battle. 

In the bush league among the Districts, we 
find Detroit held down first place twice in re¬ 
ported sales during May, Chicago and Hart¬ 
ford leading the other two times. Des 
Moines was second twice with Chicago and 
Rochester holding down the other two sec¬ 
onds. Pittsburgh, Detroit, Des Moines and 
Boston held down third; Kansas City came 
in fourth twice, with Hartford and Newark 
holding down the other two fourths. Pitts¬ 
burgh was fifth twice, New York and Kansas 
City holding the other two fifths. 

Actual sales showed that the dope sheet 
had been upset again in the bush league. 
Rochester, who had only been in the big five 
once, and that time in second place, led the 
field with a margin of $2,000; Boston, who 
had only been in the Big Five once, and that 
in third place, came second, a scant $2,000 
behind Rochester. Hartford, who had been 
in the Big Five twice, once in first place and 
once in fourth, came in less than $1,000 be¬ 
hind Boston. The dope seemed to be 
straighter on Detroit, for she came in $71 
behind Hartford; Detroit had been in first 
place twice, and in third place once. Des 
Moines, who had been in second place twice, 
third place once, finished fifth, Cincinnati 


sixth and Chicago seventh. 

We are wondering what became of Pitts¬ 
burgh. She was in the Big Five three times, 
but did not show up until eighth in the finish, 
finishing $9,000 behind the leader. 

Special mention must be made of the new 
baby, Newark, who finished with close to 
$45,000, beating out a lot of the old timers 
like Kansas City, Philadelphia, New York; 
and above all being the only District in the 
entire organization to get a star for less than 
a 10 per cent, discrepancy during May. Con¬ 
gratulations, Newark! 

Los Angeles led the field among the 
Branches, but was conspicuous because of the 
absence of the star, and showed a discrepancy 
of $7,914.89. Denver came second and de¬ 
serves a great deal of credit for only having 
a $183 discrepancy, finishing within $400 of 
Los Angeles in actual sales and getting a 
star. Great work, Denver! 

North Side Pittsburgh showed a discrep¬ 
ancy of $2,951.94, finishing third in actual 
sales. Des Moines and Omaha were fourth 
and fifth, and both were starred for their 
small discrepancies. Congratulations! 

Chicago South Side showed a discrepancy 
of $2,693.52, and finished sixth. 

Poughkeepsie received a star, came in close 
to No. 6, above the $10,000 mark. Akron 
finishing in eighth, only missed the $10,000 
mark by $200, but showed a discrepancy of 
$3,170.52. Newark finished ninth and showed 
a $1,412 discrepancy. 

The other Branches below the $9,000 mark 
who received stars for low discrepancies 


were: 

Cincinnati Binghamton 

Utica Trenton 

Sioux City Lansing 

Syracuse Huntington 

Pittsburgh,S.S.Jacksonville 
Indianapolis Los Angeles 


Waterloo 
Buffalo, S. S. 
Allentown 
Louisville 
Lincoln 
Waterbury 
Burlington 
Joliet 

Detroit, E. S. 
South Bend 


Scranton 
Richmond 
Portland, Me. 
Williamsport 
Sydney 
Regina 
Aberdeen 
Baltimore 
Kalamazoo 
Roanoke 


Wilkes Barre 

Harrisburg 

Perth Amboy 

Quebec 

Bangor 

Parkersburg 

Shreveport 

Schenectady 

Lexington 

Macon 

Wilmington 

Fort Smith 

Montgomery 

San Juan 


The May actual sales were a 
over last May, with the 
$916,699. 


28.7% increase 
total sales of 
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1— "Bobby** Talmadge, 2 years, son 
of A. J. Talmadge, Kansas City Dis¬ 
tributing Station. 

2— Martin W. Harner, Jr., son of 
Martin W. Harner, South Bend Office. 

3— Fred J. Neider, son of Fred J. 
Neider, Iowa City Office. 

4— Katherine Estelle and Ellis Alex¬ 
ander Wright, 17 mos. and 3 years 
respectively, children of Edgar P. 
Wright, Windsor, Canada. Manager. 


5—Farnol Davis Francis, 4 years, 
son of J. B. Francis, Phoenix, Arizona. 
Office. 

fi—Walter Merritt Ford. 8 mos., son 
of W. H. Ford, Atlanta Office. 

7— Gertrude E. Rowland, 3 years, 
daughter of L. E. Rowland, Assistant 
Manager, Paterson Office. 

8— W. S. Gould Kelly, 2 years, son 
of W. F. Kelly. Charlotte. N. C.. 
Manager. 


9— Bryant R. Dunshee, son of Ray 
Dunshee. Assistant Branch Manager. 
Des Moines la. 

10— Dorothy Mae Jennings 7 mos.. 
daughter of E. B. Jennings, Pittsburgh 
District Manager. 

11— Jack Hines Kaselack, son of 
John Kaselack, Los Angeles Office. 

12— Phyllis Zeh, daughter of P. J. 
Zeh, Jr., Assistant Manager, Los 
Angeles Office. 
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Selling the Wife 


Is your wife a Fuller booster? Does she use 
your brushes and tell you why she likes them? 
Is she co-operating with you to the fullest extent? 
Are you giving her every opportunity to help you 
in your work? Your success depends in a large 
measure on the answer to these questions. 

If you are wise, you will read the accompanying 


article with your own affairs in mind and then 
be sure that you have sold your product to your 
wife as thoroughly as you have sold it to your¬ 
self. Share all your problems with her and 
benefit by the help and inspiration she can give 
you. The Road to Success will be easier if you 
follow it together. 


Selling the salesman himself, new recruit 
or one gone “stale,” is hardly more important 
than selling the salesman’s wife. Considered 
from all angles, from the point of view of 
morale and the point of view of practical help, 
the wife’s influence is paramount. However 
much a man may be sold on his product, on 
his company and on his job, the negative in¬ 
fluence of a wife not interested or not under¬ 
standing his work will outweigh the other 
factors. His enthusiasm will be chilled when 
he is at home and time that might otherwise 
be utilized in increasing his knowledge and 
his “pep” will be lost. 

A wife out of sympathy with her husband’s 
work, who ridicules it or dismisses it as incon¬ 
sequent except for the money it brings in, 
would ruin any salesman. 

On the other hand, a wife who is sufficient¬ 
ly interested in her husband’s work to use 
his product is able to demonstrate its quality 
to their mutual satisfaction and hence to 
give his sales talk the backing of actual ex¬ 
perience. His greater confidence will readily 
impress the customer and increase her confi¬ 
dence in the goods. 

A wife can help a man to work up his 
demonstration, to care for his brushes, keep 
them clean, arrange his display, and give him 
plentiful suggestions for advertising and sell¬ 
ing. If she realizes this opportunity and 
enters into the spirit of the job, her husband 
is certain to make good. 

A recent number of Printer’s Ink tells the 
story of a sales manager who realized that 
his job was concerned with the homes of his 
salesmen. “He frankly faced the issue,” 
says the writer, “He told the wives candidly 
but also convincingly that their husbands 
could not succeed unless they had the un¬ 
stinted co-operation of their helpmates. He 
showed that there could be no domestic hap¬ 
piness unless the bread-winner was success¬ 
ful in his work. He said that the luxuries 
the family would enjoy depended entirely on 
the father’s earnings and that his earnings 
were regulated by the profits on his sales. He 
told these women quite bluntly that their ob¬ 
structive tactics were cutting the family’s 


income. . . . This man’s work bore 

splendid fruit.” 

This man’s company now gives the sales¬ 
men an intensive training and includes the 
wife in the course, all expenses paid. In this 
way, she is thoroughly sold on the job, knows 
what her husband should do and can help 
him do it. 

Among the obvious duties of a Fuller sales¬ 
man’s wife are keeping his records, attending 
to his correspondence, mailing his report 
cards, and keeping tabs on his work in gen¬ 
eral so that he will keep up to scratch, and 
make the best record possible. She should of 
course interest herself in contests. Aren’t 
they largely for her benefit? The prizes 
offered, cases of silver, etc., are chosen with 
great care, with her tastes in mind, and 
should convince her that this is her company 
as well as her husband’s and inspire her to 
work for it wholeheartedly. Her loyalty will 
increase her husband’s and her enthusiasm 
will inject real energy into his efforts. 

Taking it all in all, to quote again from 
Printer’s Ink, a salesman rarely makes good 
in a big way unless his wife enters into the 
spirit of the job. “To manage a salesman, 
you must manage his family, too.” 

Along this same line, we have an interest¬ 
ing and effective letter recently sent to the 
wives of some of our Canadian salesmen by 
Mr. Taylor and Mr. Bolton, managers of 
Montreal and Winnipeg districts respec¬ 
tively: 

Wives Stop and Think 

We are indeed pleased to have your good 
husband with our company. The demand for 
real salesmen is growing stronger day by 
day. A few years past, any man with a little 
nerve and average intelligence could go out 
and do a certain amount of business. In those 
days we called them order-takers but today 
a salesman no longer can be a mere order- 
taker. 

He must understand the important steps 
in making a sale, he must study in order to 
compete with other salesmen who are in the 
selling game today. 





In order to be a successful salesman he 
must be fit, physically and mentally and be 
free from worry. It is a well known fact that 
the success of any salesman depends a great 
deal on the help and encouragement he re¬ 
ceives from his wife. 

I wonder if the wives of the salesmen in 
our company realize the importance of their 
influence in the place they hold. 

Not long ago a well known firm sent their 
assistant sales manager away off across the 
country to find out why a star salesman, after 
being transferred to a new territory had 
fallen down on the job. He was too good a 
man to dismiss without investigation and yet, 
the company could not afford to keep him if 
he continued with such small sales; the man 
was apparently becoming a failure. The 
assistant sales manager found that the man 
had become discouraged, lost his pep and all 
confidence in himself because of his wife. She 
had disliked the change of territory and in 
spite of the fact that this was her husband’s 
chance to make good for a really good posi¬ 
tion, had failed to co-operate with him. She 
refi.sed to write to him when he was on the 
road and made things unpleasant when he 
was at home, until the man s morale had 
broken down completely and he had become 
discouraged with the job of selling. The wife 
received a plain talk from the sales manager 
and having underneath her spoilt manner a 
really sensible nature, she saw what she had 
been doing. She reformed and the results 
were amazing. 

Wives, stop and think. Are you encourag¬ 
ing your husband’s sales? Are you helping 
him to the best of your ability? 

Co-operation is the secret of big success 
today and the best co-operation that any 
salesman can ever hope to have is the co¬ 
operation given by his good wife. 

m m m 

SPRINGFIELD ENTERTAINS BROTHER 
BRANCHES 

On Saturday evening, June 10th, the 
Springfield, Hartford and Worcester branch 
offices held a combined banquet in the ball¬ 
room of the Hotel Kimball, Springfield. The 
Red Tip Tag was featured, the hall being at¬ 
tractively decorated with tags. A two-foot 
tag on an easel with American flags on each 
side was the center of the display. 

The speaker of the evening was Mr. Ray¬ 
mond B. Shattuck, member of the Spring- 
field Board of Alderman, and the entertainer 
was Captain Harry Howard, a civil war vet¬ 
eran about “74 years young,’’ who played the 


bugle, drum and accordion and danced a jig. 

There were approximately 75 people pres¬ 
ent. The Company officials who attended 
were Messrs. Fuller, Beveridge, H. Cotton, 
Kauffman, Parlee, Manternach and Belle- 
rose. The three branch managers, W. T. 
Yahnig, J. J. Keenan and F. J. Leonard; Mr. 
and Mrs. DeMenna of the Bridgeport office, 
Mr. Hensle and Mr. Story, Boston District 
and Branch Manager respectively, were also 
present. 

Mr. R. Babcock, a lieutenant under the 
Springfield office, was chairman of the com¬ 
mittee in charge of the banquet. Mr. H. 
Winchell, Mr. and Mrs. Charles W. Sweet and 
Mr. H. E. Hickok, planned the decorations. All 
are to be congratulated on the unqualified 
success of the first combined banquet in the 
Hartford District. 

SB IS SB 

McKeesport offices banquet 


On Saturday night, June 3, the McKees¬ 
port, S. S. and N. S. offices held a joint ban¬ 
quet at the General Forbes Hotel, Pittsburgh, 
and there were about 80 present. 

Among those from out of town were: C. H. 
Shean, Eastern Division Manager; H. M. 
Cotton, Educational Director; W. S. Moffat, 
Cincinnati District Manager; Rex Reese, De¬ 
troit District Manager; Harold Maingot, 
Cleveland District Manager; Art Wittman, 
Manager of the Toledo Distributing Station, 
and Mr. Sampson, acting manager of Cin¬ 
cinnati. 

The Chairman of the evening was E. B. 
Jennings, District Manager, and a good pro¬ 
gram was enjoyed by all. 

IB SB SB 

FORT WORTH CELEBRATES 

The Fort Worth Branch Office recently 
held a meeting in the Hotel Westbrook. About 
forty people were present, including Mr. V. 
A. Lundy, Dallas District Manager; Mr. For- 
bis, Dallas Branch Manager, and several of 
the Dallas representatives. After an enjoy¬ 
able banquet, several good talks were given 
by our men, and an outside speaker gave an 
interesting talk on “The Use of the Eye in 
Salesmanship.” 

The Fort Worth “Gloom Chasers” have the 
Dallas bunch on the run, and intend to make 
a good fight for first place in the Dallas Dis¬ 
trict. We are not saying which we are bet¬ 
ting on, but we are expecting a close fight, 
lots of excitement and some worthwhile re¬ 
sults. 
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What is the Handy Brush 
Book Doing, for You 


H AVE you ever stopped to consider the 
Handy Brush Book issued by our com¬ 
pany ? Why is it printed and what is 
it worth to you? 

The Handy Brush Book was designed for 
use in connection with Fuller national adver¬ 
tising. The Home Office, deeming it not ad¬ 
visable to take mail orders, realized that 
there are a certain number of people who 
wish to get in touch with the Fuller Brush 
man, but need a little incentive to do so. In 
order to supply the requirements of these 
persons the Handy Brush Book was compiled, 
and mention is made of it in all of our adver¬ 
tising. 

The following table shows that for the last 
three months sales averaging better than 
$6.00 a piece are reported from nearly 50 % 
of these inquiries regarding the Handy Brush 
Book. 

Sales Slips No.of Ave. % Amount Ave. 

Period Returned. Sales. Sales. Sales. Sale. 

Feb. 15-28....233 115 49.35 $828.00 $7.20 

Mar. 1-31_767 342 44.58 2095.67 6.12 

Apr. 1-30.832 380 45.67 2224.25 5.85 

May 1-10.289 147 50.87 978.80 6.66 


Totals_2121 984 $6126.72 

Average per 

month .707 328 46.39 $2042.24 $6.23 

It is doubtful if many of the representa¬ 
tives realize what an important part the 
Handy Brush Book plays in the Fuller ad¬ 
vertising. The statement has been made that 
probably no other company issues a free 
booklet which shows a return comparable to 
the Fuller Handy Brush Book. The average 
sales on nearly one-half of the total inquiries 
is far above the figure of many mail order 
concerns. Moreover the average sale of $6.23 
is another factor to be considered when the 
Handy Brush Book is thought of. 

The average monthly total of sales at the 
retail figure of $2042.24 indicates what the 
Handy Brush Book means to the Fuller Brush 
Company. Representatives receiving their 
40 7 < of this amount, or roughly a little over 
$800.00, no doubt realize that this is extra 
money, for in practically every case the dem¬ 
onstration might not have been made unless 
a request had come from the customer for 
the Handy Brush Book. It is also a signifi¬ 
cant fact that the average sales resulting 
from a Handy Brush inquiry compares very 


favorably with the average daily sale made 
by any Fuller Brush representative. 

Often representatives have written re¬ 
questing us to send the Handy Brush Book 
to a list of names given in his letter. The 
experience and the judgment of both the 
Advertising and Sales Departments indicate 
that this practice is unwise. Hereafter the 
policy has been adopted of not sending the 
Handy Brush Book unless the request comes 
directly from the prospective customer. 

If the Handy Brush Book is given out in 
other ways, its value in our national adver¬ 
tising campaign is considerably lessened. If 
distributed promiscuously, no one will have 
the incentive to write for the Handy Brush 
Book, and therefore there will be fewer $6.00 
prospects. Furthermore, if the representa¬ 
tive leaves the Handy Brush Book at or after 
his demonstration, he loses the opportunity 
of having the prospective customer write for 
the booklet between his calls, and therefore, 
loses the opportunity of giving an extra dem¬ 
onstration during the year. 

The Advertising Department feels confi¬ 
dent that the representatives will see the 
wisdom of this policy. As the Handy Brush 
Book was intended for our national advertis¬ 
ing, it must be kept for that purpose alone 
and therefore, the Handy Brush Book will be 
sent only upon the written request of the 
prospective customer desiring it. 
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SOUTHERN DISTRICT MANAGER WEDS 


Miss Mary Elizabeth Dumas and Jerome 
C. Ard were married on the 19th of June at 
Mobile, Ala. The wedding took place at nine 
o’clock in the evening, at the Methodist 
Church. Miss Dumas is the daughter of Mr. 
and Mrs. Oba DeVan Dumas of Mobile. 

Mr. Ard, as everyone knows, is the popu¬ 
lar and efficient manager of Savannah Dis¬ 
trict. He has lived up to his nickname of 
“Ginger,” and has been the “spice of the 
south” since his promotion the first of the 
year. Under his able leadership, Savannah 
District has done consistently fine work and 
will mount steadily higher in the future. 

We wish to take this opportunity of ex¬ 
tending to Mrs. Ard a warm welcome from 
all members of the Fuller family and our 
sincere wishes for her future happiness. To 
Mr. Ard we offer our hearty congratulations 
on this auspicious occasion and wish him 
great happiness and prosperity. 












Reliability 

By P. H. Luker, Butte, Montana 

In an article in the April “Bristler” en¬ 
titled: “The Development of Positive Quali¬ 
ties,Mr. Whetstone, Superintendent of 
Correspondence Courses, makes the state¬ 
ment that we can have no better ability than 
Reliability. You know the four walls of 
success? Here they are: 
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If you keep in mind that the first letter 
of the four walls of success spell the word 
“Area” you can easily remember the four 
qualities necessary to success. 

Now, most people possess, to a certain de¬ 
gree, at least, Ability, Energy and Action, 
but a good many men never get into re¬ 
sponsible positions because they lack Relia¬ 
bility. That’s where they fall down. Many 
men with unusual ability, full of Energy and 
Action, are at the bottom of the ladder today 
simply because they are not Reliable. Of 
what use is the most brilliant Ability, abun¬ 
dant Energy and Action, if it is not coupled 
with Reliability ? Or, to use Mr. Whetstone’s 
terms, of what use is Head-Power without 
Heart-Power? If you were an employer, 
would you put a man who lacked Reliability 
into a responsible position where the pres¬ 
tige of your business, the good-will of your 
customers, your capital invested, and many 
more things, were involved? Certainly not. 
Neither will the Fuller Brush Company! 

Reliability is a quality that is even more 
essential with a Fuller salesman than with 
the ordinary salesman. Why? Because a 
Fuller salesman is the sole representative of 
his company in his territory block. He is 
the Fuller Brush Company to the customers 
in his block. He is the whole thing, and you 
can easily see how essential it is for our 
company that their representatives are reli¬ 
able and trustworthy. 

Reliability applied to your work as a Fuller 
salesman means that you comply with the 
ten standard rules of our company, and all 
other rules and regulations, at all times. 
There is the matter of taking care of com¬ 
plaints for customers and making adjust¬ 
ments to them; the matter of giving the 


Ability 

A—bility 
R—eliability 
o E—nergy 
3 A—ction 


Energy 


proper premiums with each set of brushes; 
strictly adhering to company prices at all 
times; and many other things in which your 
reliability is tested every day. 



P. H. Luker 


A man who lacks reliability may “get by” 
for a while, but do you realize that as soon 
as he is found out his chances for promotion 
are absolutely nil? And this is as it should 
be. A man who lacks reliability does not 
deserve promotion, no matter how brilliant 
a salesman he may be. 

Ability, Reliability, Energy and Action! 
Those are the four success qualities, and the 
most important of these is Reliability. 


BEST WISHES 


Mr. and Mrs. S. R. Porterfield of Regina. 
Sask., are to be congratulated on the birth of 
a daughter. 

Mr. and Mrs. A. B. Abernathy of Nash¬ 
ville, Tenn., are rejoicing over the arrival of 
a ten-pound son on June 5th. 

m m m 

AN ANNOUNCEMENT FROM CUBA 


Jose Perez Magarzo 
and 

Maria Izquierdo Torres 
participate to you the birth of their child 
Carmen with complete joy on the 15 of May 
of this year. 

Santiago de Cuba, May 18, 1922. 
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J. P. Gudger had charge of the Chattanoo¬ 
ga Office while Mr. Maingot was attending 
the Branch Managers’ School in Hartford. 
Mr. Gudger’s sales frequently exceed the 
$200 mark. 

« « » 

Nathan Bowers of the Madison, Wisconsin 
Branch, broke the High Day Record for that 
Office with sales of $90.40. Mr. Bowers 
fourth week with the Company totaled 
$209.40. 

E. R. Adamson takes first place in the Mad¬ 
ison, Wisconsin Branch for May sales, his 
actuals being $720.40. Our hats off to both 
Bowers and Adamson. 

« « « 

Atlantic Division came back into first place 
in May, with actual sales of $236,675.40. 
They take first honors, too, among the dis¬ 
tricts, Rochester, Boston and Hartford hold¬ 
ing the first three places, and all well above 
$53,000. 

m. m 


For the first time this year, Southern 
stands at the front of the smaller group, with 
sales of $98,920.65. 

« ft ft 

During “Altrock Week” S. S. Chicago sold 
$4,085 with O. T. Piper leading with sales of 
$321.65 in 53 hours. His order the follow¬ 
ing week in actuals totaled $521.50. The 
following men did excellent work also: 


H. P. Fleming, 54 hours $276.30 

Mike Kakos, 54 hours 234.65 

Earl Dykeman, 55 hours 221.45 

Fred Roberts, 56 hours, 227.10 

M. M. Smith, 50 hours, 214.80 

A. W. Smith, 57 hours 201.25 


The Gary Assistant branch averaged $180 
per man and the Englewood Assistant branch 
$186 per man. 

« « « 

E. S. Bush of the Richmond, Va., office on 
June 8th, worked 8V£ hours, made 12 demon¬ 
strations and 12 sales with a total for the day 
of $101.25. 

m id 
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The Following Names Were Inadvertently Omitted From the May Bonus List. 


Name. State. Amount of Sales. 

$210.00 Bonus 

Glendenning, A. J., British Columbia.$2,242.35 

$160.00 Bonus 

Ryder, Chas. A., British Columbia. 1,697.20 

$140.00 Bonus 

Brown, James H. P., Alberta. 1,600.85 

Corder, John M., British Columbia. 1,494.75 

$122.00 Bonus 

Evenden, Cecil Sy. E., Manitoba. 1,261.45 

Redding, Benjamin, British Columbia. 1,259.75 

Richards, Sydney, British Columbia. 1,304.95 

Whealy, Hugh R., Saskatchewan. 1,265.05 

$100.00 Bonus 

Atkinson, B. W., British Columbia. 1,063.90 

Borrowman, Wm. W., Manitoba. 1,052.75 

Coates, Albert, British Columbia. 1,240.40 

Dawes, Bruce H., Manitoba. 1,079.55 

Garland, F. M., British Columbia. 1,170.50 

Gray, Wm. E., British Columbia. 1,050.55 

Moss, Maurice, British Columbia. 1,15105 

Kenyon, J. W., British Columbia. 1,097.35 

Jourdan, Wilfred T., British Columbia. 1,056.20 

Smith, Frank E., Saskatchewan. 1,110.20 


$60.00 Bonus 

Barlow, Wm., British Columbia. 1,048.50 

Cuthbert, Wm. J., Saskatchewan. 920.00 

Moffat, Robert G., Saskatchewan. 935.85 

Palmer, Edward A., Manitoba. 1,042.90 

Smith, Cyril F. H., Alberta. 994.55 

$40.00 Bonus 

Burrows, V. M., Saskatchewan. 764.95 

Campbell, Thos. M., Alberta. 764.35 

Davidson, Thos. E., Saskatchewan. 754.50 

Denbury, Archibald C., Alberta. 772.70 

DePencier, Guy, Manitoba. 751.65 

Gilpin, Geo. C., Alberta. 795.10 

Glover, Harry, Alberta. 781.20 

Grant, George, British Columbia. 777.75 

Horn, Wm. C., Saskatchewan. 893.75 

Jones, A. W., British Columbia. 760.60 

Lovell, R. T., Saskatchewan . 779.70 

McKay, John, Manitoba. 822.40 

McPhee. A. W., Saskatchewan. 886.95 

Miller, Max R., British Columbia. 755.20 

Pomfrey, W. D., Saskatchewan. 867.40 

Porterfield, Samuel P., Saskatchewan. 895.40 

Saunders, Geo. R., Manitoba. 751.10 

Smith, Clement P., Alberta. 839.75 

Thompson, Orrin B., Saskatchewan. 894.50 
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DRINKING IT? 


“Guess I’ll have to stop selling to that 
man,” declared the druggist. 

“Why so?” 

“He wants too much horse liniment for a 
man who has no horse.” 


mm* 


— Judge. 


A GOOD REASON 

Mother—“There were two apples in the 
cupboard, Tommy, and now there is only one. 
How’s that?” 

Tommy (who sees no way of escape) — 
“Well, ma, it was so dark in there I didn’t see 
the other.” 

—Selected 

* * * 


“Why did you quit going around with that 
labor-saving device ?” 

“Had to work too hard trying to sell it.” 

—Miami Herald. 

* * * 

THREE TIMES—AND OUT 

“I have lost three husbands,” a lady reader 
had written, confidentially, “and now have 
the offer of a fourth. Shall I accept him ?” 

The editor dipped his pen in the ink. This 
was the last straw. 

“If you’ve lost three husbands,” he wrote, 
“I should say you are much too careless to be 
trusted with a fourth.” 

—Toronto Mail and Empire. 

* * * 

SURE PROOF 

The shooting party had settled down for 
lunch, but an atmosphere of suspicion inter¬ 
fered with the perfect bliss of the occasion. 
The host was looking black. 

In his hand was a bottle which he had 
taken from the hamper, and the sight of that 
bottle did not please him as it ought to have 
done. He looked meaningly at one of the 
beaters, and observed: 

“Sandy, someone has been drinking from 
this bottle.” 

“Indeed?” replied Sandy, in no way per¬ 
turbed. 

“Yes, Sandy. And I’m wondering whether 
you know anything about it.” 

“Weel, I’ll tak’ me oath it wasna’ me,” re¬ 
torted Sandy. 

“Are you quite sure of that ?” 

“Oh, ay, I cudna’ get the cork oot.” 

—Tit Bits. 


INSTRUCTIONS OBEYED. 

“Great Scott,” cried the head clerk, “does 
it take you four hours to carry a message a 
mile and return?” “Why,” said the new of¬ 
fice boy, “you told me to see how long it 
would take me to go there and back, so I 
did!” 

—Detroit Free Press. 

* * * 

Sploshkins wanted to sell his horse, so he 
prevailed on the local dealer to come and see 
the animal. 

“That’s a good horse, Mr. Taylor,” Splosh- 
kins said to the dealer. “It cost me five hun¬ 
dred pounds, but you shall have it for fifty 
pounds.” 

The dealer gasped. 

“That’s rather a big reduction, Mr. Splosh- 
kins, isn’t it?” he asked. 

“Well,” the vendor admitted, “the fact is 
it bolted one day and killed my poor wife, and 
now I’ve got no further use for it!” 

—The Winning Post Winter Annual 

* * * 

A HOUSEHOLD NEED 

Salesman—“Individual alarm clocks 

Never heard of them. What are they like?” 

Shopper—“I never saw one myself, but 1 
thought maybe I could get one tuned so it 
would wake my husband without disturbing 

^ „ tt 

me. 


A REFUSAL 

Conductor—“Money in the box, please!” 
Absent-Minded Prof.—“No, I don’t care to 
help the babies today.” 

—Boston Beanpot. 
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Newspaper Electrotypes 
Lantern Slides 
Press Stories 


for Local Advertising 


Are you getting, all the Kelp you need from the 
Advertising Department in your local advertising plans ? 

Can you use a small newspaper advertisement? 

Do you want several more lantern slides ? 

How about one or two of tKe new press stories to be 
run as reading ads? 

These are but a few of the ways in which the 
Advertising Department can help you in your sales and 
advertising work. Call upon us —we are here to help you! 

The permanent file records of the Advertising De¬ 
partment contain hundreds of newspaper clippings 
(Advertisements and press notices of the Fuller Brush 
Company.) Please furnish this Department with a 
clipping of every advertisement and notice that you run. 


THE ADVERTISING DEPARTMENT 

THE FULLER BRUSH COMPANY 


If any manager hasn't already received a copy of the “Electrotype 
and Lantern Slide Folder" — send for one! 
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Elizabeth Park 




[ARTFORD residents are very proud of Elizabeth 
Park and its nationally famous rose gardens. In 
the height of the season visitors come from all parts 
of the country to see this beautiful spot. 



The park was a &ift to the city by Charles M. Pond 
who died in 1894 and left one-half of his personal estate 
for its development. It is named in memory of his wife. 


The location itself is very delightful, offering a wide 
view of the city and the Connecticut valley 160 feet below. 
The best in landscape architecture — rustic bridges, clear 
lakes, thick, moss-carpeted proves and beautifully laid out 
gardens — has been combined with the natural beauties of 
the park in a most pleasing, manner. 
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Lay Cornerstone of New Building 


Mr. Fuller Presides at 


HE formal laying of the corner¬ 
stone of our new building on 
Friday, July 14, marked an¬ 
other milestone on the eventful 
road of Fuller Progress. The 
ceremony was held at 10:30 in 
the presence of officers of the company, to¬ 
gether with many of Hartford’s prominent 
business men and employees of the company, 
the main office being closed for the occasion. 

Mr. Fuller presided, and with the other 
speakers occupied the space where the main 
entrance will be. 

A short address was given by Mr. Fuller 
in which he outlined the company’s policy of 
giving a customer more in value than the 
price of the product. The margin of service 
is of vital importance and the greater its ex¬ 
tent, the greater would be the real growth 
and prosperity of the company. 

The courage, ability and patience of Mr. 
Fuller were highly praised by Mayor Kinsella 
as having made the new building possible. He 
also voiced his appreciation of the efficient 
staff of workers in the company and the real 
value our prosperity is to the city of Hart¬ 
ford. 

Mr. Kinsella was especially pleased to be 
called upon to speak in view of the fact that 
it was the first time the mayor of Hartford 
had been asked to take part in the laying of 
a cornerstone of an industrial building. He 
believed that the mayor should be invited on 
all such occasions as it showed the relation¬ 
ship between the industry and the city to 
which its growth was bringing prosperity. 


Impressive Ceremony 


He was in consequence deeply appreciative of 
Mr. Fuller’s invitation. The awarding of our 
contracts to local builders was also highly 
commended by the mayor. 

Charles B. Cook, vice-president of the 
Royal Typewriter Company, praised Mr. 
Fuller’s enterprise in developing his business 
and doing such fine pioneer work. 

The Rev. Dr. L. H. Dorchester, pastor of 
the First Methodist Church was the next 
speaker. He was glad to be included among 
the speakers as an evidence of the increas¬ 
ingly close relation between religion and 
business. Their principles are largely the 
same, he said, and when business is conduct¬ 
ed as it is by Mr. Fuller and his associates, 
it carries out many of the principles and 
ideals of the church. “Cleanliness is next to 
godliness” and the purpose of Fuller Brushes 
is to make the world clean. “We could,” he 
added, in referring to Mr. Fuller’s methods, 
“very well call him ‘Golden Rule’ Fuller.” 

Mr. Beveridge, our vice-president, spoke 
of the importance of right foundations and 
outlined those of Justice and Service and 
Loyalty on which our company is built. 

The Fuller quartet sang two of our own 
Fuller songs very pleasingly. 

Mr. Fuller then laid the cornerstone with 
the aid of the mason superintendent. The 
stone is at the southwest corner of the main 
entrance and bears the figures, “1922.” 

Besides Mr. Fuller and Mr. Beveridge, 
there were present Harry A. Allen, our 
treasurer; Stewart N. Dunning, Earl R. 
Cotton and George A. Millard, directors, E. A. 
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Parlee, C. A. Shean and J. C. Altrock, Divi¬ 
sion Managers, and all of the Home Office 
executives. Jerome Ard, Savannah District 
Manager, and Rex S. Reese, Detroit District 
Manager, who are attending the Branch 
Managers’ School, also attended the cere¬ 
mony. 

The laying of the cornerstone marks a for¬ 
ward step in the construction of the new plant 
which will be followed by rapid progress, in 
order that all the varied activities of our 
company which are now scattered throughout 
the city may be consolidated in the Windsor 
Avenue plant by January 1. 
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Address Given by 
Mr. Fuller 

W E have met here this morning to per¬ 
form a simple act, that of putting in 
place this stone. We welcome and 
appreciate the interest displayed by you 
business men who have come here for 
this simple ceremony, which marks a mile¬ 
stone in the development of our company. 

The Fuller Brush Company began to do 
business here in Hartford in 1906 in a very 
small way. Since that time many events 
have taken place which have greatly shaped 
the character of our company and its policies 
and methods of doing business. I feel a 
great deal of pride in the fact that it is so 
characteristically a Hartford institution. 

I can cover in a few moments the two chief 
elements which have made our company 
what it is today and so far as that is con¬ 
cerned any company that has been successful 
in performing a useful service. 

I believe the only analysis that is neces¬ 
sary to determine whether a business insti¬ 
tution has the elements of growth and pros¬ 
perity is: 

(1) How much real value and service is 
that institution to the betterment and wel¬ 
fare of the clientele which it serves? It is 
mv conception that when The Fuller Brush 
Company or any other business institution 
accepts the price of its product from the pur¬ 
chaser, that service and product must fur¬ 
nish the purchaser a value or profit beyond 
the price it pays. Upon whether that margin 
of profit in service is great or small will de¬ 
pend the growth or prosperity of that institu¬ 
tion. I feel that the erection of this building 
is at least one evidence that our company is 
rendering a service which is profitable in the 
betterment of conditions in the field which it 


serves, and we will, therefore, look upon this 
structure as a monument of service. 

One chief reason why only a very small 
percentage of businesses which are estab¬ 
lished succeed is a lack of realization that a 
business institution will not be successful if 
the vision and ambition of its manager goes 
no further than merely to consider it a 
money-making proposition. A business must 
have a reason for its existence beyond that, 
because under those conditions it narrows its 
value and usefulness down to such a small 
circle that it does not deserve and will not 
receive general support. 

The making of dividends for the stock¬ 
holders of a business is absolutely necessary 
and essential for its progress, but to my mind 
it is merely incidental and in order for divi¬ 
dends or profits to be made, its management 
must look beyond and above that phase of 
the enterprise. 

(2) Are prosperity and opportunities in a 
business enterprise broadly spread out, or is 
an attempt made to confine them to a very 
small group? As a business grows it should 
encompass a larger group of successful men 
and the number of successful men which the 
business produces also determines its pros¬ 
perity and growth as well as its permanence. 
Dr. Angell, President of Yale University, has 
made the statement that the business insti¬ 
tution of the future will not be measured so 
much by the profits it makes, as this will be 
determined by its bank balance, but its 
profits will be determined by the number of 
successful men it makes. My own experi¬ 
ence, and the experience of my associates, has 
verified the absolute truth of that statement. 

The growth and development of our com¬ 
pany has demonstrated that the average ordi¬ 
nary man who is ambitious has all the in¬ 
herent qualities necessary to make him suc¬ 
cessful in a bigger field of service, if there is 
equality of opportunity and fair distribution 
of credit and compensation to bring out a 
man’s best instincts and efforts. Men will 
succeed in that in which they are intensely 
interested—inasmuch as the law of self¬ 
observation is the strongest law in human 
nature, it is only natural that men should be 
chiefly ambitious in building up for them¬ 
selves a position and place of security for the 
future. My experience has been that this is 
highly profitable. In fact, the only way in 
which a business institution can be success¬ 
ful is to make the conditions such that all 
men within the organization become more 
prosperous through being able to render a 
greater service in the work in which they are 
engaged, 
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Somebody said: ‘Til bet 
he is the happiest man 
in America today!" 
Doesn’t he look it? 


Mr. Fuller Proves Him¬ 
self a Good Mason. 


The Laying of the Cornerstone 


O N July 14, 1922, at 10:30 A. M. a very 
interesting ceremony, and an event 
which marks a distinct milestone in the 
development of The Fuller Brush Company, 
took place at the new plant of the company, 
1040 Windsor Avenue, Hartford, in the lay¬ 
ing of the cornerstone. 

There were about one hundred people in 
attendance and brief addresses were made by 
Mr. Alfred C. Fuller, President of the Com¬ 
pany, the Right Reverend John G. Murray, 
Auxiliary Bishop of Hartford, the Reverend 
L. H. Dorchester, Pastor of the First M. E. 
Church of Hartford, Mr. Charles B. Cook, 
Vice-President and General Manager of the 
Royal Typewriter Company, Mr. Frank S. 
Beveridge, Vice-President and Director of 
Sales, and Mr. Harry A. Allen, Treasurer and 
General Manager of the Company. 

This event was of great interest to all 
members of our own company. The attend¬ 
ance of representatives of the manufacturing 
concerns and business men in general indi¬ 
cated the pride and interest of the community 
of Hartford in the development of our com¬ 
pany. The addresses covered these points 
very strikingly. 

In viewing the growth of The Fuller Brush 


\ 


Company over the past ten years it is very 
interesting to reflect on some of the elements 
which have brought about the remarkable 
growth and development of the organization, 
which has made the erection of this great 
plant a possibility. It can be said that chief 
among these are: 

(1) The company has been founded on 
the principle of service to the purchasers and 
users of our product. The groups of men 
who have had the direction and control of 
the business have so thoroughly instilled this 
spirit into the entire organization that it is 
exemplified with a great sense of pride by all 
connected with the company. 

(2) Fuller Brushes fill a very distinct and 
broad need in the homes of this and other 
lands. It has been evident from the consist¬ 
ent growth of the company that the product, 
as well as the organization, has held clearly 
to the high ideals on which this business is 
founded. 

The laying of this cornerstone is, there¬ 
fore, more than a mere ceremony and will be 
an additional source of inspiration to all men 
connected with our company in its future 
operations. 

— Copy of Document IVritten by A. C. Fuller to be Placed in Cornerstone. 
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List of Articles Placed 
in the Cornerstone 

Hartford Courant, July 12, 1922. 

Hartford Times, July 12, 1922. 

Plans and Specifications. 

Organization Chart. 

Graphic Chart of Sales Growth. 
Photographs— 

Alfred C. Fuller, President. 

Frank S. Beveridge, Vice-President. 
Harry A. Allen, Treasurer and General 
Manager. 

George L. Marsh (deceased), Vice-Presi¬ 
dent and General Manager. 

Seventh Annual International Convention, 
January, 1922. 

The Handy Brush Book. 

Fuller Brushes (Illustrated). 

Out of the Rut. 

1922 Advertising of Fuller Brushes. 

Reprint of Pilgrim Tercentenary Edition 
Boston Sunday Post, Christmas, 1921. 
Copy of Financial Statement of The Fuller 
Brush Company as of May 31, 1922. 
Copy of Financial Statement of Fuller Brush 
Company, Limited, as of May 31, 1922. 
“An Average Man Surrounded by Average 
Men”—Reprint American Magazine of 
November, 1921. 

The Fuller Bristler (Eighth Anniversary 
Number), October, 1921. 

Fuller Life, June, 1922. 

The Fuller Bristler, July, 1922. 

The Fuller News, July 7, 1922. 

The Distribution News, July, 1922. 

Slogan of The Fuller Brush Company by 
Alfred C. Fuller, President: “With equal 
opportunity to all and due consideration 
for each person involved in every trans¬ 
action, a business must succeed.” 



Mr. F. S. Beveridge, our Vice-President, snapped 
while making an interesting speech. 


Our Greatest Month 


By. Frank S. Beveridge 


June has passed and with it the greatest 
month in the history of The Fuller Brush 
Company. Our actual sales amounted to the 
unprecedented figure of $1,066,000, exceeding 
all former records by some $10,000. 

Such a feat was the result of well-directed 
effort on the part of each unit in the organiza¬ 
tion. Perhaps as never before there has 
existed a common feeling of helpfulness on 
the part of every man. It was not by any 
means a spasmodic effort, but a normal and 
healthy, natural increase which prophesies 
the beginning of greater business for us each 
month in the future. 

Such a record is significant in view of the 
fact that it came at the very time the corner¬ 
stone of our new building was laid. As the 
very fact of a new building presages an in¬ 
crease in our future business, so does a new 
record at this time. 

I am convinced that we have never before 
been in a position to expect more business 
than we are at present. Everything seems 
to have worked toward that end. Our turn¬ 
over has been materially reduced and more 
new men were recruited last month than ever 
before. Our branch managers are better 
trained to handle their problems; our adver¬ 
tising has never been greater or more help¬ 
ful; business conditions the country wide 
have improved enormously, as proved by 
actual statistics, and everywhere there is an 
optimism that has been dormant for several 
years. 

It’s a great thing to work in an organization 
where one's co-workers are ever doing their 
best and where good will and fair play pre¬ 
dominate. Just as long as this feeling pre¬ 
vails we are bound to go on to greater things 
and just to the degree that every man does 
his best and succeeds, so will the organiza¬ 
tion of which he is a part succeed. Let us 
continually go on to still greater effort and 
consequently greater reward. 

As we were confident of exceeding our 
Million Dollar Quota in June, so we have 
equal confidence of exceeding that figure 
during the next few months. Nothing can 
keep us from it; for each man has taken 
upon himself a certain share of the responsi¬ 
bility and by such perfect co-operation, there 
can be nothing less than Success. 
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Recent Promotions 

By F. S. Beveridge, Vice-President 



Herbert M. Cotton Elmer H. Kauffman 


T HE wonderful sales development of the 
Fuller Brush Company and the growth 
of the sales organization to practically 
4,000 men has placed upon the executive 
heads of the sales department a tremendous 
burden. We have long felt that this burden 
was becoming greater than Mr. Abercrombie 
and myself could handle to our satisfaction 
and still have time for the general service and 
planning which are so necessary. 

As Secretary and now Vice-President of 
the company, other responsibilities have been 
placed on my shoulders so that it has become 
imperative that I should relieve myself of 
more of the detail work, although continuing 
to remain as head of the sales department. 
At the same time, we have felt that the com¬ 
pany would benefit from Mr. Abercrombie’s 
splendid ability if he too were relieved of 
some detail rather than having still more 
work piled upon him. Mr. Fuller, as well as 
myself, has given long and careful thought 
to this situation and we have finally decided 
to divide the work of sales managership into 
two parts. 

Mr. Abercrombie will be made Secretary 
of the company and also hold the title of 
Executive Sales Manager. He will have im¬ 
mediate charge of the advertising depart¬ 
ment, printing department, statistical depart¬ 
ment, and a number of other activities with 


which he has been closely associated in the 
sales development of the company. 

Mr. Herbert Cotton has been made Promo¬ 
tion Sales Manager in direct charge of field 
work in connection with promotion of sales. 
The sales organization will report direct to 
Mr. Cotton along these lines. 

Personally I shall continue in close touch 
with the entire work and with all the men in 
the organization, through Mr. Abercrombie 
and Mr. Cotton, as well as direct where occa¬ 
sion requires. 

These two promotions are both exceedingly 
well merited and nothing has given Mr. Fuller 
and myself more pleasure for a long time 
than this announcement. 

As all in the organization know, Mr. Aber¬ 
crombie has been with the Fuller Brush Com¬ 
pany for nine years and has been successful 
from the time he started with the sample out¬ 
fit in 1913. Everyone in the organization 
knows how ably he has handled his work as 
sales manager during the past two years and 
how particularly well-fitted he is for the fu¬ 
ture development of the organization as 
Executive Sales Manager. 

Mr. Cotton has been continuously with the 
Fuller Brush Company since 1912 with the 
exception of the period of the war when he 
served overseas as Lieutenant in the A. E. F. 
His success in every position has been notable 
as salesman, branch manager, district mana- 
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ger and educational director. Everyone in 
the organization is familiar with the wonder¬ 
ful way in which he has organized and devel¬ 
oped the Branch Managers’ School. In fact, 
every job “Herb” has handled, he has put 
over in a big way. 

I know that every man in the organization 
will enjoy working with “Herb” and “Abbie” 
and with this new plan the sales development 
of the company will continue at an even more 
rapid and successful pace than it has in the 
past. 

The promotion of Mr. Cotton left open the 
position of Educational Director, but it did 
not take long for the executives to decide who 
should fill this position. Mr. Kauffman is 
well qualified to fill this position as he has 
made a decided success of his work as Assist¬ 
ant Educational Director, and he was not only 
endorsed by the executives of the company 
but also by practically all the managers who 
have attended the school. Mr. Kauffman is 
gifted with a faculty for teaching. He has 
made a success in the field both as salesman 
and manager; he knows our problems from 
actual experience in the field and we know 
all of you will join us in extending congratu¬ 
lations. 

Here is just another example of the growth 
of this organization. Promotions are con¬ 
tinually occurring, and when a promotion is 
made higher up, it means that eventually pro¬ 


motions will be made all the way down the 
line. Every man in the organization should 
therefore work to continually prepare him¬ 
self for greater things. 

There is no doubt but these three men will 
have the complete co-operation of the entire 
sales force and that in wishing them success 
I know I speak for every man in the company. 

03 S3 QQ 
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A BLACK BRISTLE RETURNS TO CHINA 


Back in February this year, an order for a 
black bristle cloth brush was received at the 
home office of our company from Miss Myra 
E. Rolle, a missionary worker stationed at 
Wuchow, China. When orders of this nature 
are received from the field, they are im¬ 
mediately referred to the branch office which 
covers the territory in which the person lives. 
But, the Fuller Brush Company has not yet 
established a branch office in China. 

The brush was shipped from the home of¬ 
fice on February 23rd. The remittance for 
same was received at the home office on May 
15th, and was mailed April 11, more than a 
month elapsing between these two in transit. 
It is further interesting to note that pay¬ 
ment was made with a United States two- 
dollar note and a number of U. S two-cent 
stamps. 


Bird’s-eye View of New Building 



—From Painting by R. G. Slernloff. 
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Approaching, 


A Difficult Prospect 

By J. B. Freeman 


L AST winter while going over my terri¬ 
tory the first time after I had only been 
with the Fuller Brush Company about 
a month or six weeks, I came to a residential 
part of Germantown where only millionaires 
live. I thought then that they were the 
hardest kind of people to get in touch with, 
because I did not go at it in the proper spirit. 
Then we used to place the card under the door 
or in the letter box and take a Chinaman's 
chance of seeing the lady of that home. But 
since coming home from the Third Branch 
Managers' School, I have had a new lease of 
life and a great vision of the Fuller Brush 
Company. 

I walked up to the door of one home in the 
territory referred to, rang the bell and when 
the maid came I asked for Mrs. Smith, hav¬ 
ing inquired the name at the next house. The 
maid asked what my mission was and I said 
I was the Fuller Service Man. She conveyed 
my message to the lady of the house, asked 
me in and to be seated. 

After a few minutes' waiting Mrs. Smith 
came tiptoeing downstairs. I bowed very po¬ 
litely and smiled, and asked her if she ever 
used Fuller Brushes. She said “No,” and I 
said, “Well, Mrs. Smith, you are because I am 
going to give you one.” I asked her if she 
would be home early the next morning, she 
said about nine o’clock would be satisfactory 
for me to see her and you can bet your sweet 
life I was there on time. 

The first thing she said was, “I don't want 
to buy any brushes.” I answered, “Mrs. 
Smith, I fully realize that you don't want to 
buy any. I am not here to sell you anything 
at all, just to give you one of the biggest 
brushes we manufacture, that you will find in 
every home in your community and in the 
whole world. We give you this brush to ad¬ 
vertise our line, and to remind you of Fuller 
Brushes so that when you do want brushes 
those will be the kind you will buy.” I gave 
her the complimentary brush and started in 
on the portfolio (the biggest help of all). I 
could see she was interested in every brush 
in it, particularly when I showed her the pic¬ 
tures of the men responsible for Fuller 
Brushes. I told her of Mr. Fuller, that I had 
met him personally and found him a prince 
among men, that when he comes in a room 
where you are, you can feel the atmosphere 
change. I read to her his motto, and that 


impressed her very much. Then I started 
in with the demonstration very slowly and 
making every word count. And she was a 
woman that never used mops, dusters, or wall 
brushes. 

I noticed she had radiators and said, “Mrs. 
Smith, how do you clean your radiators?” 
She said, “Just dust them off with a cloth.” 

She had an old styled book case (about 200 
years old). I asked how she cleaned under 
it; she said her maid moved it about twice 
a week when she swept the room and cleaned 
under it. So I got down and went under it 
with the radiator brush. Much to her sur¬ 
prise I got bits of paper, buttons, a long lost 
silver thimble, pieces of cloth, hair, about a 
dozen dried leaves that had blown in from 
time to time. She was delighted and I got 
her confidence for myself, my goods and my 
company. I will be frank in saying that it 
will be no use for any other “brush hound” 
to try and sell her any brushes other than 
Fuller. 

One good feature of this experience was I 
sold her only $13.00 worth, with a promise 
of another order when I deliver. 

It goes to show that there is an order in 
every house in your block if you know how 
to go about getting it. Do it in the Fuller 
way and you are bound to succeed. 

□3 □□ ED 
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NEW DISTRIBUTION STATION 
AT HARTFORD 


Beginning June 1st Hartford was added as 
another spoke to the distribution wheel, by 
the segregation from the Home Office of all 
matters pertaining to the distribution and 
accounting from Hartford. 

Various departments were relieved of all 
save general clearing house work and the 
supervision of cash reports, sales ledgers and 
general duties of a distributing station were 
placed under one head—in turn directly re¬ 
sponsible to E. R. Cotton, Manager of Distri¬ 
bution, in common with the six stations op¬ 
erating throughout the states. 

Ralph L. Dame, who has been placed in 
charge of the new station, is well-fitted for 
his work and is to be congratulated on his 
well earned promotion. 


Page Seven 

, Google 










1. Larry Waticr Curtis, 21 mo*., son of L. A. Curtis. Branch ton, Alta; 9. ''Betty” Haines, daughter of Sheldon Haines, Belle- 

Manager, Aberdeen, S. Dak.: 2. Dorothy, 6 years, Gwendolyn, 2 fonte. Pa.; 10. "Buddy” Freeman, 18 mos., son of John B. Free- 


years, and John 4 years, children of R. O. Hardesty. Tacoma 
office: 3. Edna Mae Shaffer, 2 years 5 mos., daughter of Miles E. 
Shaffer, East Brady, Pa.; 4. Louise Nadine Rudolph, 2 1 ^ years, 
daughter of Walter H. Rudolph, Director of Production; 5 . 
Lillian Ruth, Ethel Elaine and Frederick Clark, children of Ken¬ 
neth C. Tucker of Butler, N. J.; 6. Mary Erie, Leon W. and 
Frances Jane, children of L. W. Anderson, Assistant Branch 
Manager of San Antonio branch; 7. Norman Edwin Warner, 1 
year, son of Edwin G. Warner, West Suffield. Conn.; H. Joyce 
Beryle Thompson, 7 mos., daughter of O. B. Thompson, Ed mon¬ 


man, Jr., Philadelphia, Pa.; 11. Bruce Lyle Bryson, 5 years, son 
of T. L. Bryson, Assistant Manager. Jackson office; 12. Tommy 
Gottshall. 3 years, son of R. E. Gottshall, Harrisburg office; 
13. Marita and Gerdaline Maingot, children of George Maingot, 
East Cleveland office; 14. William Lewis Cooper, Jr., 11 weeks 
4 days, son of William L. Cooper, Branch Manager, Bangor, 
Maine; 15. Michael Telesnitsky, son of A. Telesnitsky, New 
Haven office; 16. Elizabeth Dolliver, 19 mos., daughter of J. H. 
Dollivcr, Dubuque branch. 
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A GENEROUS METHOD OF 
ADVERTISING 


In response to our request for material 
from the field, we recently received an inter¬ 
esting letter from Mr. C. Harold Reed whose 
territory is among the Pennsylvania Dutch. 
Mr. Reed has been a Fullerite for more than 
seven months and is very proud of his Fuller 
Button, always calling attention to the word 
Service. 

While working an industrial section re¬ 
cently, Mr. Reed demonstrated the broom in 
an ice cream plant, knowing that the salt 
water ruins corn brooms in a very short time. 
The customer was reluctant, however, and 
Mr. Reed finally decided to present him with 
a broom in order to advertise it. As a result, 
he got an order for two more brooms, a 
shower bath brush and some household 
brushes amounting to $20.00 in all. They 
boosted Fuller Brushes at home, also, and a 
$22.00 sale resulted. “All,” says Mr. Reed, 
“because I presented the dad with a broom— 
so again I say, it pays to advertise.” 

The same stunt was worked again at a 
Haines Chain Shoe Store. By giving them a 
broom, Mr. Reed sold the manager an $18.00 
order and more brooms. 

Mr. Reed combines this system with fre¬ 
quent use of local advertising, saying: “The 
Fuller man is in town and will be to see you 
soon. Phone.” He has gotten lots of orders 
that way and we pass his suggestions on to 
you. 

“It pays to advertise,” but a method like 
this must be used with care and discretion. 
It would work well in some territories, but 
not in others and you might add to your ex¬ 
penses without any big results. Try it if it 
recommends itself to you, but don’t overdo it. 

□3 m m 
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TEN COMMANDMENTS OF HEALTH 


1 . 

Walk in the open air. 


2. 

Keep a contented mind. 


3. 

Breathe deeply of pure air. 


4. 

Enjoy innocent amusements. 


5. 

Get plenty of sleep each night. 


6. 

Give your body and soul plenty of 

sun- 

light. 

7. 

Eat healthful, plain food—and 

just 

enough of it. 

8. 

Associate with companions who 

will 


benefit you. 

9. Give your body plenty of pure water, 


outside and inside. 

10. Do unto others as you wish them to 
do unto you. 

—National Cash Register Co. 


Service Pays A&ain 


Washington, N. C., 

June 15, 1922. 

Editorial Department, 

Fuller Brush Company, 

Hartford, Conn. 

Gentlemen:— 

I am a firm believer in the “Fuller Bristler” 
and look forward to it every month. I read it 
from cover to cover and then study it. I have 
gotten more strength and real benefit from it 
than anything else. I am no writer and have 
been with the company only three months 
but I would like to have a chance to tell you 
of an experience I had where service “made 
good.” 

When I find a customer that is in any way 
dissatisfied with any Fuller product I make 
it my business to please her, no matter of 
its cost to me. I went to see this lady and 
she said that she did not like a tooth brush 
purchased some time ago I took the brush 
and paid her. I tried to sell her but failed. 
Two days later she called me up and asked 
me to drop in to see her. She said that she 
had made up her mind that she would not 
buy any more goods but that the company 
had been so polite and agreeable in humor¬ 
ing her that she had changed her mind. I 
sold her about eight dollars worth. Does 
Service pay? I say it does. 

One day last week I went in to see a lady 
who had a Fuller mop. She was not as pleased 
with it as I thought she ought to be so I 
asked to inspect it. She brought it out and 
I saw that someone had put oil on it. (I 
had already failed to sell her anything else.) 
It started to rain so I asked for a bucket of 
warm water. I washed her mop, instructed 
her how to care for it and left. Today I 
called by to see how she liked it. She was 
well pleased and bought a broom and several 
other brushes. 

Yours 'til the last Fuller Brush is sold. 

S. W. Sanders. 

m ra m 
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Any Husband To Any Wife 


Ah, love of my life; ah, heart of my soul! 

This much I declare is true: 

The happiest hours I’ve spent are those 
I ought to have spent with you. 

— Exchange. 
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Whose Turn to Crow? 


The Mayor of Egg Harbor, N. J., has re¬ 
cently purchased a complete sample outfit 
from Representative J. M. Boone for the 
small sum of $125.00. It all happened this 
way. 

Mr. Boone was peacefully soliciting orders 
in the beautiful city of Egg Harbor, when the 
mayor approached him, and by way of wel¬ 
come, told him he was under arrest for sell¬ 
ing without a license. But Boone was right 
there with the “dope,” and when taken be¬ 
fore the city clerk, simply presented him with 
a copy of our License Brief. After reading 
this, Mr. City Clerk dismissed Mr. Boone. 

But the Honorable Mayor, who had the in¬ 
terests of the city at heart, wasn’t going to 
let the Horrible Boone off so easy, so he took 
it upon himself to impose a fine of $25.00. 
As Mr. Boone did not have the cash with 
him, the mayor informed him he would take 
his sample case. (Wise Old Mayor! No doubt 
he had heard of Fuller Brushes and thought: 
“Here is a chance to get a complete outfit 
free.”) 

However, the company, upon being in¬ 
formed of the situation, wrote the mayor, re¬ 
questing him to return the outfit, but His 
Honor refused to part with his beloved 
brushes. And so the case was taken to court, 
where it was decided that the mayor must 
pay Mr. Boone $125.00 damages. 

Ain’t it awful, when you try to do your 
best for your city, and they turn around and 
treat you that way. Never mind, Mr. Mayor, 
you got your money’s worth, and we feel 
sure that when the next Fuller representa¬ 
tive comes to town, you will treat him like a 
king. 

The attorney for the company was the 
Honorable C. L. Cole of Atlantic City, N. J., 
and the judge who presided at the case was 
Judge Ralph W. E. Donges. 

—Written by M. G. Furey, Legal Department. 
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WHETTY TELLS THIS ONE 


One of the best things at the Poughkeepsie 
picnic was that the umpire came up to 0. C. 
Dunning and said, “Well, we beat you didn't 
we?" 

Dunning said, “We—what do you mean. 
You were the umpire!" 

The umpire said, “Sure, I know it, but I 
was on the other side." 

I would say myself that there was one hon¬ 
est umpire for he admitted that he was with 
the other team and did it without a blush. 


The Other Side of the Fence 


Sometimes when the mood hits us just 
right, it is interesting to reflect upon the 
things we have done in past years and to 
wonder just how we would act if time could 
be turned back and we were enabled to live 
part of our lives over again. Sounds like 
philosophical bunk, eh? But stay with us a 
paragraph or two more—we've got some real 
meat further on in this little yarn. 

It is a story about a chap who was a mem¬ 
ber of the selling organization of the Fuller 
Brush Company—was with them some time, 
but who felt that there was a greater oppor¬ 
tunity for him with a competitive brush com¬ 
pany—so he left. He was a salesman for the 
competitor for several months and not long 
ago asked to be taken back. He wanted to be 
with the Fuller “boys" again. Why? Be¬ 
cause he saw more in these several months 
from the outside looking in than he would 
have seen in a lifetime inside. This brings up 
a problem. It is this. Just how much are 
we on the inside missing—just how blind 
are we? 

Here are a few of this man's thoughts. In 
selling he says, “In the field, the women 
always asked, ‘Are you the Fuller man?' I 
sold them by boosting Fuller goods and show¬ 
ing similarity in the two lines." 

Just this, a competitive salesman selling 
competitive brushes by boosting the Fuller 
line—impressing the housewife with the ex¬ 
cellent quality of Fuller Brushes and then 
trying to bring his own brushes up to the 
Fuller standard. 

Further on he writes, “In hiring men, I 
used the same method." That is, he brought 
the many points of Fuller organization before 
the new men and then tried to bring his own 
up to the Fuller standard. 

And lastly, he writes, “Fuller advertising 
is more valuable than one realizes till he sells 
a competitive line." 

Fuller advertising is wonderful—is becom¬ 
ing more and more wonderful every day. It 
is making the women of the country say, 
“Are you the Fuller Man?" when they open 
the door. They are looking for the Fuller 
man—they are anticipating his visit. They 
are impressed by the quality of Fuller prod¬ 
ucts and the service rendered by the Fuller 
man. 

Shouldn't we all profit by this man's experi¬ 
ence? He saw a great deal from the outside 
looking in. How much are we on the inside 
missing? Let's think it over. 
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“Use Your Bean” 


By H. H. Schnur, Winnipeg Branch Manager 


T HE Fourth Branch Managers’ School was 
a great success. Those Fuller men who 
came to Hartford for the first time 
found the Fuller Brush Company to be a hu¬ 
man man to man group. Experienced mana¬ 
gers renewed old acquaintances. The Home 
Office folks came in touch with live wires 
from the field. 

There are many other angles from which 
to view the school but undoubtedly the most 
thrilling is the experience of the First Timer. 

The chief value of the school was in the 
personal contacts. The ideas might have been 
mailed out, but personality cannot radiate 
with much power through printed matter. 

In a few days by his sincerity, Mr. Kauff¬ 
man had won the hearts of all the students. 
When announcement came of his promotion 
to Educational Director, all shouted con¬ 
gratulations. 

The trips to the Ivory Plant, Brush Fac¬ 
tory and Cotton Plant were instructive. 

Fresh college spirit was injected into the 
school by college recruits. These high-grade 
men elected to cast their lots with Fuller be¬ 
cause they recognize opportunities for self¬ 
development and business success. 

Many good talks were given by Home Office 
folks. Especially good were talks by Mr. 


Abercrombie, Mr. Fuller, Mr. Beveridge, Mr. 
Altrock, Mr. Parlee and Mr. Jennings. 

The Bean Club is the symbolical name of 
the school. As the aim of all education is to 
provoke thought, the password “Use Your 
Bean” is inspiring. On entering the Highly 
Exalted Order of the Bean, candidates were 
received upon the points of the Bristle— 
which was to remind them of the three-point 
guarantee, the value of service and that 
merit alone wins promotion. 

With a leather strap applied vigorously, 
candidates were impressed with the import¬ 
ance of application to one task at a time. 
With splendid ceremony after swearing fidel¬ 
ity to the Five General Policies and Ten 
Standard Policies, an initiate received his 
name. By this name he is recognized as a 
faithful Brother Bean. 

Very enjoyable were luncheon parties in 
which Home Office folks entertained students. 

In token of appreciation of his whole¬ 
hearted efforts the class presented Mr. Kauff¬ 
man with a useful what-cha-call-it for bath¬ 
ing babies. Kauffman was so flabbergasted 
that for once words failed him. However, he 
managed to gurgle “Hot Towel.” 

The Beans returned to their fields to grow 
more useful. 
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The Fourth Branch Managers’ School— 
“Beans” Par Excellence! 
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WHAT DO YOU THINK 
ABOUT US? 


We have talked and written and thought a 
great deal about the sort of material to be 
used in “The Bristler. ,, We solicit contribu¬ 
tions from every source and go over them 
carefully to be sure they are what you want. 
We have certain standards to measure them 
by and certain ideas as to what you probably 
want—or should want. 

But we can’t be sure we are hitting any¬ 
where near the mark unless you tell us so. 

The point we are aiming at is to please 
you, to interest you, to instruct you —to give 
you, to the best of our ability, what you 
want. 

“The Bristler” should be representative of 
the man in the field, of his ideas, of his in¬ 
terests, of his doings. It should include every 
man, everywhere, and its contents should be 
of such a nature that they link the entire 


Fuller Family closely together in as friendly 
and informal a fashion as if we were all meet¬ 
ing once every month. 

We want Fuller policies and Fuller ideals 
to be spread before you from your point of 
view, rather than from ours. Selling helps 
and new methods should come to you directly 
from the field, from a man in the next town, 
perhaps, or a man across the continent. We 
are the meeting ground, the clearing house 
for all Fuller facts and fancies. 

How near are we coming to our goal ? “The 
Bristler” is yours. Are you satisfied with it? 
What changes would you make? What sug¬ 
gestions have you for its improvement? 

We have prepared a few questions for you 
on a self-addressed postal card in the back of 
this issue. Perhaps these will suggest many 
others to vou. Answer them frankly—we are 
not afraid of bricks, much as we like bou¬ 
quets—and mail the card to us at once, so 
that we will know just how we stand with 
you and can be better prepared to give you 
what you want next month. 

03 Id ED 
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SPIRIT 


Some people think selling goods is a mat¬ 
ter of science, or psychology, or magic. It’s 
not. Selling goods is just a matter of brain 
work, knowing your product and then telling 
your story distinctly enough so that the pros¬ 
pective purchaser can understand what you 
are saying. 

That doesn’t seem difficult. No! But, 
there is a string to this definition and it is 
this:— 

“The man selling goods must start out at 
eight o’clock tomorrow morning and sell him¬ 
self on his proposition. Then he must sell 
his wife and family. Then he must sell the 
policeman on the comer, the street car con¬ 
ductor, the postman who brings the mail. 
Then he must sell every person in his own 
organization and every person he meets dur¬ 
ing the day.” 

That spirit is the secret of successful sell¬ 
ing. Telling your story to every person you 
visit each day—even the last—with the same 
eager enthusiasm which characterized your 
first visit. 

When you acquire that state of mind and 
work in that way, you will eventually receive 
a remarkable revelation. 

You will discover that happiness is definite¬ 
ly associated with hard work. Hard work 
will become your established habit. Happi¬ 
ness will become yours and money will follow 
soon after. 
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Wisdom 


O F course we know that there is “noth¬ 
ing new under the sun,” but every new 
proof of that is interesting and more 
or less surprising. We might expect to find 
discourses on love and hate, or religion, or 
wealth, or happiness dating as far back as 
Adam, if Adam had had a Corona handy. 

So perhaps we ought not to be unduly sur¬ 
prised at finding something directly applica¬ 
ble to our business in the teachings of Con¬ 
fucius, 551 B. C. 

“Refusal to instruct one who is competent 
to learn entails the waste of a man. Instruc¬ 
tion of one who is incompetent to learn en¬ 
tails the waste of words.' The wise man is 
he who wastes neither men nor words.” 

The wise company is the one which does 
not waste men nor talents. It knows its em¬ 
ployees, studies them, gives them every 
advantage and then weeds out the inferior 
ones and promotes the men of better calibre. 
The wise president is the one who can say 
with Coleman duPont, “The highest priced 
men are the most profitable men in my 
employ.” 

The wise man is the one who is ready to 
learn and prepares himself to meet every 
opportunity that his company offers. 

Our Branch Managers’ School and our 
newly established Correspondence Service 
are only two examples of the readiness of 
our company to help all employees. 

Stepping stones to success with the Fuller 
Brush Company are obvious and easy. Any 
man who is teachable and willing to work will 
find the climb just difficult enough to stimu¬ 
late him to further efforts. 

One step leads to another. You master 
your demonstrations, put personality and pep 
and lots of hours into them—and you find 
yourself a lieutenant. You give considerable 
thought fo the opportunities of your new 
position and incidentally get a line on the 
next, so that when you receive an assistant 
managership you are able to keep up your 
sales and hire men after your manager’s own 
heart. 

The varied duties and responsibilities of a 
branch managership don’t seem so hard after 
this apprenticeship. Your vision broadens, 
your ambitions increase. With so many du¬ 
ties well learned and good habits well estab¬ 
lished, you become increasingly efficient and 
reliable. Perhaps after that you earn a dis¬ 
trict managership or an important position 
elsewhere in the company. Somewhere you 
find your niche, the place you are best fitted 


for, the place to which you give the most and 
which you consequently get the most out of. 

You have always before you a goal and 
your progress toward it depends very largely 
on how you meet everyday problems where 
you are and everyday opportunities as the 
company spreads them before you. 

Today your biggest opportunity is in the 
training you are getting out of your work. 
If you are competent, you will learn by expe¬ 
rience and the company stands ready to co¬ 
operate with you in every conceivable way. 

Bulletins, letters, house organs, advertis¬ 
ing, correspondence courses and training 
schools, these are all a part of the company’s 
interest in you and constant effort to help 
you. 

“Service and Man-Building”—that is Mr. 
Fuller’s ideal and the company’s goal. 

Be wise—make the most of what is offered 
you—and you .may be sure no man in our 
company will be wasted. 

m m m 

<TVr> <TVt> oYT) 

hope 

By Harvey Jurmak, Cambridge , Mass. 

Bury the Past—with all that is dreary. 
Cover the Errors of yesterday o'er. 

Do not revive them, Sad Heart, thou art 
weary, 

Of days that are never to visit us more. 
Bury the Past, forget all the sorrows, 

Tears of regret and passionate pain. 

Here is the world with the thoughts of to¬ 
morrow, 

They are enough for this world's weary 
train. 

Come with new hope, faith, courage, endur¬ 
ance, 

And do all thy duty while this day shall 
last. 

God keepeth the record with His blest assur¬ 
ance, 

His infinite wisdom shall deal with the 
past. 

—The above poem , written by the sixteen-year-old 
brother oj Miss Jurman of the Home Office , won 
a five dollar prize in the u Daily Advertiser” 
Boston. 
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We wish to extend our deepest sym¬ 
pathy to Mr. and Mrs. John Gorman in 
the recent loss of their six-year-old son, 
Allan. Mr. Gorman is employed in the 
printing department. 
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Words 


By B. F. Hennacy, Jr. 


W HAT are known as the primal 
instincts, can be felt and expressed in 
action, the whole animal kingdom 
possessing this faculty in common with hu¬ 
manity. Articulate speech, however, is the 
greatest line of differentiation between man 
and beast, representing the principal key to 
advancement on the one hand, and the per¬ 
petual arrestment of anything approaching 
intellectual development on the other. 

Words are the medium of exchange of 
ideas, in the same way that money is a me¬ 
dium of exchange of commodities. A lack 
of money spells poverty, as a scanty vocabu¬ 
lary bespeaks an embryo mind. Many a mind 
endowed by nature with great latent possi¬ 
bilities, is lost to its owner, and the world, 
through want of a proper medium of expres¬ 
sion—through lack of an adequate familiarity 
with the mother tongue. 

An idea which you cannot clearly and 
forcefully express, is in reality not a well 
defined idea. Thoughts are formulated in the 
mind in terms of words, and whenever the 
mind endeavors to mold an idea which is of 
greater magnitude than its medium of ex¬ 
pression, the concept formed is, of necessity, 
vague and inadequate. 

A generous fund of words at your com¬ 
mand augments self confidence in conversa¬ 
tion and in writing. It eliminates misunder¬ 
standings through clearer diction. It facili¬ 
tates the expression of thought, thus saving 
time. It avoids the repetition of hackneyed 
words and phrases. It removes all doubt as 
to your meaning. The correct word in the 
correct place is pleasing to the ear. 

Men whose work calls for daliy repetitions 
of a sales talk are prone to fall into a habit 
of lifeless reiteration of their canvass, in pro¬ 
portion to the scantiness of their vocabulary. 
A greater range of language permits of 
enough variation in each succeeding canvass 
to sustain the salesman’s interest in his own 
discourse. It is the parrot-like word for word 
repetition that sickens. The mental effort 
involved in slightly changing each succeeding 
demonstration adds snap and life to it. Thus 
a presentation expressive of the salesman’s 
real personality is possible. 

Do as much worth while reading as your 
daily regime will permit. Purchase, borrow 
or steal a good unabridged dictionary. Form 
the habit of looking up and learning the spell¬ 
ing, pronunciation, and definition of every un¬ 


familiar word. This will go somewhat hard 
at first. If, however, the practice is adhered 
to until the habit is definitely formed, you 
will find your vocabulary increasing. There is 
a satisfaction in calling each newly learned 
word your own. 

Words are the medium of exchange of 
ideas. Do not suffer your thoughts to be 
misconstrued, through the enforced usage of 
an inadequate medium of expression. 

m m m 

MORE POWER TO THE FULLER 
MAN 


Last month we said something about the 
Fuller Man. Look at the advertisement in the 
center of this “Bristler.” What Fuller Man 
can fail to be proud of the way the company 
is advertising him! 

This advertisement is creating confidence 
in the Fuller Man. No one but the Fuller 
Brush Company has ever used color pages to 
secure a welcome for the company’s repre¬ 
sentatives. 

The customer reads the ad “It’s Brush 
Time” and she realizes that that is true, that 
September is the time to see that her stock 
of brushes is complete. She reads a sugges¬ 
tion about several of the household brushes 
in addition to which she sees how the Tan 
Mop goes under radiators and gathers in the 
dust. 

She wants to see these brushes demon¬ 
strated by the Fuller Man. Her interest is 
aroused and she is curious to know all that 
the Fuller Man can tell her about these 
brushes and how they will be of service to 
her. She is ready to welcome the Fuller Man. 

This advertisement is a great opportunity. 
It does not attempt to do any part of the 
salesman’s job, but to give him an opportun¬ 
ity for demonstrating and making a larger 
sale than he otherwise could. Make your 
demonstrations more to the point and show 
the customer that you have come to render 
a real service. Then you can cash in on the 
confidence created by this wonderful adver¬ 
tisement, the like of which has never been 
placed for any other sales organization. 

You remember the tremendous benefit from 
the “Welcome The Fuller Man” ad in Febru¬ 
ary. This advertisement will do even more 
for you if you use it and give a good strong 
selling demonstration. 
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EASTERN DIVISION PRIZE WINNERS 



1 . 

H. F. Bowes. 

5. 

Otto C. Turley. 

9. 

E. B. Jennings. 

13. 

J. J. Sullivan. 

2. 

J. E. Fitzpatrick. 

6. 

H. B. Higgins. 

10. 

G. Ziegler. 

14. 

W. R. Woodworth. 

3. 

William C. Coffman. 

7. 

0. J. Gibbons. 

11. 

C. E. Moody. 

15. 

W. S. Moffat. 

4. 

D. W. Powell. 

8. 

Guy C. Nelson. 

12 . 

EL L. Mueller. 

16. 

J. Haslup. 
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Results of June Contest 


Reports from the various divisions on the 
contests conducted during the month of June 
show very praiseworthy results. Each divi¬ 
sion conducted its contest in a very efficient 
manner and the prize winners are to be con¬ 
gratulated not only on their success but on 
their hard work and real co-operation with 
their district and division managers. 

* * * 

Eastern Division Prize Winners 

High District Manager—E. B. Jennings, 

Pittsburgh District 

Pittsburgh District 

Branch Managers 

1st—H. B. Higgins, N. S. Pittsburgh. 

2nd—H. F. Bowes, Johnstown. 

Assistant Managers and Lieutenants 

1st — W. P. Martin, N. S. Pittsburgh, lieu¬ 
tenant. 

2nd—P. C. Malvizzi, Wheeling, Assistant 
manager. 

3rd—C. E. Books, S. S. Pittsburgh, lieu¬ 
tenant. 

4th—V. J. Apel, N. S. Pittsburgh, lieuten¬ 
ant. 

5th—F. C. White, Johnstown, assistant 
manager. 

6th—S. J. Best, Wheeling, assistant mana¬ 
ger; C. T. Comstock, Erie, assistant manager. 

7th—E. E. Rogers, Altoona, lieutenant; A. 
M. Taylor, Wheeling, lieutenant; J. W. Aiken, 
Wheeling, lieutenant. 

8th—0. Lickert, S. S. Pittsburgh, lieuten¬ 
ant. 

9th—E. G. Arnold, S. S. Pittsburgh, assist¬ 
ant manager; I. W. Breneman, S. S. Pitts¬ 
burgh, lieutenant. 

10th—C. F. Lear, McKeesport, lieutenant. 

Cincinnati District 

W. S. Moffat, Cincinnati, Cincinnati District 
Manager—Second Prize to District 
Managers 
Branch Managers 

1st—David Powell, Dayton. 

2nd—0. J. Gibbons, Columbus. 

Assistant Managers and Lieutenants 

1st—W. C. Coffman, Columbus, lieutenant. 

2nd—H. G. Fifer, Dayton, assistant mana¬ 
ger. 

3rd—A. L. Stone, Huntington, assistant 
manager. 

4th—L. L. Sunkel, Columbus, assistant 


manager. 

- 5th—R. R. Cummings, Columbus, assistant 
manager. 

6th—S. M. Andrus, Dayton, assistant 
manager. 

7th—G. E. Thomas, Indianapolis, assistant 
manager; N. H. Littell, Covington, assistant 
manager; Ray Ritzier, Dayton, lieutenant. 

8th—C. H. Welland, Dayton, lieutenant. 

9th—J. Verhagen, Cincinnati, lieutenant; 
F. D. McGurk, Cincinnati, lieutenant. 

10th—B. Konerman, Cincinnati, assistant 
manager; H. E. Gardner, Columbus, lieuten¬ 
ant. 

Detroit District 

Branch Managers 

1st—Guy C. Nelson, Detroit W. S. 

2nd—O. C. Turley, South Bend. 

Assistant Managers and Lieutenants 

1st—George Cheal, Detroit N. S., lieuten¬ 
ant. 

2nd—H. A. Scott, Detroit W. S., lieuten¬ 
ant; Ralph Marvin, Lansing, lieutenant. 

3rd—J. Freisleben, Detroit W. S., lieuten¬ 
ant ; Raymond P. Lewis, Grand Rapids, 
assistant manager. 

4th—S. S. Cross, Detroit W. S., lieutenant; 
Edwin Wrate, Kalamazoo, assistant manager. 

5th—Johnstone Bates, Detroit N. S., 
assistant manager. 

6th—D. E. Payne, Detroit W. S., assistant 
manager. 

7th—D. P. Lewis, Grand Rapids, assistant 
manager; J. Purfield, Lansing, assistant 
manager; L. T. Roberts, Kalamazoo, lieuten¬ 
ant; C. 0. Ludlow, So. Bend, lieutenant. 

8th—H. A. Hughes, Saginaw, assistant 
manager. 

9th—R. R. Taylor, South Bend, assistant 
manager; W. L. Pierce, South Bend, assist¬ 
ant manager; J. A. Harrison, Fort Wayne, 
assistant manager. 

10th—J. B. Fox, Detroit E. S., assistant 
manager. 

Cleveland District 

Branch Managers 

1st—J. J. Sullivan, Cleveland E. S.; Gideon 
Ziegler, Cleveland W. S. 

2nd—J. E. Fitzpatrick, Akron. 

Assistant Managers and Lieutenants 

1st—R. R. Woodworth, Newark, Ohio, lieu¬ 
tenant. 

2nd—J. H. Newton, Akron, assistant mana¬ 
ger. 

(Continued on Page 21) 
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The Thoughts You Never Really Think 
are the Ones that Count 


By John Magee 


This article dealing with the reactions of the 
reader toward advertising will be of keen in¬ 
terest to every Fuller man. It shows how 
advertising works. It is written by Mr. John 
Magee, Vice-President of the Manternach Com¬ 
pany, our advertising agents. Mr. Magee is a 
man of many years* experience in successful 
merchandising and advertising and whatever 
he says carries weight. 


D ID you ever realize how much of your 
daily life is lived without real thought? 
How many men can tell what muscles 
they use when they lift a spoon to their 
mouths or perform some similar action? How 
many have even ever thought about it at all ? 
It is just one of those “unconscious automa- 
tic” things, and yet these “unconscious auto- 
matic” things are what make up the greater 
part of our daily life. 

I have been asked to discuss the reactions 
of the American housewife to advertising. 
I think it is like the proverbial camel at the 
zoo—there ain't no such animal. And the 
reason why advertising works is because she 
doesn't consciously react. 

Few women can tell you why they buy Old 
Dutch, Ivory, or Kellogg's. They just do, 
and they are going to keep on doing it as 
long as they live. Few of them can tell you 
what an Ivory ad looks like, or whether they 
have recently seen one, but they have uncon¬ 
sciously, and consequently they buy uncon¬ 
sciously. 

Fuller advertising is grinding away month 
after month with the idea of making the 
women know without thinking that Fuller 
is the big thing—the one real thing in the 
brush business. It takes time to get this 
sunk into the women below the border line of 
thought, but already we all have daily evi¬ 
dence that we have gone some way toward 
our goal. 

When you show a Fuller ad to a woman 
at her door, you tap the hidden part of her 
mind, which just knows things without think¬ 
ing them, and the reliability of your purpose, 
your goods, and your house are on just the 
same basis with her as Ivory, Old Dutch, and 
Kellogg's. 

The unconscious mind of men and women 
is a sort of sheep mind—it likes to do what 


other sheep minds do. “They are all doing 
it” counts with this hidden mind. So, with¬ 
out thinking, the woman knows that if Fuller 
can do such real, large advertising, it must 
pay; that to make it pay, Fuller must do 
business with everybody; and that if Fuller 
does business with everybody, Fuller is “good 
enough for me.” 

So remember, your use of the portfolio of 
advertising is the way you have to turn the 
unconscious thought of the housewife into 
real thought, and if you do that, you can 
get in and sell. 

Most people believe that advertising sells 
goods. Except in that peculiar form known 
as “mail order,” I don't believe advertising 
ever does any such thing. It will in time 
create conditions that make it possible for 
goods to be sold, but it will not do the job 
itself. It is what you do with advertising 
that counts, not what advertising does for you. 

SO SO 

POUGHKEEPSIE OUTING 

The annual Poughkeepsie outing was held 
this year at Hunn's Lake, the party leaving 
the local office in the morning and spending 
the entire day at the lake. Luncheon was 
served there, after which the single men beat 
the married men at baseball. Bathing and 
boating were enjoyed during the afternoon 
and a number of the party participated in a 
potato race. A. A. Whetstone, our Educa¬ 
tional Director, addressed the members of 
the sales force on salesmanship. 

Supper was served at the home of Mrs. 
George Dillinger and the meal was made 
merrier by songs and cheers. The evening 
entertainment consisted of songs, solo and 
quartet, and later the Fuller orchestra played 
for dancing. 

About sixty were present, out of town 
guests including A. A. Whetstone and family 
of Hartford, C. C. Dunning of Newark, N. J., 
E. A. Parlee of Hartford, Mr. and Mrs. D. 
Henry and daughter of Newburgh. 

Arrangements for the outing were under 
the direction of the Poughkeepsie sales force 
with H. Misner and A. E. Teetsel in charge, 
and everyone is to be congratulated upon the 
spirit with which they put it through in spite 
of bad weather. 
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This splendid advertisement showing the Fuller Man demonstrating the Tan Mop and other household brushes in the home, appears in the “ Ladies Home 
Journal ”, Saturday Evening Post ”, and “ Good Housekeeping” for September. Show this advertisement to your customers and you can make September “brush 

time” for yourself. 
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Results of June Contest 

(Continued from Page 16) 


3rd—H. E. Stoffregen, Akron, lieutenant. 

4th—T. E. McClure, W- Cleveland, lieuten¬ 
ant. 

5th—H. E. Conneway, Akron, assistant 
manager. 

6th—A. C. Athey, E. Cleveland, assistant 
manager. 

7th—F. G. Rice, Akron, lieutenant; W. J. 
Scott, W. Cleveland, lieutenant. 

8th—D. O. Shaffer, Akron, lieutenant. 

9th—C. S. Catlin, Youngstown, lieutenant. 

10th—L. J. Metzler, Youngstown, assist¬ 
ant manager. 

Philadelphia District 
Branch Managers 

1st—E. L. Mueller, Philadelphia W. S. 

2nd—C. E. Moody, Philadelphia E. S. 

Assistant Managers and Lieutenants 

1st—J. Haslup, Wilmington, Del., lieuten¬ 
ant. 

2nd—W. Edwards, Reading, assistant 
manager. 

3rd—F. McGee, Philadelphia E. S., assist¬ 
ant manager. 

4th—W. Barber, Philadelphia W. S., assist¬ 
ant manager. 

5th—G. Gayman, Harrisburg, assistant 
manager. 

6th—J. Freeman, Philadelphia E. S., assist¬ 
ant manager. 

7th—J. Hooper, Wilmington, Del., lieuten¬ 
ant. 

8th—C. Botham, Philadelphia E. S., lieu¬ 
tenant. 

9th—Milton Tees, Jr., Camden, N. J., 
assistant manager. 

No one qualified for the tenth place among 
Lieutenants and Assistant Managers in Phil¬ 
adelphia District. 

* * * 

Central Division Prize Winners 

High District Manager, Fred H. Morgan, 

Minneapolis District 

Minneapolis District 
Branch Manager 

1st—L. A. Curtis, Aberdeen, 30. 

2nd—M. D. West, Green Bay, 27. 

3rd—G. A. Morris, Minneapolis, 20; H. H. 
Hurwitz, Marinette, 20. 

Assistant Branch Managers 

1st—L. J. Didier, St. Paul, 7. 

2nd—A. M. Barr, Marinette, 6. 

3rd—L. N. Justen, Green Bay, 5; E. C. 


Sieglin, Fargo, 5; B. F. Rohlck, Green Bay, 
5. 

Lieutenants 
1st—Morris, 6. 

2nd—Gervais, 5. 

3rd—Nevitt, Green Bay, 4; Shoemaker, 
Marinette, 4. 

Total for district 131. 

St. Louis District 
Branch Managers 

1st—A. C. Walter, N. St. Louis, 19. 

2nd—W. F. Huber, Decatur, 15. 

3rd—C. L. Wilson, South St. Louis, 14. 

Assistant Branch Managers 
1st—E. F. Bjoro, Decatur, 7. 

2nd—C. M. Bishop, N. St. Louis, 7. 

3rd—G. D. Shanklin, W. St. Louis, 5. 
Lieutenants 

1st—0. F. Dahl, N. St. Louis, 5. 

2nd—H. E. Murphy, N. St. Louis, 3. 

3rd—B. Tebeau, N. St. Louis, 2. 

Total for District 95. 

Des Moines District 
Branch Managers 

1st—U. V. O’Connor, Des Moines, 30. 

2nd—P. B. Marshall, Davenport, 29. 

3rd—M. E. O’Donnell, Sioux City, 18. 

Assistant Branch Managers 
1st—H. R. Dunshee, Des Moines, 13. 

2nd—G. Wurst, Des Moines, 5. 

3rd—B. Wright, Omaha, 2; D. Quiner, 
Sioux City, 2. 

Lieutenants 

1st—Paulson, Davenport, 9. 

2nd—Kamback, Davenport, 7. 

3rd—Williams, Des Moines, 4. 

Total for the district 121. 

Chicago District 
Branch Managers 

1st—L. J. Dauderman, Milwaukee, 30. 

2nd—E. J. Stults, S. S. Chicago, 19. 

3rd—F. L. Senderhauf, N. S. Chicago, 14. 

Assistant Branch Managers 
1st—F. A. Rossow, N. W. Chicago, 8. 

2nd—H. P. Fleming, S. S. Chicago, 5. 

3rd—H. H. Pihl, Milwaukee, 5. 
Lieutenants 

1st—W. T. Penninger, Joliet, 5. 

2nd—C. F. Bomberg, N. S. Chicago, 4. 

3rd—W. J. Bush, Milwaukee, 3. 

Total for the district 95 men. 

Kansas City District 
Branch Managers 

1st—O. D. Moss, Oklahoma City, 25. 
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ATLANTIC DIVISION PRIZE WINNERS 



4. J. J. Hensle. 

5. W. T. Yahnig. 

6. A. L. Wheeler, 
Eugene H. Walton. 


1. A. R. Bellerose. 

2. George H. Warn, 

3. S. J. Wambolt. 

10 . 


7. H. A. Story. 

8. G. C. Gueth. 

9. Fred A. Holden, 
L. A. Chamberlain. 
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2nd—F. W. Gleissman, Wichita, 21. 

3rd—Phil Dixon, Tulsa, 20. 

Assistant Branch Managers 
1st—L. J. Harned, Wichita, 9. 

2nd—A. C. Doering, Tulsa, 8. 

3rd—E. W. Poore, St. Joseph, 7. 
Lieutenants 

1st—R. Crane, Oklahoma City, 9. 

2nd—Wm. Brown, St. Joseph, 3. 

3rd—C. C. Parsons, St. Joseph, 3. 

Total for district 121 men. 

* * * 

Atlantic Division Prize Winners 

District Managers 
1st—J. J. Hensle, Boston. 

2nd—A. R. Bellerose, Hartford. 

Boston District 

Branch Managers 

1st—H. A. Story, S. S. Boston, 510. 

2nd—G. H. Warn, N. S. Boston, 450. 

3rd—A. A. Louer, Rochester. 

Assistant Managers—Lieutenants 
1st—A. Wheeler, Lt., 150. 

2nd—H. Farnum, A. M., 120. 

3rd—E. Farwell, Lt., 90 
4th—S. Coggins, Lt. 

5th —C. Lawton, Lt. 

6th—L. Eaton, A. M. 

7th—L. Kraus, Lt. 

8th—D. Burnett, Lt. 

9th—A. Adriance, Lt. 

10th—L. Irwin, A. M. 

Hartford District 

Branch Managers 

1st—S. J. Wambolt, Waterbury, 400. 

2nd—W. T. Yahnig, Springfield, 360. 

Assistant Managers—Lieutenants 
1st—L. A. Chamberlain, A. M., 210. 

2nd—H. H. Hall, A. M„ 180. 

3rd—H. Chamberlain, Lt., 150. 

4th—J. Hughes, Lt., 130. 

5th—C. S. White, A. M„ 120. 

6th—A. Farrar, A. M., 120? 

7th—A. Loiselle, A. M., 110. 

8th—J. Bartlett, A. M., 110. 

9th—M. R. Hale, A. M., 110. 

10th—F. J. Bellerose, A. M., 110. 

New York District 

Branch Managers 

1st—F. C. Wolfe, Mt. Vernon, 300. 

2nd—E. S. Nostrand, Jamaica, 240; T. F. 
Nagle, N. S. Brooklyn, 240. 

Assistant Managers—Lieutenants 
1st—W. E. Hayes, 70. 

2nd—E. E. Heyde, 60. 


3rd—H. H. Cummings, 60. 

4th—A. L. Wholey, 60. 

5th—H. E. Hollien, 30. 

6th—L. VanPopering, 30. 

7th—Wm. Martin, 30. 

Rochester District 
Branch Managers 

1st—C. N. Budlong, Syracuse, 330; C. A. 
Holmes, Scranton, 330. 

Assistant Managers—Lieutenants 
1st—C. W. Atwater, 150; R. J. Horton, 150. 
2nd—L. J. Gilmartin. 

3rd—M. Fishbaugh. 

4th—L. R. Gruener. 

5th—C. E. Leas. 

6th—J. Hayes. 

7th—J. Sheeler. 

8th—C. A. Rounds. 

9th—W. J. Sultenfuss. 

10th—C. E. Fish. 

Newark District 
Branch Managers 
1st—G. C. Gueth, Hoboken, 420. 

2nd—F. A. Holden, Newark, 360. 

Assistant Managers—Lieutenants 
1st—D. F. Walton, 210. 

2nd—W. Shorter, 160. 

3rd—H. B. Garrison, 150. 

4th—R. M. Best, 130. 

5th—W. Fisher, 120. 

6th—G. Burroughs, 120. 

7th—W. VanNess, 90. 

8th—D. Henry, 80. 

9th—C. Stafford, 70. 

10th—G. Heinrich, 60. 

* * * 

Southern Division Prize Winners 
Savannah District 

Managers 

1st—R. M. Fairbanks, Charleston. 

2nd—J. T. Hamman. Atlanta. 

3rd—W. F. Kelley, Charlotte. 

Assistant Managers 
1st—R. B. Wilson, Jacksonville. 

2nd—W. F. Purse, Charlotte. 

3rd—R. B. Adams, Savannah. 

Birmingham District 

Manager 

1st—M. M. Meyer, Jackson. 

Assistant Managers 
1st—T. L. Bryson, Jackson. 

2nd—J. R. Furtell. 

As we go to press, the contest figures for 
Southern Division are incomplete. The re¬ 
maining information and photographs will be 
published in the August issue of “Fuller 
Life.” This issue will also include the results 
of the contest in Western and in Canada. 
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The Jackson branch broke its record for 
four consecutive weeks in June, with actual 
sales of $10,753 for the month. 15 men were 
above the $500 mark. Incidentally 24 new 
men were hired during this month. This rec¬ 
ord is particularly excellent in view of the 
fact that the Jackson field is all rural terri¬ 
tory. 

« « « 

H. D. Shuler of the Charlotte branch had 
the fine report of 50 hours and $412.05 in 
sales for the week ending June 23rd. 

« ft « 

The Richmond, Va., branch is proud of 
Representative W. B. Cate who recently made 
a record of $160.45 with six demonstrations 
and four sales. 

ft ft ft 

John H. Morgart, one of Hagerstown’s 
newest hustlers, made a record recently by 
selling a set amounting to $18.50, between 
11:30 P. M. and midnight. His day’s sales 
totaled $81.10. George Dixon, of the same 
branch, sold 35 Tan Dusters in one week in a 
small country town. Two good records— 
who will beat them? 

ft ft ft 

Several of the boys in the Madison, Wis¬ 
consin, branch are having success in gaining 
an admittance by having their personal cards 
printed with H. E. E. after their name. The 
housewife notices these initials and is curi¬ 
ous as to their meaning, and lets our man in. 
H. E. E. stands for Household Efficiency 
Expert. 

ft ft ft 

Actual sales for June show Eastern in the 
lead with sales of $263,551.00. This month’s 
work puts Eastern ahead in total sales for 
the first six months of the year, with 
$1,255,972.85 to her credit. Great work, 
Eastern! 


Atlantic landed in second place after all, 
the six months’ total being $1,216,679.10. 
June puts them third with sales of $211,- 
587.85. Perhaps they are planning to stage 
a come-back when vacations are over. How 
about it, Atlantic? 

ft ft ft 

Our real star in efficiency is Central who 
has been doing wonderful work recently. 
Standing second for June with sales of $251,- 
615.65, Central has the commendable total 
of $1,195,709.60 for the last six months. She 
also has to her credit the least number of 
unfilled blocks and the most men actually 
working. 

ft ft ft 

Southern takes the lead again over West¬ 
ern, with sales of $130,310.45, her rival hav¬ 
ing only $113,420.60. Canada remains at the 
foot with a total of $91,579.50. 

ft ft ft 

Des Moines is high district for June with 
sales of $64,339.70. 

ft ft ft 

Los Angeles, Inside Office, leads the 
branches for June with a total of $22,334.50. 

ft ft ft 

Our six months’ total of $5,325,746.45 is a 
44.2'/ increase over the corresponding period 
in 1921. 

03 nj D3 

uVd m a 

So much has been said on the subject of 
“business as a profession” that we were in¬ 
terested to read the following in a recent 
issue of “Hartford,” the Chamber of Com¬ 
merce magazine: 

“At a dinner recently in New York some 
of the great merchants united to praise the 
work of New York University in the educa¬ 
tion of its students in the art and practice of 
merchandising; and the opinion was ex¬ 
pressed that it is becoming a profession in the 
same sense as law, divinity and medicine.” 


Google 


Page Twenty-Four 



















Seed Thoughts 
for the Mental Garden 

By A. F. Sheldon 


Are You A Dreamer, Too? 


Specially Contributed to Kingston Fuller-Leader by C. H. 
Vogt, Sec.-Treas. Thermos InstalLtd. 


No. 3. Salesmanship 


There are two kinds of 
selling: 

1— Constructive or Cre¬ 
ative, 

2— Destructive. 
Constructive selling is 

the art of securing progres¬ 
sively profitable patronage. 

It is one thing to procure, 
quite another thing to se¬ 
cure. One thing to have, 
another to hold. One thing to get, another 
to keep. 

Destructive selling is the art of procuring 
patronage regardless of how it is obtained. 
Get the business honestly if you can, but get 
it. Get it by telling the truth if you can, but 
get it. Get it without a bribe if you can, but 
get it. 

All that is Destructive selling. It procures 
sometimes, but does not secure. It gets but 
does not keep. He who employs it has tem¬ 
porarily, but does not hold, patronage. 

Constructive selling is the only kind that 
pays. 

There is more in Business Building than in 
Business Getting. 

The house is known by the customers it 
keeps, not by those it gets. 

Constructive and Creative selling builds 
business. Destructive selling undermines a 
business and causes it gradually to disappear. 

Dishonesty disintegrates. A lie is a lia¬ 
bility. 

The Soul of Constructive Salesmanship is 
Service before, with, and after the sale. 



m m m 

<TUT> a#c cHFTj 

Mr. O. J. Gibbons of Columbus, Ohio, and 
Miss Doris M. Snyder of Zanesville, Ohio, 
were married on June 14. Mr. Gibbons is 
branch manager at Columbus, Ohio. 

« » » 

We wish to congratulate Mr. G. B. Edie, 
our Peterboro branch manager, upon his re¬ 
cent marriage and to welcome Mrs. Edie into 
the Fuller family. 


“It was one of those scorching hot summer 
days when no one seemed inclined to work,” 
says Sir T. E. Fuller, in his “Reminiscence 
of Cecil Rhodes.” I strolled into the Secre¬ 
tary’s office (in the government building in 
Cape Colony) simply for a chat. We talked 
lazily and conversation flagged. Suddenly 
pointing to the large map of Africa hung 
upon the office wall, he exclaimed: “Let us 
fetch Rhodes and get him upon the map.” 

Mr. Rhodes came into the room and he did 
get onto the map; the trouble was to get him 
away from it. He discoursed for a full hour 
upon the land, its people, and his own 
schemes. We soon forgot the heat under 
the spell of his enthusiasm. 

To extend the bounds of the British Em¬ 
pire north into the lands where formerly only 
savages and cannibals had dwelt, to link the 
whole vast continent with railroads and tele¬ 
graph lines; this was the empire dream of 
Cecil Rhodes 

Immersed in the realization of his dreams, 
he was totally deaf to any inconveniences and 
difficulties that might arise to obstruct his 
plans; so great was his concentration on 
those plans which would realize his dream. 
Right here was his key-note of success. He 
was so confident of the outcome or result of 
his plans that it never entered his mind to 
concern himself about difficulties. 

The biggest industry in the world is keep¬ 
ing the homes of the nation clean; cleanliness 
is next to Godliness, and the progress of the 
nations is based on health which is an essen¬ 
tial to progress. This is our job, this is our 
dream and the result depends entirely on 
how we plan. 

How shall we plan ? By studying the basic 
principles of this tremendous industry; by 
losing ourselves like Cecil Rhodes in the 
realization of our dream and in studying the 
best ways of accomplishing it. 

You have a dream of your own that you 
would make real. You may be working to a 
point where you will help another to make 
good. “Hitch your wagon to a star,” says 
Emerson. Thus will you, like Cecil Rhodes, 
be deaf to all difficulties that lie in the path 
of your dream. 

The office, by giving a quota, and by special 
campaigns, can help you in spurts, but only 
your own strong wants and desires can create 
a steady enthusiasm that will compel success. 


Godgr 
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MORE ABOUT THE BRANCH 
MANAGERS’ SCHOOL 


OUR LATEST RECRUITS 


By Gordon Maffry, Kansas City Branch 


The boys of the Fourth Branch Managers’ 
School learned a whole lot while in Hartford. 
Among other things they learned that A. G. 
Mason, Credit Manager, would look as long 
as two weeks for a cent. Like the rest of us, 
he is always looking for money. 

Several of the boys received some mighty 
pleasant surprises while they were attending 
school. Mr. Massey received notice of his pro¬ 
motion to Boston North Side office. Mr. 
Eaton and Mr. Morris were also notified of 
changes. 

Another thing we learned at school was 
that “Herb” was rather nervous in taking 
initiations. The official organization of the 
fourth school known as the “Bean Club” de¬ 
cided to take Herb into its fold the last day 
of school but somehow or other as he stood 
there blindfolded he was unable to give the 
five standard policies of the Fuller Brush 
Company, so it was necessary to make the 
rest of the work exceptionally strenuous. 

I think I express the opinions of all when 
I say that the fourth school gave us just what 
we have been looking for—a solid basis for 
our plans in the future. We will never forget 
the wonderful way in which Mr. Cotton and 
Mr. Kauffman took care of us and the way 
they put the school across. Their personal in¬ 
terest was one of the outstanding features 
and we feel that they have done even more 
than teach us—they have given us a vision 
and made life-long friends. 


Mr. and Mrs. A. J. Talmadge have an¬ 
nounced the arrival of a baby girl, Barbara 
Helen, on June 30. Mr. Talmadge is with the 
Kansas City distributing station. 

o o « 

Mr. and Mrs. Dotson of Fort Wayne, Ind., 
are receiving congratulations on the birth of 
a son. 

« « o 

Mr. and Mrs. E. F. Gilliom of the Fort 
Wayne office have announced the arrival of a 
little daughter. We extend our best wishes 
to the little lady and her happy parents. 

O 0 ft 

Mr. and Mrs. Arthur L. Wholey of Brook¬ 
lyn announce the arrival of a baby boy on 
July 1. Mr. Wholey is assistant manager 
under the Brooklyn (NS) office^ 

o o O 

Mr. and Mrs. T. S. Dutton of the Dallas dis¬ 
trict have announced the arrival of a baby 
girl. We extend our congratulations to the 
proud parents. 

« « « 

The Home Office was busy congratulating 
Mr. Kauffman Saturday, July 15, on the ar¬ 
rival of a 6>4 pound baby boy. Elmer Kauff¬ 
man, Jr., has the best wishes of the entire 
Fuller organization and we are glad to wel¬ 
come him into the Fuller family. 
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Mr. E. C. Stoddard, 
Utica Manager, be¬ 
lieves in advertising. 
This sign, over a drug 
store on the busiest 
corner, has brought 
him a lot of business 
in the last year. 

The scene is changed 
from time to time, but 
this one representing 
a farm and stream of 
water has been a great 
attraction. 
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A LONG FAREWELL 


Little bank roll, ere we part, 

Let me hug you to my heart; 

All the year I’ve clung to you,— 

I’ve been faithful, you’ve been true! 
Little bank roll, in a day 
You and I will start away 
To a gay vacation spot,— 

I’ll come back but you will not. 

—Milk Bottle. 

0 0 0 

At the Direct Mail Advertising convention, 
the story was told of an advertising sales¬ 
man who, upon arriving at an Akron hotel, 
was met by the porter who wanted to know 
how many trunks he carried. 

“I use no trunks,” the salesman replied. 

“Oh, I thought you wuz one of these trav¬ 
eling salesmen,” said the porter. 

“I am, but I would like you to know that 
I sell brains.” 

“Well, you are the furst travelin’ fella I 
seen this season who ain’t carryin’ no 
samples.” 

— Printers’ Ink. 

0 0 0 

“Flivver dem dice, niggah.” 

“Whatcha all mean, flivver dem dice?” 

“Ah means, shake, rattle and roll, boy, 
shake, rattle and roll.” 

—The Hatchet. 

0 0 0 

For the first time for three weeks Mrs. 
Hardup happened to be in when the landlord 
knocked at the door. 

Looking through the window, she ex¬ 
claimed to her little son Willie: 

“Tell him I’m out!” 

But the caller, seeing her feet as the door 
was opened, said: “Oh, all right, my lad, but 
next time she goes out tell her to take her 
feet with her!” 


Old Ebenezer was whitewashing his barn 
one morning with a brush that contained very 
few bristles. The squire happened to pass, 
and said: 

“Why don’t you get a brush with more 
bristles in it, Ebenezer?” 

“What for, squire?” asked the old man. 

“What for?” shouted the squire. “Why 
man, if you had a brush with more bristles in 
it you could do twice as much work.” 

“Mebbe so, squire, mebbe so,” said the old 
chap placidly. “Only, ye see, I ain’t got twice 
as much work to do.” 

o o « 

As it was:—If you have ambition, go West, 
young man, go West.—By Horace Greeley. 

As it is:—If you lack ambition, take Yeast, 
young man, take Yeast.—By Fleishman. 

— Exchange. 

0 0 0 

“A” Operator—“Has Marjorie any educa¬ 
tion along musical lines?” 

“B” Operator—“I should say so! Name any 
record and she can tell you what’s on the 
other side.” 

o o © 

MY AUTO—’TIS OF THEE 


“My auto, ’tis of thee, 

Short road to poverty— 

Of thee I chant. 

I blew a pile of dough 
On you three years ago, 

Now you refuse to go— 

Or won’t, or can’t.” 

— O’Brien Mirror. 

0 0 0 

Grandma—“People don't seem to marry as 
young as they did when I was a girl." 

Grandflapper—No, old dear, but they do it 
oftener.” 

— Exchange. 
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Bonus Winners for Second Quarter 


I $270 Bonus, $2700-$3000 Sales 

i. Ve-'f v-v ' ‘ 

TF your name appears in this 
* bonus class each quarter, your 
minimum annual eamin&s will be 
| $5,400.00 

plus your yearly bonus 


George Burroughs, N. Y.$2,810.80 

William S. Crown, Ont. 2,736.10 

Charles Friend, Ore. 2,709.30 


Mrs. Gene Glendenning, Wash. 2,719.15 


$240 Bonus, $2400-$2700 Sales 

T F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$4,800.00 
plus your yearly bonus 


Eugene Allen, Calif.$2,421.80 

Claude D. Bigelow, Colo. 2,404.30 

Franklin T. Keys, Pa. 2,406.65 

L. A. Larson, Ill. 2,400.55 

Charles Lowe, Calif. 2,409.75 

A. O. Willenhauer, Ont. 2,407.00 

Henry H. Pihl, Wise. 2,410.85 


$210 Bonus, $2150-$2400 Sales 

TF your name appears in this 
* bonus class each quarter, your 
minimum annual eamin&s will be 
$4,280 .00 
plus your yearly bonus 


Wm. W. Abbott, Neb. $2,256.60 

Leon W. Anderson, Texas. 2,210.60 

Garland B. Amect, Ore. 2,156.20 

Fred D. Campbell, Mon. 2,263.50 

Fred H. Eason, Calif. 2,161.75 

Clare Fishbum, Calif. 2,155.95 

Jos. N. Freisebeu, Mich. 2,180.55 

Leonard Jos. Gilmartin, Pa. 2,162.20 

Edgar George Harper, Calif. 2,295.25 

A. E. Hayes, N. Y. 2,165.80 

Arthur C. Honnsell, Ont. 2,157.00 

Otto E. Kaselack, Calif. 2,241.40 

Edward C. Lloyd, Del. 2,189.52 

Wm. P. Martin, Pa. 2,154.20 

Raymond Misbach, la. 2,202.99 

Evald H. Nelson, Mont. 2,174.80 

John Peterson, Mont. 1,180.35 

O. T. Piper, Ill. 2,183.85 

W. A. Trescott, D. C. 2,158.54 

Charles Wakey, la. 2,173.25 

Henry J. Wilson, Que. 2,395.40 


$185 Bonus, $1900-$2150 Sales 

TF your name appears in this 
bonus class each quarter, your 
minimum annual earnings will be 
$3,780.00 
plus your yearly bonus 


E. R. Anderson, Wise. 1,940.35 

Maurice G. Beers, Vt. 2,047.85 

Clyde Books, Pa. 1,901.50 

Ira W. Buneman, Pa. 1,956.10 

Dorr T. Burnett, R. 1. 1,928.10 

Abram C. Doering, Mo. 2,023.75 

Leon T. Ellis, Conn. 1,910.20 

H. P. Fleming, HI. 1,921.85 

Gerhard A. Forthun, N. D. 1,915.30 

Stoy S. Fredericks, Mo. 1,908.85 

Robert Graham, N. S. 1,933.73 

Samuel Griffin, Conn. 1,916.80 

Merrill R. Hale, N. Y. 2,016.15 

J. W. Haslup, Del. 1,89830 

Herbert C. Haverly, Calif. 1,964.68 

Wm. H. Hoagland, N. J. 1,909.90 

Leslie Hughes, Ont. 1,921.25 

Sidney Kaselack, Calif. 1,911.90 

Wm. T. Marke, Calif. 1,989.15 

Arch H. McKallik, Pa. 1,904.10 

M. E. Misner, N. Y. 1,911 97 

Wm. Newman, Calif. 1,905.55 

Wm. F. Ong, Jr., Calif. 1,911.20 

F. C. Parks, Ont. 1,900.95 

Dugald L. Quiner, la. 1,910.00 

Guy P. Randolph, Calif. 1,979.50 

Laurence J. Roux, Ind. 1,910.95 

Rudv Sapinski, Ill. 2,074.74 

W. S. Shorter, N. Y. 1,909.00 

Charles J. Stafford, N. J. 1,909.10 

Perry M. Stout, Calif. 1,903.30 

Lewis L. Sunkel, Ohio. 1,906.00 

Edgar Tinger, Okla. 1,960.80 

Henry John Vincent, Ind. 1,928.80 

John F. Weiner, Wise. 1,940.30 

Harry O. White, Mich. 1,943.75 

Chester G. Wiley, Conn. 1,915.73 

Bernard Wright, Neb. 2,015.85 


$160 Bonus, $1650-$1900 Sales 

F your name appears in this 
bonus class each quarter, your 
minimum annual earnings will be 

$3,280.00 

plus your yearly bonus 


John W. Aiken, W. Va.$1,864.12 

C. A. Albercht, N. Y. 1,666.40 

Earl G. Arnold, Pa. 1,717.30 

Harry H. Barnes, Del. 1,693 30 

J. O. Bartlett, Conn. 1,680.55 

Boone M. Basham, Kv. 1,666.45 

George A. Beausoliel, R. 1. 1,657.60 

Charles W. Black, Pa. 1,659.40 


Carl L. Bloxham, Pa. 1,653.25 

A. L. Briggs, Wash. 1,712.25 

S. A. Bruch, Ont. 1,753.50 

Jack Burns, Calif. 1,655.95 

Richard Byer, Okla. 1,668.80 

Kenneth Carpenter, Nebr. 1,656.65 

Louis A. Chamberlain, Conn. 1,672.45 

George L. Cheal, Mich. 1,658.64 

Robert J. Cherry, Ore. r . 1,655.90 

Wm. A. Cooper, N. J. 1,746.02 

Russell H. Crane, Okla. 1,677.05 

Foster Clinton, la. 1,661.35 

George A. Cresswell, N. J. 1,816.34 

F. H DeMars, Mass. 1,663.65 

Jacob A. Dunbar, la. 1,851.20 

Luellen C. Dunn, W. Va. 1,655.00 

Eugene M. Eaton, Colo. 1,929.25 

Charles L. Elliott, Ohio. 1,654.45 

W. W. Evans, Ont. . 1,716.15 

Earl L. Farwell, Mass. 1,669.10 

Edward R. Focht, N. J. 1,654.60 

Byron Fostes, Wash. 1,666.45 

Frank A. Fuchs, Calif. 1,654.05 

O. S. Geldart. N. B. 1,702.60 

Edward E. Gilbert, Wash. 1,651.65 

Ralph H. Goudey, Calif. 1,708.80 

John B. Hardesty, Ill. 1,844.60 

Wibon E. Harkins, Md. 1,654.80 

Donald N. Henry, N. Y. 1,661.CO 

Fred C. Hoberg, Mich. 1,662.00 

Emma Hohn, la. 1,651.30 

Clinton S. Homey, Ind. 1,660.10 

Alvin C. Houmard, Calif. 1,655.90 

Charles P. Jaffke,. Wise. 1,654.05 

Christian M. Johnston, Sask. 1,783.70 

Lawerence W. Josteu, Wise.1,664.00 

Howard L. Kendig, Colo. 1,689.70 

James M. Kidwell, Ill. 1,820.15 

Wm. F. Krause, Calif. 1,662.60 

Everett Krum, N. Y. 1,706.89 

G. E. Labouteley, Mass. 1,710.13 

Raymond H. Lehman. Pa. 1,666.65 

Raymond P. Lewis, Mich. 1,667.35 

Oscar Lickert, Pa. 1,656.15 
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William W. Lutz, Pa. 1,651.90 

Wm. Marker, Ill. 1,653.85 

Preston Meibaum, N. Y. 1,710.19 

R. L. Morrill, Mass. 1,799.38 

H. J. Muller, Texas . 1,657.05 

Joseph L. Neiley, D. C. 1,659.00 

Wm. H. Nevitt, Wise. 1,662.85 

Gus Neuman, Calif. 1,651.70 

John H. Newton, Wise. 1,652.35 

James R. Norris, Calif. 1,690.45 

Albert Pearl, Calif. 1,724.50 

Edwin B. Peck, Okla. 1,651.85 

Reubin W. Pettijohn, la. 1,802.85 

Frank B. Power, N. D. 1,682.45 

Frank E. Purse, N. C. 1,741.00 

Henry Phillip Richter. 1,670.35 

Albert F. Regensburger, N. Y. 1,663.50 

Bernard F. Rohlick, Wise. 1,766.30 

Nellis F. Rood, Conn. 1,889.20 

Glenn W. Rueckert, Ill. 1,664.80 

Victor Sands, Calif. 1,658.65 

Charles L. Suley, Mich. 1,783.25 

Delbert O. Shaffer, Ohio. 1,661.10 

Glenn Shumaker, Mont. 1,674.00 

Clarence C. Smith, D. C. 1,661.35 

Paul K. Stehman, Pa. 1,657.80 

W. D. Stinson, Mont. 1,671.40 

J. Mart Templeton, W. Va. 1,663.37 

Thomas F. Trask, N. Y. 1,651.85 

Harvey C. Troyer, Neb. 1,796.75 

Walter Van Dam, Mich. 1,726.09 

Louis Van Peppering . 1,872.04 

Joseph F. Verhagen, Ohio. 1,751.55 

Francis B. Vinning, Mo. 1,655.55 

Carl Waldyer, Calif. 1,652.65 

Erire L. Watts, Mich. 1,835.35 

Walter D. Weber, Neb. 1,726.30 

Amos B. Whalen, Ohio. 1,054.55 

Adrean L. Wheller, Mass. 1,707.47 

Clarence W. Wiley, Conn. 1,664.90 

Lurton B. Wood, Ill. 1,657.45 

J. J. Young, Calif. 1,657.15 


$140 Bonus, $1450-$1650 Sales 

F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$2,880.00 
plus your yearly bonus 


W. J. B. Adams, Ga.$1,452.35 

Walter Allam, Mich. 1,455.75 

A1 Amos, Mo. 1,455.10 

Stanley M. Andrus, Ohio. 1,524.74 

Virden J. Apel, Pa. 1,450.80 

W. H. Armstrong, N. S. 1,572.55 

Ed. Ayrheart, Ont. 1,480.75 

Wm. B. Baker, Mo. 1,446.45 

Clyde A. Balliet, Pa. 1,466.40 

W. H. Barber, Pa. 1,470.97 

Wm. Barlow, Alta. 1,457.25 

Francis R. Bell, N. B. 1,460.35 

Russell M. Best, N. J. 1,603.70 

Alton F. Blake, Mass. 1,452.17 

Floyd R. Bourlier, Nebr. 1,467.10 

Harry Brewer, Ill. 1,479.45 

T. L. Bryson, Miss. 1,526.15 

Lucius R. Bert, N. Y. 1,536.29 

Clayton C. Callaway, Del. 1,456.04 

Edwin L. Carter, W. Va. 1,455.45 


Harry Casey, Md. 1,446.05 

Louoie B. Cavin, Texas. 1,454.45 

Howard C. Chamberlain, Conn. 1,508.75 

Clair E. Cheney, la. 1,472.50 

Clocksin, -, N. D. 1,453.25 

Horace H. Cumming, N. Y. 1,461.80 

Todrick J. Davis, N. S. 1,567.65 

Cyrus L. Dilton, Ill. 1,507.05 

Earl C. Douthit, Neb. 1,571.95 

Barker, A. Duncan, Mo. 1,493.95 

Earl Dykeman, Ill. 1,455.25 

Wm. H. Edwards, Pa. 1,460.75 

Francis H. Effley, N. Y. 1,500.87 

Joseph E. Elliott, Ind. 1,565.60 

Edward N. Evenson, Ill. 1,463.10 

Curtis D. Fairfield, la. 1,449.90 

Arthur G. Fuch, Alberta. 1,458.30 

Charles E. Fish, N. Y. 1,445.10 

Wm. M. Fishbaugh, N. Y. 1,465.60 

Paul F. Flaig, Ohio. 1,456.75 

Houston C. Fredlock, Ohio.... 1,498.10 

Alfred Gallant, Mass. 1,473.70 

Allen C. Garcelon, Mo. 1,462.65 

W. H. Geisey, D. C. 1,462.20 

Jess C. Gill, Calif. 1,527.10 

W. H. Goodrich, Wash. 1,455.25 

Richard C. Geer, R. 1. 1,462.45 

Lawrence R. Gruener, Pa. 1,636.75 

Wm. A. Grunsley, Tenn. 1,491.09 

Edward M. Gump, W. Va. 1,499.00 

D. A. Gordon, D. C. 1,496.30 

Harold P. Hale, N. Y. 1,451.10 

H. H. Hall, Vt. 1,484.23 

Kenneth E. Hamilton, Ohio ... 1,472.15 
George W. Heatherly, N. Y... 1,584.80 

Henry A. Hempe, Wise. 1,491.90 

A. A. Hennacy, Ga. 1,510.20 

Arlington Hetherington, Colo. 1,564.80 

George E. Hicks, Al.a . 1,525.35 

Elmer A. Hilker, N. C. 1,507.55 

Wm. H. Hooper, Del. 1,568.85 

H. J. Hughes, Ohio. 1,466.67 

Christian S. Isley, N. C. 1,462.37 

Ernest W. Jobe, N. Y. 1,461.95 

Harry F. Jacobs, Wise. 1,481.34 

Winfred T. Jourdan, B. C.1,466.35 

Michael Kakos, Ill. 1,468.50 

Otto Koellien, Calif. 1,485.05 

Herman E. Kreps, Ill. 1,501.80 

Fred C. Lamar, Utah. 1,455.05 

Walter F. Layborne, Kans. 1,482.80 

R. S. Lindsay, Ont. 1,457.95 

Nelson H. Littell, Ohio. 1,454.75 

Percy St J. Locke, S. C. 1,604.89 

Wm. G. Locke, S. C. 1,474.65 

Herbert J. Lowe, Pa. 1,535.94 

Edward P. Lutz, Pa. 1,459.60 

Roy D. Magell, Col. 1,473.05 

George Maingot, Ohio. 1,454.20 

Edward J. Malone, Pa. 1,501.40 

Edward V. Mattson, Neb. 1,452.25 

Thomas C. McDougall, N. S... 1,480.90 

Danaiel McGuire, Mich. 1,463.00 

Wm. H. McKelvey, la. 1,455.80 

Glenn B. McMillan, la. 1,508.90 

Wm. E. Miller, Ill. 1,455.65 

Constantine G| Mitchell, Ohio 1,454.30 

Harry E. Mohme, la. 1,557.55 

Otto R. Moore, Mich. 1,485.60 

Aldice F. Newman, N. Y. 1,455.49 

Charles H. Ninegar, Colo. 1,526.45 

M. J. O’Rielly, Ont. 1,474.20 

C. E. Pepperman, Pa. 1,456.25 

LeRoy T. Phillips, la. 1,549.90 

Alanson Polley, la. 1,456.65 


W. D. Pomfrey, Sask. 1,485.05 

Theron O. Potter, Ill. 1,454.40 

Wm. B. Price, Ont. 1,542.30 

Harold C. Reed, Pa. 1,471.25 

Frank G. Rice, Ohio. 1,456.00 

Ray Ritzier, Ohio. 1,500.00 

Ed Rodenberg, Mo. 1,456.80 

Wm. Roggman, Mich. 1,473.20 

Lewis E. Rowland, N. Y.1,484.65 

Guy Salisbury, Ky. 1,449.30 

Simon W. Sanders, N. C. 1,449.10 

F. L. Senderhauff, Ill. 1,497.90 

Wm. C. Seybold, Ohio. 1,454.20 

John J. Shoemacher, Wise. 1,471.10 

Edward L. Smith, N. Y„. 1,639.60 

Eubert Steenbergen, W. Va. 1,454.34 

Ervin V. Stevens, la. 1,455.50 

Henry E. Stoffregen, Ohio. 1,476.90 

E. J. Stultz, Ill. 1,503.64 

Arthur M. Taylor, W. Va. 1,539.55 

George W. Taylor, Va. 1,621.39 

George E. Thomas, Ind. 1,524.60 

Edwin F. Tuholski, Mo. 1,552.87 

Eugene W. Turner, Va. 1,457.30 

Walter B. VanNess, N. J. 1,458.70 

E. W. Walton, N. J. 1,458.55 

Ellis L. Weft, Pa. 1,558.45 

Charles H. Welland, Ohio. 1,490.35 

W. G. Whidden, Wash. 1,473.50 

Blon H. White, Ohio. 1,461.05 

A. L. Wholey, N. Y. 1,450 00 

R. C. Wilber, N. Y. 1,454.90 

Augustus V. Willis, S. C. 1,574.85 

H. S. Wurans, Ill. 1,454.80 

Wm. Woeller, Calif. 1,481.05 

Walter R. Woodworth, Ohio . . 1,443.50 

Myron C. Yaeger, Colo. 1,485.75 

John E. Yngve, Minn. .. 1,459.60 

Wm. L. Young, Ont. 1,600.85 


$122 Bonus, $1250-$1450 Sales 

JF your name appears in this 
bonus class each quarter, your 
minimum annual earnin&s will be 

$2,488.00 
plus your yearly bonus 


Albert R. Acomb, Wash.$1,254.75 

Richard B. Adams, Ga. 1,433.60 

Louis E. Allen, Mass. 1302.55 

Charles L. Allison, Mo. 1,255.55 

Einer Amundson, Wise. 1,283.10 

Ed. Anderson, Nebr. 1326.95 

Henry T. Anderson, Mich. 1,252.75 

Wm. H. Ashdown, Mich. 1,301.19 

Abner Bailey, Mich. 1,318.10 

Louis A. Barber, Pa. 1,243.85 

William S. Barnes, Mass. 1,326.10 

Wilmer Barnes, Ind. 1,273.75 

Benj. F. Barnum, Pa.’ 1,443.17 

George C. Beaumont, Calif. 1,251.40 

Paul W. Belding, Va. 1,293.50 

Arthur C. Belew, Ind. 1,261.35 

Clarence Bertsch, Ohio. 1,266.00 

Edwin Bjoro, Ill. 1,258.55 

Robert S. Black, Ohio. 1,276.00 

Rudolph W. Boetingheimer, 

Jr., N. Y. 1,254.35 

Herman A. Bomfleth, Wise. 1,260.65 

Wm. G. Bonehard, Calif. 1,249.20 




































































































































































































Nathan C. Bowers, Wise. 1,259.95 

Edward S. Boyd, Mich. 1,276.55 

Theodore H. Bratz, N. Y. 1,271.25 

Orlando D. Brown, Ohio. 1,253.35 

Dave Buggie, Ohio. 1,267.00 

John J. Burg, Mont. 1,256.10 

Mark O. Burns, Conn. 1,258.00 

Stanley L. Bums, N. Y. 1,272.25 

Huber H. Butler, Mass. 1,265.05 

Edward S. Bush, Va. 1,253.55 

W. M. Carey, Del. 1,419.39 

Gilbert E. Carpenter, Nebr. 1,262.70 

O. H. Carson, N. J. 1,270.95 

Joseph G. Certa, Ill. 1,262.05 

Arthur R. Chittock, Ohio. 1,291.30 

Alex Clausen, Jr., Ill. 1,261.20 

Sherwood G. Coggins, Mass... 1,291.20 

Leo W. Conroy, Pa. 1,277.95 

Sapp Wm. Cook, Del. 1,295.95 

Clarence W. Cook, N. Y. 1,254.99 

Joseph E. Cooper, Pa. 1,424.62 

John M. Corder, B. C. 1,447.00 

Stewart A. Christian, Mich. 1,253.10 

J. Murray Crowder, Mo. 1,257.75 

Ralph R. Cummings, Ohio. 1,280.80 

Eugene Cunningham, Texas.... 1,293.20 
Robert C. Cunningham, Tenn. 1,346.30 

E. Dobbs Frank, Tenn. 1,252.60 

Richard Damkoehler, N. J. 1,258.80 

John A. Darden, Va. 1,284.47 

Fred W. Dasen, Pa. 1,285.80 

R. F. Davey, Ohio. 1,257.00 

George A. Davis, Wash. 1,250.05 

Howard DeHart, N. J. 1,257.60 

Floyd J. DeHaven, Pa. 1,266.30 

Robert H. Dixon, Mo. 1,255.15 

Earl K. Dobbins, Pa. 1,266.25 

Frederick W. Dodge, N. J. 1,251.45 

Fred Doerffer, Ont. 1,253.80 

Roy E. Dorsett, Pa. 1,263.30 

John P. Downey, Wise. 1,257.35 

R. Rex Dunshce, la. 1,258.00 

Robert A. Easterday, Pa. 1,269.35 

Youree A. Edward, Ala. 1,338.32 

E. K. Ekstrum, N. C. 1,297.49 

Samuel J. Erwin, Pa. 1,261.65 

Lee E. Ethington, Nebr. 1,372.00 

Claude Ewing, Mo. 1,251.70 

George W. Farr, Calif. 1,255.05 

Donald A. Fenweck, Calif. 1,408.90 

Claude E. Fike, S. C. 1,351.75 

George R. Finch, Mo. 1,317.25 

Wm. T. Foley, Neb. 1,288.12 

John B. Fox, Mich. 1,314.95 

John B. Freeman, Pa. 1,262.50 

Thomas M. French, Neb. 1,408.30 

Earl Howard Fuller, Ohio. 1,267.95 

Curil F. Garrett, Ohio. 1,257.55 

Emile J. Geroais, S. Dak. 1,278.05 

Wolbert Gillis, Ohio. 1,271.45 

John D. Godfrey, Ga. 1,350.85 

Leslie D. Goodrich, Calif. 1,262.00 

Harry E. Graudon, Ohio. 1,251.50 

Leron J. Grantham, Ark. 1,276.10 

H. C. Green, N. H. 1,369.95 

John A. Greiner, Ohio. 1,253.74 

Earle E. Groombridge, Colo. 1,255.10 

Fred Grosse, Conn. 1,371.45 

John P. Gudger, Tenn. 1,253.85 

Thoral C. Gulokscen, Wise. 1,307.45 

Wm. P. Habig, Ind. 1,255.05 

Sheldon Haines, Pa. 1,372.35 

James H. Hall, Ohio. 1,253.55 

James G. Hammon, Ohio. 1,314.80 


Herbert W. Hammond, S. C. 1,282.30 

Charles E. Hansen, Neb. 1,311.70 

Martin W. Harner, Ind. 1,253.80 

Carroll S. Hartman, Mich. 1,253.55 

E. E. Hawke, Pa. 1,252.55 

Jay W. Hayes, N. Y. 1,356.00 

Vernon Haynes, Colo. 1,257.30 

Warren Hazeltine, Kans. 1,251.55 

W. H. Heidloff, Ohio. 1,300.35 

Jos. S. Hefferman, Ill. 1,371.25 

Harold W. Herdon, Okla. 1,376.95 

George A. Hildreth, Mich. 1,276.85 

Walter George Hokanson, Pa... 1,249.95 

Henry E. Hollien, N. Y. 1,258.65 

Noble E. Honeywell, Ohio. 1,262.60 

Milton Lloyd Hord, Ohio. 1,267.65 

Ira B. Horn, Wash. 1,254.95 

R. J. Horton, N. Y. 1,257.15 

E. E. Hotchkiss, Conn. 1,265.50 

James C. Hughes, Conn. 1,260.60 

Robert R. Hunter, Ohio. 1,288.59 

Harry H. Hurwitz, Wise. 1,258.50 

Anthony T. Imhof, Ill. 1,359.25 

J. H. Irion, Calif. 1,252.10 

Geo. M. Irving, Calif. 1,266.95 

Albert J. Irwin, N. Y. 1,262.29 

F. Roydon Jackman, N. Y. 1,284.25 

E. Frand Jansen, la. 1,252.30 

LeRoy M. Jewett, Ill. 1,328.14 

M. W. Jones, Ill. 1,256.85 

Sidney D. Jones, Miss. 1,258.39 

Roy Keene, la. 1,257.10 

Otis M. Keener, Texas. 1,267.00 

J. Fred Kennery, Ill. 1,253.10 

Charles K. Keopke, Ont. 1,252.80 

Clarence T. Keyser, Ind. 1,277.95 

Claude T. Keyser, Ind. 1,257.75 

Robert E. Kinsey, Ky. 1,259.05 

Louis J. Knight, R. 1. 1,253.95 

George J. Keehler, Neb. 1,250.10 

Bernard Konerman, Ohio. 1,257.85 

John C. Laemondra, Mich. 1,250.00 

John A. Leaf, la. 1,408.75 

E. L. Lemay, Conn. 1,282.72 

Charles G. Lundquist, R. 1. 1,257.05 

Wm. Leslie, Ont. 1,262.60 

Bruce L. LeSuer, Pa. 1,261.60 

Raymond P. Lewis, Mich. 1,364.35 

Emerson E. Lewis, Ohio. 1,256.10 

Worth Lit tell, Ohio. 1,297.00 

Chris Luhus, Wise. 1,288.00 

James C. Malcolm, Tenn. 1,260.30 

Joseph A. Malone, Colo. 1,320.05 

Lee Markham, Minn. 1,311.65 

Frank C. Martin, N. Y. 1,280.03 

David P. Mason, Pa. 1,271.30 

Francis A. Massey, Mass. 1,254.75 

Ralph B, Marvin, Mich. 1,256.30 

Jerrie T. McArthur, N. C. 1,334.55 

James R. McDerrmott, La. 1,309.60 

W : m. J. McDonald, Ont. 1,284.45 

Fred H. McGee, Pa. 1,255.19 

Albert A. McMahon, la. 1,255.00 

Clifford A. McMinn, Minn. 1,259.45 

Andrew G. Meister, Colo. 1,424.60 

Jos. E. Miller. Kv. 1,282.55 

F. S. Miller, Ohio. 1,352.00 

Fred E. Miller, Utah. 1,317.50 

Arnold P. Mitchell, Okla. 1,389.20 

Harry C. Morgan, Ga. 1,289.30 

Max L. Morton, Mich. 1,263.60 

Maurice Moss, B. C. 1,267.50 

Boyd V. Neal, Neb. 1,253.25 

Fred J. Nedier, la. 1,284.75 


Edwin W. Neff, Ohio. 1,426.32 

Edward W. Nelson, Ill. 1,251.65 

George B. Oeinik, N. Y. 1,272.60 

Marshall G. O’Dell, Calif. 1,251.50 

Charles C. O’Dell, N. C. 1,438.45 

M. E. O’Donnell, Jr., Ia. 1,254.00 

Joseph J. O’Donnell, Mass. 1,378.60 

Guy E. Offord, Ia. 1,256.05 

Clayton A. Park, Ia. 1,263.90 

Wallace A. Pepperman, N. Y.... 1,259.60 

Keith J. Peterson, Minn. 1,250.80 

Oliver M. Pleasants, Mo. 1,255.70 

Thomas H. Price, N. Y. 1,252.85 

James H. Purfield, Mich. 1,262.10 

Collins T. Putnam, Mass. 1,256.60 

John A. Quick, N. Y. 1,255.35 

Paul Radis, Pa. 1,293.90 

Clyde F. Randolph, Calif. 1,287.25 

E. B. Ridgley, Calif. 1,283.55 

Richard Reeve, Calif. 1,335.40 

John T. Rhodes, R. 1. 1,251.65 

Lyle T. Roberts, Mich. 1,287.35 

Alfred Rockfeller, N. Y. 1,266.50 

Chester A. Rounds, N. Y. 1,249.05 

John B. Rountree, Okla. 1,261.15 

Wm. D. Rupert, Man. 1,317.70 

John N. Rutherford, Man. 1,282.65 

Arthur J. Sacher, N. Y. 1,254.60 

Raymond E. Schaffer, Pa. 1,262.00 

H. C. Schick, Ind. 1,266.55 

Richard A. Schmidt, Mo. 1,426.10 

Henry A. Scott, Mich. 1,283.65 

Wm. J. Scott, Ohio. 1,256.45 

Wm. B. Scott, Calif. 1,275.90 

Wm. Allen Sewell, Ia. 1,301.10 

Leo R. Shaw, Mo. 1,253.95 

Charles W. Shawen, Ohio. 1,261.60 

Arthur H. Shepard, Conn. 1,377.85 

Stephen F. Sheridan, Ill. 1.282.70 

O. F. Sherman, Mass. 1,256 30 

M. E. Skidmore, N. J. 1,247.40 

Edward C. Sieglin, N. D. 1,287.40 

Joseph J. Sitter, Pa. 1,281.65 

Wm. R. Smith, Ind. 1,253.80 

Merlin M. Smith, Ill. 1,293.70 

Alfred W. Smith, Ill. 1,280.75 

Homer M. Smith, Ia. 1,254.65 

Virgil W. Smith, Okla. 1,271.60 

Clarence H. Stanley, Okla. 1,264.10 

Albert L. Stephen, N. Y. 1,261.35 

Carl Stern, Conn. 1,272.40 

Byron O. Stookey, Pa. 1,261.19 

New Stinson, Mont. 1,263.45 

J. A. Story, Md. 1,264.60 

A. J. Stultz, Ill. 1,259.75 

Thomas Talley, Utah. 1,288.90 

Henry F. Thompson, Sask. 1,252.10 

A. J. Tingley, Ont. 1,260.85 

Arthur G. Travis, N Y. 1,268.12 

J. J. Tyding, N. Y. 1,253.20 

John W. Ulrey, Ohio. 1,257.25 

Cornelius H. VanVorst, N. Y. 1,296.55 

Glenn O. Wallace, Okla. 1,275.40 

Alfred A. Walkins, Ga. 1,253.00 

L. T. Walsh, N. Y. 1,297.00 

Gustave W. W 7 eber, Pa. 1,259.80 

Harvey E. W'elton, Pa. 1,260.80 

Jahn B. Wheller, Calif. 1,308.90 

E. F. White, Va. 1,254.50 

Jay A. Williams, Calif. 1,256.85 

Oscar Williams, Ill. 1,251.70 

Norman F. Williams, Ia. 1,415.85 

R. B. W r ilson, Fla. 1,271.19 

Harry J. Wright, Neb. 1,424.80 
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$100 Bonus, $1050-$1250 Sales 

F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$2,080.00 
plus your yearly bonus. 


Randolph S. Ahrweiler, N. Y....$ 1,063.40 


Carey R. Alexander, la. 1,061.35 

Ellis E. Arble, Pa. 1.058.95 

W. H. Armstrong, Calif. 1,050.50 

Lyle S. Arnold, Wise. 1,080.85 

W. B. Artis, Wash. 1,052.80 

L. P. Anderson, Calif. 1,050.35 

Arthur C. Athey, Ohio. 1,215.55 

Edgar A. Averitt, N. C. 1,078.65 

Harry J. Babin, La. 1.056.77 

Edmund H. Babbitt, Jr., Ind... 1,118.45 

Ross G. Bacon, Sask. 1,111.80 

Clark G. Baier, Pa. 1,074.05 

William F. Balke, Mich. 1,055.25 

Chester F. Bamberg, 111. 1,003.40 

Cyril G. Baucke, Mo. 1,114.00 

Walter V. Boakey, Ill. 1,050.80 

Joseph Barhorst, Ill. 1,052.05 

Allen K. Barnes, Del. 1,120.05 

J. H. Barthoff, N. Y. 1,156.12 

Ernest Bastien, Que. . 1,052.70 

Johnston Bates, Mich. 1,077.00 

Reginald J. Beaman, Colo. 1,158.65 

Willis Boudreau, Minn. 1,148.60 

Henry G. Becker, Minn. 1,055.45 

Roy M. Berryhill, Calif. 1,053.05 

Sheridan J. Best, W. Va. 1,060.49 

Claudy M. Bickness, Mo. 1,052.30 

Howard M. Bingham, W. Va.... 1,119.30 
Henry James Bittner, Ohio.... 1,063.05 

Floyd W. Blackburn, Ind. 1,062.30 

B. E. Bloom, Calif. 1,053.10 

Mildred I. Bloom, N. Y. 1,050.75 

Emil O. Bolin, Ill. 1,060.70 

Frederic E. Beausolief, R. 1. 1,069.20 

Bliss Booth, Ill. 1,070.60 

W'm. W. Borrowman, Man. 1,063.35 

George Bowers, N. Y. 1,053.75 

Ivan Bowman, Ont. 1,051.75 

Fred W. Bowman, Mich. 1,061.60 

John S. Bowman, Penn. 1,060.35 

Townley B. C. Bridge, 111— 1.060.25 

Edward Briggle, Calif. 1.050 05 

Van B. Brinton, Calif. 1,113.75 

Fred J. Broadbent, Conn. 1 056.50 

Frank Bronard, Que. 1.065.05 

Jerrel C. Brooks, Ore. 1,062.95 

Myron B. Brown, Ohio. 1,103.75 

Wallace W. Bruce, Ohio. 1,064.70 

John O. Bruer, Minn. 1,087.10 

Raymond A. Bucholtz, Wise. 1,115.35 

A. John Budelman, N. Y. 1,053.65 

J. E. Burge, Calif. 1,065.00 

Michael R. Burgess, Ind. 1,122.40 

H. C. Burrows, Ont. 1,058.15 

Ivan M. Cairns, N. Y. 1,060.49 

Albert F. Calmes, N. Y. 1,061.75 

Dwight M. Calvert, N. Y. 1,053.85 

William A. Campbell, Ala. 1,134.08 

Willis H. Cavan, N. Y. 1,178.85 

Perley R. Carle, Maine. 1,134.10 

Clarence W. Carroll, N. Y. 1,065.80 

Walter B. Cate, Va. 1,074.00 


Cecil S. Catiin, Ohio. 1,064.75 

James L. Chamberlin, N. Y. 1,053.95 

Harold I. Chapman, Ill. 1,073.05 

Fay Lane Christie, N. D. 1,052.00 

Matt Christofick, Ohio. 1,054.00 

A. W. Christopher, Miss. 1,073.02 

W. H. Clark, Vt. 1,158.80 

Ruby Clark, Ind. 1,057.40 

C. A. Clauson, Texas. 1,113.30 

Edward F. Clay, W. Va. 1,057.05 

Benjamin Clift, Ohio. 1,060.75 

Robert E. Coad, Wash. 1,084.55 

Albert W. Coates, B. C. 1,062.20 

John E. Coffin, W. Va. 1,061.60 

William C. Coffman, Ohio. 1,076.85 

Oscar M. Commander, Tenn... 1,138.79 

C. T. Comstock, Pa. 1,056.70 

H. D. Conneway, Ohio. 1,054.95 

Earl J. Coon, N. Y. 1,054.75 

John T. Cooper, R. 1. 1,054.40 

Herbert T. Cooper, Ind. 1,061.50 

George D. Coupland, N. J. 1,169.30 

Clarence H. Craig, Calif. 1,173.95 

Jas. B. Crary, Ore. 1,052.70 

Ernest D. Cromwell, Va. 1,130.30 

Claude D. Crooks, Mich. 1,061.25 

Charles F. Crayle, Colo. 1,224.85 

Oliver F. Dahl, Mo. 1,057.10 

M. M. Daley, Vt. 1,071.90 

Harry Dali, N. B. 1,058.Q0 

L. J. Dauderman, Wise. 1,065.50 

Hiram C. Davis, W. Va. 1,073.25 

Monsell H. Davis, Ill. 1,059.15 

Frank R. Dial, Miss. 1,058.55 

Andrew P. De Backer, Kan. 1,053.95 

Emery Everett Delano, Mass. 1,066.90 

Anthony DeMenna, Conn. 1,131.15 

A. W. Demerling, Ohio. 1,242.60 

Stephen P. Dever, N. J. 1,051.50 

Daniel P. Dever, N. J. 1,053.70 

Frank E. Devitt, N. D. 1,162.65 

Albert Dionne, R. 1. 1,049.50 

John A. Doll, la. 1,055.70 

John Donovan, Pa. 1,060.17 

Bert T. Dow, Ind. 1,165 50 

S. T. Dow, Maine. 1,051.20 

Leslie R. Draper, Texas. 1,090.80 

John A. Dunkel, Pa. 1,224.20 

Henry H. Dunning, Maine.... 1,066.10 

Ray H. Dunshee, la. 1,146.25 

Lewis R. Eaton, N. H. 1,090.00 

G. P. Edie, Ont. 1,055.55 

Louis A. Edwards, Ill. 1,071 Q0 

Jas. W. Eigo, N. Y. 1,066.00 

Lewis A. Ekerath, Nebr. 1,114.20 

Harry Eldridge, Mich. 1.066.65 

Thomas Elrick, Ont. 1,052.70 

Charles W. A. Evans, Ill. 1,061.90 

Cecil St. E. Evenden. Man. 1,062.70 

Ward W. Falkner, Ohio. 1,054.25 

S. N. Farmer, Mich. 1.065.65 

Harold Farnum, Mass. 1.175 20 

L. E. Farr, Miss. 1.082.00 

John L. Fields, Wise. 1,057.75 

Howard G. Fifer, Ohio. 1,130.75 

Maurice V. Fishbaugh, N. Y. 1,061.79 

Michael J. Fisher, Minn. 1,059.75 

Walter C. Fisher, N. J. 1,053.50 

William R. Fisher, Mo. 1,055.45 

Fred Fitch, N. Y. 1.066.25 

William J. Flaherty, Calif. 1.055.25 

E. M. Fletcher, Que. 1,055.70 

Austin W. Flinton, B. C. 1,146.05 

Herman S. Force, Ind. 1,113.95 


Frederick J. Ford, Mich. 1,070.45 

Benjamin F. Foote, Pa. 1,047.55 

Alfred P. Fowler, Conn. 1,104.60 

Ben. Franklin, La. 1,184.70 

Arthur L. Frawley, Pa. 1,053.30 

John H. Frazer, Ark. 1,072.20 

John R. Fred, Ind. 1,055.35 

Rita Freifeld, Ill. 1,050.90 

James H. Fretwell, Tenn. 1,130.80 

Jas. K. Fudeg. Ore. 1,056.45 

Harry E. Fuller, Ind. 1,164.45 

William A. Gage, Iowa. 1,059.10 

Edgar T. Galloway, 111. 1,054.05 

John J. Gamba, Calif. 1,112.70 

Harry E. Gardner, Ohio. 1,094.60 

Vernon K. Garrett, Md. 1,060.80 

Oil is L. Gale, Ark. 1,075.40 

Adam M. Garman, W. Va. 1,186.35 

Thomas J. Gartland, Ill. 1,220.87 

Carl H. Garver, Mich. 1,050.85 

Julius E. Gehrmann, Md. 1,055.20 

Darwin J. Gertz, Iowa. 1,198.65 

Forrest J. Gilbert, Ga. 1,090.85 

A. J. Glendenning, Wash. 1,055.32 

Clifford C. Goff, Wash. 1,057.55 

J. A. Goodbarn, Pa. 1,054.25 

Ernest W. Goodrich, Wise. 1,174.60 

Chauncey H. Goodrich, Wash. 1,055.00 

Charles Grimes, Wash.1,062.25 

W. H. Grant, N. Y. 1,053.35 

Gilford M. Gubrud, N. D. 1,185.15 

Alfred G. Gunn, Mass. 1,140.15 

Harold A. Gunther, Ill. 1,131.45 

Joseph F. Gerstung, N. Y. 1,056.55 

C. S. Gilliatt, N. S. 1,062.95 

Carl A. Hallquist, N. H. 1,065.15 

Willard S. Halsey, N. Y. 1,052.15 

Rodney E. Hamilton, Pa. 1,049.65 

Ralph O. Hardesty, Wash. 1.051.65 

Arley J. Harlan, Mo. 1,072.85 

Toseph H. Harrison, Texas.... 1,121.50 

Dewey P. Harmon, Ill. 1,121.10 

Orin C. Harrington, Jr., Ind... 1,051.05 

Harvey J. Smith, Iowa. 1,070.05 

Robert M. Hay, Conn. 1,221.65 

Victor Herbert, Mass. 1,064.00 

G. H. Hedenberg, Conn. 1,110.15 

Fred O. Henderson, Texas. 1,064.45 

Alva Amos Henderson, N. Y.... 1,112.30 

Toseph T. Hennessey, N. Y. 1,051.35 

Lyle L. Henry, Ohio. 1,052.85 

Ravmond A. Renihold, Ill. 1,172.95 

Edward E. Hevde, N. Y. 1,054.54 

Walter A. Hicks, Ore. 1,055.85 

William H. Hill, N. Y. 1,190.70 

Fred C. Hille, Minn. 1,065.30 

Charles R. Hines, Pa. 1,083.10 

Chester W. Hirsch, N. Y. 1,061.35 

William Hoffman. Pa. 1,060.40 

Jacob Hohn, Iowa. 1,050.40 

Peter C. Holahan, Mich. 1,061.35 

Rennie M. Hollctt, Alta. 1,087.30 

Victor Hope. Ohio. 1,124.50 

William F. Hornberger, La. 1,054.75 

K. M. Horton, N. S. 1,066.30 

V. R. Huddleston, Calif. 1,105.05 

Otto H. Huddleston, Ind. 1,214.85 

Tohn Edward Humphries, Ohio 1,059.80 

Edwin M. Imlay, N. Y. 1,074.97 

Harold S. Isham, Md. 1,056.30 

L. A. Irwin, Mass. 1,071.85 

William H. Jackson, Va. 1,068.02 

Russell Jannery, N. J. 1,055.85 

Merle Jensen, Ont. 1,066.00 
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Eugene Jess, S. Dak. 1,048.90 Sam H. Minor, Ky. 1,105.00 Elmer E. Rodgers, Pa. 1,052.70 

Edwin W. Johnson, Ill. 1,051.20 Herbert C. Miller, Penna. 1,064.45 H. W. Rohlfing, Calif. 1,055.80 

A. H. Johnson, Mich. 1,083.85 DeWitt C. Miller, N. J. 1,076.20 Harold G. Roman, Conn. 1,082.30 

Sigfried F. Johnson, N. Y. 1,052.25 Howard W. Miller, Pa. 1,215.92 F. J. Roper, N. Y. 1,061.80 

George M. Johnson, Minn. 1,075.15 Louis W. Minkler, N. J. 1,071.10 Oswald D. Rose, Sask. 1,051.50 

Glenn G. Johnson, Iowa. 1,122.10 Alex Misky, Ohio. 1,081.80 Charles A. Rose, Ill. 1,118.50 

David E. Johnson, Mass. 1,060.45 Charles H. Mitchel, S. C. 1,207.85 Fred A. Rossow, Ill. 1,067.70 

Walter Jones, Ore. 1,060.70 L. E. Modisette, N. S.. 1,053.50 G. S. Routliffe, Ont. 1,062.65 

Frederick A. Jordon, Texas.... 1,091.80 Fred B. Monigle, Mass. 1,058.95 H. M. Royce, Mass. 1,088.45 

Benjamin F. Judy, Colo. 1,119.70 Henry R. Monroe, Mich. 1,067.14 Millard R. Larson, Calif. 1,239.05 

Frank Juhlman, N. Y. 1,064.10 Jas. F. Montgomery, Ohio. 1,085.05 Earl A. Saunders, Ohio. 1,166.24 

Fred K. Kassebaum, Ore. 1,054.60 Jas. F. Mooney, Mo. 1,056.40 Jas. F. Scarlet, Iowa. 1,128.05 

Louis S, Kates, S. C. 1,166.10 Guy E. Moore, Wise. 1,052.50 Alfred Scarth, N. Y. 1,135.60 

Charles B. Keating, N. Y. 1,114.80 John W. Moore, Mich. 1,098.10 John Schaffer, N. J. 1,162.80 

Wm. F. Kelly, N. C. 1,062.80 Joseph A. Moore, Tenn. 1,059.70 Frank Schindler, N. Y. 1,089.45 

Andrew Kennedy, Utah. 1,136.45 Ray E. Morgan, Mo. 1,243.42 David Schustermann, N. Y. 1,060.55 

Sheridan W. Kenyon, Ohio. 1,069.60 G. F. Moorris, Ont. 1,061.10 Elmer W. Schlachter, Ohio. 1,053.65 

Clifford S. Kenyon, Mich. 1,057.25 Lemuel W. Morrison, Ore. 1,081.95 Thomas J. Schley, La. 1,065.05 

J. W. Kenyon, B. C. 1,054.85 Harry S. Morrow, Mich. 1,101.75 Clayton N. Schmelzle, Pa. 1,091.60 

J. Rufus King, Texas. 1,130.55 Kenneth E. Morse, N. Y. 1,082.45 Fred A. Schmoker-, N. Y. 1,071.10 

W. R. Kingsland, Que. 1,050.50 Charles W. Moulton, Mich. 1,057.85 Charles F. Schroder, N. Y. 1,054.95 

David H. Kline, Ky. 1,051.45 J. M. Murphy, N. B. 1,077.30 Hans G. Schmidt, N. Y. 1,110.50 

Jay C. Kloepfer, Ohio. 1,056.70 Robert B. Murphy, Mich. 1.061.70 William A. Schweikert, Pa. 1,059.00 

Leroy L. Kirby, Okla. 1,084.65 A. P. Murray, Que. 1,127.30 Eddie Sigurdson, Man. 1,066.15 

Paul P. Klein, N. Y. 1,059.60 Peter Narey, Ark. 1,070.10 George D. Sellers, Okla. 1,062.20 

William J. Knappen, Vt. 1,123.45 P. L. Nellingan, Que. 1,066.90 Emil C. Seewald, N. C. 1,064.50 

Louis Kraus, Mass. 1,052.55 Jack Netherton, Ill. 1,062.50 Oliver G. Shade, Minn. 1,096.15 

Max R. Krause, N. J. 1,056.30 James A. Nibblett, Neb. 1,058.85 Alva L. Shadder, Minn. 1.088.95 

A. E. Labrecque, Que. 1,098.40 Irving Nye, Conn. 1,079.30 Floyd E. Shadder, W. Va. 1,099.50 

Russell D. Laughlin, Ohio. 1,093.60 Gordon T. Owens, N. Y. 1,048.75 Grand D. Shanklin, Mo. 1,093.25 

Raymond J. Laughlin, Nebr. 1,145.05 A. C. Overholser, Pa. 1,066.25 H. F. Shaw, Sask. 1,229.50 

Arthur L. Laughlin, Nebr. 1,221.20 C. G. Page, Ont. 1,132.35 William F. Shean, Texas. 1,054.60 

Walter La Velle, la. 1,056.35 Leonard J Palmer, N. Y. 1,099.92 Joseph B. Sheeler, N. Y. 1,051.99 

Stanley Lawrence, Ont. 1,059.40 Frank Pannska, Ohio. 1,053.40 G. B. Shellhouse, Calif. 1,057.15 

Emil Larson, D. C. 1,071.44 J. W. Pardoe, Calif. 1,164.20 Henry W. Shepard, Ore. 1,053.90 

Charles Lawton, Mass.,. 1,119.90 C. E. Parlee, N. B. 1,056.65 George C. Shields, Wash. 1,077.07 

Lawrence Layman, Calif. 1,091.50 Fred H. Parsons, N. J. 1,054.55 Carl A. Shiffer, N. J. 1,143.50 

Thomas R. Lee, W. Va. 1,064.30 John C. Paulson, la. 1,074.95 Cecil Shorten, Ont. 1,051.65 

Starr Leek, Kansas. 1,069.65 Major Peck, Okla. 1,131.80 Bert Shuler, Mich. 1,069.90 

Elroy Lemon, Mo. 1,085.50 W. T. Penninger, Ill. 1,059.90 Gurdon G. Sill, Ohio. 1,056.95 

C. J. Leonard, Mass. 1,063.35 Arthur Perrin, Pa. 1,053.20 Clarence K. Smith, Ohio. 1,057.65 

Philip Lesson, N. J. 1,097.90 John F. Peterson, N. Y. 1,058.05 Vemard B. Smith, Pa. 1,114.95 

Mrs. Blanche E. Lewis, Ohio.. 1,055.80 Guy B. Pettegrew, Ill. 1,055.20 Irving R. Smith, N. Y. 1,053.20 

Charles C. Lewis, Ind. 1,077.50 R. P Phelps, Ind. 1,087.30 Boyd F. Smith, la. 1,074.90 

H. J. H. Liebig, Pa. 1,052.20 Bernard D. Phillips, Okla. 1,222.70 Charles A. Smith, N. H. 1,169.40 

Harold W. Lippert, Ill. 1,057.05 William L. Pierce, Ind. 1,120.40 Ralph B. Smith, Wash. 1,154.90 

Adonias Loiselle, Conn. 1,051.20 Leslie F. Pollard, Colo. 1,059.20 Katherine D. Smith, Wash. 1,147.18 

Frank A. Lougee, Maine. 1,073.90 Richard P. Pollard, N. Y. 1,055.35 Paul Sommer, Iowa. 1,079.15 

Stephen F. Lours, Mass. 1,060.45 Pollaschek, Ill. 1,096.30 Harvey H. Spackeen, Iowa. 1,052 65 

Jas. E. Luco, Ind. 1,099.30 Donald E. Polley, la. 1,052.05 F. A. Spanner, Ont. 1,056.90 

Leonard P. Lynch, Ga. 1,123.15 Albert C. Price, N. Y. 1,050.90 Mahlon M. Squires, Ind. 1,054.55 

Martha R. Lyons, Calif. 1,054.65 Thomas L. Price, N. D. 1,057.45 W. M. Stabler, Pa. 1,214.45 

A. Mabey, Utah. 1,057.75 N. F. Price, Ont. 1,063.00 Earl W. Stafford, N. Y. 1,062.65 

Irving J. MacTaggart, N. Y... 1,054.20 Frank Thomas Rader, Penn. 1,050.05 Victor A. Stangohr, Calif. 1,053.55 

Peter C. Malrizzi, W. Va. 1,056.85 Frank Raish, Penna. 1,052.02 Stanley Herb, N. J. 1,093.10 

W. T. Maloney, N. Y. 1,061.85 Thomas N. Randall, Calif. 1,051.30 Carl C. Stanley, Ind. 1,220.00 

John Mandig, N. Y. 1,052.30 John C. Randolph, Minn. 1,099.45 Edna L. Stephens, Calif. 1,055.25 

Theo. N. Mangner, III. 1,055.75 Harold E. Reed, Mass. 1,222.20 Ernest J. Stevens, Mass. 1,065.20 

Harley E. Marshall, Ind. 1,147.00 Sampson K. Reed, Pa. 1,075.85 C. G. Stoddard, N. Y. 1,049.15 

Harold S. Mantle, Ohio. 1,053.50 Edward T. Reddinger, Pa. 1,053.80 A. Lee Stone, W. Va. 1,045.45 

Charles Martindale, Ind. 1,076.00 Claus Reimers, Nebr. 1.109.20 Walter D Strouse, Penn. 1,081.10 

Jas. P. Martz, Ohio. 1,098.12 Carl W. Renstrom, Nebr.. 1,055.90 Franklin T. Struble, Mont. 1,053.85 

James G. Mason, Pa. 1,064.30 Lester C. Revoir, N. Y. 1,111.05 Clifton W. Sweet, Conn. 1,070.20 

D. W. Matthews, N. Y. 1,162.40 Harry E. Reynolds, Ta. 1,051.50 Edward E. Swenson, Iowa. 1,054.35 

John F. McAfee, Mich. 1,229.65 William A. Rhodes. Mass. 1,057.10 Archie H. Swisher, Mont. 1,065.35 

Roy L. McCown, Texas. 1,099.45 Sydney Richards, B. C. 1,070.20 Rolfe R. Taylor, Ind. 1,207.90 

Archie McDonald, N. S. 1,085.55 Albert Riley, Kansas. 1,176.45 Horan E. Taylor, Wise. 1,121.40 

J. A. McDonald, N. S. 1,192.85 W. M. Ritchie, Ont. 1,128.80 H. C. Thatcher, Texas. 1,159.45 

G. R. McGehee, Calif. 1,056.15 Durward J. Ritter, X. D. 1,060.20 Elmer Thies, Ind. 1,169.42 

Edward R. McHugh, Mass. 1,050.85 Harrison Rivers, Va. . 1,065.25 A. W. Thomas, N. Y. 1,225.35 

Daniel McKenzie, Man. 1,065.85 Thomas E. Roberts. N. Y. 1,049.55 Aylmer Thompson, HI. 1,047.90 

Jack C. McKillen, Wash. 1,055.15 Geo. W. Roberts, Mo. 1,191.25 James R. Thork, N. Y. 1,051.80 

Elsie McLaren, Wash. 1,051.20 Edward J. Roberts, Minn. 1,083.10 Major C. Tichenor, S. D. 1,158.40 

Charles E. Menor, Jr., Ia. 1,065.55 Fred G. Roberts, Ill. 1,071.90 Frank S. Topping, N. J.1,210.40 
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Ernest A. Trapp, Vt. 1,160.40 

John Alfred Tripp, N. Y. 1,050.40 

Henry E. Tufteland, S. D. 1,069.30 

Richard J. Upton, Ind. 1,058.60 

D. J. Vanbuskirk, N. B. 1,063.92 

C. C. Van Kirk, N. J. 1,087.64 

James M. Veal, Ga. 1,058.25 

C. W. Vitter, Ind. 1,051.80 

Ivan Vern Virtue, Ohio. 1,094.90 

J. A. B. Wagner, Pa. 1,054.00 

Wm. Harry Walker, Ohio. 1,122.99 

John T. Waller, Fla. 1,067.80 

Floyd Walters, Pa. 1,053.65 

D. C. Walton, N. J. 1,070.40 

S. J. Wambolt, Conn. 1,050.55 

Eugene S. Ward, HI. 1,068.55 

George M. Ware, Colo. 1,058.65 

Orion J. Watrons, Calif. 1,142.75 

Kenneth O. Waybright, Ill. 1,079.40 

Joseph I. Weeks, Conn... 1.054.35 

Joseph Weiss, N. Y. 1,051.47 

Ralph E. Weldie, La. 1,098.04 

E. K. Westerbeck, Ind. 1,076.15 

N. J. Weston, Ont. 1,050.60 

William J. Wellin, Calif. 1,054.05 

Thomas J. Whalen, Wise. 1,069.55 

Clyde B. Wheeler, Ky. 1,064.95 

Carl F. White, Pa. 1,154.20 

Joseph O. White, Jr., Va. 1,080.85 

Harold A. White, Mass. 1,157.05 

Jas. W. Whitsett, Mo. 1,051.30 

W. R. Wiesler, N. J. 1.052.75 

Delbert P. WUcoxen, Ind. 1,100.35 

Irwin C. Wili, Kansas. 1,100.85 

Lewis C. Williams, Ind. 1.096.65 

John Albert Williams, N. Y. 1,051.29 

R. O. Williams, N. J. 1,108.37 

Charles F. Williams, Calif. 1,057.45 

Harry Urvan Wills, W. Va. 1,057.10 

Rebecca Wimberley, Ga. 1,197.25 

H. E. Winchell, Mass. 1,053.95 

Clifford E. Winemiller, Ohio.. 1,055.30 

E. P. Winslow, Mass. 1.054.87 

Leslie M. Wise, Mich. 1,054.52 

Adam Wise, N. Y. 1,065.60 

Der R. Woodard, Calif. 1,050.85 

Alfred J. Worley, Ohio. 1086.90 

J. A. Wylde, Wash. L064.40 

James Wyms, N. J. 1,079 05 

Lee A. Yoder, Mich. 1,075.95 

Paul C. Yuli, N. Y. 1,075.60 

Phil J. Zeh, Calif. 1,059.32 


$60 Bonus, $900-$1050 Sales 


F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$1,680.00 
plus your yearly bonus 


Wm. A. Albright, Ohio.$ 945.45 

Arthur C. Almy, Ohio . 969.75 

Jas. F. Anderson, Mo. 920.20 

Edw. L. Andrews, Mich. 902.90 

Jonas T. Arauson, Wash. 903.20 

John M. Archer, Mo. 904.10 

Roland F. Babcock, Mass. 904.40 

E. L. Bacher, Calif. 902.85 

Wm. J. Bader, N. J. 984.65 

Charles H. Baldwin, N. Y. 973.65 


Wm. Ball, N. Y. 906.30 

W. Walker, Barndollar, Ohio.... 900.80 

Wm. H. Beckley, Mo. 929.20 

G. R. Benson, Tenn. 916.65 

David E. Birch, N. Y. 1,011.25 

Thanes C. Bowditch, N. C. 909.17 

John W. Bouldin, Texas. 906.90 

Ollie D. Bradford, Ohio. 901.45 

Fred Brannock, Del. 944.50 

Chas. L. Brock, Fla. 902.03 

Jim Brogden, Tenn. 938.00 

Thos. E. Bryan, Tenn. 1,046.05 

Wm. A. Buchenhurst, Pa. 901.95 

Geo. W. Burnett, Mich. 935.85 

Wm. J. Bush, Wis. 907.69 

Chas. M. Barno, Mo. 911.00 

James S. Burrans, Pa. 915.95 

Hartwell T. Bymeem, Ill. 951.10 

Elbert Cain, Ore. 906.45 

E. C. Campbell, N. Y. 1,033.50 

A. J. Campbell, N. S. 917.45 

Alva O. Contine, Mich. 903.95 

P. F. Carnahan, Pa. 915.20 

Roy M. Carathers, Mo. 921.25 

Leon E. Champney, Neb. 900.45 

J. G. Charbonneau, Ont. 905.35 

Paul Charron, N. Y. 903.25 

Mrs. Vesta F. Clark, Calif. 903.00 

William W. Coney, Mass. 910.45 

Arthur B. Cook, Mich. 931.40 

Norman H. Copeland, Colo. 919.50 

Leonard A. Costa, Pa. 900.40 

Leland W. Crews, Fla. 990.15 

Sam S. Cross, Mich. 904.89 

Frank Crowe, Ont. 1,042.25 

Elmer S. Cruse, Mo. 978.52 

Chas. F. Daniels, Ohio. 970.65 

Armando De Oliverira, N. Y... 916.65 

J. L. D’Artois, Que. 996.00 

E. M. Dean, N. J. 929.05 

F. E. Deeks, Ont. 1,002.05 

Eben Dike, Maine. 952.85 

Frank J. Dooley, N. Y. 904.50 

Chas. E. Dowler, Ohio. 900.30 

Mrs. Catherine E. Dowler, Ohio 900.85 

James H. Dunn, Mich. 1,038.67 

James V. Eaton, Mich. 953.90 

Robert M. Eastin, Ohio. 1,030.25 

C. B. Eckman, Ill. 994.04 

Geo. F. E. Edwards, Va. 1,027.15 

Wm. A. Elder, Kan. 901.65 

Ellwood Ellinger, Calif. 1,022.05 

W. H. P. Emery, Maine. 986.80 

Clement Emery, Wis. 908.55 

F. V. Emery, Md. 932.39 

Wm. J. English, N. Y. 914.05 

Russell Farnsworth, Ont. 912.86 

Ray J. Farbough, Mo. 912.85 

Theo. M. Feely, Pa. 917.55 

Hugh Fennie, N. J. 1,002.37 

Raymond F. Flynn, Iowa .... 947.00 

Otto W. Foust, Pa. 928.05 

Wm. P. Fraser, Sask. 912.20 

John H. Gailes, Ill. 1,018.25 

Clayton L. Gibson, Neb. 906.20 

George F. Glade, Calif. 928.90 

Jack H. Goods, Ill. 905.92 

Raymond E. Gotshall, Pa. 9832.20 

Alan C. Gregg, N. Y. 954.20 

Given E. Griffin, Ark. 906.25 

Chas. H. Haas, Ohio. 903.30 

Ferdinand Hagerman, N. Y. 904.90 

Edw. William Hahn, Ohio. 973.30 

Geo. J. Hansen, Ill. 974.95 



QUANTED BfCAUae I ALWAYS USE A BATH JMUSH 


Leo. J. Harned, Kan. 942.60 

Julius A. Harmon, la. 958.34 

T. H. Harris, Mich. 895.00 

Sears W. Harvey, Conn. 1,011.05 

R. J. Haxxard, Ont. 902.65 

Harley O. Herring, Minn. 898.45 

Rudolph Holme, Montana.... 1,034.45 

Chas. Albert Horton, Mich. 919.85 

John B. Howe, Mich. 992.00 

Urban C. Huff, Montana. 933.81 

J. Lawrence Hughes, N. J. 985.14 

Albert D. Hunter, Calif. 904.55 

Alfred E. James, Ohio. 905.75 

O. Gilbert Johannessen, Calif.. 933 55 

Bert Johnson, Calif. 932.35 

David R. Johnson, N. Y. 948.15 

Clawson C. Johnson, N. Y. 900.85 

Harry H. Johnson, Ore. 904.20 

William H. Jones, N. C. 946.85 

A. W. Jones, B. C. 908.75 

Robert Paul Jones, Ohio. 909.55 

Richard M. Jones, Ky. 920.60 

Homer W. Jordan, Texas. 919.39 

Frank J. Kamback, Iowa . 1,014.15 

Harry M. Kelley, Kan. 907.90 

Jay S. Kelley, Ind. 1,018.80 

Martin T. Kelley, Del. 961.75 

Edward N. Kellnen, Calif. 905.90 

Jas. E. Kirkpatrick, Pa. 900.70 

John H. Kbkinen, Minn. 901.95 

M. C. Kivcll, Alberta. 902.10 

Wilbur F. Kramer, Ohio. 913.35 

Earl C. Kulp, Va. 967.39 

Honore Labbe, Que. 918.75 

Guy M. La Hue, Tenn. 973.40 

Leo. M. Landers, Okla. 928 35 

Robert F. Lane, Mass. 1,032.40 

W. H. Laran, N. J. 917.04 

Perry E. Lee, N. C. 904.50 

Fred Link, N. Y. 927.19 

S. N. Logan, Jr. 910.45 

L. E. Loquet, Que. 933.10 

Guy L. Lovell, Neb. 965.17 

Loomis F. Lovely, Maine. 917.30 

Paul H. Luker, Montana. 1,026.70 

C. Verne Marshall, Calif. 970.90 

E. S. Mattner, Pa. 903.70 

Robt. F. McAvoy, Iowa. 960.20 

Paul de McCarthy, Mass. 922.65 

F. A. McCrillis, Mass. 905.20 

Wm. C. McCullough, Ala. 906.65 

Erasmus McGinnis, Mo. 907.99 

Frank B. McGurk, Ohio. 937.75 

Geo. W. McKay, Pa. 935.45 

James H. McKenna, S. C. 940.85 

Danile A. McNeil, Calif. 967.75 

Marcus W. Miller, Ky. 904.05 

Nicholas Miller, Ill. 904.50 
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Jas. T. Miller, Mo. 1,006.15 

Edw. J. Miller, Mo. 936.87 

Leo. F. Moening, Ind. 935.85 

Albert S. Morgan, la. 984.95 

Richard W. Morrison, Utah.... 951.80 

James E. Nash, D. C. 1,018.12 

Rodney E. Newman, N. Y. 906.70 

Karl A. Odegard, Wash. 920.32 

J. M. Ogle, Ont. 1,047.55 

Edw. E. Olds, Ohio. 909.80 

Ray Olson, Wis. 908.75 

James H. O’Neill, Ont. 922.90 

Cecil S. Owens, Ohio. 1,005.84 

Chas. C. Parsons, Mo. 980.55 

Phillip E. Pendelton, Colo. 1,001.15 

N. N. Phelan, Que. 1,012.80 

David Purgree, Utah. 913.70 

James R. Pollard, Conn. 934.65 

Ezra W. Poore, Mo. 913.50 

Alfred B. Powell, Kans. 1,007.20 

Presley R. Price, Kan. 922.10 

Chas. E. Fugley, Ala. 907.52 

T. B. Rains, Pa. 904.10 

Mathew H. Riley, Ore. 1,038.10 

Lloyd H. Rimert, Ohio. 918.90 

S. B. Robbins, N. J. 904.95 

John H. Robinson, N. C. 1,014.25 

David W. Robertson, La. 927.35 

Earl J. Robertson, Ohio. 969.85 

Frank P. Rock, Mo. 944.80 

Edgar A. Rohan, N. H. 1,016.15 

Geo. C. Roth, Ohio. 908.00 

Joseph A. Roy, Calif. 902.85 

Wm. L. Sanderson, Ohio. 904.65 

Wm. Schiner, Ky. 909.40 

Wilford J. Severts, Minn. 900.10 

Wm. K. Schreck, Ind. 915.50 

Mr. Schuchmann, la. 896.39 

Geo. W. Schultb, N. Y. 926.50 

C. B. Seeley, N. B. 1,015.50 

H. A Shepard, Ont. 916.40 

Walrath Y. Sherman, Mass. 972.90 

Chester Shoemaker, Mich. 1,034.30 

Gordon S. Shoen, Vt. 899.95 

Ernest L. Schooltz, Mich. 955.20 

Roy M. Sill, Pa. 906.35 

Wm H. Sixcox, Mo. 970.45 

Arthur H. Slark, Ore. 956.45 

Jack M. Soloway, N. Y. 1,023.10 

Hiram K. Smith, Mich. 948.45 

Chas. F. Smith, N. Y. 1,005.65 

A. L. Spence, Sask. 1,040.60 

Clyde A. Steele, Mich. 912.35 

James A. Stevenson, Ohio. 945.07 

Jos. B. Stewart, N. J. 1,043.35 

Ralph Stondenheimer, Pa. 984.00 

Edgar S. Stothart, La. 977.85 

Voshil T. Summers, Ind. 962.1C 

Joseph F. Surridge, Ill. 964.60 

Harold M. Swhher, W. Va. 991.7( 

Lester R. Taber, Ind. 961.95 

Milton Tees, Jr. 912.54 

Everett E. Thomas, Pa. 926.5C 

Eugene A. Thompson, N. C. 917.05 

James Thomson, Pa. 915.85 

Mrs. F. H. Todd, Porto Rico.... 915.45 

Willard J. Towers, Mich. 1,011.45 

Z. G. Tracey, D. C. 899.85 

Franklin D. Underwood, Mass. 904.15 

A. E. Vickery, Mich. 904.80 

Allen B. Walkins, Ala. 1,025.15 

Ralph A. Walther, la. 901.80 

Edwin G. Warner, Mass. 904.67 

Chester K. Watson, Ohio. 921.20 


Frank J. Weiner, Pa. 913.70 

C. Everett Weiner, Ohio. 904.15 

Morris Weisberg, Mass. 911.95 

Harry E. Wenino, Ill. 900.45 

M. D. West, Wis. 900.70 

John Wetenkamp, Ill. 911.50 

Claude J. Whaley, W. Va. 924.15 

Hugh R. Whealy, Sask. 1,035.40 

Ralph A. Whitcomb, Pa. 909.10 

Mrs. A. A. White, Miss. 941.75 

C. L. White, Texas. 929.60 

Katherine F. Woodroffe, Calif. 927.95 

John P. Wollett, Mo. 910.75 

Mosley M. Zerbe, Pa. 920.75 


$40 Bonus, $750-$900 Sales 

F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$1,360.00 
plus your yearly bonus 


Mathew C. Adams, N. Y.$ 761.45 

Alphonse Allaire, Que. 823.83 

E. S. Allen, Miss. 805.55 

Charles L. Alt, Mo. 754.25 

Wm. J. Alter, Pa. 750.90 

Fred A. Anderson, Calif. 762.45 

Arthur E. Annance, Maine. 887.35 

Wayne Applegate, Kan. 749.75 

H. E. Armstrong, Kan. 788.90 

I. W. Asbell, N. B. 754.45 

L. S. Asbell, N. B. 894.35 

Robert B. Ash, W. Va. 748.80 

B. W. Atkinson, B. C. 779.40 

Floi Aubin, Que. 786.10 

John Thomas Bachus, Ohio. .. 781.40 

W. R. Backlund, Colo. 783.25 

Cassius Bacon, N. Y. 757.75 

Tennis E. Bailey, Ind. 752.75 

E. A. Baker, N. J. 750.10 

J. Hoyt Barclay, Mich. 795.75 

Myrtle M. Beall, Texas. 893.60 

Harry J. Beach, Pa. 803.95 

Richard O. Beggs, S. Dak. 752.15 

Wm. L. Beyer, Ga. 827.53 

Anthony Bialik, Mo. 763.35 

Joseph T. Bielski, Pa. 880.85 

Clay Bishop, Mo. 766.50 

Dewey C. Black, Ohio. 860.75 

J. A. Black, N. Y. 750.85 

Joseph B. Blackwood, R. 1. 754.75 

Charles Blum, N. Y. 760.80 

Joseph A. Bowman, Pa. 764.20 

Evander A. Boynton, S. C. 761.70 

Leslie A. Bragg, Ore. 761.45 

G. Brede, Wash. 798.40 

Wm. Breling, Va. 849.12 

Edgar E. Britton, la. 838.85 

John L. Britton, N. Y. 757.75 

Geo. H. Broberg, Calif. 755.95 

N. J. Brocktrup, Ohio. 759.35 

Arleigh, Brogden, Va. 762.10 

Wm. S. Brook, Fla. 806.92 

Albert J. Brophy, Ohio. 781 45 

Gordon H. Brown, N. Y. 822.85 

Walter Brown, N. J. 777.82 

Frank V. Buchanan. Miss. 874.65 

Jas C. Buckingham, Okla. 772.00 

C. J. Buehler, N. Y. 779.60 


Walter D. Bullock, Ky. 757.20 

W. E. Burby, Mich. 768.35 

Lucius L. Burch, Mo. 766.55 

Roy Burge, Calif. 811.00 

John F. Burns, Ill. 750.80 

Jas. M. Burt, Neb. 759.85 

G. A. Bushey, Utah. 776.27 

N. Bushong, Pa. 772.50 

Chas. K. Bryant, Iowa. 763.80 

Clarence S. Cady, Mich. 870.45 

Frank G. Cain, N. Y. 751.25 

John W. Caldwell, Va. 788.45 

Gerald J. Callahan, Conn. 785.25 

Luther S. Campbell, Ky. 870.70 

Norman E. Campbell, Ala. 754.40 

N. W. Carlson, Que. 885.45 

Theo. A. Carlson, Minn. 753.15 

Elmer J. Carrold, Mich. 806.45 

A. A. Chagnot, Conn. 755.35 

Carleton S. Chase, Conn. 773.90 

Ernest W. Cleveland, Conn. 780.55 

Harris I. Clifford, La. 780.10 

G. W. Clinch, Ont. 752.15 

Heber H. Clark, Mo. 756.20 

Wm. J. Clarke, Alberta. 759.80 

Harvey G. Cogan, Pa. 853.90 

Arthur R. Collins, Ohio. 743.70 

Chas. H. Combs, Ont. 797.95 

Cleboume J. Cook, Kans. 754.00 

Low S. Coon, Texas. 776.25 

Harvey R. Copeland, Kans. 749.25 

Mrs. W. F. Cordsiemon, Ill. 760.45 

Robt. E. Corson, Pa. 748.95 

W. O. Costello, Ont. 787.75 

Howard D. Coulter, Pa. 880.25 

Geo. W. Cousin, Iowa. 904.75 

George V. Cox, N. J. 882.05 

Ralph S. Crane, Mass. 776.55 

John P. Cramer, Ohio. 786.15 

Alex. D. Cuerten, Pa. 754.69 

Eugene Curry, Mo. 774.30 

Joseph A. Curtin, W. Va. 791.95 

James L. Daily, Ohio. 751 25 

James L. Darling, Va. 832.85 

B. H. Dawes, Mass. 795.40 

Walter R. David, Ill. 752.60 

Raymond L. Deabler, Pa. 794.90 

Dana E. Deeds, Neb. 777.67 

Paul A. Dennett, Maine. 767.10 

Newton R. Dickey, W. Va. 802.10 

Louis J. Didier, Minn. 787.30 

William Difley, Mass. 797.70 

Stephen J. Dinnany, N. Y. 764.09 

Phil. D. Dixon, Mo. 757.75 

Lee P. Dodd, la. 767.80 

Ross I. Donnelly, Ohio. 788.40 

Chas. E. Doughty, N. Y. 808.25 

F. E. DuBois, Calif. 755.10 

L. P. DuCharme, Que. 755.40 

Orris E. Duringer, Ill. 755.65 

Phillip Ebel, Mo. 771.85 

Chas. W. Edie, Sask. 808.02 

Austin M. Eisaman, Ind. 792.55 

Douglass L. Ellis, N. Y. 757.75 

Joseph D. Elmo, Mas*. 766.85 

Theo. A. Emeis, Iowa. 815.70 

Frank J Enbusk, Ore. 753.70 

Warren W. Enyeart, Kan. 826.60 

Herbert E. Ernisee, N. Y. 762.40 

Clarence P. Erwin, Ky. 769.70 

Morris H. Evans, Penn. 754 40 

Edw. E. Everett, Wash. 756.05 

A. D. Farrar, Mass. 768.40 

James P. Fee, Ont. 753.95 
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Clem. H. Ferguson, Pa. 760.05 

Peter Femo, Conn. 766.10 

John H. Finney, Ohio. 870.85 

Frederick L. Fite, Colo. 784.30 

John C. Flanagan, Wis. 755.75 

Mrs. Nina Fleming, W. Va. 755.75 

G. Follett, N. H. 827.35 

Wm. H. Ford, Ga. 814.75 

John B. Francis, Calif. 866.90 

Harold E. Freeman, Kan. 754.60 

Benj. S. Frew, Pa. 756.30 

Milton Fulda, N. J. 795.45 

U. G. Fuller, N. Y. 766.20 

James T. Garfield, Pa. 766.45 

F. M. Garland, B. C. 775.45 

Lewis S. Gamer, Mich. 761.60 

Horton B. Garrison, N. J. 758.25 

Lithwin O. Gates, Mich. 751.25 

George Grant, B. C. 759.40 

John E. Grant, Maine. 893.70 

J. Frank Grant, Maine. 760.80 

Ralph L. Graybum, D. C. 753.05 

Romeo J. Greene, N. Y. 821.50 

Geo. Gregerson, Minn. 754.55 

Harolod G. Gruenfelder, Mo. 811.15 

Albert Geist, Mo. 804.65 

Herbert P. Gibbs, Ga. 763.15 

Ray E. Gibbs, la. 756.45 

Earl I. Gibson, Ore. 766.40 

John S. Gillett, Neb. 757.15 

John Knox Gilmore, Pa.. 769.20 

Earl H. Goldsberry, Mo. 770.75 

Chas. Spencer Goodrich, Wash. 755.70 

Geo. A. Gottsman, Mass. 751.55 

Otto Hague, Ohio. 750.35 

Marshall T. Harold, N. Y. 756.10 

Stephen L. Haley, Ind. 752.75 

Guy L. Hall, Maine. 751.65 

Christian M. Hansen, Ind. 756.70 

Martin Haroldson, N. D. 818.20 

Lloyd D. Harper, Colo. 780.35 

Fleming B. Harper, Va. 759.40 

Reginald V. Harris, Wash. 796.70 

Olin K. Hart, Mo. 765.90 

Mervin F. Heagy, Pa. 785.70 

Kenneth R. Hecox, N. Y. 752.55 

Floyd A. Hefner, Wash. 753.10 

George Heinrich, N. J. 840.00 

Helge Hemmingien, Ill. 759.25 

Floyd Hemphill, Ind. 849.10 

Leslie Henderson, Kan. 759.25 

B. F. Hennacy, Sr., Ohio. 768.79 

T. C. Herbert, Sask. 755.45 

Paul S. Hescock, Maine. 878.00 

Wm. C. Hicks, Minn. 828.35 

Henry R. Higgins, N. Y. 756.40 

Robert P. Higgins, Mass. 875.95 

Minnie Hildreth. Mich. 763.80 

Wm. N. Hillery, Texas. 794.10 

Ratcliffe M. Hills, Conn. 766.60 

James E. Henckley. Conn. 888.55 

Robert Hirt, Jr., Pa. 764.35 

Wm. O. Hodgson, Ore. 793.60 

Edw. W. Hoemer, Mo. 752.45 

Henry A. Holmes, Pa. 751.70 

Charles A. Holmes. Pa. 759.70 

C. A. Homgrain, Colo. 792.75 

Lawrence H. Hohmstrom, Ill... 756.65 

Raymond D. Hubbs, Iowa. 892.20 

Nicholas W. Huelf, Ohio. 780.60 

Thos. E. Huggins, La. 896.15 

Harold A. Hughes, Mich. 760.20 

Wm. B. Hughes, Mass. 750.90 

Horace E. Hukok, Mass. 753 90 


Wm. B. Hulen, Ala. 752.40 

Clifford Huller, Ont. 881.75 

Alfred T. Hunt, N. J. 756.80 

Orville G. Irealson, Neb. 762.70 

Chas. Jacobwitz, Pa. 778.35 

E. F. Jamieson, N. B. 760.60 

Ernest Wm. Joder, Ill. 761.25 

Roland H. Johnston, W. Va. 752.60 

Warren L. Jones, N. Y. 894.65 

J. C. Jones, Ont. 732.53 

Zenas E. Keck, Okla. 770.70 

Wm. O. Keeble, Ala. 750.94 

Arthur D. Keith, Calif. 762.20 

John F. Keller, Penn. 819.80 

Chas. E. Kelley, Mo. 751.30 

James Kennedy, Calif. 746.25 

John V. Kent, Mo. 765.20 

Robert E. Kerr, Ga. 840.55 

Robt. M. Kidner, Mich. 754.52 

Fred Knappman, Pa. 756.10 

Walter F. Knecht, Ohio. 760.90 

Albert Orlando Knox, Mass. 797.90 

William Koch, N. Y. 791 60 

Geo. L. Kock, Ind. 759.75 

F. C. Kruspke, Ont. 752.20 

Gustaf E. Kruskrope, Minn. 784.05 

Rosalind F. Laddey, N. J. 772.30 

Harry C. Lake, la. 827.40 

Wm. M. Lausdowne, Ohio. 866.05 

Arnold A. Laskey, Calif. 798.90 

Ladistas Lavoie, Que. 836.45 

Roland V. Layton, Del. 792.00 

Shandon E. LeBaron, Maine.... 856.35 

John P. Lecroy, Tenn. 796.45 

Walter W. Lewis, Calif. 764.35 

Russell G. Lafferty, Calif. 802.55 

Jos. L. Lammers, Ohio. 764.40 

Ernest C. Leas, N. Y. 867.65 

Cyril L. Hullier, N. Y. 815.72 

Gilbert C. Leib, N. Y. 755.00 

Clarence D. Libby, Maine. 760.80 

Dorr C. Lieving, Ohio. 771.05 

Axel J. Lind, la. 811.70 

Ernest C. Ling, Mich. 816.75 

Philip H. Littlefield, Maine. 792.30 

John C. Lloyd, Ind. 834.45 

Sydney S. Lobben, Minn. 751.45 

Le Roy W. Long, Pa. 754.80 

Geo. H. Lortie, Kan. 767.00 

A. A. Louer, N. Y. 755.80 

Erne~t M. Lown, N. Y. 800.20 

A. W. Ludlum, Ind. 780 05 

Harry Lynch. Mich. 762.50 

David Wm. Lynch, Mass. 762.30 

August Maffry, Mo. 761.70 

Chas. W. Manning, Tenn. 763.80 

Geo. F. Mansfield, Fla. 819.80 

William K. Mansfield. Va. 811.55 

Milton R. Marsh, Ohio. 752.50 

Chas. H. Marshall, Ohio. 761.30 

Wm. S. Marshall, Ohio. 845.87 

P. B. Marshall, la. 812.15 

Herbert G. Martin, Mo. 762.40 

F. O. Mason, Ont. 797.05 

Andrew A. Mather, Ohio. 759.60 

Leo. E. Mathis, Pa. 754 65 

H. L. Maxwell, Miss. 829.30 

Leroy J. Metzler, Ohio. 751.45 

T. A. McCaffery, Calif. 783.05 

Wm. H. McCauley, N. C. 811.92 

Theo. E. McClure, Ohio. 751.90 

Wm. W. McConaughey, W. Va. 769.05 

J. A. McConville, Ont. 751.22 

Clark P. McCrea, Mich. 755.10 


M. J. McDougal, Utah. 758.40 

Geo. B. McFarland, Ohio. 817.25 

E. A. McFarland, Conn. 760.80 

Henry J. McHugh, Ohio. 759.35 

John McKay, Mass. 877.05 

Duncan F. McKellop, N. S. 845.70 

Robt. McLean, Calif. 800.55 

Roderick McLellan, N. S. 882.85 

Francis R. McTighe, Ohio. 817.50 

Geo. J. Messick, Md. 753.75 

Richard P. Miller, Pa. 752.70 

Max R. Miller, B. C. 753.95 

Raymond U. Miner, N. Y. 762.55 

Thomas J. Mitchell, Mass. 853.55 

Harry L. Moore, Ohio. 752.25 

David E. Moore, Ga. 753.65 

Silas E. Moore, Tenn. 807.10 

M. P. Moran, Sask. 765.75 

Wm. A. Morrow, Ont. 759.10 

G. C. Morton, N. H. 840.85 

Otho D. Moss, Okla. 866.55 

Edward L. Mueller, Pa. 750.09 

Frank H. Mull, Pa. 770.90 

Herman Muller, Pa. 803.65 

H. J. Murphy, Ont. 771.75 

T. F. Nagle, N. Y. 750.45 

Paul Neff, Ohio. 763.40 

Wm. E. Neithamer, Pa. 758.35 

Nelson E. Dickerson, Okla. 871.92 

Philip Newman, Calif. 766.20 

A. M. O’Brien, N. B. 883.45 

Thomas L. Olney, Mass. 752.40 

Brian M O’Longlin, Calif. 758.90 

John W. Olson, Minn. 802.05 

Richard L. Orth, Calif. 757.90 

H. J. Pach, Ont. 786.80 

Warder Page, Ohio. 754.15 

E. Palmer, Ont. 764.15 

Ed. A. Palmer, Mass. 760.40 

Frank C. Palmer, N. Y. 805.05 

J. W. Parlee, N. B. 752.20 

G. Willis Parsons, Conn. 880.85 

H. E. Patterson, Ont. 761.60 

T. J. Peadle, Ont. 764 30 

T. J. L. Peake, B. C. 859.70 

Edgar L. Peard, N Y. 777.40 

Wm. A. Pickering, Calif. 750.40 

C. E. Penny, Ohio. 806.29 

Albert M. Peterson, Mich. 764.65 

Algot J. Peterson, Pa. 751.75 

Joseph Petrucka, la. 760.40 

Merrill N. Pheatt, Ohio. 756.65 

John L. Phile, Pa. 823.50 

J W. Phillips. Pa. 755.35 

Robert E. Phillips. Mass. 807.45 

R. E. Pierce, Sask. 779.45 

Herbert A. Pietzner. Ohio. 768.50 

Arnold T. Pittack, Pa. 754.95 

David R. Potter. Conn. 794.90 

Wm. H. Price, N Y. 775.29 

J. R. Prud’homme, Que. 792.50 

M. A. Prules, Que. 807.55 

B. F. Rainey. Md. 755.15 

Beniamin Redding. B. C. 762.40 

W L. Rehmeyer, Md. 819.04 

Harry C. Reisch, Kan. 752.00 

Raymond H. Reynolds. N. Y.... 753.49 

Casper E. Rhodes. Ill. . 759.40 

August Ripperger, N. Y. 798.Q7 

Orval A. Risley, Ind. 757.95 

Wm. T Robinson, Mich. 807.80 

Hazen E. Robson, N. Y. 841.00 

Willard B. Roe, Pa. 860.05 

Wm. E, Roehl, Tenn. 751.95 
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James Rollans, Mass. 801.60 

James Ronan, P. E. 1. 592.45 

W. C. Roop, Ohio. 757.70 

Eilert J. Rosengren, III. 796.75 

Andre W. Roux, La. 750.30 

Ruhl Rush, Kan. 753.95 

John T. Russell, N. Y. 751.30 

John H. Russell, Kan. 892.95 

Joseph L. Rutledge, Texas. 755.95 

Ed. T. Ryan, Utah. 758.15 

Leo M. Ryan, la. 755.10 

Elmer F. Sackhoff, Ohio. 755.05 

Edward Samson, Okla. 759.45 

Lyman W. Sanders, Utah. 793.30 

Wm. E. Sapp, Ill. 778.19 

Harry F. Schadel, Pa. 748.95 

Wallace Schaum, Ohio. 834.50 

Gerald G. Scheafnocker, Pa. 755.40 

Harvey H. Schnur, Mass. 767.70 

Norman W Seabold, Ind. 821.95 

Chas. Redenor Sebastain, Ore. 753.25 

Chas. B. Schroder, R. 1. 773.35 

Lloyd I. Seese, Ohio. 787.85 

Walter J. Settgast, Wis. 752.55 

Wm. H. Shannon, Pa. 756.80 

John M. Shearer, Pa. 866.24 

Horace Sherman, la. 767.05 

George H. Shcpp, Ohio. 756.10 

Howard A. Shipps, N. Y. 772.75 

John H. Shoup, Pa. 882.50 

Halbert D Shuler, N. C. 846.15 

Carl L. Smart, Neb. 818.20 

Albert N. Smith, Mich. 791.15 

Cyril F. W. Smith, Alberta.... 806.80 

Edwin H. Smith, R. 1. 754.65 

J. L. Smith, Ont. 760.50 

J. M. Smith, Quc. 766.35 


Merlin L. Smith, N. Y. 755.90 

S. V. Smith, Ont. 756.55 

George O. Spade, N Y. 803.10 

Wm. L. Sparkman, Ind. 782.85 

F. J. Spear, Va. 754.00 

Wm. R. Spence, Ohio. 807.95 

G. E. Spencer, Md. 838.57 

Ralph G Spendly, N. Y. 751.10 

W. N. Stafford, N. Y. 758.37 

Truman C. Stageberg, Minn. 794.20 

Robt. A. Steadman, S. D. 771.70 

S. A. Stephenson, Pa. 750 90 

Raymond J. Stiles, Ohio. 852.70 

Frank Leslie Storey, Alberta.... 759.65 

E. L. Story, Md. 753.35 

Frank L. Strong, la. 799.10 

Albert Strouse, Pa.. 778.25 

Eugene Jose, Sullivan, Mass... 783 30 

Mathew Summers, Ont. 1.010.92 

Stanley Swartz, Ohio. 759.15 

L. R. Taylor, N. J. 893.09 

Louis R. Leater, Ill. 756.45 

Neverly L. Tebeau, Mo. 830.95 

A. E Teetsel, N. Y. 780.10 

Alexis Telenitsky, Conn. 745.60 

Howard L. Thayer, Pa. 779.64 

Jas. L. Thompson, Okla. 887.50 

E. Ford Thompson, Ohio. 761.25 

D. K. Thrasher, Ind. 767.60 

Douglas Thurber, Pa. 759.40 

Wm. M. Toohey, Neb. 802.80 

K. V. Tooker, N. Y. 799.85 

C. A. Topping, N. B. 757.40 

Chas. S. Turner, Mo. 755.85 

Ed. Turner Frederick, Ill. 804.45 

Daniel W. Underdown, Mich... 875.75 
J. A. Underhill, Mich. 755.05 
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John W Vandermye, Sack. 750.73 

Alfred Wahner, N. Y. 750.50 

Earl Waldron, N. J. 755.55 

Frank H. Walker, N. Y. 797.30 

Forrest C. Walker, Mass. 760.20 

Anton C. Walter, Mo. 766.60 

Robert G. Warner, Mass. 764 30 

James W. Washburn, Tex. 800.45 

M. Kellis Watkins, Ala. 824.90 

Herman Weatherbee, R. 1. 782.90 

Walter W. Weisbender, Ohio.. 787.25 

Thomas S. Wells, Ore. 720.70 

John E. Wesley, Calif. 757.65 

Wm. H. West, Mass. 757.65 

Arthur H. Wilhelm, Colo. 750.95 

Harold H. Williams, Fla. 887.69 

L. M. Wilson, N. Y. 776.75 

G. B. White, Ont. 759.70 

Frank M. Wier, Okla. 808.54 

Pauline L. Wilson, Mo. 769.70 

Chas. S. White, N. Y. 771.55 

C. F. Wolf, N. Y. 815 27 

Wm. Wollin, Colo. 813.80 

George H. Wood, N. Y. 761.32 

Geo. W. Wood, Utah. 816.35 

Thos. Worley, Ala. 793 00 

Edwin Wrute, Mich. 857.70 

James H. Wray, Alberta. 752.35 

E. P. Write, Ont. 756.05 

Floyd V. Wright, N. J. 766.52 

Glen H. Weim, Ill. 861.45 

Otto R. Winkler, III. 755.35 

Gotthilf Wurst, la. 754.65 

T. G. Yest, Calif. 757.00 

Edgar C. Young, III. 781.95 

Wm. E. Young, Mich. 816.65 


On Our Profit-Sharing Plan 
1711 Representatives Received 
$158,228.00 
for These Three Months 
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OPENING THE DOORS 
OF FOREIGN HOMES 


UOW many Fuller Men are taking full advantage of the 
selling opportunities that the foreign neighborhoods offer? 

To help Fuller Men in this work, The Advertising 
Department has just recently completed the translation of 
the Fuller Advertising Card into ten foreign lan&ua&es. 
These cards will be of &reat value to hundreds of Fuller 
Men in the field in opening the doors of foreign homes. 

The new Advertising Cards will be furnished by the 
Literature Department. They can be had in the following 
lan&ua&es: 

BOHEMIAN 

FINNISH 

FRENCH 

GERMAN 

HUNGARIAN 

ITALIAN 

JEWISH 

LITHUANIAN 

POLISH 

SPANISH 

Fuller Men wishing to make use of these foreign language 
Advertising Cards are ur&ed to order them through their 
branch manager immediately. 


LITERATURE DEPARTMENT 


THE FULLER BRUSH COMPANY 

HARTFORD, CONN. 
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Our New Vision 

Early Estimates Prove Inadequate as We Continue to Grow 


By A. C. Fuller, President 


I N the growth and development of a 
business organization year by year we 
observe certain outstanding events 
which constitute the high points of its prog¬ 
ress. Each year these are to be observed in 
the growth of our own Company, under one 
division or another. This year we have the 
very important event, and one of the most 
interesting in the history of the Company, in 
the construction of our new factory and office 
building. The various phases of the situation 
which have led to the construction of this 
building, are rather interesting to us folks 
who are keeping close to things here at Hart¬ 
ford, and no doubt will be to our organization 
in general. 

In 1910 we purchased a small piece of land 
about the size of two ordinary building lots, 
which we had an opportunity to get at a 
low price, anticipating 
that we might erect a 
small manufacturing 
building, but before 
the end of one year it 
was evident that this 
would not begin to be 
large enough for our 
future growth. In 
1913 we purchased an¬ 
other piece of ground, 
consisting of about 
11/2 acres, which from 


our viewpoint at that time, seemed to be suf¬ 
ficiently large for a future factory building 
for the Fuller Brush Company, but inside of 
two years it was evident that this would be 
too small, and as late as 1920 we purchased 
a plot of ground that was exceptionally well 
suited for a factory building, consisting of 
about 2% acres. It was again proven in a 
very short length of time, that even this 
would be too small, and we finally purchased, 
last November, about 20 acres, where our 
present factory is being constructed. These 
other properties, excepting the third one, 
were sold at a very considerable profit. 

Relating these incidents throws an inter¬ 
esting light on the vision that we folks here 
have had from time to time on the future 
growth of the Company. It must be admit¬ 
ted that we were over-conservative in the 
light of these facts. 

We feel, however, that 
there can be little 
doubt as to the ade¬ 
quate size of our pres¬ 
ent place for future 
expansion. From time 
to time, during the 
past ten years, we 
have given very seri¬ 
ous consideration to 
the immediate con¬ 
struction of a factory 
building, but of course 
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each time on a much smaller scale than we 
have finally found it necessary to construct. 
It seemed, however, in view of the fact that 
we were able to obtain adequate space for 
our business, that it was better to conserve 
our finances for the building up of our great 
national sales organization, even though we 
might have been able to operate with consid¬ 
erable less expense in our own building, hous¬ 
ing the entire business under one roof, and in 
view of the fact that any building we con¬ 
templated erecting would have been, in less 
than one year, inadequate in size, there is no 
question but that it was the better part of 
judgment to have deferred the work up to 
the present time. 

Our company has had a very strong credit 
rating with banks and with a few exceptions, 
we have had at all times a surplus credit 
available if needed, but one of the first and 
most important principles of any business, 
is to have at all times, an adequate surplus 
of credit. But this so-called surplus of credit 
has increased during the past two years most 
remarkably. We have a voted line of credit 
from the various banks with which we do 
business, of $700,000. 

Public Confidence Indicated 

One of the most gratifying things in the 
history of our business, is the fact that our 
company a few months ago, through two lo¬ 
cal brokers, sold one-half million dollars of 
our company's securities in less than two 
days. This indicated clearly the confidence 
and pride of the general public of Hartford 
and vicinity, in the company, and provided us 
with the funds for building our new factory 
building, without tying up the regular re¬ 
sources of the company, and has left these 
entirely free for the regular development of 
our business. 

The new building which we are construct¬ 
ing will consist of 160,000 square feet of floor 
space, in addition to a garage of the same 
general construction, for about thirty-five 
cars and the company’s trucks; a boiler house 
and coal pocket that will take care of a fac¬ 
tory about three times the size of the first 
unit which we are now building. 

Our architects and engineers have given 
special thought and study to the construc¬ 
tion of a building that will be one of beauty, 
as well as one of practical considerations, 
which we believe will be a continuous adver¬ 
tisement for the company. From a fire¬ 
proof standpoint, it is interesting to know 
that we have been granted a rate by the New 
England Insurance Exchange, of 8c. per $100 
on the building and 9c. on its contents, which 

Page Two . ✓ 


is practically the lowest rate of insurance 
granted. This indicates the care which the 
architects and engineers have taken to make 
a substantial and fireproof job, and one which 
will be equipped with every fire-preventative 
facility. 

Building Progressing Rapidly 

Our general contractors, R. G. Bent & Com¬ 
pany, a local firm which was very considera¬ 
bly inside any other firm in their bid for this 
building, are pushing the work to completion 
as rapidly as possible, and the sub-contrac¬ 
tors for the installation of the plumbing, 
heating, sprinkler, and electrical systems, are 
carrying the work right along as the building 
progresses. As this issue of The Bristler 
goes to press, the contractors estimate they 
will have the roof on by October 1st, and we 
anticipate having most of our manufactur¬ 
ing departments installed before January 1st. 

We will all then feel a great deal of pride 
and satisfaction, to be finally housed in our 
own home, and it has been estimated by our 
Cost Department that we will be able to ef¬ 
fect a savings in operations from $30,000 
to $50,000 per year, over our expenses at the 
present time, where our departments are 
split up into a number of different places. 

03 

THE PRESIDENTS VISION 
And Our Ideal 


“We want an America of homes, illumined 
with hope and happiness, where mothers, 
freed from the necessity for long hours of 
toil beyond their own doors, may preside as 
befits the hearthstone of American citizen¬ 
ship. We want the cradle of American child¬ 
hood rocked under conditions so wholesome 
and so hopeful that no blight may touch it 
in its development, and we want to provide 
that no selfish interest, no material necessity, 
no lack of opportunity shall prevent gaining 
of that education so essential to best citizen¬ 
ship.” 

President Harding's Inaugural Address , March 4, 1021, 

Reprinted in “Health ” 

m m m 

afio 

“Tony” and “Waddy”, the big elephants at 
the Boston Zoo, receive their weekly bath 
with a Fuller broom. These elephants are 
great favorites and the children shout in glee 
when “Tony” grasps the Fuller broom in his 
trunk to scratch his back, 

—tf. H. Schnur . 
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Don’t Pity the Farmer 


He Is on the Road to Prosperity Now 


G ENERALLY speaking, statistics are un¬ 
interesting things—pretty dull reading 
—yet, they are of vital interest and of 
the utmost value to innumerable business or¬ 
ganizations. 

We have been watching data sheets and 
marketing service reports for the last few 
months and have established one thing of 
prime importance. It is this—the buying 
power of 40,000,000 people in this country 
is reaching a normal level, in other words, 
the farmer—the country folks—are coming 
back and coming back strong. 

We quote the following from just one of 
the reports: 

“Agricultural markets indicate crops about 
equal the ten year average for this year, 
but strengthening prices will mean greater 
incomes and improvement in buying power. 
Purchases delayed over the past three years 
should bring greater opportunity in these 
markets for the coming season. ,, 

The bit of information contained in these 
two sentences is of considerable value to 
many organizations if we are to judge from 
the energetic manner in which some of the 
large tractor, farm machinery and implement 
and automobile and truck companies have 
gone after the farmer’s business within the 
past few months. If it means so much to 
these companies, it naturally means consid¬ 
erable to us, for just as certain as the farmer 
needs tools for the cultivation of his land, the 
farmer’s wife needs “tools” for the care of 
her home. 

And bear in mind that the farmer’s wife 
thinks just as much of her home as the city 
wife does—probably just a wee bit more. She 
is interested in all the new appliances that 
will lighten her household work. When the 
farmer found out that the tractor would 
greatly lessen his labor, he bought one. The 
same held true of the farmer’s wife when 
the vacuum cleaner and washing machine ap¬ 
peared on the market. 

“Women’s Work Is Never Done” 

Farming is hard work and a large share 
of it falls on the shoulders of the woman of 
the household. She works fairly steady all day 
and at times, into the night. She is inter¬ 
ested in any new appliances or devices that 


will help lighten some of the many tasks she 
has to do and we all know that Fuller Brushes 
will do their share to make her work easier. 

Another thing, the farmer’s wife is inter¬ 
ested in quality. She has been fooled by the 
old time canvasser. That is why she is more 
familiar with his practices than her city 
neighbor and to her, tradition has given the 
old time canvasser a somewhat shady reputa¬ 
tion in some localities, just because he so fre¬ 
quently used his powers of salesmanship to 
sell goods that were far below a respectable 
standard of quality. That is why the farmer’s 
wife is naturally skeptical about quality and 
wants to be shown. She will be impressed by 
the quality of Fuller Brushes. 

It is doubtful if many of the representa¬ 
tives fully realize what remarkable advertis¬ 
ing Fuller Brushes are receiving through the 
Home Demonstration Agents. Our company, 
by gladly supplying any authorized agent 
with as many as ten of the household 
brushes, is daily making new friends. The 
Home Demonstration Agent using Fuller 
Brushes in her demonstration in “labor sav¬ 
ing articles” impresses upon the farmers’ 
wives that Fuller Brushes represent quality, 
efficiency in housework and necessity of hav¬ 
ing special tools for special tasks. Our rural 
territory is being opened up to a considerable 
extent through such meetings addressed by 
these Home Demonstration Agents, for the 
rural people have the highest respect for 
these agents and the articles which they 
demonstrate. 

Within the next year farmers will profit 
financially, socially and mentally, through 
farm co-operative movements which have 
made tremendous advances both in extent 
and in management. Such co-operation un¬ 
questionably predicates better prices for 
farm products together with lowered cost to 
consumers which will maintain the demand. 

Never have our farmers worked harder or 
more intelligently or with better instruction 
and leadership than now. The clouds are 
breaking. Fair weather is ahead. Will you 
share in their success? How much do their 
needs and desires mean to you? Are you 
going to lay your plans now to obtain the 
great farm business which will accrue to the 
broad-visioned Fuller Man who drives deter¬ 
minedly to get it? 


loo%k<? hree 
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Do You Really Understand What This Picture Means? 

Read the next page carefully he fare you answer . 


Page Four 


Google 












































































































NEW CONTRIBUTION CONTEST 


I 


Three Prizes Offered 

for Articles on The Fuller Correspondence Service 


The Road to Success should lie before you straight and clear, when you study our Service 
as represented by the drawing on the opposite page and analyze it in the light of your own Fuller 
experience. Opportunity has knocked. Suitcase in hand, you are mounting the steps to Success. 

“OPPORTUNITY” — “SERVICE AND MAN BUILDING” — “SUCCESS” 

What Do They Mean to You? 


Tell us in 500 words or less just what you think about the Fuller Correspondence Service 
—what it means to you, what it offers you and how you will profit by it. 


THIS IS YOUR OPPORTUNITY 

1st prize—Full paid enrollment in the Fuller Correspondence Service. 
2nd prize—An initial payment of $12.00 on enrollment for the course. 
3rd prize—An initial payment of $6.00 on enrollment for the course. 


Address your contribution 
to Editor of the Bristler, 
Fuller Brush Company, 
Hartford, Conn. 


If winners are already enrolled in the 
Service, the amount won will be refunded 
or credited to present account. 


Contest closes October 5th. 
All contributions must be 
mailed previous to that date. 
Do it today ! 


HD S3 S3 S3 
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Seeking Success 

By H. F. Hulse 


I T is just as much of a success to know an 
opportunity when it comes and to make 
the most of it as it is to accomplish 
tasks that one must of necessity perform. 
This arouses the question—Are you seeking 
success? Do you appreciate and accept the 
opportunities that come to you every day? 
Some people figure that Success will hunt 
them out and shower its power of abundance 
and happiness upon them without requiring 
any effort on their part. 

You are different. You realize that Suc¬ 
cess is based entirely upon the quality of 
mind under which one trains the power of 
thinking. You know it is the best informed, 
the best regulated mind that wins. It is true 
that this is so, because the possessor of such 
a mind is constantly on the lookout for op¬ 
portunities and is hourly making the utmost 
of them. The chap who is so satisfied with 
his present plodding that he overlooks and 
passes up the chances for getting ready for 
the bigger jobs ahead, will never amount to 
more than he is today. 

There is only one sure road to Success. Ac¬ 
cept the opportunity at hand—then work 
with absolute and undying honesty. It is 


the consistent and persistent plugging that 
counts. It is this undaunted determination 
that wins in the Game of Life. The way you 
play it marks the kind of a Life you want. 
Your work is your Life—not only your liv¬ 
ing. All told it is merely an expression of an 
earnest desire. 

Desire of itself never brought anyone any¬ 
thing. But he who desires and desires will¬ 
ingly enough, brings about the things he 
wants. The first sign of this shows itself 
when the individual begins to search and to 
accept and to make the most of opportunity. 
It is an everyday affair—not merely once in a 
lifetime. 

Realizing this, the Company pictures its 
appreciation and understanding of what it 
means in the drawing on the opposite page. 
It is an illustration of an idea so full of real 
desire, there should be a rush of thoughts 
urgine you to get busy to get every morsel of 
good it presents. 

Study it. Analyze it. Picture yourself as 
a part of it. Get the feeling back of it. Make 
it your own. You won’t have to wait for Suc¬ 
cess to look you up. You will go after it and 
it will be yours. 


. GoogI< 


Page Five 











A Periodical 

Devoted to the Interests of Representatives of 
THE FULLER BRUSH COMPANY 

HARTFORD, CONNECTICUT, U. S. A. 
and 

FULLER BRUSH COMPANY, LTD. 

HAMILTON, ONTARIO, CANADA 

Published by the Editorial Department at 
Hartford, Connecticut 

B. F. Hennacy, Jr. M. K. Pomeroy 

Miriam Pomeroy, Editor 
VOL. VI SEPTEMBER, 1922 NO. 9 


TIME 


H OW would you define time? It means 
one thing to you and perhaps something 
entirely different to your neighbor. To 
you, it may mean eight short hours in which 
to accomplish the work you have to do; to 
Jones it may mean eight long hours that have 
got to be filled somehow; to Smith, it may 
mean the years it will take him to prepare 
himself for a certain position; to Brown, it 
may mean three or four hours of golf that 
can be squeezed into his schedule. To all of 
us, it probably means all these and much, 
much more! 

However we consider it in the abstract, we 
know that it has a terrible way of slipping by, 
of being gone before we are hardly aware of 
its passing. There is nothing so irretrievable 
as yesterday, nothing so brief and inadequate 
as today, nothing so impossible to reach as 
tomorrow. Our whole sum of days is aston¬ 


ishingly brief when compared with the days 
of the universe and all our science is not 
teaching us to lengthen our lives, however 
much we might want to. 

Yet we have minutes and hours and days 
and weeks and years at our disposal. Why 
should we worry because our own system of 
counting limits our time to three-score years 
or less ? Why should we be impatient for to¬ 
morrow when, if we set about it, we could ac¬ 
complish so much today? “Rome wasn’t 
built in a day” and no real success has been 
achieved without years of effort and hard 
work. 

To value time rightly, we should make the 
most of today without being impatient for 
tomorrow. Why wish time away? Why be 
discouraged because ripe fruit doesn’t fall 
at our feet from a newly planted tree! 

A promotion that comes easily may be very 
hard to keep, whereas a delay in reaching 
your goal may mean that you will be far bet¬ 
ter prepared for it when success is finally 
yours. i i 

Perhaps we should say a “certain step to¬ 
ward success”, for there is no standing still. 
We do not climb a ladder, reach a platform 
and sit there comfortably for the rest of our 
lives. If we do not keep moving of our own 
accord, someone more lively will shove us 
from our coveted perch . 

Lay your plans for tomorrow, but work 
them as far as possible today. Know all 
there is to know about your work, the poli¬ 
cies of your company, the character and 
quality and uses of every brush; know your 
customers, their wants and whims and the 
household problems you can answer for them. 
Perform the task at hand with a will and be¬ 
fore you know it, Time will have made you a 
present of the job you want. 

Don’t forget that you can always do what 
you want to do, if you want to enough to face 
all obstacles and conquer them. You can’t 
do it by waiting for Tomorrow. You can’t 
do it by wishing back Yesterday. This is the 
day of “up and doing”. “Time is on the 
wing,” but you have got Today. 

QJ 01 ID 
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THERE'S A REASON 

For our size—and not a summer or vacation 
alibi-reason, either. Just by way of experiment, to 
show you the contrast between the small and the 
larger copy, we are giving you this 20-page edition. 
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ST. ALAMO LEWIS PAYS TRIBUTE TO 
FULLER 


By B. F. Henxacy, Jr. 


I N a speech given before the Hartford Ad¬ 
vertising Club recently, St. Alamo Lewis, 
an eminent authority on Advertising, 
went out of his way to praise the Fuller 
Brush Company. He said that our advertis¬ 
ing and new method of doing business was 
being talked about thruout the business 
world. He further intimated that our com¬ 
pany is sounding a new note in business that 
is being heard thruout the whole business 
world, and that our unprecedented success 
is much talked of, and our methods much 
imitated, by other concerns. 

He brought out in his lecture that there 
are three kinds of salesmen, the strenuous, 
the systematic and the efficient kind. He 
most clearly outlined the differences in these 
three types, and I am going to try and apply 
these definitions to our work. 

The Strenuous Salesman 

The strenuous salesman is a hard worker. 
He enters a home, opens up the outfit, and 
proceeds to show the customer every brush 
in the case. He doesn’t even hear the objec¬ 
tions that the customer gives, let alone trying 
to answer them. He forges right ahead 
showing one brush right after another, al¬ 
most commanding attention by his bold meth¬ 
ods. After all the goods have been shown, 
he proceeds to give a strong closing talk on 
a set of brushes. Consequently many of his 
sales are forced and when delivery day comes 
around they do not deliver. This type of 
salesman is tactless, and altho a hard worker, 
he lacks both system and sympathy. 

The Systematic Salesman 

The systematic salesman is a very precise 
“animule ”. He has a certain way of display¬ 
ing his samples, and rain or shine, no outside 
infiuenceis allowed to interfere with his plans. 
His methods are the latest, he dresses neatly 
and wears a smile, a very systematic smile. 
His manners are perfect—perhaps a little 
too perfect. He lacks the human touch. He 
gives the impression that his polished man¬ 
ner is more the result of a business apprecia¬ 
tion of good taste, than a natural interest in 
his customer’s welfare. The systematic 
salesman never gets “under the skin” of his 
prospect. He goes thru the proper motions, 
but lacks the heart qualities. 

The Efficient Salesman 

The efficient salesman possesses the good 


BELIEVE IN YOURSELF 


By P. W. Smith 


This world would not amount to much if 
there had not been men throughout the ages 
who believed in themselves. 

Many were egoists, some were dreamers; 
many fell short of their great and high am¬ 
bitions ; some accidentally stumbled upon suc¬ 
cess; but in each and every case their faith 
in themselves was boundless. 

This world takes a man at his true worth 
about the time his tombstone crumbles, as a 
rule. 

People will never think much of a man who 
does not honestly and justly think a great 
deal of himself. The best salesman in the 
world is he who believes in his own goods, 
and knows how to make the other fellow 
think likewise. All success in life is more or 
less a matter of salesmanship, but the finest 
salesman that ever lived will not succeed if he 
is selling fake goods. 

First of all, make yourself worthy of suc¬ 
cess. Be thorough and efficient. Be clean 
in your own life and ever honorable in all 
your dealings. Always give full value for 
what you receive, and with this armor go 
forth and win. 

The world is not going to knock down your 
front door and drag you forth to its great re¬ 
wards. There are some very nice stories 
printed about opportunity sneaking up be¬ 
hind a man unexpectedly. But the men who 
have been overwhelmed by a very kind and 
indulgent fate are mighty few. 

Modesty is a virtue with a low batting 
average. 

Do not underestimate your own ability, and 
your own value. Herein lies the secret of 
many a man’s success. 


qualities of the other two, plus a genuine 
human interest in each prospect. He has the 
stick-to-it-ive-ness of the strenuous salesman, 
the science of the systematic salesman, and 
yet his personality remains unspoiled with 
these acquisitions. In other words he is cap¬ 
able of absorbing the greatest amount of 
technical education pertaining to Salesman¬ 
ship, and yet his personality stands out above 
this acquired veneer, always keeping it sub¬ 
servient to his real self, and yet serving an 
invaluable end. Weak personalities can 
easily become slaves to system, or even to 
hard work. The efficient salesman utilizes 
these qualities to the maximum degree, but 
it is the magnetism of the man’s personality 
behind them, which spells success. 


Severn 





WKat Do You Know About the Broom? 


There is no reason why you should stop selling 
showers because it happens to be September— 
neither is there any reason why you shouldn’t 
sell brooms. You know that every housewife uses 
a broom—and you know the quality of the Fuller 
broom. It is up to you therefore to enlighten 
her. 

Lest there should be the slightest doubt in your 
own mind as to the merit and intrinsic value of 


our broom, read the accompanying article. Then 
read the article which shows you how we proved 
our broom’s superiority and study the photo¬ 
graphs carefully. 

The facts are clear and convincing. We do not 
need to exaggerate. The best advice we can give 
you is to know the facts and be prepared to 
“Boost the Broom” this fall. 


HE broom is a national institu- 
tion in the home. It is just as 
important and holds just as high 
a place as the frying-pan and the 
tea kettle. It is as relatively 
ML important to the housewife as 
the hammer is to the carpenter, the knife to 
the butcher and the oven to the baker. But 
how much thought is given to its selection 
and purchase by the woman of the house¬ 
hold? In buying a broom does the house¬ 
wife assure herself positively that it will do 
the work satisfactorily, do the work easily, 
give her the use to which she is entitled for 
the amount of money involved, present a 
good appearance and retain this good ap¬ 
pearance over an extended period? 

Every Fuller man knows that he is selling 
a broom that will do the great variety of 
household sweeping work more satisfactorily, 
more easily, will retain its shape and ap¬ 
pearance over a much greater period than an 
ordinary broom, and gives to the purchaser 
an item which represents true value for 
every cent that has been expended. This, 
the Fuller man knows. His problem is to get 
this message across to the housewife. She 
wants to know it too. When she knows it— 
she buys! 

Nothing is more positive assurance to the 
housewife than the fact that thousands of 
women throughout this country and Canada 
have been using and are using the new Fuller 
Broom in their daily sweeping tasks and are 
entirely satisfied with it. That the Mrs. 
Smiths, the Mrs. Joneses and the Mrs. 
Browns in her town or city, and in thou¬ 
sands of towns and cities, speak of the Fuller 
Broom as a “wonder.” Of course she is in¬ 
terested in that, but she wants to know 
more. 

The handle for example. It will interest 
her to know that it is made of seasoned, 
grained maple—straight and true. Not de¬ 
fective and poor wood, liable to break and 
splinter. Not painted, liable to stain the 


hands when subjected to warmth and mois¬ 
ture, but varnished. 

The broom portion interests her. Why 
isn't it the usual yellow color, significant of 
corn. Simply because it has been perma¬ 
nently established beyond a doubt that fibre 
is a much more satisfactory element to use 
in broom construction. The Aztec fibre used 
in Fuller Brooms is the finest obtainable, it 
sweeps cleaner, wears longer, has fully three 
times the life of ordinary corn and retains 
its shape and appearance until worn down to 
an unserviceable stage. Its wide adapta¬ 
bility permits its use and gives the desired 
satisfaction whether used on a fine Axmin- 
ster rug, or a wood or concrete floor. 

Will the fibre fall out and scatter about the 
floor when the broom is used—this she wants 
to know. It will not—cannot—for the im¬ 
proved manner by which the fibres are im¬ 
bedded in the adhesive substance, makes it 
impossible for them to get separated and 
drop away. 

Will the fibres break? A few moments’ 
demonstration, just taking several of them 
in your sample broom, bending them back, 
twisting them, pulling them, positively as¬ 
sures her of the elasticity and toughness of 
this excellent material which is used in Fuller 
Broom construction. 

How about the stitching, it frequently 
breaks in a corn broom. Fuller Fibre Brooms 
are stitched with the finest pure linen cord, 
tested far beyond its required strength, and 
guaranteed to last as long as the broom. 

Is it heavier than the corn broom? The 
weight of the Fuller Broom is six ounces less 
than the average corn broom. Doesn't seem 
much when we say it that way, but means 
that in sweeping the average size kitchen, it 
saves a woman from lifting the equivalent of 
sixteen extra pounds a day. That means 
saving energy equivalent to lifting three tons 
in a year, assuming the housewife sweeps the 
kitchen about once a day. Added to its light- 

.,(Continued on Page 12. Column 21 
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Advertising That Pays 


How You and the Fuller Brush Company are the Envy 
of Other Organizations 


'T^ODAY every manufacturer and every 
J[ other business man is giving a good 
deal of thought to methods and costs 
of distribution. Almost every week some big 
organization asks for information from The 
Fuller Brush Company as to the way we have 
solved this distribution problem. 

At this time when distribution is being 
questioned everywhere, the biggest concerns 
in the country are observing the Fuller Brush 
Company methods. 

The same applies to Fuller advertising. We 
are told by men who should know that Fuller 
advertising is the most outstanding job of 
national advertising during the past five 
years at least. It has created a reputation 
for the Fuller product and the Fuller Man 
which is worth millions of dollars to the Com¬ 
pany as long as we continue to keep our ad¬ 
vertising story before the public in the same 
strong manner and live up to it in the service 
we render. 

The Fuller method of distribution makes it 
possible to cash in on Fuller advertising to an 
extent which is the envy of other companies. 
The “merchandising” of advertising is the 
big problem for every manufacturer. Other 
manufacturers must sell the dealers on their 
advertising and are helpless to bridge the gap 
between dealer and consumer, except as the 
advertising itself causes the consumer to go 
to the dealer. 

Think of the wonderful advantage every 
Fuller Man has! You go directly to the con¬ 
sumer who has already seen the Fuller ad¬ 
vertising. In a few brief words you “mer¬ 
chandise” this advertising direct to the cus¬ 
tomer, and immediately take advantage of 
the receptive frame of mind created by Ful¬ 
ler advertising. Because now the consumer 
knows that you are the man and carry the 
product which she has seen advertised so 
impressively. She is then ready to listen to 
your demonstration with a favorable mind 
and to learn what you have to say about Ful¬ 
ler Brushes and Fuller service. 

So the Fuller Brush Company alone of all 
organizations in the country can reach the 
one hundred per cent, solution of cashing in 
on our merchandising, of national advertis¬ 
ing. When you realize that advertising in 
the national magazines pays tremendously 


for the companies who cannot merchandise it 
in this way, you can realize how much more 
this Fuller advertising pays you and the 
Company. 

Cash in on it. Push the brush or brushes 
advertised in the magazines appearing each 
month. Those are the brushes which are 
most timely for that month as leaders. Push 
those brushes and then build up the sale with 
others. Make the complete selling demon¬ 
stration. 

You can thus cash in on Fuller advertising 
and get the benefits of your one hundred per 
cent, merchandising of Fuller space in the 
national magazines. 


FARM COMBINATIONS 


By Richakd Day 
Arranged by E. R. Adamson 


DAIRY SET 
Seven Piece 
Bristle Bowl Brush 
Radiator Brush 
Ice Chest Brush 
Small Black Bottle 
Percolator Brush 
Large Milk Bottle 
Palmyra Scouring 


HANDY 
FARM SET 
Six Piece 
Radiator Brush 
Ice Chest Brush 
Black Bottle Brush 
Percolator Brush 
Test Tube Brush 
Scouring Brush 


HANDY 
FARM SET 


Three Piece 
Radiator Brush 
Ice Chest Brush 
Bristle Bowl Brush 


Dairies can use large Milk Bottle Brush by remov¬ 
ing screw eye from handle so it will fit in sockets 
of the bottle washing machine. 

Scouring Brush for cleaning the bowl of the Cream 
Separator. 

Fibre Bowl Brush or Fender or Mud Guard Brush 

will remove the scum that forms on the inside of 
the milk can in the summer. 

Radiator and Ice Chest Brush to clean the curved 
spouts of the Cream Separator, also parts of the 
Milking Machine. 

Black Bottle Brush, Test Tube or Percolator Brush 
for smaller holes of the Separator, and Milking 
Machine. 

Radiator and Ice Chest Brushes for cleaning the 
Milking Machine tubes and pipes, and also for the 
Cream Separator. 

Bowl Brush for washing the Milking Machine 
Buckets, Milk Pails and Cans. 

Tan Mop, Tan Duster, Wet Mop and Broom are the 
Farm Leaders. 
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strate ways and means 
to better cleaning 




This splendid advertisement showing the Fuller Men demonstrating the Wall Brush and other household brushes in the home, appears in the “Ladies Home 
Joir rial”, Saturday Evening Post ”, and “ Good Housekeeping Magazine ” for October. Show this advertisement to vour customers and you can make October a 

real big Anniversary Month for yourself. 



















The Fuller Man in Action 


S HOWING over five million women in one 
month how part of a Fuller demonstra¬ 
tion is carried on is some task but when 
we glance at the advertisement inserted in 
this issue of the “Bristler”, we can readily 
see how easily it is accomplished. Here we 
find portrayed any one of the great band of 
Fuller Men in the midst of a demonstration 
in any one of the many million homes in this 
country. He is right at home and the woman 
of the house is attentively watching the Ful¬ 
ler Wall Brush at work. 

This wonderful color advertisement will 
appear in the October 7th “Saturday Even¬ 
ing Post”, and the October issues of the 
“Ladies’ Home Journal” and “Good House¬ 
keeping Magazine”. This is splendid adver¬ 
tising and every Fuller Man can swell with 
pride when he sees what his company is do¬ 
ing for him. 

The title—“Taking the Drudgery out of 
Fall House Cleaning”—promptly suggests 
many things to the woman of the household. 
She is impressed by the need of proper clean¬ 
ing “tools” to carry on her fall cleaning work 
thoroughly and less tiringly and promptly ap¬ 
preciates the need of acquiring many of the 
Fuller Brushes, Mops, Dusters, etc., to make 
her work easier. The desire is created—she 
wants Fuller Brushes and is ready to wel¬ 
come the next Fuller Man that comes along. 
She is ready to listen to a good complete sell¬ 
ing demonstration! 

The last advertisement, that showing the 
Fuller Man demonstrating the Wonder Mop, 
accomplished some wonderful results. Ful¬ 
ler men in the field highly commended it. 
You can cash in on the confidence created by 
this wonderful advertisement. Get the copy 
of the October “Good Housekeeping”, which 
is on sale September 20th, and which carries 
this advertisement. On October 1st, get a 
copy of the “Ladies’ Home Journal” and carry 
that with you. Then, for variety’s sake, 
about a week later get a copy of the “Satur¬ 
day Evening Post” and use that. Be sure to 
use this ad. and show it in the home. If the 
woman has not already seen it (a great many 
women will have, by the time you show it to 
them) she will be immediately interested. 
She will want you, the Fuller Man whom this 
advertisement talks about, to demonstrate 
these brushes to her. If she has already seen 
the advertisement, as so many of them have, 
she will realize at once that you are the man 
whom the advertisement talks about . 

What an opportunity every Fuller Man has 


to make a complete demonstration of the 
W T all Brush, the Broom and the other house- 
cleaning brushes! You can use that adver¬ 
tisement to run up your sales in October, for 
that is the time when you can sell big quan¬ 
tities of the house-cleaning brushes. Make 
that advertisement work for you, follow 
through on it. Use it briefly in every de¬ 
monstration and then swing into your demon- 
tration of the Wall Brush first of all, and 
then the other house-cleaning brushes. In 
September, you are demonstrating the Tan 
Mop, then the Broom, then the other house¬ 
cleaning brushes. In October, you will de¬ 
monstrate first the Wall Brush, then the 
Broom and then the other house-cleaning 
brushes. 

September and October are going to be big 
months on the broom. A broom in every 
home. 

In September, let’s put a Tan Mop also in 
every home, and then in October, a Wall 
Brush. Let’s show the company that we can 
make this advertisement pay and pay big. 
Get behind it strong. Give complete demon¬ 
strations and roll up the orders. 

Read the pointers on the Wall Brush, it 
will help you make a better demonstration. 


What Do You Know About the Broom ? 

(Continued from Puge 8) 

ness, we have its improved “balance” and, 
once the housewife handles it, tries it out, 
notes the ease with which it sweeps, and its 
many more favorable points—the desired im¬ 
pression is made and the order follows. 

Hundreds of Fuller Men recognize the real 
merits in the Fuller Broom and are admir¬ 
ably rewarded for their sales efforts in sell¬ 
ing this particular item of the Fuller Line. 
Their records have shown splendid results 
and the good will they have created with 
their customers, has been of unlimited value. 

The same opportunity exists to every Ful¬ 
ler Man. It is in his power to place a Fuller 
Broom in every home in his block. He can 
do it and it goes without saying that he will 
be amply rewarded by his efforts. Let’s go! 
A real honest-to-goodness start—a broom in 
every home in the block! 

m m si 

A COMMITTEE OF ONE 

When you smash your branch records, go your 
office leader one better or make any sort of a record 
for yourself, tell us about it. Consider yourself an 
editorial “committee” and send us the news. 
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Proof of the Superiority of Our Broom 

L. V. Lucia 


O N August 1st a bulletin was issued on 
the results of tests which were made 
on our broom, showing its wearing 
qualities as compared with those of the or¬ 
dinary com broom. 

The accompanying photographs are pos¬ 
itive proofs of the statements which were 
made in this bulletin. The two brooms are 
show’n as they looked when they were new 
and again after they had been put through 
the test. 



The testing machine gives a broom four 
days’ average wear in 15 minutes by stroking 
the broom back and forth at a speed of 70 
double strokes a minute, which makes actual¬ 
ly 140 strokes received every minute during 
the test. 

In actual use a broom receives on an aver¬ 
age of thirty-five strokes per minute. Now 
let us say that in actual use a broom is used 
for fifteen minutes each day in the week. 
This would mean that it would receive 525 
strokes each day, and in fifteen minutes the 
testing machine will give the broom 2,021 
strokes, or four days’ average use. 

The brooms shown here have each received 
258,000 strokes, or nearly 492 days’ average 
use. Look and see for yourself which broom 
has stood the test best. Are we not right 
when we say that our broom will out-wear 
from four to six ordinary com brooms ? 

It is true that when our brooms were first 
put out they did not prove to be perfect, but 
this was due to the conditions which arose 
from the unexpected enormous quantities of 
brooms which our broom factory was called 
upon to produce, and also to the fact that the 
material which was used for the stitching 
(although as good as the best that is used 
for stitching ordinary corn brooms) would 
not hold as long as the fibre in our brooms 
would last. 


The long lasting qualities of the fibre was 
also responsible for the trouble which we ex¬ 
perienced with our brooms, due to the cement 
giving away before the fibre began to show 
any signs of wear. These defects which 
showed up in our first brooms, however, have 
served not only to justify our faith in the su¬ 
periority of fibre for brooms, but to 
strengthen our determination to perfect the 
construction of our brooms so that all the ad¬ 
vantages offered by this superiority could be 
utilized. 

As a result, we have profited by experience 
and our untiring efforts, until today, we are 
producing a fibre broom which we know can 
be positively depended upon for service and 
satisfaction. We have spared no expense 
to perfect this broom and finally we have 
developed this testing machine to prove that 
our broom will out-wear from four to six 
ordinary com brooms. 

Look at the worn brooms again. Over six 
inches of the com broom has been worn out, 
and the stitching has been broken in eleven 
places by the 258,000 strokes which it has re¬ 
ceived, while less than one inch has been 
worn out on our fibre broom, and the stitch¬ 
ing is still in perfect condition, yet both of 
these brooms have been given exactly the 
same number of strokes under exactly the 
same conditions, as they were both on the 
machine at the same time and under the 
same pressure against the floor. 

You may have heard some people say that 
our broom is too expensive. Now let us figure 
this out, and see if this is so. 



The com broom shown in the photograph 
costs $1.25. It has been proven that our 
broom will last six times as long as the corn 
broom and even if it only lasts four times as 
long, it means that our broom will cost less 

(Continued on Page 14, Column 2) 
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Wall Brush Demonstration 


« ERE’S several pointers to polish 
up your demonstration on the Ful¬ 
ler Wall Brush, the advertisement 
of which will appear in the October 
7th “Saturday Evening Post” and 
the October issues of the “Ladies’ 
Home Journal” and “Good Housekeeping.” 
Read them over—there’s some real ideas 
here to help you make a better demonstra¬ 
tion. 

Introduction 

A Marvelous New Household Discovery 
Dust Hangs on the Walls at an Angle. 

1. BRUSH DOWN and you have a 
STREAK 

2. BRUSH UP—with the Fuller Mane 
Hair Wall Brush and you lift off the 
dust and it drops into the brush. 

USES 

1. For Walls, Ceilings and Mouldings. 

2. For Lace and Silk Curtains and 
Draperies. 

3. For Window or Door Screens. 
CAUTION: Never use it with water. 
METHODS 

1. On Walls brush up very lightly with 
straight upward stroke. 

2. Curtains and Draperies brush down 
very carefully. 

3. Open screen doors and close window 
when brushing screens—keep dust 
out of house. 

ADVANTAGES 

1. Decorator hangs paper with soft 
brush. Only way to care for it pro¬ 
perly is with Fuller Mane Hair Wall 
Brush. 

2. Lengthens life of decorations. 

3. Saves laundering of curtains or drap¬ 
eries. 

4. Cleans walls without disarranging 
whole house. It gathers and holds 
dust. 

5. Long handle reaches cobwebs in cor¬ 
ners. 

6. Avoids danger of accidents from 
climbing on chairs. 

7. Walls easily cleaned with cleaner— 
when wall is brushed once a month. 

VALUE 

1. Pays for itself out of savings. 

2. Decorator charges $1 to $2 to clean 
a room. 

3. Saves re-decorating cost. 

4. Lengthens life of paper or paint. 

5. Gives years of satisfactory service. 


ORDINARY BRUSHES 

1. Rub in dust particles and streak; 
result, cannot be cleaned. 

2. Scatter dust—result, clean whole 
house. 

3. Cannot be washed and cleaned. 
Decorator says: 

When two surfaces are rubbed together 
dust will enter the more porous and the softer 
surface. For this reason dust will enter the 
Fuller Soft Mane Hair Wall Brush instead of 
going into the pores of the paper which is be¬ 
ing brushed. 
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A REAL EXHIBIT 



Harvey J, Smith, lieut . under the Duhuque, Iowa branch 


Proof of the Superiority of Our Broom 

(Continued from Page 13) 

as compared with $1.25 for the corn broom. 

All broom manufacturers admit that fibre 
is greatly superior to any other material 
which is used for brooms, but until we per¬ 
fected our broom, they have said that it 
could not be used since it would curl. We 
have shown them that fibre can be used, for 
our chemists have overcome the curling prob¬ 
lem and now we have cement that will hold 
a stitching cord that will not break, and a 
fibre material that will not curl, all of which 
make up the only perfect combination for a 
perfect broom. 
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LEAVING A GOOD IMPRESSION 

Dear Fullerites: 

The writer (representative in Western 
Division) recently had a letter from Madison, 
Wis., in which were the following words: “I 
am glad you are with the Fuller Brush Com¬ 
pany. I have used their brushes for years 
and not only are their goods superior, but 
their agents are the most courteous of the 
many who come to my door. They are always 
pleasant and courteous even though I do not 
buy.” 

I thought this might be as good reading 
for the family as it was for me. In the first 
place this letter is from the lady who is Wis¬ 
consin president of the P. E. 0. sisterhood. 
Living in a college town, she no doubt is 
called upon by many of the students. Her 
words were a great help to me and have made 
me make an extra effort to leave a good im¬ 
pression in the homes where I call. 

We must congratulate Madison for having 
such men. We have them out west, too, but 
as our Mr. Bloom says: “ ‘Taint enough”. 
We must every one be real Fuller men. We 
must care as much or more about what the 
customer thinks of us and our Company as 
we do about how much money we are to get 
out of her pocketbook. 

Most of us have called upon ladies who 
have been left with good impressions. Some 
of us have had the opposite experience. I 
have had more of the latter. In ninety-nine 
per cent, of the cases the customer has been 
right. I get a good kick and lots of joy in 
my efforts to bring smiles to the face of a 
lady who has or thinks she has a complaint. 
I have found ladies who had been sold our 
Wonder Mop for a wall brush, 6 ft. handles 
and all. Their rough walls and ceilings were 
covered with tan fuzz and you can imagine 
what the mops looked like. Anyone who will 
sell any Fuller article just for the sake of 
selling something is not yet Fullerized. 

We think sometimes our territory is not 
good. It is up to every one of us to make it 
the best there is. Know at all times that 
every home will eventually want and buy 
Fuller Brushes. Know the joy and pleasure 
you are bringing to a customer. Learn more 
every day about our brushes, our work, our 
factory. If you come home in the evening 
with or without good sales, and do not know 
more than you knew when you started out 
in the morning, it is time to stop and think. 

If we all leave a good impression, the first 
thing we know we will be reading in the 
“Bristler” about additions to the 1922 
building. 


Here is a real story that happened when I 
was a boy in a small mid-western town. The 
newly organized martial band was practicing. 
The leader was telling the overgrown youth 
with the big drum, to take a rest when they 
got to a certain place. Said drummer re¬ 
plied, “Oh, give her H-, I ain’t tired.” 

Let us all feel that way about demonstrat¬ 
ing brushes. To do it requires regular habits 
with all the seasoning that comes under that 
title. 

I wish every one of you would read and re¬ 
read the article in the American Magazine 
for August, page 34. To everyone who will 
do so and say truthfully that it is not worth 
twice the price of the magazine, I will send 
twenty-five cents and request him to give the 
copy to some friend. Three cheers for 
Western. 

Just A Cub, Pomona, Cal. 

m m m 
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ANNO UNCE MENTS 

Mr. Robert R. Reed, of the Waterloo branch 
was married on July 12th, and as a result, 
there are now two Fords carrying brushes 
in his territory. Mrs. Reed is a full-fledged 
Fullerite with her own outfit and territory, 
and we wish her all success in her two new 
careers. 

000 

Mr. and Mrs. Edwin Hesse announce the 
birth of a baby girl on July 19th. Mr. Hesse 
is a representative under the East St. Louis 
office. May we extend our best wishes to the 
little lady and her happy parents. 

0 « « 

Mr. and Mrs. M. E. Misner, of the Pough¬ 
keepsie office are being congratulated on the 
arrival of an eight pound daughter on July 
8th. We are glad to welcome another new 
member to our Fuller family. 

0 0 0 

Mr. and Mrs. George Felton, of the Madi¬ 
son, Wisconsin, branch, are the proud parents 
of a nine-and-a-half pound baby boy. We 
extend our congratulations to Master Felton 
and his parents. 

0 0 0 

The Stork visited the Kitchener Assistant 
Branch on July 19th, and left the sweetest 
little baby girl in the world with Mr. and Mrs. 
Leslie Hughes. 

0 0 0 

Announcement has been made of the birth 
of a bouncing baby boy to Mr. and Mrs. Orth, 
of the San Francisco Branch. 
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Unfair Competition 

Are You Doing Your Part Toward Weeding 
It Out? 


By E. J. Anderson, Chicago District Manager 

Now that every Fuller salesman is having 
permanent territory assigned him, he owes 
it to himself and his customers to protect 
them against misrepresentation by other 
brush men. No doubt, some of you have had 
this experience: you have placed cards in the 
morning only to call back the next day to 
find out that they had been picked up by a 
“heathen” brush man. The most effective 
way we have to overcome this is to place 
the cards personally. When doing this be sure 
to introduce yourself to your prospect giving 
her your name and calling her attention to 
the Fuller Trade Mark Button, telling her 
that you will be back personally to redeem 
this card. If this is impressed forcibly enough 
on your prospect, the “heathen” brush man 
will have little opportunity to pick up your 
cards and to represent himself as a Fuller 
man. 

We have also found it a splendid plan to 
spend a minute with your customer after you 
have delivered your brushes and call her at¬ 


tention again to the Fuller Trade Mark But¬ 
ton all Fuller men wear, also the Fuller mark 
on the brushes and the Red Tip Tag. Tell her 
that you will be calling through there again 
in a few months and suggest to her that, 
when buying brushes, she should make sure 
she is buying genuine Fuller Brushes. 

m m m 
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LETS GO BOYS 

By K. G. Tucker, Butler, .V. J . 

The reason some fellows get on in the world. 
Get up, get the cash, and get happy, 

Is really no secret; it’s simple as play— 

Their method is this: “Make it snappy!” 

They leap from their flivver, and they jump 
for their case; 

They demonstrate brushes, some more. 
The yellow-eyed daisies don’t sprout in their 
tracks, 

No other brush goes on before. 

They rush with their cards, they’re pulsing 
with pep. 

They’re hitting on high as they pass, 

And so, if you’d sell Fuller Brushes, my boy. 
Just step on it, give her the gas! 


AS WE GO TO PRESS 

The orderly pile of bricks that is going to be the Fuller factory mounts steadily higher 
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Seed Thoughts 
for the Mental Garden 

By A. F. Sheldon 


No. 4.—How Many Salesmen Have You? 

This question is often 
asked an employer. His 
answer generally under¬ 
rates the number of people 
in his employ who are sell¬ 
ing goods direct to patrons. 

There are two correct 
answers to the question. 
The first one is ONE 
salesman—the House itself—the one com¬ 
posite salesman, of which each and every one, 
from porter to president is a part. 

The second correct answer is: the total 
number of people on the payroll, be that one, 
one hundred, one thousand, or one million. 

Everybody on the payroll is in fact doubly 
a salesman or saleswoman. First of all, each 
is selling his or her services to the House. 
Everything that is bought is sold. The 
House is buying the services of each unit on 
the payroll. Second, the way each one does 
his or her work is either a constructive or a 
destructive factor in the salesmanship of the 
one composite Salesman. 

One error on the part of anyone anywhere, 
—on the sales staff, in the office or factory— 
may unsell the best patron on the books. 

Constructive Salesmanship consists of 
deeds as well as words. In fact, it is about 
nine-tenths deeds and one part words. 



IT WILL BE A PROUD FEELING 


For your Branch Manager to come to the 
National Convention in January, with 
his quota made for the year. Whether 
or not your office reaches its quota, de¬ 
pends largely upon YOUR efforts be¬ 
tween now and January 1st. You have 
four months left in which to show your 
appreciation of your manager, who is 
consistently working for your best inter¬ 
ests. 

"Say it with sales,” and send him to 
Hartford in January. 


NEW ORLEANS STEPS FORWARD 


The New Orleans office has produced three 
branch managers, four assistant managers 
and five lieutenants since the first of the year. 
Mr. James R. McDermott has recently been 
promoted from lieutenant to assistant branch 
manager of the New Orleans office. Other 
men receiving promotions recently are: C. L. 
Bloxham, Ben Franklin, J. J. Babin, O. W. 
Robertson and C. S. Graham. "What it takes 
to promote,” says Manager C. B. Helmke, 
"New Orleans has got.” 


A BOSTON “GO-GETTER” 


We want to introduce to you Mr. A. L. 
Wheeler, one of the best workers of Boston 
North, and a prize winner in the June Re¬ 
cruiting Contest. Owing to an error on our 



A. L. Wheeler 


part, the photograph of Mr. A. L. Stone of 
Louisville was published in the August 
"Bristler” with the Atlantic Division winners 
under Mr. Wheeler's name. 

The mistake dates back to last March when 
the two photographs arrived at the Editorial 
Department and were published in "Fuller 
Life”. When and how they became mixed, 
we have no idea, but we hope Mr. Wheeler 
and Mr. Stone will accept our sincere apology. 

It would help us to guard against such an 
occurrence in the future if all photographs 
were clearly marked before being sent in. 
May we count on your cooperation? 


G 
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Our July Sales 

A NOTHER month has passed. July was 
the month of wilted collars and sticky 
linen; the month of vacations; the 
month when men showed themselves unfit 
or proved their mettle by refusing to let Old 
Man Sol deprive them of their “pep” and 
sales. The men of the Fuller Brush Company 
proved themselves of the latter class. With¬ 
in that thirty-one days we recorded $845,- 
305.75 in sales. 

July gave us many surprises. Central’s 
was the biggest; she jumped to first place 
and topped her nearest competitor, Eastern, 
by $20,000. Her total sales were $224,543.15. 

Central’s rise has been one of the outstand¬ 
ing features so far this year. The first two 
months showed her at the tail-end of the Big 
Three. The next two months she climbed 
to second place. During May she went to 
third and in June she jumped back to second. 
Last month, with sales of $224,543.15, she 
forced Eastern into second and Atlantic into 
third position. To date in actual sales for 
the first seven months of the year, Central 
has to her credit, $1,420,253. 

Eastern has led a more even pace so far 
than either of her two rivals. For three 
months she led the country in actuals and the 
other four months she held down second 
place. Never has she been forced into third. 
That’s certainly consistent work, Eastern! 
July showed actual sales of $204,828.00, and 
today she holds the enviable position of 
“Leading the Country” with sales of $1,460,- 
802. The steady climb of Central to second 
place is worth watching. Eastern leads her 
by $40,549.00. Central is playing a sure as 
well as a steady game and is determined to 
overcome this lead. She is after first place. 

Atlantic has had a more varied career. 
For three months she led. The other four 
months have seen her in third place. The 
report is current that Parlee has now caught 
his second wind—if that’s the case, boys, 
watch out! In actual sales for the month of 
July, Atlantic had $174,550.85, and for the 
first seven months, $1,390,230. 

Among the other divisions competition is 
equally great. In this, Southern has been 
the Shining Star for the greater part of the 
time. Three of the seven months she has 
held first place and only went to second 
place during the other four months. To date 
she leads by about $70,000. Her sales during 
July were $102,148.00, and for the seven 
months $678,817.00. 

Next in actual sales to date is Canada. 
With sales of $596,258.00, she is about $500 
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ahead of Western. For two of the seven 
months Canada held first place; the balance 
of the time she held third. Last month her 
sales were $66,260.30. Here’s a real race. 
Watch it! We are betting on the winner. 

Western has led her league twice. She 
held second position three times and third 
position twice. She’s coming up like a house 
afire. During July, her actuals were $67,- 
732.20. Beware, ye rivals of hers! 

Our West Indian Division had actual sales 
of $5,242.25, making this her best month. 
Good work, Fortson! 

As for the Districts during July, Des 
Moines again leads the list with a remarkable 
showing of $59,126.90. You are certainly 
coming strong, Lonzo! Keep it up and step 
faster or you will be overtaken. They are out 
to beat you. 

The honors this month among the Branch 
Offices go to Higgins, of North Pittsburgh. 
Here is a piece of work that anyone could 
well be proud of. It is a pleasure to see such 
records as $14,123.25 in one month. 

The total actual sales for July a year ago, 
were $703,239.00, or $142,066.75 less than 
this year. This shows an increase of 20.2% 
for the month. 

The total actual sales for the first seven 
months of this year are $6,170,052.20; over 
$4,394,990.00 for the same period last year. 
This is a net gain of $1,775,053.20, or 40.4%. 
In most instances, the quotas set for each 
month have been made, and in many cases 
surpassed. The quota for one or two months 
was not reached but this was overcome by 
the sales of the months which exceeded it. 
Everybody is counting on August— concen¬ 
trating on Showers, to more than top the 
combined quotas of July and August. The 
quota for August is $1,300,000. Annual 
Quota, $13,000,000—no reason in the world 
why we shouldn’t beat it. Let’s do it! 



Some Madison “Buss Bees" 
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An exceptionally good record has been re¬ 
ceived from Little Rock, Ark. Mr. D. B. 
Nichols sold $269.90 during the week of July 
26th, with forty-four hours to his credit and 
two high-days of $59. and $82. During the 
week of August 2d, his sales amounted to 
$389.70 with forty-five hours and high-days 
of $93.65, $105.60 and $91.60. We feel that 
Mr. Nichols is to be congratulated on having 
such a fine record to his credit, these being 
his third and fourth weeks with our company. 

0 0 0 

W. G. Bouchard, of Los Angeles, leads the 
organization in the August 4th Weekly Re¬ 
port. He sold $437.40 in fifty hours. Heart¬ 
iest congratulations, Bouchard! 

0 0 0 

A recent order from H. W. King, of the 
Hartford branch, showed a single sale of 
$58.55, for a supply of household and personal 
brushes, including, of course, two shower-bath 
brushes and two brooms—this in spite of the 
fact that Mr. King has worked his territory 
at least ten times and placed brushes in al¬ 
most all the homes. When a new family 
comes to Mr. King’s territory, they are 
promptly supplied with a good set of Fuller 
Brushes. 

0 0 0 

“Andy” Kennedy, working in the famous 
Jackson Hole country in Wyoming, many 
miles from a railroad, turned in reports of 
$62.80 and $63.35 for July 25th and 26th, 
respectively. 

0 0 0 

Otto D. Toeves, Salt Lake office, set a new 
high-day office record, July 15th, of $111.75 
with twenty-seven demonstrations and nine¬ 
teen sales. 

0 0 0 

We noticed in a recent bulletin that Pearl 
of the Sacramento branch made forty-one 
demonstrations and forty-one sales, with a 
total of twenty-five sets. A fine record, that. 


Says F. D. Underwood, of the Brockton 
Branch: “Here is our record on Cape Cod, 
August 5th. We made deliveries of $191.65 
and sales of $50.65. Sold a customer who had 
written to the home office for a wet mop, 
$8.05. Sent in an order for $241.50 for the 
week’s sales. Covered over sixty-five miles 
in twelve hours of continuous work. My 
good wife drove the ‘Henry-Lizzie.’ Next?” 

0 0 0 

L. L. Cunningham, of Birmingham, has 
been District leader for three times now. 
His last reported sales were $305.10, and if 
he and some of his team-mates make that 
record in actual sales a few times, Birming¬ 
ham will soon be right where she wants to 
be, with her highest record broken. 

0 0 0 

G. W. Weber led the Philadelphia branch 
for the month of July with actual sales of 
$421.20. 

03 03 03 
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PITTSBURGH OFFICES ENJOY OUTING 


By H. B. Higgins 


The second annual picnic of the Pittsburgh 
offices was held on July 29th, at Linden Grove 
near Pittsburgh. The N. S. and S. S. Pitts¬ 
burgh and McKeesport offices celebrated, 
over two hundred Fuller men and their wives 
and sweethearts enjoying a very pleasant 
afternoon and evening. 

The “Big Event” was a ball game which re¬ 
sulted in a score of 12 to 11 in favor of the 
S. S. and McKeesport offices against N. S. 
Tugs of war, games of horse-shoe throwing 
and quoits, were part of the entertainment. 
Music for dancing was furnished by Fuller 
talent in the afternoon and in the evening 
a regular dance was held. 

A fine lunch was served cafeteria style and 
the picnic was voted a huge success by every¬ 
one present. 
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Where Does Your Report Go? 


After you slip your daily report card into 
the mail box, do you know where it goes? 
Perhaps that sounds like a foolish question, 
but judging by some of the cards we have 
seen some of our representatives would have 
difficulty in answering. 

The cards are important, else we wouldn’t 
have them. Why not use a little system and 
be sure they reach their proper destination? 

Regularly, on a certain evening every 
week, stamp and address six envelopes, ffiling 
out six daily report cards complete with the 
exception of what it will be necessary to fill 
in every day. Carry these in the back of 
vour order book and before you go home at 
night, fill in the card and drop it into the 
mail box, so your reports will come in every 
morning. Your manager—and his secretary 
—will more than appreciate your cooperation. 

Above all, be sure you address the reports 
to your own branch manager. The Home Of¬ 
fice doesn’t want them, neither does Mr. 
Keenan, our Hartford Manager, if you are 
not in his branch—and “Uncle Sam” is not 
clairvoyant enough to know where you want 

m ist 

One Use for a Head 

Two negroes were arguing. 

“You ain’t got no sense,” said one. 

“No sense? Den what’s dis head of mine 
for?” 

“Head? Dat’s no head, nigger. Dat’s 
jes’ a button on top of yo’ body to keep yo’ 
backbone from unravellin’.” 

* * * 

Among Our Correspondents 

Sir: I have lost a year’s growth since I went 
into business in answering questions about 
the letters that appear after my communica¬ 
tions—HAM/AND. 

H. A. M. 

Letters from the vice-president of the 
Badger Talking Machine Co., of Milwaukee, 
are signed JAS/AK. What do you make of 
that, Watsonius? 

The following was typed at the end of a 
letter received t’other day: “HEE/HA.” 

* * * 

Market Note: Paste is sticking well. Ink 
is making its mark. Fountain pens and pen¬ 
cils are moving along smoothly. Loose leaf 
goods are turning over easily. Paper clips 
and staples are holding firm, but erasers are 


them to go if you have addressed them onlv 
to the Fuller Brush Company, “Somewhere.” 
A little care on your part will help your man¬ 
ager, help us, and incidentally be appreciated 
by the Post Office Department. Thank you! 



m m 

rubbing a bit. It is rumored that office 
chairs are leaning slightly backward. Tables 
are decidedly flat just now. 

— Geyers’ Stationer. 

* * * 

A Line to Get ’Em 

Who’ll be the first dealer to advertise: 
“Get an automobile or an automobile will get 
you?” 

—Greenville (S. C.) Piedmont. 

* * * 

“Divvle a bit do I believe the messages 
these mediums are after gettin’ from the 
dead!” declared Dugan. “Ye can’t be tellin’ 
whether they’re true or not!” 

“More fool ye! Ye can, and I can prove it,” 
contradicted Monahan. 

“Well, prove it!” asserted Dugan. 

“I will. By mistake I was reported killed 
entirely in the war, and one day me sister 
went to a medium, who told her I was wishin’ 
I was back on earth-” 

“Well,” cried Dugan, “that proves-” 

“Listen! That medium was right. At 
that very time I was on a transport in a high 
sea, d’ye mind?” 
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The Development of 
Fuller Brushes 

Their Manufacture in Response to a Universal Need 

By A. C. Fuller, President 


The Fuller Bristler, which 
was established in 1916, 
and the first issue of which 
was published on October 
first of that year, has taken 
a position of very vital im¬ 
portance in our own organi¬ 
zation, and the contents each 
month are perused very 
closely by house organ editors of other 
companies in various parts of the country. 

The Company publishes four house organs, 
two through the Sales Department—the Ful¬ 
ler Bristler and the Fuller Life—the other 
two having to do with the Production and 
Distribution Departments of the business. 
I am glad to see the editor of the Bristler 
preparing to make a special number of this, 
the anniversary number, which also com¬ 
memorates the anniversary of the organiza¬ 
tion of the Company, October first, 1913. 

This issue of our chief publication should 
contain a record of the achievements of the 
Company for the past year and its relation¬ 
ship to the history of the Company as a 
whole. 

It is very evident to those who have studied 
organization methods and efficiency that all 
men connected with any business organiza¬ 
tion should be familiar with the history, aims 
and purposes of the Company, of which they 


are a part, and be intensely interested in 
them, as the progress of a Company, if the 
right standards of equality and fairness pre¬ 
vail, denotes and measures the progress of 
the individual men who make up that organi¬ 
zation, providing they are permanent men in 
the organization and men who have the abil¬ 
ity to fill positions of increasing responsibil¬ 
ity as time goes on. 

The growth and prosperity of our own 
Company has been talked of and emphasized 
by various men connected with the Sales De¬ 
partment, as well as the officials of the Com¬ 
pany, and we observe more and more each 
year that the striking development of our 
Company during the past few years is re¬ 
ceiving a great deal of attention from the 
business world. Perhaps more on account of 
the fact that we as a Company have launched 
out on a new line of merchandising and have 
made such a conspicuous success of it. 

Although it is an old story to many of our 
men, I am going to review briefly the history 
of the development of the twisted-in-wire 
brush industry and the growth and develop¬ 
ment of our organization. 

Brush manufacturing as such is an old art 
and industry. The early masters of art must 
have been users of brushes as all ancient 
paintings show clearly that the artist execut¬ 
ed his work with a brush similar to the one 
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in use today, and there is no question but that 
brushes were used in various forms many 
centuries ago. 

. Today there are in use brushes for many 
thousands of purposes, in fact, there is prob¬ 
ably no single article that has a broader or 
more essential use than the various brushes 
produced. We are, therefore, in a field of ac¬ 
tivity that constitutes one of the most essen¬ 
tial industries of the time. All phases of 
brush manufacture are extremely interest¬ 
ing especially that of the collection of mate¬ 
rials that make up the various types of 
brushes. These materials come from almost 
every part of the world, the most important 
coming from the most isolated parts. This 
in itself would make a very interesting narra¬ 
tive. 

Coming down to the production and sale of 
twisted-in-wire brushes, the product in which 
we are most directly interested, we find that 
brushes made for various purposes by this 
method of construction have been used for 
many years, but in a very limited way. For 
example, bottle brushes and those used for 
cleaning rifle and gun barrels have been used 
for many years, but the beginning of the ap¬ 
plication of this principle of making brushes 
for the great multitude of uses that they 
have been applied to today has had its de¬ 
velopment practically within the past twenty 
years. 

It may be concluded that in the field of in¬ 
vention which has made the past forty years 
a period of mechanics and which has changed 
the methods of hand work to that of the ma¬ 
chine, and which has found its development 
in almost all branches of industry and human 
activity, it was inevitable that the improve¬ 
ment in housekeeping methods and equip¬ 
ment should feel the impetus gained in other 
directions towards reducing the crude and 
primitive methods in almost all lines of activ¬ 
ity, even as late as fifty or sixty years ago. 

Much of the work of housekeeping, such as 
that covered by the vacuum cleaner, washing 
and ironing machines and even dish-washing 
machines, has helped tremendously in the im¬ 
provements of housekeeping methods, in la¬ 
bor saving and what has been perhaps more 
important, greater means of cleanliness and 
sanitation. But the work in the home has 
necessitated, in order to bring it up to its 
highest standard of practical efficiency, a 
great many small tools on account of the 
great number of small and more or less in¬ 
tricate tasks in housekeeping. The manu¬ 
facture of our product has filled this require¬ 
ment, and up to the present time nothing has 
developed which would more adequately fill 


this very essential need of modern house¬ 
keeping. In fact, there has been no develop¬ 
ment that would in any degree cover this field 
that might eventually replace the work done 
by Fuller brushes today. 

The development of our business has neces¬ 
sitated far more than merely the production 
of our product. That, in fact, was the most 
simple and easiest part when we contemplate 
the fact that we have twenty million homes 
in this country, and that those responsible 
for the operation of these homes had to be 
educated up to the use of this product before 
it could become a part of their equipment. 
When we consider that they cover more than 
fifty distinct uses in the home, it would seem 
like a very great undertaking to accomplish 
this task. 

The regular channels of merchandising 
through the retail stores was impossible, as 
there could not be facilities provided for a 
work of this kind. The only possible means 
was through personal salesmanship or per¬ 
sonal contact with the housekeeper by men 
who were familiar not only with our own pro¬ 
duct, but with the requirements of the home 
in order to successfully merchandise or make 
available the great service of Fuller brushes. 

The old proverb,“Necessity is the Mother of 
Invention/' found its expression in this case. 
It was just as evident fifteen years ago when 
the Fuller Brush Company first came into ex¬ 
istence, as it is today that there was a tre¬ 
mendous need in the home for a product of 
this kind, and it soon became apparent that 
there was only one way to exploit this field, 
and that was by the methods we are utilizing 
today. Therefore, the entire thought and 
study of men connected with our organization 
from that day to this has been to build up an 
organization that would fit this particular in¬ 
dustry. It is a very interesting fact that the 
plans and methods of our business today have 
been derived from hundreds of different men. 
In other words, our organization is the prod¬ 
uct of groups of men and individuals who 
have become imbued with a vision of the pos¬ 
sibilities in this field. It is also an interest¬ 
ing fact that the benefits of its progress have 
been spread out and have become available to 
hundreds of earnest men who today make up 
the organization. 

In a nutshell our business has been: 

(1) A realization of the necessity for im¬ 
proved methods in housekeeping. 

(2) The development of a product that fit¬ 
ted itself into this necessity. 

(3) The successful development of organi¬ 
zation to reach out and supply the personal 
element or contact necessary to satisfy or 
supply the demand that existed. 
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“With Equal Opportunity to All” 


By Miriam Pomeroy 



0 the “man in the street,” 
it seems as if the Door of 
Success has opened very 
easily to Alfred C. Fuller 
—as if instead of a silver 
spoon, he had been blessed 
at birth with a magic key 
—and as if some guardian angel must 
have guided him straight to the House of Op¬ 
portunity where his key easily opened the 
Door of Success. 

To those who know, the story is just the 
other way about. With practically no assets 
exceptyouth,a large amount of determination 
and a great capacity for hard work, Mr. 
Fuller began the task of building his “house 
of opportunity” with his own hands. His 
only key was steadfastness to an ideal, and 
the Door of Success yielded to him only after 
long and determined effort. 

No fairy story, this—no tale of extraordi¬ 
nary good luck and an exceptional man—no 
history of a genius who found no obstacle in 
his path. But on the contrary, the story of 
a man too big to believe in ‘hard luck’ and 
too purposeful to be diverted by obstacles in 
his path. Many a man’s story might begin 
in much the same way, but few have to their 
credit so great an achievement within such 
a short time. 


For each of us in the Fuller Brush Com¬ 
pany, Mr. Fuller’s life-story is replete with 
meaning. To follow in his footsteps is our 
great privilege, to share with him the fruits 
of his success our great good fortune. We 
cannot too often think of him and ponder on 
the various episodes in his life which led so 
directly to the great results we see. The 
Fuller Brush Company is our House of Op¬ 
portunity, b'uilt for us by Alfred C. Fuller’s 
own hands, and the key to the door of suc¬ 
cess is presented to each and every individ¬ 
ual when he joins this organization. 

Mr. Fuller’s modesty is only one of the at¬ 
tributes that have endeared him to us. We 
like him all the more for being proud of the 
obscure little farm near the village of Grand- 
Pre, Nova Scotia, where he was born and 
where he spent his boyhood. At 18 he went 
to Boston, where five of his brothers were 
located—set out with all the bright dreams 
and high ambitions of youth, confident that 
the world was his to conquer. 

$75.00, the total of a year’s work on a 


farm near his father’s, was his entire capi¬ 
tal, but the city of Boston with its tall build¬ 
ings and busy streets didn’t phase him a bit, 
and he gaily tackled the first job that came 
his way. For eighteen months, he was em¬ 
ployed as a conductor on the surface lines of 
the Boston Elevated. But his hopes were 
too high and his ambitions too persistent to 
allow him to be contented with such a posi¬ 
tion, so he was not particularly sorry when a 
sudden spurt of misplaced energy cost him 
his job. 

Most of us know the story of how Mr. 
Fuller, impatient because the motorman of 
his car was late, attempted to run the car out 
of the barn, and was unable to stop it until it 
had slid across the sidewalk. Since it was 
against the rules for a conductor to move a 
car at all, he was promptly discharged. Cer¬ 
tainly this was one case where the breaking 
of rules was a sign of real initiative and as 
such to be condoned! 

The following winter—1904-5—was not an 
easy one. Mr. Fuller tried two jobs, but 
found both lacking in real opportunities, and 
finally his attention was attracted to a small 
brush company near Boston, which was look¬ 
ing for salesmen. He applied and secured a 
position. 

It was not long before Mr. Fuller realized 
that there was a real opportunity for per¬ 
sonal development in the field of salesman¬ 
ship. The training he received with this 
house-to-house concern was excellent, and he 
quickly grasped the rudiments of his work 
and acquired the ability to meet people and 
talk to them. Naturally the increased pav 
was an added reason for liking his work, but 
more than that was a real confidence that he 
was at last on the right road. 

Confidence in himself and his youthful 
dreams led him to Boston; confidence in a 
new and definite vision led him to save his 
money and work night after night in his sis¬ 
ter’s cellar. He already knew something 
about salesmanship and something about the 
needs of his fellowmen. In his hands was an 
article which everyone needed—it was only 
a question of manufacturing it in sufficiently 
large quantities and presenting it in the pro¬ 
per manner. 

Not such a simple problem, but one for 
which Mr. Fuller soon found a practical, tho 
difficult, solution. With savings of $375 from 
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a year’s work, he started in business for him¬ 
self. His first supplies consisted of a hand¬ 
twisting machine which cost $15, 30 or 40 
dollars’ worth of wire and bristles, and a big 
pair of scissors for trimming purposes. His 
first ‘factory’ was in the cellar of his married 
sister s home in Somerville, Mass., and his 
warehouse in her attic. The late afternoons 
and evenings were devoted to manufacture; 
in the mornings he took his sample kit and 
went from house to house making sales. Hap¬ 
piness in his work and visions of the future 
that lay so surely before him carried him 
through this strenuous period with unim¬ 
paired health and undiminished energy. 

In April, 1906, Mr. Fuller came to Hartford 
and opened a little shop in a one-story and 
attic building near which he roomed. Soon 
his profits were $35 and $40 a week, and he 
decided to hire a man to make brushes for 
him, so that he might devote more time to his 
selling. 

In the next few years, while he was selling 
through the North and Middle Atlantic 
States, he hired agents and turned over cer¬ 
tain territories to them. 

In 1908 he married Miss Evelyn Ells, of 
Upperdyke Village, King’s County, N. S„ and 
to her constant help and unfailing encourage¬ 
ment, Mr. Fuller proudly acknowledges his 
indebtedness. From 1908-10, Mr. Fuller was 

the entire inner or- ^ .... . . ... . 

ganization of the i g06 

Fuller Company. He 
was superintendent of F 

manufacture, ship- l 

ping clerk, credit 

clerk, employment umicL * j u 

manager and inven¬ 
tor, and was success¬ 
ful in each role he 
was called upon to 
play. He now had six or sev¬ 
en men working in the fac¬ 
tory, and from 20 to 25 J 

agents in the field. His busi- 
ness averaged $20,000 that 
year, and certainly at 25 he 
was justified in feeling very 
proud of his progress. 

By 1911, Mr. Fuller was 
making $75 a week from 
his own sales and the sales of his representa¬ 
tives. But he was beginning to realize the 
unlimited field that lay before him and the 
difficulty of covering it properly. Further 
progress necessitated a real sales-organiza- 
tion of the right men. The opportunity to 


meet this situation came at the critical time, 
and Mr. Fuller was wise enough to take ad¬ 
vantage of it. A tiny four-line ad in a na¬ 
tional magazine was the first step, soon fol¬ 
lowed by one in a magazine with a classified 
column. These little ads for sales people 
brought a large supply of answers and Mr. 
Fuller was soon swamped by his heavy cor¬ 
respondence. He then hired his first stenog¬ 
rapher and turned over the detail of office 
work to her. This was Miss Ruby Perkins’ 
first introduction to the Fuller Brush Com¬ 
pany and her ready recognition of Fuller Op¬ 
portunity has earned her her present position 
of Assistant Treasurer of the Company. 

At this time, Mr. Fuller secured the help 
of Mr. George L. Marsh, expert accountant, 
in organizing the office and factory system, 
so the heavy problems of organization grad¬ 
ually straightened themselves out. 

In February, 1913, Mr. F. S. Beveridge ac¬ 
cepted a position as salesman and general col¬ 
lege agent, and thus laid the foundation of 
his future important position with the organ¬ 
ization. Under his supervision, college men 
were hired during the summer and the sell¬ 
ing organization soon became national in 
scope. Within a year, one months’ busi¬ 
ness was equal to all that had previously been 
done in twelve months. Sales of $40,000 in 
1911 jumped to $140,000 in 1913, and Mr. 

Fuller's goal jumped cor- 
""■■■■■"31 respondingly up to the 
million mark. 

The business was incor¬ 
porated in October, 1913, 
with a capital of $50,000, 
of which $20,000 was in 
assets and $30,000 in good 

George L. Marsh and Mrs. 

7 ww were appointed Di- 

jjj^l‘.. V J| er, Mr. Marsh, Scc- 

^ ~ - ' ■ - ' ^ h^s time to keeping 

the factory and distribution up to the mark 
and to giving the salesmen the benefit of his 
wide experience. His advice on gaining an 
entrance to the homes, closing sales and get¬ 
ting repeat orders was invaluable to his men. 

In 1915, the first branch office was opened 
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New Orleans Distributing Station 
A Young But Energetic Branch of Fuller Service 
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in Boston, and others were subsequently 
started in nearby cities, as fast as finances 
permitted and suitable men were found to 
manage them. Today we have branch offices 
in all the chief cities, some 200 in number. 
Ten years ago the house-to-house canvasser 
was almost a social outcast. Today, thanks 
to Fuller methods, he holds an honored and 
respected position in his community and his 
services are fully appreciated in the homes 
which benefit by them. In those days our 
sales were computed in thousands. Now they 
are climbing steadily toward the $13,000,000 
mark for the present year. 

Nineteen years ago a young country lad 
left home to make his dreams come true. To¬ 
day, he is President of the largest brush 
manufacturing concern in the world. In 
1906, his factory was a cellar. Today, the 
four-story, modern, up-to-date office and 
manufacturing plant is nearing completion in 
the twelve-acre tract that was bought last 
year, and over 4,000 men are sharing the 
great success this latest step stands for. 

And this, mark you, is not the end of the 
story! On the contrary, it is undoubtedly 


only the beginning. 

The Fuller Brush Company is a very real 
“House of Opportunity.” Mr. Fuller's hobby 
is “man-building,” and any man with an or¬ 
dinary capacity for work may profit by his 
example and share his success. The recipe 
after all is very simple: a vision, perhaps— 
the ability to recognize an opportunity when 
it presents itself, and the wisdom to take 
prompt advantage of it—something of cour¬ 
age and ambition, a large amount of determi¬ 
nation and stick-to-it-iveness and a willing¬ 
ness to work and word hard. 

You can do no better than study Mr. 
Fuller's history and profit to the best of your 
ability by his inspiring example. The Com¬ 
pany is marching steadily forward, the force 
of employees is constantly being increased, 
“places at the top” can be made by the right 
men. By holding steadfastly to the ideal 
that has made the Fuller Brush Company 
what it is today, your possibilities for prog¬ 
ress, and ours, are unlimited. “With equal 
opportunity to all and due consideration for 
each person involved in every transaction, a 
business must succeed.” 
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Upper—Toledo, 0., and Toronto, Can., Distributing Stations 
Lower—Two Views of the Winnipeg Plant. 


Exterior and Interior Views of the Plant of The Fuller Brush Co., Ltd 

at Hamilton, Can. 
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Oakland Distributing Station 
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Our Mid-Western Centre of Distribution, Located on a Busy Corner 

in Kansas City, Mo. 
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Employees of the Cotton Goods Division, 
Hartford. 



Left to Right—Charles E. 
Pollard, Thomas Reilly, John 
Conners, and James White, 
the Fuller Quartet. 


(See Page J2 ) 
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Upper—Employees of Ivory Division, Hartford, and “Plane” View of Factory. 
Lower—Employees of Brush Division, Hartford. 


Our Progress 

By F. S. Beveridge, Vice-President 


Growth is entirely dependent upon the mo¬ 
tive or fundamental purpose that supports 
the reason for its existence. A great many 
businesses would be successful, were it not 
for the faulty motive that they were estab¬ 
lished primarily to make money. The service 
an individual, or a group of individuals—a 
business organization—renders society at 
large, is the one motive, and always will be 
the one fundamental purpose, for the success 
of any undertaking. 

As an institution really represents a collec¬ 
tion of individuals, the development and 
growth of such depends upon the growth and 


development of every individual—no matter 
in what capacity each serves. There are four 
basic characteristics inherent within every 
one of us, the development of which is the 
only means of growth. They are the Spiritual, 
the Mental, and the Physical and Volitional 

If we have these qualities well developed in 
the members of an organization, we are 
bound to have a good organization. These 
all tend toward one end—to give the best ser¬ 
vice possible to others. 

The Purpose of the Fuller Brush Company 
has always been the same—SERVICE—to 
the Housewife, and the BUILDING OF MEN. 
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All growth in mankind begins at home; there¬ 
fore, anything which aims to better that 
environment is fundamentally sound and 
basically good. A man's home training is his 
trade mark. Give him normal advantages 
and his success is assured. This we aim to 
do with our products and with our educa¬ 
tional program. This was the vision of Mr. 
Fuller nine years ago, in the establishment 
of our company. 

Definite Plans Worked Out 

Our fulfillment of that vision requires a 
definite plan of action. This plan must be 
rigid in its purpose, but flexible in its opera¬ 
tion, owing to changeable conditions. Our 
unyielding purpose has always been to sell 
direct to the consumer. Our rapid growth, 
however, has necessitated the remolding and 
perfecting of our original plans. At first it 
was thought possible to direct the efforts of 
our salesmen strictly through the home office. 
Experience proved that this plan was inade¬ 
quate, and branch offices were established. 

Still later, more direct supervision was re¬ 
quired ; then district and division offices were 
instituted. This step was carefully and 
thoughtfully considered before being taken, 
due to the fact that we were setting a prece¬ 
dent in a new way of merchandising. With 
each step it was essential that firmness and 
soundness be the bedrock, so the uttermost 
care had to be exercised, if we were to suc¬ 
ceed. Experience has convinced the business 
world that such supervision proved funda¬ 
mentally correct. The same care and pre¬ 
cision of planning in every department of 
our business, has permitted us to meet the 
demand and to handle the direction of its 
administration. 

Consequently, our factory and general 
offices progressed hand in hand with our sales 


organization. This is readily appreciated, 
when we consider that in 1911 the total floor 
space required was only 20,000 square feet. 
Each year other leases were acquired and new 
departments opened. This created the call for 
executives; these were selected or chosen 
from among the workers within our own or¬ 
ganization, who proved worthy of promotion. 

With this increase in production, which 
was the natural result of increased sales, our 
service to the customer had to be considered. 
This situation was met through the establish¬ 
ment of wider distribution—the present dis¬ 
tribution station. The first step in this direc¬ 
tion was the opening of the Toledo station, 
and others were established at strategic 
points in later years. In the future still more 
stations will be established, as the demand 
for our goods increases. 

First Advertising 

Then, along about 1915, we began to feel 
our way in national advertising. According¬ 
ly we appropriated $6,000 for this purpose. 
The response on the part of the public was 
immediate. On the strength of this proof, 
we have each succeeding year increased our 
appropriation for advertising, so as to keep 
abreast and to assist in the work done by the 
sales organization. 

As a result of the success attained through 
the combined efforts of these several depart¬ 
ments, the opportunity to make effective one 
of Mr. Fuller's primary desires, was present¬ 
ed. In 1916, a definite educational program 
was inaugurated. One of the big things which 
helped to make this a greater possibility than 
was at first conceived, was the holding of our 
first national convention. The influence of 
this was felt during the convention, when 
every man who attended, was given special 
training so that he could pass it on to his 
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Hoboken, N. J. 

Opened only last March, the Hoboken Dis¬ 
tributing Station has come quickly to the fore 
and is making a good fight to wrest second 
place from her rival, Kansas City, Mo. 



Page Ten 


. Google 









men, upon the return to his field. 

The spirit thus instilled into our organiza¬ 
tion, furthered by the reputation we 
enjoyed from our advertising, and our 
satisfactory dealings, coupled with the ser¬ 
vice rendered, brought us face to face with 
another question of expansion. This was the 
call from foreign fields—especially our neigh¬ 
bors, the Canadians and Cubans. So our force 
was enlarged and our policies of service were 
extended to them, with gratifying success. 

Thus today we stand on the threshold of a 
greater future, because our motive was good; 
our plan was sound; our determination un¬ 
swerving; and our success, the success of 
every individual who made it possible. This 
proves, beyond any doubt, that Mr. Fuller’s 
motto of “Equal opportunity to all and due 
consideration for each person involved in 
every transaction,” is fundamentally sound. 

Our Present Position 

As in all matters of a spiritual or mental 
status, we, as humans, can judge them only 
by their fruits. This is the physical expres¬ 
sion, or material gain, resulting from the 
spiritual and mental conception that prompt¬ 
ed the undertaking. 

As a monument to this, we, today, have 
grown to the position of having 202 branch 
offices, extending throughout the United 
States, Canada, and the West Indies. Like¬ 
wise, our divisions have grown to 6, and our 
districts to 22. 

Our factory of 20,000 square feet has 
grown to ten separate and distinct factories 
or manufacturing divisions, which occupy a 
combined floor space of 115,400 square feet. 
Our general offices now occupy a space of 
about 25,000 square feet. By the first of the 
year we plan to be established in our new 
building, which approximates 200,000 square 
feet of floor space under one roof. This allows 
for greater expansion, as well as concentra¬ 
tion, and undoubtedly the opportunity of new 
promotions. 

Distributing stations are now situated in 
eight different cities. They guarantee twen¬ 
ty-four hours service to the representative, 
thus assuring him the best service possible. 
Future years will see the establishment of 
others, as the demand necessitates their for¬ 
mation. They are an integral part in the 
success of our business. 

Our first advertising appropriation has 
grown until this year we are spending in the 
neighborhood of one-half million dollars for 
that purpose. Full-page colored advertise¬ 
ments in the most popular and helpful of our 
national magazines, carry the Fuller name 


and prestige to every home in the land. This 
has added greatly to the growth of our busi¬ 
ness. 

Another important contribution to that 
growth has been our educational program. 
Upwards of a half million dollars a year is de¬ 
voted to this line of endeavor. Such an ex¬ 
penditure is gladly put forth, in upholding the 
idea of Building Men. Perhaps no other or¬ 
ganization today is spending an equal propor¬ 
tion of its total income for a purely educa¬ 
tional purpose. 

This embraces our Branch Managers’ 
School at the home office; our Fuller Corres¬ 
pondence Courses; our Branch, District, and 
National Conventions; our House Organs, 
such as the Fuller Bristler, Fuller Life and 
Distribution News; our standardized training 
given each representative upon his coming 
with us; and our announcement and educa¬ 
tional bulletins, sent to every branch mana¬ 
ger, each week, from the home office. 

Perhaps the most far-reaching in its in¬ 
fluence, of any part of the above program, is 
our Branch Managers’ School, which to our 
knowledge, is the only school ever conducted 
by any firm for the purpose of training men 
in supervision; and our Correspondence Ser¬ 
vice, which offers an education to every indi¬ 
vidual in the company’s ranks. These courses 
are the most far-reaching in their beneficial 
aspect, of any correspondence course put out 
by any school or institution. 

The sum-total of these has contributed to 
making our company the largest of its kind 
in the world. In nine years we have increased 
our sales from $93,000 to $12,000,000. Today 
our brushes are known in every home 
throughout the United States and Canada, 
and it will not be long before they are known 
throughout the world. 

A fair analysis of our past growth will con¬ 
vince anyone of the possibilities for individual 
accomplishment within our organization. We 
have, as yet, only scratched the surface of the 
brush industry. To those individuals of am¬ 
bition and determination, there is no height 
to which they cannot rise. Their success de¬ 
pends strictly upon themselves, and recogni¬ 
tion and responsibilities will gravitate to the 
men who can handle them. 

W en U3 

uVl) 

Mr. W. E. Harward, Manager of the Knox¬ 
ville, Tenn., Branch, was married on Septem¬ 
ber 5th to Miss Susie V. Barrett of Dendron, 
Va. We wish to take this opportunity of ex¬ 
tending our best wishes to the happy couple. 
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EDITORIAL 


D ID you know that this was our Anni¬ 
versary, too? That it is just six years 
since the first appearance of “The 
Fuller Salesman,” which very promptly be¬ 
came “The Fuller Bristler”? 

The fundamental purpose of the publica¬ 
tion was then as it is now to take the place 
of personal contact with the ever-growing 
sales organization and the first issue made a 
very successful appeal for the interest and 
co-operation of the field. The following let¬ 
ter appeared in the second issue, November, 
1916: 

“The first issue of The Fuller Salesman 
reached me today and is a dandy—clean-cut 
from foreword to finis. I predict for it a 
career of great usefulness and shall, as I 
know all your field force will, eagerly look 
forward to its monthly coming. The first 
number fairly bristles with good things and 
promises so well to be a constant bristler that 


I would suggest as its permanent name The 
Fuller Bristler/ While your finest brushes 
bristle with the finest bristles, it seems to me 
fitting that your publication should also be 
known as ‘The Bristler’.” 

Mr. Charles O. Booth of Pennsylvania won 
a prize for that suggestion and we are very 
glad he made it. Personally we think there 
couldn’t be a better one and it is a fine ideal 
to strive for, too—to “bristle” as splendidly 
and effectively as our brushes do. 

The career of The Bristler has been some¬ 
what varied and it has thrived under several 
editorial regimes. Mr. G. H. Abercrombie, 
our Executive Sales Manager, had much to 
do with its early success and Mr. Nellis, our 
present Manager of Printing and Literature 
Distribution, very ably edited it for a year 
and a half, making of it a real little maga¬ 
zine with attractive covers and all. 

Our next editor was Mr. C. F. Montgomery 
who was responsible for the larger size and 
general style of the present publication. Mr. 
Montgomery was also responsible for “Fuller 
Life” and the two publications became in¬ 
creasingly popular under his guiding hand. 
The entire organization suffered a great loss 
when it was deprived of “Uncle Monty’s” 
talents by his untimely death last February. 

Today the Editorial Department is grow¬ 
ing, we pride ourselves, rapidly. Mr. B. F. 
Hennacy, Jr., as head of the department is 
managing affairs in a very capable manner. 
“Fuller Life” certainly speaks for itself 
and he is justified in anticipating equal suc¬ 
cess with a new publication which is to be 
issued for our managers in the near future 

As for The Bristler, we realize that our 
predecessors gave us a very high standard to 
live up to, and we are proud of our opportuni¬ 
ty to follow in their footsteps. We are 
greatly encouraged by the response to the 
questionnaire recently sent to the field and 
the knowledge that the representatives have 
offered their whole-hearted co-operation and 
signified a very gratifying approval of the 
present publication. We are going to do our 
best to continue to merit your praise, to in¬ 
terest you and help you and inspire you, and 
we are counting a whole lot on you yourselves 
to make this possible. 

Real co-operation is what we ask of you— 
and that includes contributions of articles 
and news items and suggestions as often as 
you can make them. It also invites you to 
criticize freely and frequently, to tell us 
what you want so that we can do our best 
to get it for you. We know you are with 
us—you have said so—and with your help, 
we are going to continue to “bristle with 
good things.” 
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Seed Thoughts 
for the Mental Garden 


MISS POMEROY PROMOTED 


By A. F. Sheldon 


No. 5—“Selling and Salesmanship” 

Selling is an Art. Sales¬ 
manship is a Science. 

Art is doing; and when 
you sell something you do 
something. 

The old-fashioned and de¬ 
structive salesman thought 
he had to “do” somebody in 
order to be a real, smart 
salesman. 

Science has to do with Knowledge, instead 
of Doing. Science is Organized Knowledge. 

It is the doing of things that counts; but 
in order to do well, one must know how. 

Doing, guided by a knowledge of Laws and 
Principles, is constructive. Blindly doing, in 
ignorance of natural law, is often destructive. 

Science is the door to the temple of High 
Art. 

The Science of Constructive Salesmanship 
underlies the Art of Constructive Selling, 
just as the Science of Harmony underlies the 
Art of Playing Music. 

m m dp 
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CONFIDENCE 


By E. Misener, Representative Under W. Winnipeg Office 

My experience with the Company has been 
short, but I have met with a few interesting 
situations, one of which has given me a great 
confidence in our Wall Brush. 

A lady told me during a demonstration that 
she knew of an instance where our brush had 
been used on calcimined walls. These walls 
were much soiled and bore the marks of a 
season with an abundance of flies. 

The lady of this home had expected to re¬ 
decorate her rooms after brushing the walls, 
but, to her great delight, she found this was 
not necessary, for her new brush had cleaned 
so thoroughly. 

This narrative gave me so much confidence, 
that when a couple of days later I found my¬ 
self in a home where a hanging lamp had 
smoked a dark circle on the ceiling, I recom¬ 
mended our brush, and found that it did ab¬ 
solutely remove all signs of the smoke and 
again saved a decorating bill. 

Needless to say that one more brush was 
added to the order. 


By B. F. Hennacy, Jr. 


Miss Miriam Pomeroy began her services 
with our company in July, 1920. For four 
months she worked in the capacity of secre¬ 
tary to Mr. G. H. Abercrombie. In Novem¬ 
ber, 1920, she became permanently associated 
with the Publicity Department. Mr. A. I. 
Nellis, our present Manager of Printing, was 
then editor of The Bristler, which at that 
time was our only publication. 

By April, 1921, our company printing had 
reached such a stage of growth as to necessi¬ 
tate Mr. Nellis in devoting his entire time to 
it. It was at this time that the inimitable 
“Uncle Monty,” as we all were wont to call 
Mr. C. F. Montgomery, became The Bristler 
Editor. A month later witnessed the birth 
of Fuller Life, published in regular “Uncle 
Monty” style. 

At the outset Miss Pomeroy quickly im¬ 
bibed the true Fuller spirit. Her good work 
was now reflected in the columns of The 
Bristler and Fuller Life. During Monty’s 
long illness and subsequent untimely death, 
she carried thru the program of both publi¬ 
cations in a truly remarkable way. 

Since April of this year her efforts have 
been confined exclusively to The Bristler. 
Many have been the voluntary letters of 
praise from the field, as to the most excellent 
manner in which she has conducted the pages 
of this, our oldest Fuller publication. 

As a natural sequence to her good work, 
her duties and responsibilities have been en¬ 
larged. Miss Pomeroy has now been pro¬ 
moted to become Associate Editor of Fuller 
Life, The Bristler, and also The Fuller Sales 
Executive, the latter being our new publica¬ 
tion for Branch and Assistant Managers. 

If Miss Pomeroy’s work on The Bristler be 
a criterion by which we may anticipate her 
future performances, we predict a lot of good 
things in store for the future readers of all 
three of our sales publications. 

llj yj • "I* 
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We wish to extend our sincere sympathy to 
Mr. and Mrs. Philip Colturi in the loss of 
their little son Joseph, three and a half years 
old. Mr. Colturi is -Superintendent of the 
Brush Division. 
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An Important Phase 
of Our Growth 

By E. R. Smith, Advertising Manager 


A T this Anniversary time, it's a good 
thing for us to give thought for a mo¬ 
ment to the various factors which 
have made for the success of The Fuller 
Brush Company. It was in the beginning of 
1919 that your company became a real na¬ 
tional advertiser on a modest scale. And it 
was in that same year that the growth of the 
company began to increase at an exceedingly 
rapid rate. Every year since then, advertis¬ 
ing has been placed back of the Fuller sales 
organization in a stronger measure and each 
year has aided materially in the tremendous 
growth of the company's business. 

We all know how advertising has built up 
confidence and prestige for the Fuller repre¬ 
sentative, his product, and his company. You 
are in an enviable position in this regard. No 
other organization has the same advantage. 

Yet, all of the wonderful results of this ad¬ 
vertising have been secured at really no cost. 
In other words, through the help that you 
have had from advertising, the business has 
increased so rapidly that the advertising has 
paid for itself each year and more. By help¬ 
ing to increase the business so rapidly, there 
have developed great economies in manufac¬ 
turing and purchasing. These economies 
alone have paid for the advertising with a 
margin to spare. 

Big Results — No Expense 

So great has become the Fuller business 
that even our present large advertising ap¬ 
propriation means very little in expenditure 
as regards each individual brush. Only about 
a cent a brush is the expenditure on adver¬ 
tising. So you see Fuller advertising is not 
passed on to the consumer as an expense, but 
rather as a saving. Any woman would be 
willing to pay one cent more for a brush to 
know that it is guaranteed by a big reputable 
firm through the great national magazines. 
But in our case she receives that guarantee 
not only at no cost to herself, but really at a 
lower price than the brushes of same quality 
would otherwise cost. 

Use These Ads 

In October the magazines will carry adver¬ 
tising of the housecleaning brushes. Follow 
through during the Anniversary Contest, 
realizing the benefits you can secure from 


cashing in on this advertising and get the 
November issue of magazines which carry 
advertisements of gift brushes, such as the 
Manicure Brush, and the Hair Brush. Be 
sure to get the November issue of “Good 
Housekeeping Magazine" on sale October 
20th. Use this wonderful ad of the Fuller 
Hair Brush. 

The cost of this advertising is too little to 
consider on each brush but taken altogether 
is accomplishing great results for Fuller men. 
Cash in on it by following the advertisements, 
showing them to your customers, and build¬ 
ing up your sales from the brush advertised. 

US tn m 
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It’s All Wrong, 


A salesman came to our door the other day. 
He was selling a line of twisted wire brushes 
for all sorts of uses in competition with a 
well-known similar brand. 

His strongest argument for inducing pros¬ 
pects to buy was the fact that his company, 
unlike its competitor, did not advertise. For 
this reason, he claimed, the price of his 
brushes was much lower, as there was no big 
advertising expense to add to the cost. 

I have seen and heard this same argument 
used many times to introduce an unknown 
brand of goods. It appeals to a vast majori¬ 
ty as being reasonable, while in reality it is 
an absolute fallacy. 

Advertising does not add anything to the 
cost of merchandise—it decreases the cost, 
strange as it may seem to some of you. 

Advertising, in the first place, materially 
reduces the cost of selling or marketing. This 
fact is well known. It increases sales, and in 
so doing lowers the manufacturing costs be¬ 
cause of greater production. This in turn 
permits of a corresponding reduction in the 
selling price. 

It is evident, therefore, that in buying ad¬ 
vertised goods, the consumer does not pay the 
cost of advertising. The advertising in 
reality more than pays for itself out of the 
savings which it effects in production and 
marketing costs. 

These savings brought about through ad¬ 
vertising permit the making of a better ar¬ 
ticle or brand of merchandise and selling it 
for less money than would otherwise be pos¬ 
sible. 

That is why advertised brands of merchan¬ 
dise are always of higher quality and less ex¬ 
pensive than non-advertised lines. Don’t be 
fooled by the fellow who tries to tell you 
otherwise. —“ Co-operation 
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OCTOBER ANNIVERSARY CONTEST 


W E’RE off and $1,200,000 is our goal! 

The OCTOBER ANNIVERSARY 
CONTEST of The Fuller Brush 
Company is under way. 

<1 <1 <1 

Every Fuller representative should have 
received the announcement with details of 
the October Anniversary Contest. If you 
have not received your copy, ask your Branch 
Manager for one right away. With it is a 
wonderful prize list. Be sure to look both 
over so that you know the remarkable oppor¬ 
tunity before you for October and can set 
your mark accordingly. 


—““TfCroMK ANNIVLKSAKY CONTI.ST * 

We know that we can get better results 
from our daily work if we have an aim or a 
goal. Many a good salesman who is plug¬ 
ging along at a $100 a week can go out on a 
quota during the big month or big week and 
sell more than he ever sold before. Ever 
after he realizes that he has reached this 
high goal once and therefore his sales are al¬ 
ways better than before. 

1. A contest arouses your fighting im¬ 
pulse. 

2. It creates spirit of determination. 

3. It brings out the best we have in us. 

4. It gives us a real reason for working 
longer hours, putting in full time. 

5. We deliberately challenge one of our 
fellow workers, then set out to beat him, or 
heip your Manager beat another office, and 
work for the loyalty of the cause. This 
helps us as individuals. 


test our Company has ever known. Will 
YOU be a prize winner? 

0 0 0 

Take a firm grip on the handle of your sam¬ 
ple case and start each selling day in October 
with a firm determination to get one of the 
big prizes. 

0 0 0 

Over 250 prizes valued at $4,725.00, and a 
real assortment to pick from. 

0 0 0 

To be eligible, a man must sell $325 worth 
of Fuller Brushes in October. He can do it 
by working at least 40 hours a week, making 
at least 75 demonstrations each week. 


A hundred dollars a week in actual sales 
means a certainty of getting a chance at the 
prize drawing. Here’s how to think of a 
hundred dollars a week in sales: 

6 Brooms; 6 Tan Mops; 3 Wall Brushes; 3 
Tan Dusters; 1 Shower Bath Brush; 2 Mani¬ 
cure Brushes; 2 White Hair Brushes; 2 Men’s 
Hair Brushes; 3 Wet Mops; 2 Stove Dusters; 
3 Scouring Brushes; 2 Window Brushes; 4 
Radiator Brushes; 3 Bowl Brushes; 1 Hearth 
Brush; 4 Bottle Brushes; 4 Percolator Brush¬ 
es; 2 Hat Brushes; 2 Flesh Brushes; 1 White 
Clothes Brush; 3 Men’s Clothes Brushes. 

All you have got to do is to sell this list or 
its equivalent each week and you are safely 
in the prize drawing list with a margin to 
spare over $100. 


If you have never worked in a contest be¬ 
fore, give this one your best efforts and the 
reward will take care of itself. 

0 0 0 

The best salesmen are those who forget 
their remuneration and who work for a love 
of game, and who make a game of their work, 
and the profits always come automatically. 

0 0 0 

When work becomes play we accomplish 
the most and do the best. 

0 0 0 

Judging from the enthusiasm of hundreds 
of the Fuller Boys, we are sure it will be a 
smashing success, and the greatest sales con- 


Sell sets and make the Fuller Broom your 
leader—you’ll be bound to take a prize. 

“Dad” Fuller is watching this contest with 
the keenest interest. It’s the sixteenth an¬ 
niversary of his going into business for him¬ 
self, and the ninth anniversary of The Fuller 
Brush Company as a corporation. It means 
a lot to “Dad” Fuller and to every one of us 
in the Fuller organization to put this over big. 
Are you going to do your share? 


Concentrate on the housecleaning brushes 
and then build up your order with personal 
brushes. 
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Of course every Fuller Man will do his 
share. October is the easiest month to sell 
Brushes. To put yourself in line for a prize 
in the Contest means bigger commissions and 
bonus for you, a prize, and the satisfaction 
of doing your part to put over a big job for 
“Dad” Fuller. 

* tt tt 

Who will be the six boys that take the $100 
Preferred Stock Certificates ?????? 

* tt tt 

If you don’t win one of the 113 chief prizes, 
don’t forget you have a chance for one of the 
fifty prizes awarded by lot. Make your 
chance a sure thing by turning in a big sales 
record. 

tt tt tt 

Some of the folks in the organization say 
that the quota ought to be higher for the 
October Contest. Don’t let’s stop at $1,200,- 
000.00 just because that is our quota, let’s 
beat it flatter than a pancake. $1,200,000 is 
the least we shall do in October. Let’s make 
it $1,500,000.00. 

--- »t HHIJHtO -j- 

"OCIOBIK ANNI\LKS\Kt COSTIST 

Every Fuller Man who is in the $325 or bet¬ 
ter class in October is doing himself and the 
Company a real honor. He can be proud to 
have his name published as one of those who 
has come through and made his mark in the 
Anniversary Contest. One Fuller represent¬ 
ative has set his quota for October at $3,000. 
He will get it, too. He is that kind of a 
man—$325 is little enough. Let’s each one 
of us set our own quota at $500, $600, or $800 
for the month, or whatever we feel we can 
get, and then go to it and beat the quota. If 
each one of us does that, there will be no 
question that we will be eligible for a prize 
and that the October Anniversary Contest 
will go over the top big. 

T —- ^ »l.!(W.uno -p 

-IXJHMI ASMVLKSMO 1XISTP * 

Don’t forget the District Contest. Smash 
your old record. Cut a big slice when the 
District Prize Pie is divided. 

« « ft 

You don’t have to be the best salesman in 
your office to take one of the big prizes in the 
Anniversary Contest. 

« « « 

Generate sales power and make your mes¬ 
sage heard in Hartford. “Dad” Fuller, Bev., 
Abbie, Herb, and all will be listening for your 
sales message. 


“Dad” Fuller has got his eyes and ears 
primed to catch the big results as they are 
wired in from the field. 

““^>CTX)BLR ANNIVI.K.SNRY^OVTIaT ' ~ 

Every man in the organization is proud of 
his District and of his District Manager. 
Eight districts are going to win in the Octo¬ 
ber Anniversary Contest. Is your District 
one of them ? The number of hours you work 
during October may be the difference be¬ 
tween victory and defeat for your district. 
Give your District Manager the satisfaction 
of winning and get the District prizes for 
your District and for yourself. 

—““Tw.tobkr awi\ i hsar^^^tknT 

Give your District Manager power enough 
to make his message heard in Hartford. 

ft ft ft 

Boys, look over the big folder and pick your 
prize. How about a sterling silver cigarette 
case, a mahogany humidor, a genuine Walrus 
handbag, the new Gillette gold-plated Safety 
razor set, the 3A Kodak, the Gladstone bag, 
the casting reel, the set of tools, the solid gold 
cuff links, the Elgin watch, the Howard 
watch, cuff links, desk set, umbrella, golf bag, 
luncheon set and scores of others. Pick out 
the prize you want and then go after it. You 
will get it. 

ft ft ft 

Mrs. Fuller Salesman, if you haven’t al¬ 
ready looked over the grand prize list mailed 
to your hubby, ask him where it is, tell him 
you want to see it right away. Look it over, 
there’s everything in it you can imagine. How 
about one of those sterling silver mesh bags, 
that English porcelain dinner set, one of the 
silver service sets, the 26-piece silver buffet 
set, the heavy cut-glass water set, the silver- 
plated casserole, the Willard Banjo Clock, 
the solid mahogany floor lamp or the bronze 
reading lamp, the pair of sterling silver can¬ 
dle sticks, or one of a hundred beautiful gifts. 
We haven’t room enough to name them all. 
Look them over, pick out the one that suits 
you best, and then tell Mr. that he has got to 
win it for you. He can and you can help him 
with your encouragement. 



The Chart on the opposite page is a general out¬ 
line of the inner organization of the Company and 
will give you a clear idea of the grouping of the 
various departments under their executive heads in 
the Home Office. 
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HOME OFFICE DEI 



From Left to Right: H. A. Allen, Treas. and General Mgr.; G. A. Millard, Purchasing Agent; R. 
W. H. Rudolph, Production Engineer; W. J. Hines, Ivory Div. Supt.; Phil Colturi, Brush I 
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PARTMENT HEADS 


S. Mason, Home Office Supervisor; G. G. Bennett, Director of Mfg.; W. S. Hart, Chief Engineer 
)iv. Supt.; F. S. Boardman, Cotton Div. Supt., and E. R. Cotton, Director of Distribution. 
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Our Fundamental Purpose 

By H. M. Cotton 


B EHIND every creation, every individual, 
and every institution, there is a funda¬ 
mental purpose of existence. The Fuller 
Brush Company has such a purpose. 

Institutions are only men collectively, and 
yet back of each institution is the personality 
and purpose of an individual. He mirrors 
himself through every department to the ex¬ 
tent that all, consciously or unconsciously, 
adopt his own attitude, and work toward a 
common end. 

You will recall that upon the death of John 
H. Patterson, President of the National Cash 
Register Company, editorials throughout the 
country proclaimed him one of the greatest 
business men of all time; not because he was 
the wealthiest in dollars and cents, but be¬ 
cause of his richness in the number of men 
that he made. 

Sixteen years ago, the founder and presi¬ 
dent of our company determined on two 
courses. In the first place, he saw the Service 
which his organization alone could render the 
over-worked housewife; and secondly, he de¬ 
termined that, insofar as he was able, he 
would build men, rather than salesmen or a 
fortune. Today these two objectives still 
stand out as the rock upon which our or¬ 
ganization stands. And because that foun¬ 
dation is a fundamental principle of perma¬ 
nence the company prospers and spreads its 
influence throughout the country. 

The year 1922 has seen a continuance and 
furtherance of that same principle of Mr. 
Fuller’s— build men. A number of new ideas 
were put in practice to carry out this plan, 
which have never been used by other com¬ 
panies before. The rapidity with which we 
shed old traditions has astonished our asso¬ 
ciates. 

At our last national convention in January, 
a great deal of thought and careful considera¬ 
tion was given to the subject of education. 
The importance and necessity of man-build¬ 
ing was becoming so evident that definite 
plans were laid to make it our uppermost 
aim of achievement for this year. The motto 
of the convention was, “Give To Get.” 

Accordingly our educational program was 
started with the establishment of our Branch 
Managers’ School,—a policy which few other 
companies have ever inaugurated. Here we 
can, as man to man, exchange ideas and in¬ 
spire men with a new ambition. No expense 


or effort is spared to make each student un¬ 
derstand our big ideal. It is a training suit¬ 
able to make every student a better man and 
a better leader. 

Under the direction of a capable educa¬ 
tional director, together with the assistance 
of division and district managers, the stu¬ 
dents get the last word in our methods and 
practices. 

The Fuller Correspondence Course was 
next offered to the field. It is one of the 
finest aids to individual development that has 
ever been offered. 

Our Service offers three carefully selected 
and personally conducted courses. The first 
course on Service and Man Building, is doing 
a great deal to help our men find themselves 
and to understand more about the natural 
laws to which we are subject. Letters of 
glowing tribute pour in daily from every sec¬ 
tion of the country, telling of the benefits 
the subscribers derive from it. 

The second course on Salesmanship and 
Business Efficiency is one which holds the 
student’s interest throughout. Mr. McCann 
of the McCann School, so well known in the 
east, says, “It is the nearest approach to 
Salesmanship, Business Organization, and 
Business Efficiency, of anything thus far sub¬ 
mitted to me.” 

The third course on Home Economics is 
probably without a parallel in any other insti¬ 
tution today. There is no greater subject 
under consideration in the magazines, than 
the home. We cannot learn too much about 
how to take care of this institution. 

Still another means of carrying out our 
plan is through conventions. Each year dis¬ 
trict conventions are held, when all branch 
and assistant managers meet in the district 
center to lay their plans for the future. At 
these times, home office executives try to at¬ 
tend and give inspiration to the meetings. 
Much time, however, is spent in conferences, 
where problems are discussed from all angles 
and remedies suggested. These conventions 
are most helpful and educational. 

Twice a year, all district managers congre¬ 
gate to formulate sales plans for future busi¬ 
ness. At these meetings problems are ironed 
out and company policies are announced. 
Each district manager at such times handles 
some subject in which he is especially strong. 

Our National Convention is, of course, held 
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the first of every year, for branch and dis¬ 
trict managers, when several days are de¬ 
voted to the study and planning for the 
future. Outside speakers are always brought 
in for inspirational and educational talks, and 
to broaden each member of the convention. 

We have still other means, however, to edu¬ 
cate our men. I refer to the several publica¬ 
tions, such as the Fuller Bristler, Fuller Life, 
and Distribution News, which present practi¬ 
cal ideas applicable to our work. Such house 
organs tend to bind us closer together and 
enable us to meet on common grounds. 

In the future, no doubt, plans will be laid 
for a still broader education to be offered to 
all members of the Fuller Family. Schools 
of Salesmanship and Management will be held 
in various parts of the country, under the 
leadership of capable instructors. Next year 
we hope to hold such schools for assistant 
branch managers. 

The vision of Mr. Fuller in “Building Men” 
perpetuates more each day in the business. 
This year has seen a greater advancement in 
that direction than any other year. And it is 
fundamentally sound, for a business is no 
greater than the men who run that business. 
Each of us is an integral part of The Fuller 
Brush Company, and the faster we grow, the 
faster the company can grow, and no faster. 

No man is worth more than $2.00 a day 
below his neck, but above his neck there is 
no limit to his earnings. Physical strength 
is today at a discount, mental strength is at 
a premium. The man today who has developed 
his brain to a point where he is able to 
analyze and think, will reap the reward; and 
if you can then not only do your own work, 
but direct intelligently and effectively the 
work of others, your reward will be in exact 
ratio. 

In summing this matter up, we might say 
that our keynote this year is Educational or 
Helping men to build themselves. 

Mr. Fuller has a vision of seeing each man 
of the organization earning more than he 
could in any other company, with a home of 
his own and a reserve on hand to care for 
him in old age. Such a man will be looked 
up to and admired, and will be of benefit to 
his community and the country at large. 
Such is the fundamental ideal back of The 
Fuller Brush Company. 

W m S3 
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If Wives Knew 

If wives only knew what stenographers 
think of their husbands they would cease to 
worry. 


District Managers’ 
Convention 

By B. F. Henwacy, Jr. 

September the 7th, 8th and 9th, was a 
“home coming” of the twenty-two District 
Managers and Six Division Sales Managers 
of our Company. The daily sessions were 
held in the Branch Managers’ school-room, 
which has become a familiar land mark to 
about one hundred and fifty Branch Man¬ 
agers and Assistant Managers who have so 
far attended the School. 

It was a very business-like Convention. An 
unusually large number of subjects were 
thoroughly discussed, and some interesting 
plans were made pertaining to our fall busi¬ 
ness. 

The keynote of the Convention seemed to 
be an even greater recognition of the value 
of training. We say “even greater,” since 
the progress of our company for the whole 
year has been along educational lines. A more 
thorough initial training is now given the 
new salesman. The Fuller Correspondence 
Service is in a class by itself. We are the 
only company in the world which gives our 
salesmen the opportunity of studying a high 
class correspondence course which is directly 
applicable to his work. We also stand alone 
in being the only organization which con¬ 
ducts a school for Sales Managers. 

In addition to all these fine things, many 
improvements were suggested toward the 
betterment of our educational facilities. The 
Convention was a decided success. Each Dis¬ 
trict Manager returned to his respective field, 
determined to inaugurate many new ideas, 
and see that his District gets its proper share 
of fall business. 

m m m 
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WE CAN BE KINGS OF EARTH IF WE RE 
A MIND TO 


We’re all of us ugly ducklings, and we’ll come 
out swans at last— 

That is, we aim to. 

At least, there’s no one else, if we don’t dast, 
To give the blame to. 

It’s only we ourselves that keep us down; 

Men choose a fool’s cap, who might wear a 
crown. 

All gifts are in our reach, but some we’re 
blind to; 

We can be kings of earth, if we’re a mind to. 

—By Mary Carolyn Davies, in Everybody's. 


Page Twenty-One 

. Google 


— Life. 



Your Share of Fuller Success 


Y OU may have been with the Company 
six months, you may have been with 
us ten years. However long your 
service record, you have contributed and are 
every day contributing something to the sum 
of Mr. Fuller’s success. 

In the early days, when Mr. Fuller was 
turning the little hand machine and twisting 
his own brushes, he was inspired by a great 
vision. The vision was a very practical one 
and an unselfish one. In its working out, 
there was need for many men, but particu¬ 
larly men of a certain type—serious-minded, 
ambitious, enthusiastic, hard-working men. 
This was the sort Mr. Fuller needed and this 
was the sort he found. 

From among those who have contributed 
largely to the rapid growth and expansion of 
the Fuller organization and helped to give it 
the position it holds today, we have selected a 
few who have achieved fame for length of 
service and for dependability, for stick- 
to-it-iveness, and for all the real, vital char¬ 
acteristics that make a man a successful Ful¬ 
ler representative. 

Among our “oldest men” is Mr. Albert 
__Mabey of the Salt Lake City 

a Branch. Mr. Mabey began sell¬ 
ing brushes for the Fuller Brush 
Company in April, 1911, his ter¬ 
ritory consisting of the state of 
Utah. At that time, he thought 
that he could easily supply the 
whole state within a few months, 
and that he would then have to 
look for another job. Today Mr. 
Mabey is still working some of that same 
territory. 

It is interesting to note that Mr. Mabey 
first learned of Fuller Brushes through a 
three or four line ad in Leslie’s Magazine. 
He eagerly took advantage of the opportuni¬ 
ty offered, as his health was failing and he 
wanted a change from office work. 

For the first few years, brushes were 
shipped from Hartford, taking from four to 
six weeks in transit. At this time, Mr. Ma- 
bey’s canvassing and delivering all had to be 
done on foot, but he was able to give real 
Fuller Service, and way back in 1913 had a 
high day of $46.00 in sales. 

Today, Mr. Mabey has a home, twelve acres 
of farm land and a car. He is married and 
has two children. He writes that he has al¬ 
ways enjoyed his work with the Company, 
and deeply appreciates the fair and kind 
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treatment he has received. The cloth brush 
is perhaps his favorite, and he describes it 
as the most handy, most sanitary, most ser¬ 
viceable cloth brush he has ever used. 

Mr. H. W. King of the Hartford Branch, is 
another old-timer. Mr. King is now complet¬ 
ing his seventh year with our Company. He 
has worked the same territory since starting 
with us, and although it is a rural section, 
manages to cover it on foot. 
There is plenty of walking to do, 
but the continued outdoor exer¬ 
cise has kept him in good physi¬ 
cal condition, and he is rounding 
out his 70th year in the best of 
health. 

Selling in sets is Mr. King’s 
special hobby, and he makes a 
point of having a set for every 
combination of tasks in the home. He has 
made some excellent records, and is still go¬ 
ing strong. A fair sample of the good work 
he is doing was a total of $58 in sales made 
on August 11, which broke his high day 
record. 

Mrs. Emma Hohn of Des Moines, la., has 
been a Fuller representative since 1916, and 
has found her work interesting and pleasant. 

“In fact,” she says, “there is 
nothing quite so fascinating and 
instructive as salesmanship with 
our Company.” 

Mrs. Hohn’s average sales are 
high and her work throughout 
her six years with us has been 
consistently good. Her pet 
brushes are the shower and 
clothes brush and perhaps her 
fondness for these had something to do with 
her high week of $350. 

Among our five-year men who have made 
noteworthy records is Mr. C. E. Snider, Lan¬ 
sing Branch Manager. 

Mr. Snider’s history with us is a record of 
five years of consistent plugging, of steady- 
work and careful saving, of real 
and high ambitions, of constant, 
thoughtful striving toward a 
goal. Having set $200 for his 
quota, Mr. Snider made it for 
eight weeks running and has of¬ 
ten gone above it. Because he 
is just such a dependable, hard 
working young man, Mr. Snider 
is making a success of his work 
in the Lansing office. 




enthusiasm 
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L. B. Wood has been with our company 
more than five years. He is now a salesman 
under the Chicago S. W. Office, and is one of 
the most dependable workers in his branch. 
His pet brushes are the mop and duster, and 
he firmly believes that his job is one that can 
not be beat. This, and his stick-to-it-iveness, 
explains his success. 

Reading, Pa., also has a five-year man in 
the person of Albert C. Overholser. Mr. 
Overholser is a man about 60 years of age, 
married, owns his home and a Ford car. He 
is a very conscientious worker and is nearly 
always among the leaders of his office. His 
high record is $303. 


It goes without saying that Mr. Overholser 
is a real Fuller booster, thinks he has the best 
job he ever had in his life and is perfectly 
contented. 


Mr. R. P. Phelps of the Indianapolis branch 
has two experiences in common 
with Mr. Fuller, for, before he 
became a Fuller brush salesman, 
he was a street car conductor. 
He also had a rather varied ex¬ 
perience as barber and as sales¬ 
man for a pottery company. He 
has been with our company 
about four years now, and says 
it is without question the best 
connection he ever had—“a wonderful com¬ 



pany, fine men to work under, very pleasant 
work and very healthful.” 


He writes, “I most assuredly have faith in 
the Fuller Brush Company and in the splen¬ 
did brushes and articles we are placing in the 
American homes.” 


Mr. Phelps found it difficult to name a fav¬ 
orite brush, as he is completely sold on all 
forty-five, but he is particularly fond of the 
Hair Brush and Wall Brush. 


Mr. Phelps is married and has a married 
son. He owns his home and does his work 
with the help of a Ford car and the encour¬ 
agement of his wife. 

Dallas District’s “old timer” is Glenn For- 
bis, Dallas Branch Manager, who joined the 
company in 1919, working in Houston, Texas, 
under “Dad” Cotton. Mr. Cotton so thor¬ 
oughly sold Mr. Forbis on the Fuller Brush 
Company, the organization, the type of 
brushes, the method of sales and distribu¬ 
tion, that he spent carfare for himself and 
his wife to travel one thousand miles to sell 
them. Needless to say, Mr ^rbis has never 
regretted that investment. 


There are several brushes in the line that 
appeal to him very strongly, but 
his pet brushes are the Wonder 
Duster and the T. S. Clothes 
Brush, and he has mastered 
demonstration points on these 
brushes so completely, that he 
sells more of them than any of 
the others in the line. 

Mr. Forbis was made manager 
of the Dallas office in August, 
1920, and has been a very consistent and 
successful worker and played an important 
part in the rapid growth of the Southern 
Division. 

His goal with the company is “one step at 
a time and always for the next job higher 
up.” He and his wife agree that he has 
found his ideal life work, and with that men¬ 
tal attitude, he is bound to go ahead with our 
organization. 

Among our prominent two-year men are 
George Burroughs, A. G. Geist and L. S. Ar¬ 
nold. 

Mr. Burroughs, Assistant Manager under 
the Poughkeepsie office, is al¬ 
ways in the $200 class, with his 
actual sales always above re¬ 
ported sales. He is a hard, con¬ 
scientious worker, averaging $80 
or $90 a day, and led the coun¬ 
try in goods ordered during the 
second quarterly bonus period. 

He has to drive over a hun¬ 
dred miles to his territory—a 
country section which he has reworked six 
times. He drives his car all the year round 
and isn’t afraid to work late in the evening. 
With the five men who work under him, he 
made the record of $1,100 during a recent 
“Big Week.” 

Mr. Burroughs is married, has seven chil¬ 
dren, and is well satisfied with 
his work. 

The “oldest man” in Kansas 
City is Mr. Geist, a very able 
salesman who has reworked his 
territory five times most profit¬ 
ably. Mr. Geist sells his Com¬ 
pany as well as his brushes and 
makes very original and forceful 
demonstrations. 

He uses the portfolio very effectively in 
this manner: he shows the picture of the 
brush, giving some particular point about 
each brush, and when he comes to the pic¬ 
tures of our executives, he says, “Here are 
some of the men responsible for Fuller ser¬ 
vice. Our President here, Mr. Fuller, is not 
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yet forty years old, and is head of the largest 
brush concern in the world. Read his motto. 
Mr. Fuller started out with only a few hun¬ 
dred dollars capital, and today he sells more 
brushes than any other man. If his brushes 
weren’t good, he wouldn’t be where he is to¬ 
day.” 

Mr. Geist has proven himself to be very 
earnest and very convincing, and it is much 
to his credit that he finds the oldest custom¬ 
ers in his territory to be his best customers. 

Madison Branch is very proud 
of L. S. Arnold, who has been 
working there as Assistant Man¬ 
ager since the first of the year. 
Mr. Arnold started working for 
the Company under the Dubu¬ 
que, la., office, and made a record 
of selling $3.00 per capita in 
small country towns. 

Under N. S. Chicago, Mr. Ar¬ 
nold did some splendid work in the wealthy 
homes of the “Gold Coast.” He has a record 
of $59.65 in one home and $388 in one week. 

Mr. Arnold sells in sets and sells big, and 
has done particularly fine work in his posi¬ 
tion of Assistant Manager as well as in the 
field. He won real fame by selling every 
home on the longest street in his territory, 
and the fact that this street consisted of the 
wealthiest homes in that city was an added 
feather in his cap. 

Canada is also entitled to praise for her 
“old timers,” and among those who have con¬ 
tributed a great deal to her success in the 
past two years are S. Smith and J. Ronan. 

Mr. Stanford Smith joined the 
Fuller Brush Company in May, 

1920, while a Junior student in 
the University of Washington 
Law Department. He later de¬ 
cided to make Fuller work his 
profession instead of the law, 
and went to Canada with “Pa” 

Ryan when he was sent there to 
open the Canadian Division. 

Mr. Smith was so successful in training 
Canadian boys for our work that after a very 
faithful experience as a lieutenant, he was 
made Branch Manager at Hamilton, in May, 

1921. The outstanding feature of his work is 
the wonderful loyalty he has been able to se¬ 
cure from the men working under him. Un¬ 
der his leadership, the Hamilton Branch, with 
a population of approximately 400,000, has 
produced $61,942 in sales for the first seven 
months of this year. This places Mr. Smith 
in the front ranks among the most efficient 
managers in our Company. 


Mr. J. Ronan of the Montreal Branch came 
to Canada in July, 1921, after 
being discharged from the army 
and immediately joined our Com¬ 
pany. 

Right from the start he took 
a great deal of interest in his 
work, and through constant 
study and hard work he has won 
a promotion to Assistant Branch 
Manager of his office. 

Mr. Ronan’s pet brush is the tan Wonder 
Mop, and his high record for this particular 
brush is 34 in one week. His sales are con¬ 
sistently good and he has a high day of 
$135.60 and a high week of $295.60 to his 
credit. 

He has recently furnished a home for his 
family, which consists of a wife, two children 
and his mother-in-law, and is planning to buy 
it outright. 

Mr. Ronan claims that there is not a better 
line on the market than Fuller Brushes, and 
he is so thoroughly convinced that he is work¬ 
ing for the best company in the world that he 
has been instrumental in selling this idea to 
quite a few other men now with the Company. 

m hi m 


VIEWS OF HONOLULU 



Above—The busy street where the Fuller 
Brush Co., represented by E. G. Harper, is 
located. 
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The Crossroads of the Pacific 


By Elx;ar G. Harper, Honolulu 


T HE Hawaiian Islands lie in the northern 
tropics, twenty degrees north latitude, 
one hundred and fifty-five degrees west 
longitude. Eight principal islands comprise 
the group, of which Hawaii (4,015 square 
miles), Maui (728), Oahu (598), are the most 
important. On the former the town of Hilo is 
situated, on the later Honolulu, the capitol of 
the group and the port forming the junction 
of the great commercial and travel lines of 
the Pacific Ocean. The Island of Oahu is the 
only fortified island, and is the Gibralter of 
the Pacific. Honolulu, situated on the south¬ 
ern shores is the seat of Government and the 
commercial crossroad of the 
great blue Pacific. 

Hawaii, after which the 
group is named, is the larg¬ 
est island of the group, and 
Hilo, the chief town, is thir¬ 
ty miles from the great 
Kilauea Volcano, which has 
its periods of marked ac¬ 
tivity and rest. There 
are twenty-two plantations 
along the coast on the 
north and east sides; on the 
west side are acres of cof¬ 
fee, sugar and tobacco. 

Otherwise the island is 
agriculturally undeveloped. 

Every range of climate is to 
be experienced from the mean average of sev¬ 
enty-five to eighty degrees along the coast to 
below freezing on the volcano mountain— 
summits of Mauna Kea (13,825 ft.), Mauna 
Loa (13,675 ft.), Hualalai (8,275 ft. )etc. 

Honolulu impresses the visitor as he enters 
the beautiful harbor, by the rich coloring of 
the foliage, the graceful cocoanut palms and 
the great hills in the background towering 
aloft with varying shades of dark color, as 
the sun or cloud affects them. 

The busy scenes of metropolitan life are 
not usually associated with the delights of a 
Mid-Pacific Island, but there exists the bustle 
of a business community and Fuller Brushes 
are now obtainable in this land of the lotus- 
eater, for in very truth one could settle down 
to that easy mode of enjoying life here with¬ 
out any difficulty. 

In the early days the various islands were 
separate kingdoms, but at the close of the 
eighteenth century the great king Kameha- 


meha brought them all under one monarchy, 
by conquest and treaty. Monarchy terminat¬ 
ed in the year 1893 by the deposition of 
Queen Liliuokalani and the establishment of 
a provisional government, and finally Amer¬ 
ican territorial annexation to the United 
States. This latter occurred in 1898, and in 
1900 the Islands became the Territory of 
Hawaii. 

The busy weeks in Honolulu are well fav¬ 
ored by many holidays, perhaps essential for 
one to maintain that full Fuller “pep” in this 
climate. One “Kamehameha Day” experi¬ 
enced during my short sojourn here aroused 
my interest in this chief¬ 
tain. 

King Kamehameha was 
born on a stormy night in 
1738. Thunder and light¬ 
ning, it was the belief, al¬ 
ways signalized the birth of 
a great chief, and thus it 
happened that Kamehame¬ 
ha the first, became the 
most powerful and famous 
leader and law-giver of 
these islands. He was stolen 
from his mother's side at 
birth and his name signifies 
the “solitary” or “lonely 
one.” 

Kamehameha established his government 
with the utmost care. His dynasty stood 
for more than seventy years and exercised its 
functions as firmly for the welfare of the in¬ 
habitants as that of any other government. 

Kamehameha enacted laws prohibiting 
murder, theft and other crimes, and later in 
his own life he became an ardent prohibition¬ 
ist, enacting laws probably the first of their 
kind in the Pacific. 

Today a fine statue of Kamehameha stands 
in front of the Judiciary Building, and around 
this on “Kamehameha Day,” June 11th, a 
dignified ceremony is held. 

In the Islands of Hawaii renowned for their 
scenic beauty, favored climes and commercial 
bustle, Fuller Brushes are finding their way 
into the homes, to further aid in spotless 
cleanliness and in the well-groomed appear¬ 
ance resulting from their use. Fuller Brush¬ 
es are here for always, at this meeting place 
in the Mid-Pacific. Could they be in any 
more attractive place? 


Mr. Harper, who is an assistant 
branch manager, has been in Honolulu 
about two months, giving Fuller Ser¬ 
vice and selling Fuller Brushes. He 
is confident that there is a ready mar¬ 
ket for every Fuller brush there and 
hopes to be able to augment the sales 
of Western Division considerably by 
his work in this “most western” out¬ 
post of the Division. 

Mr. Harper has run ads in the local 
paper and has found that our maga¬ 
zine advertisements are widely read, 
so that people are quite cognizant of 
what the word FULLER means. His 
article on Honolulu is an interesting 
sidelight on the varied destinations of 
our brushes and our far-reaching and 
constant growth. 
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The Hi&h Cost of Saving 


I would certainly like to buy your brushes 
but I positively cannot afford them at 
this time.” 

How many times have you heard this 
statement? What effect has it had on you? 

This short sentence does one of two things 
to a salesman—it either challenges him or 
floors him. In challenging him, it awakens a 
real fighting spirit of sales effort, it puts him 
on his sales mettle, and when he writes down 
the order after convincing the housewife of 
her need of Fuller Brushes, he does it with 
a relish, it is real gratification, he has shown 
himself as a salesman, not an order-taker. If 
it floors him, he is through. He may as well 
pack his sample case and beat a hasty re¬ 
treat. The housewife is the victor and she 
probably smiles just a wee bit. 

But, suppose you knew for a positive fact 
that the customer not only can afford them, 
but that she positively cannot afford to be 
without them,—wouldn’t this objection then 
immediately be a sure indication of a sale 
rather than preparation for a quick exit on 
your part ? 

This is a positive fact. In every household 
that is continuing to do its cleaning in the old 
way, there is an annual leak in dollars and 
expended energy that cannot be stopped. The 
saving is not on the side of doing without 
modern cleaning equipment. It is a positive 
loss to try to do without it. 

Here are a few figures that will interest 
all of us. There are at present in actual use— 
—eight million passenger automobiles cost¬ 
ing from $355 to $7,000, 

—twelve million phonographs which cost 
from $25 to $3,000, 

—millions of pianos costing from $300 to 
$2,700. 

These are luxuries found in millions of 
homes throughout this country and Canada, 
yet some people that own them are liable to 
claim they cannot afford a set of Fuller 
Cleaning Brushes to take the real drudgery 
out of keeping the home clean and saving 
hours of wasted energy. 

The' husband who says that he cannot 
afford to liberate his wife and lighten the 
cleaning work about the home with proper 
cleaning brushes, has never been told that— 
—fifteen million people visit moving pic¬ 
ture shows every day. 

—tobacco is a leading industry. 

—ten million dollars were paid out last 
year for eleven of the lesser known fiction 
magazines. 



Fuller Brush Plays Sherlock 

We of the Fuller Family, all know of the 
efficient work of our adjusting depart¬ 
ment, and the part that the adjustment 
of brushes plays in Fuller Service, although 
sometimes this service is exemplified in rath¬ 
er interesting incidents. An adjustment on 
a Fuller Hair Brush was instrumental in the 
recovery of a car and the conviction of the 
thief for a customer here in El Dorado. 

A White Ivory Hair Brush had been sent 
in for adjustment for Mrs. Davidson of El 
Dorado. In due time the brush was returned 
to her, addressed to her post-office box. She 
received it one evening while the family was 
down town, and she placed it in the side 
pocket of the car. 

While the family was at a show, the car 
was stolen. Usual calls and notices were 
sent out, but to no avail. Things drifted 
along for three weeks and the Davidsons had 
about given up hope of recovering the car. 
Then one day Mrs. Davidson received a tele¬ 
gram from the Sheriff at Fairfax, Oklahoma, 
saying that a Studebaker car had been found 
abandoned in a corn field. There were no 
means of identification except a Fuller Brush 
and the wrapper it came in addressed to Mrs. 
Davidson, that was found jammed in the side 
pocket of the car. A man was being held as 
a suspect, but apparently he had an alibi. 
Further examination of the brush showed 
finger prints that corresponded to those of 
the man suspected, and these were the main 
points that led to his conviction. 

Needless to say, Mrs. Davidson is very 
much a Fuller Booster, and she loses no op¬ 
portunity to tell the part her Fuller Brush 
played in the recovery of her car. 


—thirty million dollars were spent for golf 
balls last year. 

These figures mean but one thing to every 
Fuller Man. They mean that the people can 
afford to outfit their homes with Fuller 
Brushes. 

We know there is a dollars and cents gain 
to the woman using modern house-cleaning 
equipment in her home. But, greater than 
the dollars and cents loss is the loss of years 
which these labor savers add to the user’s 
)ife, and years of life cannot be purchased 
with money. 

These facts are of real value to the Fuller 
Man who is confronted with the “Can’t afford 
to buy” argument. He can deftly turn every¬ 
one of them into a sale. 
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3. E. R. Smith—Advertising Manager. 

4. C. H. Shean—Eastern Division Manager. 

5. H. M. Abele—Southern Division Mana¬ 

ger. 

6. A. I. Nellis—Manager of Printing. 

7. J. C. Altrock—Central Division Mana¬ 

ger. 

8. E. A. Parlee—Atlantic Division Mana¬ 

ger. 

9. W. H. Metcalf—Western Division 

Manager. 

10. A. A. Whetstone — Correspondence 

Course Superintendent. 

11. B. F. Hennacy, Jr.—Editor of Publica¬ 

tions. 

12. W. E. Campbell—Secretary to President. 

13. T. A. Ryan—Canadian Division Mana¬ 

ger. 

14. E. H. Kauffman—Educational Director. 

15. H. M. Cotton—Promotion Sales Mana- 
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A Letter With a Lesson 


Editorial Department, 

Fuller Brush Company, 

Hartford, Conn. 

Gentlemen: 

“Whose Turn To Crow” is correct except¬ 
ing in one respect. His Honor, Mr. Goller, 
Mayor of Egg Harbor, did not even see the 
Fuller Brushes in Mr. Boone’s outfit. He saw 
them today when I made my demonstration 
to him, although he did not buy. 

Mr. Goller treated me like a king, as our 
Mr. M. G. Furey of the legal department pre¬ 
dicted. When the demonstration was over, 
Mr. Goller very gladly made his demonstra¬ 
tion, which was an inspection of his establish¬ 
ment here in Egg Harbor. He is human, as 
the rest of us are, and realized that we all 
make at least a few mistakes in life. He is 
just a trifle sorry now that he did not keep 
the Fuller Brushes ; that was another mis¬ 
take, at least he thinks so now after seeing 
them and having them really in his hands. 
He will buy some before I leave this town. 
If he doesn’t, I shall at least make him a pres¬ 
ent of one. 

Therefore, if you know of anyone who is 
really antagonistic, make him be a friend. It 
is not hard if one tries in the proper manner 
Yours with Fuller, 

Howard Gale. 
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THE BALANCED SALESMAN 

A real salesman is one part talk and nine 
parts judgment; and he uses the nine parts 
of judgment to tell when to use the one part 
of talk. 

—By R. S. Krewson, Fullerite. 


A Smile or Two 


Walter Camp, the famous athlete and 
trainer, was talking about rough football. 

“One of the roughest players Yale ever 
turned out,” he said, “went West to work on 
a ranch. The cowboys, having heard of his 
fame, asked him to teach them football. 

“So the Yale man made up two husky 
elevens, explained the rules, and wound up 
with: 

“ ‘Mind, men, if you can’t kick the ball kick 
an opponent. Now let’s get busy. Where’s 
that ball?’ 

“ ‘Oh, drat the ball,’ said a cowboy; ‘let’s 
get on with the game.’ ” 

—Detroit Free Press. 

o o o 

Romantic Business 


“My husband is merely a manufacturer of 
wastebaskets,” sighed the woman with 
aspirations. “It seems such a prosy occu¬ 
pation. M 

“On the contrary there is really much 
poetry in wastebaskets,” replied the unappre¬ 
ciated bard. 

—New York Evening Sun. 

» 0 » 

“Did you participate in many engagements 
while in France?” asked the interested old 
lady. 

“Only five,” replied the ex-A.E.F.-er with 
becoming modesty. 

“And you came through them all unhurt ?” 

“Not exactly,” he returned sadly, “I mar¬ 
ried the fifth.” 

—American Legion Weekly. 

50 IK ffli 

ANNOUNCEMENTS 


As we go to press, we learn of the marriage 
of Mr. Emery R. Parker, Manager of the Ho¬ 
boken, N. J., Distributing Station, which took 
place on September 25. Congratulations and 
best wishes, Mr. and Mrs. Parker. 

O 9 # 

Through an oversight, the name of the ar¬ 
tist was omitted from the sketch of “Fuller 
Opportunity” which appeared in the Septem¬ 
ber Bristler. Mr. G. C. Gueth, Hoboken, 
N. J., drew the original design. 
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Today Is Today! 

T ODAY, you deliver the results of your 
services on what you are rather than 
advertising by your efforts what you 
think you are. 

Today is the Announcer of new Selling 
Titles. You are either an Izzer or a Hazzer. 

Today is the Rewarder of Live Ones, but 
not the Resurrector of the Dead Ones. 

Today is not regulated by the hours on the 
clock. It must always be still today until 
the order is in the book. 

Today is the Prober of Past Performances. 
Conditions pushed you the order or Ability 
pulled you the order. If Conditions didn’t 
help then, don’t let Conditions hinder now. 

Today is already yesterday to the sales¬ 
man who is going to get that order tomorrow. 

Today is the Switch Tender of Destiny. 
You are thrown on the Main Line of Rich 
Recompense for Actual Accomplishments, or 
left unnoticed at the Flag Station of Failure 
to Make Good. 

Today is a challenge to our Knowledge of 
the Selling Game; to our Enthusiasm; to our 
Confidence; to our Industry. The furious 
forces of the Alibi King are flaunting in our 
faces the battle-cry of “Itcantbedone.” If 
we weaken, we are whipped. Shall we fight 
like red-blooded Super Salesmen, or quit like 
ochreized order-takers ? 

We will fight! Let’s Go! 

— Exchange. 

S3 S3 S3 

SONG OF THE ROAD 


By E. M. Lowx, Poughkeepsie Office .. 

What tho’ the skies be cloudy, 

What tho’ the rain comes down, 

Still in my trusty flivver 
I roll from town to town. 

Thro’ country mud in the springtime, 
Or under the summer sky, 

Selling my Fuller Brushes 
Where the road goes there go I. 

Out to the lonely farm house, 

Hid by the distant hill, 

Thro’ every country hamlet 
Down by the rippling rill, 

Selling the Fuller Service 
In weather wet or dry, 

Till Poughkeepsie gets her quota 
Where the road goes there go I. 


Housecleaning, 


By H. M. Cotton 


T HE 21st of September marks the pass¬ 
ing of the last day of summer. The 
fall weather is coming on us earlier 
this year than some years, and with it the 
return of all summer vacationists. In fact, 
most of these summer resort people returned 
when school began shortly after Labor Day. 

What is the significance of all this to the 
Fuller Brush salesman and to Fuller Boost¬ 
ers in general? Just this: 

That big home which has been standing 
idle all summer is dirty and must be cleaned. 
The housewife immediately after getting her 
children started in school, looks over the sit¬ 
uation and prepares for her housecleaning. 

She looks over her housecleaning tools and 
decides that her old broom is worn out and 
she must have a new one before she can do 
her work properly. It is a known fact that 
more brooms are purchased in the fall of the 
year than any other season. She discovers 
she needs a wall brush to dust off the paper. 
Her mop is shabby and worn out. Some of 
her smaller utility brushes, furniture brushes, 
etc., have been lost during the summer sea¬ 
son or have been entirely discarded. She 
left a good many of her cleaning utensils, 
which were partially worn out, at her sum¬ 
mer cottage and did not even trouble to bring 
them home. 

In other words she is getting ready to pre¬ 
pare herself and equip herself for house¬ 
cleaning. 

The Fuller salesman who is really on the 
job should work long hours during the next 
six weeks because the housecleaning season 
is here and to get 100% result from it, you 
must give 100% service and supply all the 
housekeepers with the cleaning brushes im¬ 
mediately. 

Study over your brushes and pick out 
everything that will help in housecleaning 
and be sure you carry all these samples. Take 
housecleaning brushes everywhere you go. 

Boost the broom above all things, for this 
is the height of the season for selling brooms. 

In the past we have not always realized 
that our brushes were seasonable, and many 
if us have passed up wonderful opportunities 
.n selling brushes by not boosting the season¬ 
able ones. 

The Harvest Season is here. Let’s reap in 
the grain. Push the housecleaning brushes 
and more especially the broom! 
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Some Reminiscences of Other Days 


By R. E. Perkins, Assistant Treasurer 


Surely our own Ruby E. Perkins needs no intro¬ 
duction to Fuller folks, at home or abroad. Some 
of us know her for her gaiety and laughter, some 
of us know her by the checks that bear her signa¬ 
ture—all of us know how efficiently and thor¬ 
oughly she works and how much she deserves 
her diamond-studded pin and well-earned title. 

Ten years ago, Miss Perkins was stenographer, 
office clerk, invoice clerk and all sorts of clerks 
in one, so that, as the company grew and the 
office force was enlarged, she was able, as Chief 


Clerk, to assist Mr. Fuller in the organization of 
various departments. Later she became assistant 
to Mr. Marsh and in 1917 her faithful service was 
rewarded by her election to the position of Assist¬ 
ant Treasurer. 

Ruby has seen the company grow from one man 
to nearly 5,000, has marveled at sales that doubled 
and redoubled every year, has watched the ripples 
of progress widen and spread until they circled 
the world—and is entitled to a very real pride 
and satisfaction in her share of Fuller Success. 


With the passing of another year, we are 
reminded that the Fuller Brush Company has 
added to its score another most successful 
year, and one that will long be remembered 
by all of us. Soon we will be located in our 
own home, which we are looking forward to 
with great anticipation. 



Ruby E. Perkins 


After viewing this wonderful building now 
under construction, the writer looks back¬ 
ward, very happily, to November, 1910, when 
she entered the employ of Mr. Fuller. 

The factory at that time was located down¬ 
town and the office was one small room in 
Mr. Fuller's home. Our office furniture con¬ 
sisted of only the bare necessities, such as 
typewriter, stand, desk and two chairs, and 
one or two box letter files. Mr. Fuller and 
myself were the entire office staff. 


During January, 1911, a suitable location 
was found where factory and office could be 
located in the same building. At that time 
this place looked as spacious to us as does the 
building now under construction. This loca¬ 
tion, with several additions of floor space 
from time to time, took care of our needs for 
several years. 

During the first year it was found neces¬ 
sary to relieve Mr. Fuller of certain duties, in 
order to enable him to give more time to the 
production end of the business, and a Sales 
Manager was engaged; also a part time work¬ 
er to set up a bookkeeping system. It was 
then that our beloved Mr. Marsh joined the 
Company. 

In the fall of 1913, October to be exact, 
we had grown to a point where further ex¬ 
pansion was necessary. Then it was that 
the Fuller Brush Company was incorporated. 
It is this event which more than 4,000 people 
are now celebrating. 

The first convention of Fuller men in Hart¬ 
ford can be looked back upon with smiles. If 
my memory serves me right, this was about 
eight years ago, and the number present 
around seven. No elaborate program had 
been made out in advance, and it was not 
necessary to reserve outside space for meet¬ 
ing purposes, Mr. Fuller's office furnishing 
ample space. But, without question, these 
few men left Hartford with as much enthus¬ 
iasm and were as anxious to reach their re¬ 
spective fields to put into practice the new 
ideas gained, as the Managers from our last 
Annual Convention. 

It was during these earlier years that we 
could rightly be classed as a Fuller Family, as 
with the rapid strides which we have made 
the last two years we certainly have out¬ 
grown the family tree and become a colony of 
tremendous size. 
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Five Years With the Fuller 
Brush Company 

By C. Earle Snider, Lansing Manager 

F IVE years, so brief a period in the history 
of great institutions, seems a century 
when measured in terms of Fuller 
achievement. So many things can happen in 
five years with Fuller Brushes! 

So it seems a century ago that I joined the 
Fuller ranks, having just reached the age of 
twenty and nearly burning up with the desire 
to become a “professional” man. A friend 
of mine had put his way partly through col¬ 
lege by selling Fuller Brushes Saturdays and 
during vacations, and I thought that I could 
do at least as well. 

It took three years of “bumps” and disil- 
lusionments to really awaken me to the fact 
that there might be a career with Fuller 
Brushes as worthy as any of the so-called 
“professions” for which I had been studying. 

Eight months’ serious work, following the 
above realization, I was promoted from a lieu¬ 
tenant to branch manager of the new Lansing 
office, the position I now hold. 

My career as a Fuller salesman was never 
spectacular. However, I have always pre¬ 
ferred consistent selling to the breaking of 
high records. My highest day was $93.00 
and week, $306.00. After hitting $200.00 in 
one week, I was never again satisfied with a 
less amount, so kept this mark as my goal and 
once ran eight straight weeks over $200.00. 
The shower was always my pet, in both win¬ 
ter and summer. A day in summer of less 
than four showers sold was a rank failure. 
The reason for my extreme enthusiasm over 
the shower was no doubt due to the fact that 
I had used it practically every morning since 
starting with the company. 

Money just seemed to roll in while I was a 
salesman and I could have easily bought a 
car. Instead, I got along with a bicycle, mak¬ 
ing $200.00 and once as high as $400.00 de¬ 
liveries entirely by this means. Every spare 
dollar was saved and invested. How glad I 
am now that this money which came in so 
plentifully was not “blown” on luxuries! 
Fuller Brushes have been the means of start¬ 
ing me on the road to independence, one of 
the goals of my life. Why shouldn’t I be 
happy? The greatest fun in life is the realiza¬ 
tion that you are getting ahead. Last year’s 
efforts bought a car, this year’s efforts will 
pay for furniture and next year will see a 
substantial payment on a home—all this in 
addition to systematic saving. Why shouldn’t 


I love my job ? As to my family—well, Rome 
wasn’t all built in a day, you know. 

Probably the greatest lesson I have learned 
in five years' selling Fuller, is never to take 
life or one’s work too seriously. Life’s too 
short to waste in worry! Just keep on play¬ 
ing the game optimistically the best you know 
how and the law of average will finally re¬ 
ward you—you’re destined to come out on 
top. Rebuffs kill a weak man and strengthen 
a strong man’s determination to conquer. 

To" my mind, the greatest thing about sales¬ 
manship as a profession is that it compels one 
to be eternally fit in mind and body; it brings 
out of a man constantly the best that is in 
him; and unless one exerts a continuous, con¬ 
scious effort for self-improvement, he falls 
down and loses money. In no other profes¬ 
sion is there as true or as proportionate a re¬ 
ward for one’s ability and service rendered. 

In five years, Fuller Brushes have never 
failed me once. Though I have often fallen 
far short of the very high ideals and stand¬ 
ards set by Fuller Brushes, they have always 
served as a beacon light directing me toward 
a life of greater achievement and a more ac¬ 
curate vision of the reward that can only 
come through service rendered. 
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“Put and take” isn’t always a gamble. It’s 
sometimes a sure thing. When you put more 
effort into your business you’ll take more 
profit out of it. 

—The Kodak Salesman. 

* * * 

The best business man or woman isn't al¬ 
ways the one who is quickest to see through 
a proposition; it's the one who is quickest to 
see a proposition through. 

—Kodak News. 
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Xmas Means Brushes! 


H OW people do like to spend money at 
Xmas time. 

It’s a grand old time of year when 
good will and generosity hold the stage. 
Everybody loves to give Xmas presents, but 
the selection of those presents has become 
more and more of a problem. 

Stuffy street cars, windy streets, crowded 
stores, tired and impatient clerks, all contri¬ 
bute to taking the joy out of Xmas giving. 

That’s where the Fuller Man comes in. He 
carries the ideal Xmas gifts. He makes it 
possible for the customer to select her Xmas 
gifts in the quiet and comfort of her own 
home. He helps her to pick appropriate pres¬ 
ents for her family and friends. He helps her 
to arrange sets which can be added to from 
year to year. He delivers the brushes at a 
convenient time, nicely wrapped in holly 
boxes already to send or give away. 

No wonder the Fuller Man is particularly 
welcome as Xmas time approaches. 

Of particular help to the customer and to 
the Fuller Man is the binder of Xmas photo 
prints which was used so successfully last 
year. A new and improved one is ready now. 
It shows ladies’ and men’s sets in variety. 
After the regular sale and demonstration, you 
can say, “By the way, Mrs. Jones, I must not 
neglect to show you the special help we are 
giving in the selection of Xmas gifts.” Then 
take out the binder and show her the photo 
prints; explain how you can help her and 
demonstrate the Ivory and Tortoise Shell 
Brushes again with the thought of Xmas giv¬ 
ing. Make up sets in any way that appeal to 
her. Explain that this is a great advantage 
as you can make up any kind of a set which 
will meet with her wishes for gifts to any 
member of the family or friend. Build two 
orders in each demonstration; first, your reg¬ 
ular order and get it down in your book and 
closed—then build a Xmas order either for 
immediate delivery or delivery later in time 
for Xmas. 

Use the Xmas photo sets and boost your 
sales during the balance of the year. 

The binder with five photo prints of Xmas 
sets in holly boxes will cost the representa¬ 
tives only 90c. net. Place your order right 
away with your branch manager so that as 
soon as the binders and photo prints are 
ready for delivery, he can secure your set for 
you without delay. Be sure to get your photo 
prints so that you can get it working to build 
up Xmas orders. 



Book of Fuller Xmas Sets 


The holly boxes are also a net item, the 
large size, 14"xlOV2"x3%", will cost 9c., and 
the small size, ll"x7"x2'Va", will cost 7c. 

The boxes will be shipped to you flat with 
tissue paper for wrapping the brushes. They 
can be ordered from your distributing sta¬ 
tion same as any other net item. 

Last year 3,000 Fuller men cashed in by 
using these photo prints and selling Xmas 
sets. Let’s everybody get the photo prints 
early this year and do the same. 

' m m m 
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AN EXCELLENT RECORD 

The men in the Cotton Goods Division, 
Hartford, deserve special mention for their 
splendid record of over a million perfect 
brushes without one rejection. The photo¬ 
graph which appears on another page of this 
issue shows the men who achieved this rec¬ 
ord and among them (1st row, left to right) 
S. Wann, F. Lazzari, L. Dezzani, H. Molta, 
with a perfect record for one year, and J. 
Fumiatti, P. Kupper, perfect record for seven 
months. 

If you look very closely at the picture, you 
will see in the 2nd row, left to right, M. Cat- 
tanio, C. Santos, A. Spalla, V. de Santos, A. 
Mogensen, perfect record for six months. And 
in the third row, left to right, N. King, E. 
Warner, C. Lewis, P. Carra, perfect record 
for four months, and J. MacMahon, E. Ross, 
oerfect record for three months. Congratu¬ 
lations, boys, that’s certainly great work. 
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“Fine and Dandy” 


By A. C. Fox, S. S. Pittsburgh, Pa. 


T HE Sixth Branch Managers’ School, 
because of the “Fine and Dandy” 
spirit exemplified by its optimistic 
members and instructors, was a grand suc¬ 
cess in every respect. From Canada, East¬ 
ern, Central, Atlantic and Southern came the 
twenty-four members of this class, all de¬ 
termined to absorb the wealth of instructive 
and inspirational material available for study. 

It took the good people of the Home Office 
but a few hours to make the students wel¬ 
come with a pleasing man-to-man good fel¬ 
lowship that is indeed indicative of the splen¬ 
did spirit found throughout our entire organ¬ 
ization. What could be more ideal than to 
find everybody Bright, Cheerful and Happy? 
That Fuller Smile lurks in every corner at 
the Home Office. 

Elmer Kauffman from the first day held 
the interest and attention of the entire stud¬ 
ent body. Every day revealed new plans to 
be taken home to assist each salesman in im¬ 
proving his position and income. Surely Mr. 
Kauffman, because of his sincerity and knowl¬ 
edge of the work, is the man to guide our 
Educational Dept, to greater achievements. 
The memory of his enthusiasm will always be 
an inspiration to the members of the Sixth 
School. 

The talks by Mr. Abercrombie, Mr. Cotton, 
Mr. Parlee, Mr. Shean, Mr. Altrock and other 
Home Office officials were especially inspira¬ 
tional. 

Well arranged trips to the Ivory, Cotton 
Goods and Brush factories were pleasant and 
educational. The new factory looks like a 
million. 

In brief, the training received at the Sixth 
School served to broaden every man’s vision 
of his work and to equip him to carry out 
Fuller Ideals of Service in the future more 
efficiently. 

All was not work. The steak roast picnic 
at Lake Pocotopaug under the supervision of 
Mr. Campbell was most enjoyable. Swim¬ 
ming, fishing, and an exciting ball game fur¬ 
nished the desired recreation to all. 

The Fuller Fraternity House proved to be a 
real home during the visiting managers’ so¬ 
journ in Hartford. “Ma” and “Pa” Nash 
surely know how to make everybody com¬ 
fortable. Many of the office officials we v e 
guests for lunch and dinner there. It is in 
such a place that man meets man and be¬ 
comes better acquainted. May this institu¬ 
tion live on. 


The “Fine and Dandy” Club was organized 
to typify the Pep and Enthusiasm of the 
members of this class. Every member has 
pledged himself to be Bright, Cheerful and 
Happy, and to spread the Fine and Dandy 
spirit at all times. The motto of the club is 
“Positive Always.” Surely this is a splen¬ 
did ideal. It is the hope of the Fine and 
Dandy Club that this spirit will in time per¬ 
meate our entire organization. To radiate 
happiness brings much personal satisfaction. 
Our friends remember us by our smiles. By 
practicing the Silver Rule we conduct our¬ 
selves so that, if everybody conducted them¬ 
selves as we do, the world would be happier. 

With a new-born Vision and Enthusiasm, 
the members of the Sixth School returned to 
their respective fields with a determination 
to work for a still Bigger and Better Fuller 
Brush Company. 

SSI SJ ffi 

ANNOUNCEMENTS 

Mr. and Mrs. H. D. Conneway are receiv¬ 
ing congratulations on the birth of a 9Vi 
pound boy born August 28. Mr. Conneway is 
an assistant manager under the Akron office. 

t> o * 

Mr. and Mrs. A. J. Rockefeller of Pough¬ 
keepsie are being congratulated on the ar¬ 
rival of a daughter on September 11th. 

« « « 

Mr. and Mrs. I. W. Breneman are being 
congratulated on the birth of a boy, 8V*> 
pounds, on August 2nd. Mr. Breneman is a 
lieutenant in the S. S. Pittsburgh office. 

a « a 

Mr. and Mrs. Nathan Bowers of Janesville, 
Wise., are rejoicing over the arrival of a 
brand new boy on August 30th, who answers 
to the name of Edgar LaVerne. 

« « « 

Announcement has recently been received 
of the arrival of a baby girl at the home of 
C. C. Calloway, representative under the Wil¬ 
mington, Del. office. The little lady has been 
named Rosilee Bennett Calloway. 

« 3 & 

Announcement has been made of the birth 
of an eight-pound son in the home of Mr. and 
Mrs. T. E. McClure, on August 24th. The 
new arrival has been named Earl Wayne. Mr. 
McClure is a lieutenant under the West Side 
Cleveland office. 

O O 0 

Mr. and Mrs. G. Williams of Jamaica, L. I., 
are being congratulated on the arrival of a 
seven and a half pound son. 
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Another Victory Scored 


August Sales High Throughout Country 


The result of our August efforts—$1,009,- 
030 in sales—is conclusive evidence of our 
ability to reach this year's quota. The total 
increase in sales over the same month of last 
year was 25%, or about $200,000. Likewise 
the increase over July of this year is very 
significant. 

Eastern again assumed leadership, with 
sales of $256,822. Central came in second 
and Atlantic third. Those Eastern Boys 
mean business. Resting on their laurels for 
one month, though, would cause them to lose 
the fight. Snap into it, Eastern—Altrock 
and Parlee are after your scalp. 

Among the other three divisions, the usual 
order reigns. Southern made a get-away 
with $115,000, Western snapped at her heels 
with $99,000, and Canada for the time being 
contented herself with $92,000. Rumor has 
it that the old order is due to change. Any 
truth in that, Abele? 

Among the districts,—all hats are off to 
Detroit. Quiet, unassumed Rex made a vow 
six weeks ago to lead the country for August 
—and today finds him the indisputed cham¬ 
pion, with sales of $64,000. Indisputed, did 
I say? Well, hardly that, for Pittsburgh is 
only $200 behind, and Lonzo but $17 behind 
E. B. Here is a race with the thrill of a 
chariot contest, for each of these three dis¬ 
tricts is determined to lead for the year. 
Have you thought about a dark-horse, 
though, boys? Rumbles are heard in the 
Middle West that presage something. 

As for branches, Barney Bloom ran away 
with himself. Nothing less than $25,000 
would satisfy the appetites of the Los An¬ 
geles lads. This is a new high record for the 
year. Pittsburgh, North Side, came in sec¬ 
ond with $17,000, and Omaha finished third, 
with $14,000. Splendid work all—hearty 
congratulations! 

For the first month this year, each of the 
six divisions exceeded their July sales; 21 of 
the 23 districts exceeded theirs; and 145 of 
the 202 branch offices beat theirs. This un¬ 
usual general increase throughout the whole 
country proves that business conditions are 
fast becoming normal. 

During this month special attention was 
paid to the Shower Bath Brush. The result 
of this special drive was that 6,500 more 
showers were sold during August than a year 
ago. This increase in the shower sale 
amounted to 24c. per order, or an increase in 


each representative’s earnings of about $1.50 
per day. 

August was the month when showers were 
most in demand. September is the month 
when housekeepers begin buying their house¬ 
cleaning brushes. Perhaps the broom is the 
most necessary at this particular time of the 
year. Owing to its wider scope of usefulness 
it should prove even more effective than the 
shower. 

Besides the broom, however, we have all 
the other house-cleaning brushes. Surely a 
more favorable time to increase orders could 
not be had than the present. The two 
strikes in our greatest industries have now 
been settled. Every community will feel the 
beneficial effect of this settlement, and every 
representative will be able to exceed his prev¬ 
ious high month of the year. 

With our great prize contest as an added 
incentive, October will surely be a banner 
month—a very real celebration of our Anni¬ 
versary. 
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SERVICE 


By Howard Gale, Camden, N. J. 


Some few weeks ago I sold one of my cus¬ 
tomers a crumb tray and scraper. She had 
previously informed me that she desired it 
for a wedding gift. Being a small thing, I 
secured a small box and a few cents’ worth 
of white tissue paper and arranged the tray 
and scraper in a nice manner and wrapped 
it in tissue, tied with white baby ribbon. On 
delivering the package, I was, of course, 
pleased when she told me that she was de¬ 
lighted with the manner in which I had ar¬ 
ranged it. It cost me nine cents and brought 
me another order of twenty-six dollars and 
thirty cents. 

Does service pay? Try just a little of the 
tenth commandment of health—“Do unto 
others as you wish them to do unto you.” 

m m m 
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San Antonio branch held its first annual 
picnic at Brackenridge Park, nearly all of 
the sales force being present. Needless to 
say the affair was a great success from every¬ 
body’s point of view. 

San Antonio branch has three promotions 
to its credit this month: their Mr. Anderson 
has been made branch manager at Fort 
Smith, Ark., and Lilly and Jordan have been 
promoted from salesmen to lieutenants. 
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William F. Whitman, who joined our or¬ 
ganization in July, after receiving special 
training at the Fourth Branch Managers’ 
School, has already struck a weekly average 
of $154.53, average hours 39.8, average dem¬ 
onstrations 93.7, and average sales per hour 
$3.16. Mr. Whitman is working under the 
S. S. Pittsburgh office. He is a Colgate grad¬ 
uate and shows promise of being a top-notch 
Fullerite. 

* * * 

Mr. A. W. Davenport of the Stamford 
Branch has recently added to our list of in¬ 
ternational sales. We quote from his letter: 
“Noting an article in a recent issue of The 
Bristler about a sale of Fuller Brushes to be 
shipped to Chile, S. A., I would like to make 
application for membership in the ‘Foreign 
Club,’ as I recently sold a nice bill of brushes 
to be sent to Burma, India.” Our list of 
members is steadily increasing. Who has a 
new name to propose ? 

* * * 

Antonio Regojo and Aurelio Jimenez are 
two of our Cuban confreres who have been do¬ 
ing consistently good work. Some recent re¬ 
ported sales were $241.10 for the former, 
$248.75 for the latter. 

* * * 

We bet that the Los Angeles Branch is still 
cheering their star performer, Mr. Bill New¬ 
man, for his high sales of $801.10 for the 
week of September 8th. Some little record, 
that! 

* # * 


E. G. Harper of Honolulu, working under 
the Oakland office, writes that it has been his 
privilege to lead his branch in sales for the 
past two months. “Fuller Brushes are being 
hailed with delight here,” he says, “and busi¬ 
ness is satisfactory, but nothing to what it 
will be once the pioneering stages are over.” 
Which might indicate that Mr. Harper ex¬ 
pects to be able to make a still better record 
in the future and we expect him to, too! 

* * * 

We are particularly pleased to note record¬ 
ed hours when they are like Glenn Shumak¬ 
er’s (Butte) 63, H. L. Kendig’s (Denver) 
60, V. S. Haynes’ (Denver) 57, C. K. Koepke’s 
(London) 56, and C. H. Camp’s (Regina) 55. 

V ^ ^ 

L. L. Cunningham of Nashville is one of 
Southern’s steadiest workers. He puts a good 
deal of originality into his demonstrations and 
does all he can to stimulate a customer’s in¬ 
terest in himself and his goods. That he 
succeeds is evidenced by such weekly records 
as $330 and $215.95. 

* * * 

Among our reported sales, we note that 
Oakland has reason to be proud of the high 
sales of two of its representatives: for the 
week of September 1st, Fenwick was crowned 
leader with sales of $337.40 in 71 hours, and 
Harper followed with $271.20 in 44 hours. 
Seattle is quite elated with the high sales of 
Mrs. Bostwick and Mr. Glendenning, the 
former having $324.90 and the latter $260.45. 


V. S. Haynes of Denver has been doing 
some interesting work lately, making nice 
totals like $235.50 and $287.15 a week. 

* * * 

Taking it all in all, September 8th was the 
end of an all-around good week for Los An¬ 
geles, some fifteen men reporting above the 
$200 mark and the office having a nice little 
total of $7,886. 


* * * 

N. Bower led the Madison office recently 
with sales of $335.80 in 47 hours. 

* * * 

N. Detroit’s leader for a recent week was 
J. Bates. His high record in sales for that 
week was $337.80 in 46 hours and 185 
demonstrations. 
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Hr. A. C. Fuller, Prosldent. 

The Puller Brush Coe puny. 

Hattford, Connootleu*. 

Dear Sir; 

After three and one-hal f yotrs^serTlce 
*lth The Puller Brush Company. "fjjjt. 

tint I hare to r.tlr. on m= o°unl 1 , 0 * :Lou jj jjg,, 

LKSS'e-SS 11 ««*!'"• .t: £ l “ 

;”S P c s;uSn5i‘-» .?iss\. — 

who node It possible, yourself. 

r -ni try to show ny appreciation hy 
always boosting cndcd.ertLlng Puller Brush... 

dlnaerely ycrurs. 


(Svlrf 




limited 


^Uto/ lUler * ru «»i» Co.. 

Ontario. * 

"eer »i rs: . 


^--'KSS-aTia 


**r, truly ,our.. 


P UAK..;r:s 


""** HOftEfts Alia ted 


FROM OUR MAIL-BAG 

Letters like these, covering several phases of Fuller Service, are a very real reward 

for the work we all are doing. 
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FULLER 
BROOM 
Electrotypes 
Will Help Win 
a 

Prize for you 
in the 

OCTOBER 

CONTEST 


Have you seen the new FULLER BROOM Electrotype 
Folder for local advertising? In it you will find illustrated 
five snappy display advertisements on the Fuller Broom and 
three reading notices. Here’s the chance for Fuller Men in 
small towns and country territory to boost up their sales and 
clinch a prize in the October Anniversary Contest. 

If you haven’t received a copy of the new Electrotype 
Folder send directly to the Advertising Department. We 
are ready to give you our best cooperation in your plans for 
local advertising. 


ADVERTISING DEPARTMENT 

THE FULLER BRUSH COMPANY 
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What Have We to be Thankful for 
During this Year 1922 ? 

By A. C. Fuller 


I F there has been any time in the history of 
our country and in the lives of the present 
generation in which they could find many 
things to be thankful for, it is now. Since 
1914, the whole world has been in a more or 
less unsettled condition—four years of war 
and four years of readjustment. We, in the 
United States, have gone through this period 
and have emerged stronger and better than 
ever before, in fact, it is evident in observing 
history that these tests of character and 
strength of the human family are a means to 
an end in our progress. 

It seems to me, the greatest mistake any¬ 
one can make, is to observe the dark side of 
things, whether it be political, industrial or 
individual. It behooves all of us to be domi¬ 
nated in our thoughts and ideas by the good 
things that we enjoy every day and to use all 
of our efforts towards making things better 
rather than to complain about things that are 
not to our liking. If we would all do this we 
would soon make the world a far better place 
to live in. So let us as an organization, carry 
the spirit of good will, optimism and confi¬ 
dence wherever we go. It was most inspiring 
the way the men of our company treated the 
so-called business depression. The salesmen 
received as a part of their instructions that 


they should ignore those conditions or leave a 
message of faith, confidence and optimism 
wherever they went in the homes throughout 
the country. It was just such agencies as 
this which enabled us to emerge so rapidly 
from the business depression and within a 
period of two years from the time this de¬ 
pression set in we are almost back to normal 
and gaining all the time. Any country that 
can accomplish this is fundamentally very 
strong and no one need worry much, unless 
he is a pessimist and one who retards prog¬ 
ress rather than one who uses every possible 
means to advance it. 

Our own company has been singularly 
blessed in the fact that we have not known 
depression during the past two years, but 
have had the most rapid growth and develop¬ 
ment in our history and now we are enter¬ 
ing a period of great industrial activity in 
which everyone is feeling a spirit of optimism 
and encouragement. Our future is surely 
bright with every hope the human mind 
could wish for. 

Let us show our thankfulness at this sea¬ 
son of the year by being full of courage and 
optimism and carry this spirit everywhere 
we go and to everyone with whom we come 
in contact. 
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Selling, 84 Percent 


Fuller Advertising Has Sold 84 Women of Every 100—Have You? 

How it is Done 


By Everett Smith 


N O one can talk so well to the consumer 
as the manufacturer of the product, 
who knows it.” So says O. C. Harn 
of the National Lead Company, one of the 
great industries and successful advertisers 
today. Mr. Harn realizes the difficulty in 
getting the complete message and complete 
service to the consumer by way of the dis¬ 
tributors. That is the big problem that is 
confronting so many manufacturers today, 
namely, the fact that the retailer cannot give 
the service the manufacturer would like to 
have given to the public. Nor is he able to 
carry to the public the manufacturer’s real 
message about the product. 

Our Unique Position 

Our Company occupies a unique position in 
a business world where in almost every other 
case the contact of the manufacturer with 
the consumer is broken by the distributor. 
In that is one great reason for the success of 
Fuller representatives since they carry the 
message of the Company and the Company’s 
service directly to the final user of the 
product. 

In this same way the Fuller representative 
is able to cash in on the benefits of Fuller 
advertising, as is no other Company. There 
is no other national advertiser whose repre¬ 
sentatives have direct contact with the ulti¬ 
mate consumer. That means that the Fuller 
representative secures without hindrance or 
interference all of the benefits of prestige and 
confidence and interest aroused by Fuller ad¬ 
vertising. He can cash in on these because 
the way is prepared for his demonstration of 
Fuller Brushes. 

So Fuller advertising is particularly effec¬ 
tive when followed through in this way by 
the Fuller representative. Fuller advertis¬ 
ing reaches the people whom it is most of all 
desirable to sell. It reaches the people who 
have money to buy Fuller Brushes and who 
are eager to secure Fuller Brushes and Fuller 
service. 

Whom Do We Reach? 

Fuller advertising does not reach every¬ 
body; that is an impossibility. If we spent 
$10,000,000 a year in advertising we could 


not reach everybody. There are people who 
cannot read English, there are others who 
cannot read any language and are absolutely 
illiterate, then there are people who just do 
not read. 

It is the purpose of Fuller advertising to 
select the people among those who do read 
whom it is most worth while to reach. From 
these, spreads out an influence which gradu¬ 
ally and steadily permeates in every direc¬ 
tion. 

Ultimately Everybody 

Let us quote from a recent issue of Print¬ 
ers’ Ink as follows: 

“As a matter of fact, if you go out and rap 
at very door in the village, you will find a lot 
of people you can’t sell on advertising. Some 
people don’t read at all; some other people 
read and hardly know what they are reading, 
and you will never sell them through the 
printed page. But here and there somebody 
comes to the door and you can see they have 
a training, and intelligence that will enable 
them to get a message from the printed page 
that they can put into buying action. But 
when you have sold those, you have sold 
America, for they are the ones that set the 
standards. The kinds of pianos they buy 
are the kinds of pianos other people want to 
buy. And so in the last analysis, the prob¬ 
lem of advertising is the problem of selling 
that intelligent part, and from the standpoint 
oi a manufacturer, it is particularly interest¬ 
ing that the number of people who may be 
directly sold, who may be potential leaders in 
their community, is every year becoming a 
larger and stronger group.” 

Is Fuller advertising accomplishing this re¬ 
sult? An exhaustive and complete test of 
the results of Fuller advertising was made 
about four years ago before we started using 
full pages in color. This test was made in 
every section of the country and covered rep¬ 
resentative women, carefully scattered. From 
long experience in the matter of making tests 
we know the results are very accurate. At 
that time, 17% of the women were familiar 
with Fuller Brushes and associated the two 
words “Fuller” and “Brushes.” In other 
words, they had been sold on the idea of 
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Brushes for sanitation in the home, and the 
word Fuller was synonymous with that idea. 

Here’s the Result! 

Within a year after that time Fuller ad¬ 
vertising was enabled to go ahead in a big 
way in appealing to the selected class of peo¬ 
ple whose interest is most worth while to get. 
From these people the interest spreads out. 
Others follow their example. 

A recent test made only this summer 
showed that at the present time 84% of all 
the women in the United States associated in 
their minds “Fuller” and “Brushes”! 

Stop and think for a minute what this 
means to you—four years ago only 17% of 
the housewives were prepared for your visit; 
today 84 % are ready to welcome the Fuller 
Man! 

Here is proof of the success of Fuller ad¬ 
vertising as it is now being handled, and the 
advantage that the Fuller representative has 
in dealing directly with the consumer and 
cashing in on the benefits of that advertising. 

If you have an idea you think would better 
the business, spring it on the boss. Don’t be 
afraid. He’s human. He wants the idea as 
much as you want him to have it. He may 
not be able to use the idea. He may not say 
why, but don’t let that discourage you. Keep 
on thinking and keep on suggesting. Every 
big man is a composite of a thousand experi¬ 
ences. He’s picked them up here, there and 
everywhere. He’s constantly on the look-out 
for more. Even if your idea is not accepted 
as practical, it has helped the boss to grow 
because it has made him consider the prob¬ 
lem. Whether it is accepted or not, it has 
helped you to grow because it has made you 
consider the problem. Make up your mind if 
you haven’t an idea, to dig one out and after 
you’ve suggested that, start right in to dig 
out another and suggest that. 

m m m 
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GO THOU AND DO LIKEWISE 

There are thousands of young men and 
women who, denied the opportunity for edu¬ 
cation in their youth, or having failed to 
grasp the opportunity when it was offered, 
take stock of their situation, see the remedy, 
and set themselves to the stern task of self- 
cultivation, sacrificing to the pursuit of 
knowledge what little leisure their daily 
tasks allow them, until by sheer effort and 
persistence they lift themselves above their 
fellows. 

— Col. C. W. Stewart. 


Fuller House Organs 

By Edward J. Scammell 


I N my opinion the Fuller house organs 
are superior to any that I have ever 
seen because they are rooted in some¬ 
thing more substantial than the superficial 
“pep” idea. They try to build character— 
better men mean better salesmen. 

Any agency ought to be judged first by its 
purpose, and second, by the degree in which 
it succeeds in accomplishing that purpose. “A 
saw is a good thing, but not to shave with.” 
What is the purpose, then, of a house organ? 
It is to encourage effort, ambition, competi¬ 
tion and loyalty. The “Fuller Bristler” does 
all of these things but it is not satisfied, it 
wants to do these things better. It asks its 
salesmen how it may improve its service to 
them. 

I say to myself, “How can this magazine 
help me more?” I reflect. I recall a quota¬ 
tion from Epictetus—“It is circumstances 
(difficulties) which show what men are. 
Therefore, when a difficulty falls upon you, 
remember that God, like a trainer of ath¬ 
letics, has matched you with a rough young 
man. ‘For what purpose,’ you may ask. Why, 
that you may become an Olympic conqueror; 
but it is not accomplished without sweat. In 
my opinion no man would have a more profit¬ 
able difficulty than you, if you choose to make 
use of it as an athlete would deal with a 
young antagonist.” But difficulties daunt as 
well as develop. A grindstone may dull but 
it may also sharpen. Failures may discourage 
but they can also teach. We can all put our 
failures to use. We learn better from our 
failures than from our successes. Experi¬ 
ence is the best teacher, though often a costly 
one. But the greater the experience, the 
greater the success. We read history to profit 
by the accumulated experience of the race. 
We could all profit by reading the experiences 
of others in our own special work. In an 
organization as large as ours where we are 
all, more or less, confronted by the same diffi¬ 
culties, I can think of nothing more helpful 
than a healthy discussion from the men in 
the field regarding the difficulties they have 
met and how these were overcome. 
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THE FULL ER BR USH PLAN 

When you have a thousand people working 
w r ith a heart for the success of an enterprise, 
it’s pretty sure to succeed. 

— Forbes. 
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Brushing, Up Cuba 

C. T. Fortson, Havana, Cuba 


Mr. Fortson has given us some very vivid 
glimpses of Cuba in this and the interesting 
article which appeared in “Fuller Life” for Sep¬ 
tember. Something of the problems which con¬ 
front a Fuller representative on landing in a 


strange country and something of the spirit with 
which he meets them are here. You will enjoy 
these sidelights on Cuba and you will perhaps 
appreciate more fully the success achieved here 
by Fuller Brushes and Fuller men. 


A FTER resting from the trip, we decide 
to survey the city. We soon discover 
that we shall be up against a proposi¬ 
tion quite different from that of selling 
Fuller Brushes in the States. Our first set¬ 
back comes when we leave the hotel and 
start to mount a street-car to take a trip 
around the town. (The 
Havana street - cars 
have in the front, rect¬ 
angular glass and 
wooden signs to indi¬ 
cate by a combination 
of colors, the routes 
they take. The routes 
are also painted on the 
signs, which appear 
again on the sides. The 
cars are bright yellow 
and about the same 
size as those in the average American city. 
A double trolley system is used to eliminate 
return circuit by rail. The rail return form¬ 
erly caused several deaths of pedestrians thru 
shock. The upper sides of the cars bear 
worded advertisements of various kinds, 
usually for brands of cigarettes. The insides 
are arranged similar to the cars in the States. 
Seats are of hard-cane weave. The advertis¬ 
ing-card system such as that to which we are 
accustomed, is used.) 

The motorman is destined to be our first 
adversary. Accustomed to front entrances 
into cars when leaving the center of a town, 
we try to sneak in the front way. But he 
has one eye open and catches us! (We 
thought he was asleep and wouldn’t see us, 
judging by the “snail-crawl” approach of his 
tram.) “No pueden entrar por aqui!” But 
we figure since we are Americans and do not 
understand anyway what he is saying, that 
we can still slip by. But he bars the way. 
“Que les pasan, senores? Hay que usar la 
entrada de atras!” (With threatening and 


excited movements of the arms. We think 
of how Dempsey struck the blow that finished 
Carpentier; of the “Maine” and many other 
reasons to strike the knock-out punch.) But 
judgment prevails. (We have read of Mexi¬ 
co. Maybe the Cubans would cut our brush- 
seding career short before we had a chance 
to introduce the brush¬ 
es to their country¬ 
men.) We enter by the 
rear. By this time, we 
are the center of at¬ 
tention, the main at¬ 
traction as it were, for 
some forty to fifty 
curiosity seekers in the 
street and for those in 
the car. But no mat¬ 
ter. We assume our 
dignity as Americans 
and survey the sights of the route with 
indifference. 

And now comes the conductor. We are 
due for a round or so with him. We don’t 
know the fare but give him a quarter. He 
rubs it between his fingers, looks at it, studies 
it, stares at us, and hands it back, remark¬ 
ing, “No es bueno.” “What do you say?” 
“No ees gudt.” We examine the coin. Looks 
like a skating-rink, except that the markings 
are distinct in a few places. We let it ring 
on the window sill. Has a good sound. We 
hand it back to him. He turns purple and 
lets out three paragraphs of Spanish. He 
leaves us for the moment. At the first stop 
he calls a policeman. Dramatic scene ensues. 
Officer examines the piece of money; says a 
courteous word or two in Spanish; then looks 
again at the coin. “No haf more monies?” 
But we are obstinate by this time, and reply, 
“No.” The policeman then takes a clearly 
marked piece from his pocket replacing the 
worn one, gives it to the conductor and leaves 
the car. We thus receive our first warning 
of continued disputes with conductors and at 
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the same time begin to learn of the efficiency 
and courtesy and common sense tactics of 
the majority of the Havana police. 

We notice from the car windows that the 
streets are all very narrow, people having to 
stand against the buildings to avoid injury 
when the cars pass. Traffic seems to be by 
one-way streets. The stores we pass are 
numerous and their show-windows are crowd¬ 
ed with merchandise. A glimpse thru the 
doors shows overstocked places. Many of 
the show-windows and interiors would do jus¬ 
tice to any American city. Some are antique 
and dingy, others on the better streets, very 
modem and attractive. Window displaying 
seems an art in more than one. 

The buildings we pass are mostly of two 
stories, some of three, and a very few of four 
to ten. Some are very old. We note at least 
a dozen modern but small skyscrapers. One 
of the most noticeable features of the struc¬ 
tures is the blinding whiteness of their ce¬ 
ment walls in the bright sun. The windows 
of the upper floors are closed by blinds. We 
notice too that the front of many of the es¬ 
tablishments are open to the street so that 
the entire interior is displayed. This is be¬ 
cause of the climate, sufficient ventilation 
being necessary for comfort. Since it is 
always warm, there is no need to be shut up. 

Suddenly we are lurched forward by a 
quick effort on the part of the motorman to 
stop the car. We just missed a “fotingo” 
otherwise called a Ford, by a millimeter. The 
passengers in it don’t seem to be concerned 
in the least. The motorman swears in Span¬ 
ish (we surmise), turns around and address¬ 
es the passengers in convincing language 
(evidently to show that he is all in the right), 
tries to start an argument with the first one 
he can pick on, and then finally starts off 
again. We now have learned how eloquently 
and convincingly the Cuban can orate (or 
argue). It is also told us that a Cuban can¬ 
not talk without using his arms. Tie them 
behind his back and he’d be speechless. 

We are now in the residential section. The 
houses are grouped closely and the streets 
are narrow, the same as in the business sec¬ 
tion. There are no trees. Blinds are closed 
on the upper floors, but are open below. The 
window spaces are enclosed with iron bars 
(very much like a jail). Every Cuban home 
without exception has iron bars at the win¬ 
dows of the lower floor. Otherwise there 
would be no hindrance for intruders to enter. 
The upper floors have narrow balconies over¬ 
hanging the street. 

The sun is gleaming terrifically now, a 
white glare shining from every object. Seems 


very hot as the heat reflects from the sides 
of the buildings. 

What a relief! We are at last passing into 
a street which is quite wide. We gradually 
feel the effects of a soothing breeze from the 
Gulf of Mexico. Now we are in the suburbs. 
How different from the city proper! The 
streets are all broader. There are plenty of 
beautiful shade trees. Many of the homes 
are of American style, built of white cement 
or stucco. Some are of white stone. All have 
attractive porches. There are no narrow 
balconies. There are bars at the lower win¬ 
dows, but they are artistic and in a sense 
attractive. The roofs are almost all flat, the 
buildings having a box-like shape. Artistic 
carvings and angles make them exceedingly 
admirable. Although the sun is blinding, we 
can make out the details of beautiful land¬ 
scape garden effects in the front yards of 
many of the dwellings. The homes are set 
back from the street by iron or cement 
fences. These fences are very expensively 
put up. Some wealthy Cubans build high and 
impressive ones with gates like arches of 
triumph. We immediately realize the real 
beauty and attractiveness of Havana’s su¬ 
burbs. A fresh breeze from the gulf relieves 
the heat of the day. Flowers and shrub¬ 
bery abound. There is a somber beauty in 
the whiteness of the structures. We feel 
we’ll like to sell brushes in such territory. 

ffl m w 

BIRMINGHAM HAS SUCCESSFUL 
MEETING 

We were more than gratified to see a large 
picture of part of the force of the Birming¬ 
ham, Alabama, Branch, in the “Birmingham 
Age-Herald” of October 3rd, together with an 
enthusiastic writeup of the remarkable suc¬ 
cess of Mr. Alfred C. Fuller, President of the 
Fuller Brush Co., and also of the growth of 
the local branch. The Birmingham Branch 
first opened three years ago with Mr. H. M. 
Abele as salesman and branch manager. To¬ 
day he is manager over 42 southern offices. 
The Birmingham Office is leading the entire 
41 southern offices in sales under the efficient 
management of Mr. M. M. Meyer and is one 
of the most efficient branch offices in the 
United States. 

A very successful meeting of the branch 
was held on Oct. 2nd at which Mr. Abele 
spoke on “Opportunity,” Mr. G. L. Brooks, 
southern district sales manager, on “Mental 
Attitude,” and Mr. Mever on “Service and 
What It Means.” 
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House-to-House Selling Perfected 


Advertising’s Part in Up-to-Date Canvassing 


OME time ago, there 
appeared in Printers' 
Ink Monthly an inter¬ 
esting article by John 
Allen Murphy on how 
advertising is revolu¬ 
tionizing house-to-house 
selling—an article par¬ 
ticularly interesting to us since it makes spe¬ 
cial mention of the Fuller Brush Company 
and its methods. The significance of the 
present-day tendency toward taking goods 
directly to the consumer's doorstep, from the 
viewpoint of the author, is the increased 
possibilities for advertising. Such canvass¬ 
ing “promises to be a producer of large adver¬ 
tising accounts." 

“In the old days, concerns that sold through 
canvassers advertised only to the extent of 
trying to get agents. When Alfred C. Fuller 
entered the brush business, he changed this 
custom. He advertised for agents, to be sure, 
but in addition he advertised to dignify the 
work of the agent. Also, he trade-marked 
his product and advertised to create a de¬ 
mand for it. Thus, when his salesmen called 
on the consumer, their status was entirely 
different from that of the old-time canvasser. 
They were selling a well-known product which 
in many cases the consumer, through adver¬ 
tising influence, had already made up her 
mind to buy. Hence, the salesman was a wel¬ 
come visitor." 

Here are, indeed, the vital facts of Fuller 
methods and the vital factors in Fuller suc¬ 
cess. Other concerns have followed similar 
methods, both in regard to selling and adver¬ 
tising. Consequently, advertising in this 
particular field is steadily increasing in vol¬ 
ume. 

The revival of house-to-house selling is 
interesting and its modern methods import¬ 
ant because of their success. Like our pre¬ 
decessors, the much maligned tin peddler and 
the patent medicine man, we are rendering a 
real service. Our intensive selling plan en¬ 
ables us to reach people who would otherwise 
never see our product and enables us further 
to demonstrate the use of the product so that 
the utmost good can be gotten out of each 
item of our line. This eliminates waste and 
adds to the life and usefulness of a brush, 
and also opens the way for our other spe¬ 
cialized brushes. Most important of all, per¬ 


haps, the helpfulness of a Fuller salesman 
when he introduces his wares makes a good 
impression and paves the way for further 
sales, back calls being more productive than 
first calls, since it has been a question largely 
of educating people up to their needs and the 
usefulness of the service we render. 

We make it easy for people to buy, we give 
them something they can not get elsewhere, 
and we give it to them in such a way that 
they benefit doubly by our coming. In this 
way, we can sell a full line to each customer 
and replenish her stock from time to time, 
adding new brushes as they are manufac¬ 
tured and replacing them as they are worn. 
Few retail merchants could duplicate our 
sales of from five to twenty-five dollars’ 
worth of brushes at a time. 

Among other organizations which pursue 
similar methods of selling and delivering, is 
a tea company which hires and trains sales¬ 
men much as we do. These salesmen main¬ 
tain and build up their own territory, report 
daily to their managers and are carefully 
trained and supervised so that their sales 
ability and ambition may be fully developed. 

“One vital factor in our success," says their 
general sales manager as reported in 
Printers' Ink, “is the fact that our entire 
executive and supervisory field organization, 
as well as the sales executives in our home 
office, are men who started in this business 
as wagon salesmen and have come up through 
the intermediary positions to those they now 
occupy." 

Here again is the keynote of the Fuller 
Brush Company's success. Ambition is early 
awakened in the man who enlists with us, 
opportunity is given him to grow, advance¬ 
ment is steady, real promotion his as soon as 
his work warrants it. Our executives have 
traversed the same route and are, therefore, 
in a position to make the road easier for 
others. Our training, our educational pro¬ 
grams, our carefully planned and executed 
system of managership and assistant mana¬ 
gership, all tend to give each individual in 
our organization real responsibility—a re¬ 
sponsibility that not only brings him the re¬ 
ward of the comfort and pleasure of con¬ 
genial work and generous pay, but that in¬ 
creases his earning capacity, his general 
executive ability and his opportunities for 

(Continued on Paare 7. Column 1) 
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A FULLER BRUSH FIFTEEN 
YEARS OLD 


Here is the brush that cost Mrs. Curtis F. 
Smith of Detroit, a Fuller Brush enthusiast, 
less than two cents a year. She bought this 
old Fuller Bowl Brush in Hartford back in 
1907, fifteen years ago, and used it constantly 
over that length of period, just recently dis¬ 
carding it. Not because the bristles were 
worn out but because they had become mis¬ 
shaped. As far as it is possible to trace back 
in the records at this office, the Bowl Brush 
cost Mrs. Smith between twenty-five and 
thirty cents. That would make it cost some¬ 
where in the neighborhood of .00005 of a cent 
a day, or less than two cents a year. For 
the constant use the old Fuller Bowl Brush 
received, we readily admit that it performed 
its labor at a phenomenally low cost. 



Quality is a word that has always been 
linked with the name Fuller Brushes and this 
word is the foundation upon which rests the 
whole structure of our wonderful organiza¬ 
tion. This is an example of real Fuller 
quality. 

Tell the story of this old Fuller Bowl Brush 
to your next customer. It will make a deep 
impression, for next to knowing how good an 
article will do certain tasks, the American 
housewife wants to know how long it will do 
it—satisfactorily. 


House-to-House Selling Perfected 

(Continued from Page 6) 

still greater success in direct ratio to the 
manner in which he avails himself of each 
and every chance to render Fuller service. 

House-to-house selling is coming into its 
own today, thanks to a large extent, to Fuller 
Brushes and Fuller methods of selling and 
advertising. Those who can read the hand- 
writing on the wall, know that the future is 
very bright and promising for the man who 
makes direct-to-the-housewife-selling his pro¬ 
fession. 


CASH IN ON OUR ADVERTISING 

A very interesting display in the Experi¬ 
mental Department at the home office is the 
frame of an old twisted-in-wire brush made 
in 1850—about 70 years ago. Although its 
bristle or fibre were consumed in a fire be¬ 
fore it reached Hartford, the old iron frame 
still gives mute evidence of the ability of an 
old New Hampshire inventor. It’s a long 
jump from 1850 to 1922 and when we say 
that much has been accomplished in the 
twisted-in-wire brush industry during this 
period, we are putting it but lightly. 

We would enjoy nothing better than to see 
this old New Hampshire inventor, who, un¬ 
fortunately died some years ago, thumb 
through the pages of the November issue of 
the Ladies’ Home Journal and suddenly come 
to the beautifully-colored Fuller Hair Brush 
advertisement. Can we imagine his sensa¬ 
tions upon seeing the reproduction, actual 
size, of this famous member of the Fuller 
Brush family and reading the very interest¬ 
ing selling message below the picture. If a 
Ladies’ Home Journal wasn’t handy, we could 
give him a copy of the November Good 
Housekeeping Magazine and again he would 
run across the famous Fuller Hair Brush 
advertisement. 

Or, we might have him look over a Novem¬ 
ber 4th Saturday Evening Post. Here he 
would get another surprise for he would find 
a splendid advertisement of the Fuller Mani¬ 
cure Brush, shown on a dark panel and set 
off with a beautiful suggestive background. 
Here we find a very interesting selling mes¬ 
sage of the Fuller Manicure Brush prompting 
the phrase—“For Well Groomed Hands.” 

In Canada, beautiful color pages flash forth 
their messages about the Fuller Family. In 
the November 15th issue of Maclean’s Maga¬ 
zine we find a fine advertisement of the Fuller 
Tan Duster and in the November Canadian 
Home Journal the Fuller Hair Brush is 
advertised. 

It is some problem to attempt to guess at 
the number of people who will see this won¬ 
derful array of Fuller advertisements carry¬ 
ing their excellent selling messages into every 
city, town and hamlet in this country and the 
Dominion. To say over five million is not 
putting it too high. Just what share of the 
buying reaction of these more than five mil¬ 
lion readers are you going to get? Are you 
using your Advertising Portfolio to refresh 
the memory of these full-page announce¬ 
ments in the minds of your prospective cus¬ 
tomers. You can do it and cash in on your 
share of this great national advertising 
campaign. 
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PRIZE WINNERS 

A. A. Whetstone 

The Correspondence Service thanks each 
person who contributed an article in the 
contest. 

Our judges had rather a hard time making 
a decision as there were so many good articles 
wTitten. The winners were selected not only 
on the merit of the write-up but also because 
they confined themselves to the subject. 
Many good papers w f ere passed up because 
the writer had written more about the com¬ 
pany than the Correspondence Service. We 
like such spirit and will be glad to see some 
of these articles get into print. 

The prizes were awarded as follows: 

Glen E. Wallace 1st prize 

P. H. Luker 2nd prize 

C. T. Fortson 3rd prize 

We congratulate these men and hope their 
papers which appear in this number of the 
Bristler, will be read carefully for it will give 
each reader a better understanding of the 
Fuller Correspondence Service. 

Every Fuller man will be interested to 
learn that a great big per cent, of the recent 
promotions have been among men who are 
studying the course. 

To the men who have not yet enrolled, we 
suggest that you carefully read these prize¬ 
winning articles. Then talk it over with your 
manager. 

Moreover, this course will help you as it 
is helping others. So why not take advan¬ 
tage now of this wonderful opportunity 
offered by your company? 

m m 

THE FULLER CORRESPONDENCE 
SERVICE 

By Glenn E. Wallace, Oklahoma City, Okla. 

When, in the course of human experience, 
a man arrives at the apparently insurmount¬ 
able obstacle in the form of a closed door to 
future progress, there can be but one “Open 
Sesame” and this is KNOWLEDGE. The 
brain is the seat of all higher control and ed¬ 
ucation operates the levers. 

To see and appreciate an opportunity is an 
empty virtue if one refuses to act upon this 
conviction. But. w r hen a man acts upon his 
conviction and joins the Fuller Service organ¬ 
ization, he instantly mounts the stairs of op¬ 
portunity which lead to greater things toward 
the top. One of the very greatest aids to the 
Fullerman in his omvard and upw T ard climb is 
the invaluable department of knowledge, the 
Fuller Correspondence Service. 


We have caught the gleam of opportunity. 
Shall we now lose the benefits derived there¬ 
from? The training obtained thru “Service 
And Man Building” will not merely add to our 
daily earnings, but it will provide in a far 
larger way for the great growth and expan¬ 
sion of our intellects, which is so necessary in 
the acquisition of supreme success. 

There is yet another important view of the 
subject which should not be overlooked. Pri¬ 
marily, the individal benefits, but secondarily, 
our full use of the proffered assistance en¬ 
ables us to, in a measure at least, return div¬ 
idends to the institution that has made this 
thing possible. Even as we progress with 
rapidity, so also is it possible to carry on the 
wise and just plan of expansion of the activi¬ 
ties of our industry. 

We have used the steps of opportunity. 
The Welcome w r ords on the entrance to the 
building of SUCCESS invite us. Into this 
building, then, let us enter quickly and thru 
the various rooms and halls of “Service and 
Man Building” climb to the pinnacle of 
Success. 

m m m 
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WHAT THE FULLER CORRESPONDENCE 
SERVICE MEANS TO ME 

By P. H. Luker, Butte, Montana 

It was, indeed, a big step forward when 
The Fuller Brush Company decided to pre¬ 
pare a Fuller Correspondence Course for the 
benefit of all its members. It is doubtful if 
our Company has ever done any one thing 
that will have a greater positive influence on 
the Company's future healthy growth and de¬ 
velopment than the establishment of our 
Fuller Correspondence Service. 

What does the Fuller Correspondence Ser¬ 
vice mean to me? In the first place, in 
order to mean anything worth while to me as 
a Fuller man, the course itself must be sound 
and right. Of this there can be no qestion 
since the course has been prepared by Prof. 
Arthur Frederick Sheldon, who today is 
recognized as the founder of the science of 
business. This fact together with the fact 
that the Fuller Correspondence Course has 
been fully approved by our Company is suffi¬ 
cient guarantee that the principles taught in 
it are sound and right and that a conscientous 
study and application of the fundamental 
laws it teaches will make bigger and better 
men of its students. 

In the second place in order to be of real 
value to me, as a busy Fuller man, the sub¬ 
ject matter of a correspondence course must 
be presented to me in such a form that I can 
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master it by devoting my spare hours to its 
study. The larger and more voluminous cor¬ 
respondence courses that are in circulation 
today in most cases require years of study 
and a closer application to master them than 
most men are able to give during their spare 
hours, and so they ultimately are of no real 
benefit to a goodly number of their subscrib¬ 
ers outside of serving them, perhaps, as ref¬ 
erence libraries. 

Therefore, the most valuable feature of 
our Fuller Correspondence Course to me, as a 
busy Fuller man, is its clearness and brevity. 
The subject matter contained in our Fuller 
Correspondence Course is presented in such a 
clear, concise and logical manner that any¬ 
one who can read English can master its con¬ 
tents, during his spare hours. There isn’t a 
wasted word contained in it. 

By reviewing the important points of each 
foregoing lesson, as contained in the answers 
to the test questions of each lesson, at the 
time of taking up a new lesson, one can really 
master the Fuller Correspondence Course and 
derive everlasting benefits from it. 

These, then, are the two reasons why our 
Fuller Correspondence Course presents a real 
opportunity to me, as a busy Fuller man; 
first, because it contains real meat, is sound 
and right; second, because it is especially 
adapted to Fuller men in that its subject mat¬ 
ter is presented in a concise, clear and logical 
manner. 

The rest is up to me. If I really master 
this course and apply the knowledge gained 
from its study, every lesson may be regarded 
as another step forward to Success. To mas¬ 
ter our Correspondence Course (know its con¬ 
tents) and apply the knowledge gained there¬ 
from means Success. 
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BATH-A-DAY, RECIP E FOR BEAUTY 

Miss Gertrude Eggett, former Fresno, Cal¬ 
ifornia school teacher, who was judged most 
physically perfect among 10,000 other “beau¬ 
ties,” stated in the “Detroit Evening Times” 
that her recipe is a “Bath-a-day.” The Ful¬ 
ler Friction Shower Brush will aid the thou¬ 
sands of women all over the United States 
who wish to acquire beauty and health by 
giving the skin, the great “third lung,” the 
best chance to function freely. 

« « « 

A mule can't kick and pull, neither can he 
pull and kick at the same time. 

But a man can, and should do both: Pull 
for the highest mark and at the same time 
kick the obstacles out of his way as he goes 
along. — William M. White, Virginia. 


WHAT I THINK OF THE FULLER 
CORRESPONDENCE SERVICE 


By C. T. Fortson, Havana, Cuba 


1. It is a lesson in brevity and simplicity. 

2. It clarifies and vivifies facts we are sub¬ 
conscious of and makes known those we are 
unconscious of. 

3. It is a pocket-sized secret to success. 

4. The realization of our own shortcom¬ 
ings is brought to us and the course shows us 
how we may correct them. 

5. The course puts depth and breadth into 
our understanding of our work and of life. 

6. It causes us to realize more than ever 
the bigness and whole-heartedness of the 
company for which we work. 

7. It causes us to recognize the fact that 
we are only a small fraction of the millions of 
people on the earth; teaches us humility. 

8. We are taught by it to concentrate on 
the matter in hand, whatever it be. 

9. The personal attention received by 
each of us makes it personal direct instruc¬ 
tion. 

10. If we use this course as we should it 
will double the income of each of us. 

□3 m Q3 

EFFICIENCY IN OUR IVORY FACTORY 

Eighty thousand one hundred and fifty- 
four pieces in one week is the proud record 
made by “Bill” Hines and his splendid corps 
of workers at the Ivory factory, Hartford, 
for the week ending Sept. 16, 1922. The 
rapid development of the Ivory Division can 
be judged better when figures are produced. 
In 1917 when the manufacture if Ivory pieces 
was started a total of 77,000 pieces for the 
year was reached. This amount kept in¬ 
creasing until the previous best record of 
77,628 pieces for the week ending July 31, 
1921, was reached. 

In 1917 “Bill” had a staff of two, and the 
only item of manufacture in the Ivory line 
was the senior tooth brush handle, while now 
there is a staff of between fifty and sixty and 
more than twenty distinct items indicate the 
growth and progress of the Fuller Brush 
Company. 

Added credit is reflected upon the import¬ 
ant work of our Ivory Division when it is re¬ 
membered that with scarce a single exception 
every item has been thought out and designed 
by our Ivory staff, and chiefly by “Bill” him¬ 
self. 
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EDITORIAL 

On October 16th, 1917, five years ago 
today, Elmer H. Kauffman in his Detroit 
office was carefully planning the weekly sales 
reports of his twelve hustling Fullerites. He 
had just finished dictating a letter to one of 
his men who had smashed all previous rec¬ 
ords by selling $87 worth of brushes in one 
week when suddenly the office door burst 
open and in rushed a determined looking 
young man of about twenty-five years of age. 
Without any formalities he stated: “I am 
sold on Fuller Brushes and I want to go to 
work in the morning. Have you an extra sam¬ 
ple outfit that I can take now?” His deter¬ 
mination and positive actions argued well for 
his future success as a salesman and Mr. 
Kauffman not only gave him his sample case 
but also personally paid for his first order of 
brushes as he could not raise the money. 

On this same day in October five years ago, 
Harry Crook was sitting in his branch office 
in Hartford which had just opened that very 
morning. As he was waiting patiently for 


results which he hoped would develop from 
a classified ad in the Hartford paper, a youth 
from Meriden, Conn., appeared. Mr. Crook 
was anxious to get recruits so he held on to 
the young man tenaciously, and enthusiasti¬ 
cally described the large profits to be real¬ 
ized from selling our product. However, the 
young man positively refused to purchase a 
sample outfit for five dollars or to establish 
a letter of credit. So. Mr. Crook obligingly 
agreed to loan him the case and also financed 
his first few orders for him. 

On this same eventful day Mr. Beveridge 
was in Columbus, Ohio, putting over a three- 
day recruiting campaign for Mr. Will K. Dean 
who was then the Columbus branch manager. 
A young high school student walked in with 
a newspaper in which two ads were marked, 
tucked under his arm. It mattered not that 
he had already accepted a position as clerk 
behind the meat counter of the municipal 
market during his spare time. He felt that 
he could not pass up any opportunity that he 
saw presented to him. Beveridge put up 
some good arguments with the result that 
the young man left the office minus five dol¬ 
lars, but plus a sample case on his arm. 

A huge basket of flowers on each of these 
men’s desk marks the fifth anniversary of 
these events. Fate has played an unusual 
prank because today these three men are in 
the Home Office of the Fuller Brush Com¬ 
pany and are also on the same floor. The 
determined young man who demanded a 
sample case from Mr. Kauffman in Detroit 
is none other than J. C. Altrock, our Central 
Division Manager. The youth from Meriden 
who became the first man hired under the 
Hartford branch office is A. R. Bellerose, the 
present Hartford District Manager. The 
young high school student who parted with 
his five dollars is the writer. 

Who among us would have ventured five 
years ago to predict the remarkable growth 
which our company has had? In October, 
1917, we had approximately five hundred 
men and now nearly four thousand Fuller 
salesmen are scattered over the United 
States, Canada and West Indies. The sales 
for the entire year of 1917 were $806,000 as 
compared to the $1,009,000 which was sold 
in August of this year. 

There is no question but what our com¬ 
pany is just entering the stage of most rapid 
growth. This means that right now is the 
greatest opportunity which you have ever 
had. The question is, is your vision high 
enough and have you your plans laid care¬ 
fully in order that your growth during the 
next five years will be at least equal to that of 
our great company ? 
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SEED THOUGHTS FOR THE MENTAL 
GARDEN 


By A. F. Siieldon 


No. 6. Business 

Business is busy-ness. It 
is human activity. It is 
whatever busies one. 

Science is organized facts. 
Business Science is, 
therefore, organized facts 
about busy-ness. 

Life is governed by law 
—not luck. 

A law is a rule. All laws 
are rules, but all rules are not laws. A rule, 
to become a law, must be prescribed by a 
competent authority, with power to enforce 
it. 

A man-made law for the government of 
human society is a rule of action or conduct 
prescribed by the highest authority in the 
state, and providing penalty for violation. 

A natural law of successful busy-ness is 
a rule of action or conduct prescribed by the 
highest authority in the universe. The ma¬ 
terialist calls that highest authority Nature 
—the religionist calls it God. 

Such rules exist. They always have. They 
exist now. They always will. 

Conscious or unconscious harmony with 
them brings success. Conscious or uncon¬ 
scious transgression of them brings failure. 
The vast majority ultimately fail. This is 
because the vast majority unconsciously 
transgress natural laws. 

H m 03 
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SOME ITEMS OF INTEREST 

W. L. Cooper, Providence Branch 

1. Recently, I sold a Shower Bath Equip¬ 
ment to Rev. Mr. Bartlett of Peacedale, 
R. I., who was going to an American Mis¬ 
sionary College in China with his family. 

2. In August, I was demonstrating in Provi¬ 
dence, R. I., at the home of a Mrs. Corri¬ 
gan and my attention was called to a 
Shower Equipment that the family had 
used for ten years. It was in splendid 
condition throughout. Best of all, the 
tube of red Para rubber was still in good 
shape. Our Company’s familiar Trade- 
Mark was plainly visible on the Alumi¬ 
num Handle. 

3. While I was in Bangor, Me., I met a cus¬ 
tomer who had used one of our Dry Mops 
for eleven years. Her husband, Mr. Proc¬ 
tor, is Principal of Bangor High School. 


“LET’S HEAR FROM THE BOYS” 


We want to thank each and every one of 
you for your splendid response to the ques¬ 
tionnaire enclosed in the August Bristler. For 
several weeks we received more than a “daily 
dozen” of them and found them all interest¬ 
ing, stimulating and helpful. 

The suggestions were for the most part 
reasonable and we shall do our best to follow 
up on them, giving you all we can of practical 
sales helps, tried and proven selling methods, 
inspirational material, educational articles, 
etc. 

The cards have given us a clearer, more 
definite vision, a deeper realization of the 
man in the field, his likes and dislikes, his in¬ 
terests and problems. Such comments are 
bound to be helpful to the editor who must 
depend on correspondence for his contact 
with his readers. If you will realize that and 
write often, criticise freely and share your 
good ideas, such co-operation will help us all 
inestimably and benefit you as well as us. 

We are particularly impressed by the num¬ 
ber of requests for more material directly 
concerning and direct from the man in the 
field. For material of this sort, we depend 
entirely on you. If you want it, won’t you 
help us get it? Tell us how you have met 
selling and delivering problems, explain 
methods that have helped you, write us about 
your personal success, your families, your 
home, your car, send us photographs of your¬ 
self or your territory, help us to make the 
Fuller family ties still stronger! 

Let us thank you again for this evidence 
of your ready co-operation with your Com¬ 
pany and with your Home Office friends. 
With this further example of your helpful¬ 
ness, we are encouraged to make one more 
request: 

“Let us hear from the boys.” 

m m m 
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DON’T BE A SHIRKER 

Honesty does not mean merely that a man 
doesn’t steal. It is even more important that 
a man’s thoughts be honest with regard to 
his job, the obligation it imposes, and its de¬ 
mands for his honest best in capability. A 
man is as dishonest when he gives less than 
his best to his employment as he would be if 
he cheated by short-changing his landlord, or 
his grocer. A shirker is a thief. 

— Chan-Farco Beacon. 
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The Fuller Salesman—He Can’t Be Beat 
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S TORIES adding to the world-wide repu¬ 
tation of our salesmen are so numer¬ 
ous as to be “old stuff” to most of us. 
Examples of “service rendered” would go well 
into the thousands, with each and every Ful¬ 
ler man consistently doing his best to give 
service plus. 

Nevertheless, each new story is interesting 
and inspiring and all the more so when it is a 
personal experience. 

We have in mind a story we heard this 
summer while we were vacationing. It was 
at an informal luncheon where conversation 
ranged from tea-gowns to religion, and per¬ 
haps it was only natural that one of the 
guests should be prompted to tell this story: 

“Do you know,” she said, “when we were 
in Canada this summer, we set out one day 
for a camp in the wilderness. We traveled 
several hours by train, then drove for seven 
or eight hours in a buckboard, crossed a lake 
in a small boat and eventually came “to the 
end of the world” or thereabouts. Here, we 
thought, we are certainly as completely iso¬ 
lated, as far from civilization as it would be 
possible to get. It was a very wonderful feel¬ 
ing. We came down stairs the next morning 
completely enraptured with the little cabin a 
‘million miles from nowhere’ and delighted to 
feel that trolley-cars, telephones, automo¬ 
biles, vacuum-cleaners—all the hundred and 
one life-savers and time-savers of our busy, 
rushing modern world—were, as far as we 
were concerned, non-existent. Not for us a 
time-clock day, a carefully ruled and regu¬ 
lated life—we could get up when we liked, 
eat when we liked, sweep if we liked with a 
hand-made brush broom.” 

We are taking the liberty of imagining 
some of this, for we weren’t “reporting” the 
conversation, but we remember distinctly the 
speaker’s general impressions of the location. 
Everything about the place tended to accent¬ 
uate their complete separation from the city 
and all its ways—until someone knocked on 
the door. 

Of course, you’ll guess instantly who 


knocked and who stood there with black suit¬ 
case and broom, hat in hand, smile on face, 
ready with his cheery, “Good Morning Ma’am 
—I’m the Fuller Brush Man.” 

We’ll give three cheers for Canada and 
then, just to be generous, we’ll add another 
brief chapter: 

We spent some time this summer in a cot¬ 
tage “somewhere in Connecticut”—an almost 
undiscoverable somewhere, we thought, un¬ 
less you had a road map and definite instruc¬ 
tions. There is a little country road, at right 
angles to the Boston Post Road, that loses it¬ 
self almost immediately in the woods. If you 
followed it, your motor would balk at the hill 
and your car would be shaken to pieces by 
the rocks and holes that make the climb fear¬ 
ful and wonderful indeed. Anyone would be 
excused for backing out as quickly as possible 
and assuming that the road went nowhere. 

Not isolated like the camp in Canada, of 
course, but nevertheless we were surprised 
when, one fine day, the barking of the dogs 
announced the arrival of a stranger and there 
on the porch we discovered a man with that 
familiar suitcase. 

“I don’t mind the dogs,” he said (oh bliss¬ 
ful ignorance), “and I would like to tell you 
something about Fuller Brushes-.” 

These seemed like pretty good proofs of a 
salesman’s initiative and perseverance to us, 
for we certainly believe that only a Fuller 
Brush Man would have followed that road to 
the top of the hill in the hope of finding a 
farm there and we know that no one but a 
Fuller Man had ever found his way into that 
particular “heart of Canada.” 

There’s much food for thought in these two 
little stories. Are you doing what these men 
did—leaving no stone unturned in hunting a 
possible sale ? Do you recognize opportunity 
—do you see possibilities in the territory 
about you? Give a little thought to these 
experiences and you will perhaps be encour¬ 
aged and inspired by a deeper realization and 
appreciation of the ubiquitous Fuller sales¬ 
man—“everyone at once.” 
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THE BABY DISTRICT 
V. A. Lundy, District Manager 


1. R. E. Weldie 

2. O. T. Gooding 


3. J. H. Harrison 

4. G. M. Forbis 
9. W. F. Shean 


5. L. W. Anderson 

6. H. J. Muller 
10. V. A. Lundy 


7. G. E. Griffen 

8. R. L. McCown 


The higher up in life that a man goes, the 
more necessary it becomes that he shall co¬ 
operate with other men. Any man’s success 
depends largely upon the efforts of others, 
and anyone who is not willing to share his 
success with these others, very seldom has 
much success to share. 

—Winthrop Mason. 


I find that a handy way to make use of 
the new ads (and they are wonderful) is to 
cut them out of the magazines, take small 
strips of Tirro or adhesive and fit them right 
into the portfolio. It surely pays to carry 
them. 

— L. Van Dan Elzen. 
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Blessings In Disguise 

By P. H. Luker, Butte , Mont. 


T is a sad truth that most men do 
not recognize their opportunities 
in life because these opportunities 
usually comes disguised as hard 
work. Many men think of oppor¬ 
tunity in terms of "soft jobs,” 
easy money ” or some get- 
rich-quick scheme, not realizing that even 
though they should be "lucky” enough to suc¬ 
ceed along such easy lines the old adage, 
"Come easy—go easy” would eventually 
apply, thus ultimately leaving them in a 
worse condition than before. But happy is 
the man who recognizes a real opportunity 
and makes the most of it. 



Some of our biggest blessings come to us 
disguised in the same way. For instance, 
our daily problems and difficulties, small diffi¬ 
culties, large difficulties, unusual difficulties, 
all are real blessings in disguise. We may 
not recognize them as such at first, but our 
difficulties are our biggest blessings after all. 
Of what use are all our talents and wits if 
the solving of difficulties did not furnish us 
the opportunity to use them? 

How many men realize this fact? How 
many Fuller Men realize it? A good many 
Fuller Men realize it or they would not have 
made the success they have. When we 
Fuller Men are out in the field working 
earnestly and conscientiously and difficulties 
beset us on all sides—probably we cannot 
gain admission to some of the most promising 
homes in our territory, or, we are, perhaps, 
following the trail of a reckless predecessor 
who has undermined the prestige of our 
goods and our company in our territory block, 
or, we are facing unusual conditions caused 
by strikes, etc., etc.—and so we are coming 
home after a most discouraging day's work, 
that's the time—For what? That's the time 
to remember that these difficulties are real 
blessings in disguise if we do not run away 
from them, but face them and solve them. 

Why is this so? Because it is by over¬ 
coming difficulties of all kinds that we 
develop the quickest. "Difficulties are things 
that show what men are,” and we might add: 
"Difficulties are things that make or unmake 
men.” They are blessings in disguise to the 
man who will face them and overcome them 
because by overcoming them he will develop 
faculties which he never dreamed he pos¬ 
sessed. Difficulties are golden opportunities 
for us to show what we can do and prove our 
worth. Did you ever stop to think that with¬ 


out difficulties there could be no such thing 
as success? 

Let us picture ourselves for a moment sit¬ 
ting in a canoe floating down stream. This 
is comparatively easy to do. But to row that 
canoe up stream, against the current, is a 
different proposition, since it requires skill, 
strength, judgment, and quickness of action 
to prevent the canoe from capsizing, thus 
bringing into play our physical and mental 
faculties and developing them. It is just 
so with our daily work. 

Let us not, therefore, follow the general 
trend to look for "soft jobs” but let us ever 
keep in mind that so-called "soft jobs” do 
not provide opportunities for development. 
Why is the experienced Fuller Salesman so 
superior to the average clerk or salesman 
behind the counter? And why does he 
develop faster? Is it not because the Fuller 
Man is confronted with new problems and 
difficulties every day which he must solve? 
Is it not because he must study in order to 
make a success and to gain promotion for 
himself with his company? So, let us not 
become discouraged when difficulties confront 
us but let us remember that the so-called 
"soft jobs” which have no "grief” nor diffi¬ 
culties to overcome, therefore, not requiring 
special training, initiative, constant applica¬ 
tion and study, are not worth having. 

"Progress is the law of men” and without 
the solving of difficulties there can be no real 
progress. Every time we overcome some 
difficulty we learn something, and every time 
we learn something, we make progress and 
become more valuable to our company and 
increase our earning power. If it were not 
for the necessity of overcoming difficulties, 
natural difficulties and those created by man. 
our company would not require the services 
of salesmen, managers, or executives. 

Let us be thankful, therefore, that our 
work, as Fuller Men, involves a reasonable 
amount of difficulties thus providing us with 
real opportunities for development, growth, 
and success, and for the fact that we have a 
company that will not only help us to over¬ 
come these difficulties in various ways but 
which also rewards us liberally for our efforts 
to help it solve its problems. Do you appre¬ 
ciate your difficulties? They are blessings in 
disguise. 

« « » 

Two Hoboes met on a blind siding. One 
had been a salesman whose hours were 10 
A. M. to 4 P. M. The other one didn't have 
any money either. 

—Manchester Herald. 
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FULLER BRUSHES IN PORTO RICO 


By Mrs. Frank H. Todd, Fuller Representative 


Mrs. Frank T. Todd is a well-known Fullerite 
who does consistently good work in her rather 
difficult territory. The following extracts from 
a recent letter will give you some idea of the 
conditions she has to meet and how she meets 
them. Mrs. Todd is working hard for her quota, 
in expectation of attending the annual convention 
this winter and is well deserving of success. 


T HE majority of the towns here on the 
island are not particularly attractive 
in appearance, owing to the fact that 
there is no civic pride. The people are warm¬ 
hearted and generous but they like to spend 
their money for clothes, jewels and fine cars 
rather than on the home and its furnishings. 
The houses consequently are crudely built 
and meagerly furnished, but you cannot 
judge by the size and condition of the home 
what the financial rating of the owner may 
be. I have often been in houses where one 
could scarcely expect to sell two dollars' 
worth of brushes and discovered that the 
people owned a fine Cadillac or Packard car, 
perhaps two cars, so that I have sold not 
only a big order for the house but brushes 
for the garage as well. 

It is not at all uncommon to find three or 
four servants in the homes of the average 
family, but all these servants put together 
would not equal one efficient one. 

The brushes sell well and as a rule I have 
little difficulty in getting into the homes. 
The chief* trouble is to get by the servant 
who invariably says, “Le senora esta en el 
bano” (the lady is bathing). Nine times 
out of a possible eight, “the lady” would be 


otherwise occupied and have no idea that the 
maid was delivering any such message. 

I have overcome this difficulty by always 
learning the name of the prospect in advance, 
asking for her by name and, if possible, say¬ 
ing who had asked me to call. 

Possibly there is some disadvantage in be¬ 
ing a woman and certainly the boys don't 
have to put up with the chief one, which is the 
length of time it takes to demonstrate and 
get out of the house. Generally I have to 
see the house, the family linen and madam's 
new gowns and often have to wait for a 
“refresco'' to be made. I have sometimes 
had to wait an hour before I could get down 
to business. Here business is always sec¬ 
ondary and it is difficult to be patient when 
one has much to do and is in a hurry. 

The brooms sell well here and are giving 
great satisfaction. I am a real booster for 
the broom. 

It's a great life if you don't weaken—I 
generally weaken when it comes to the food 
and the beds at the hotels! With the excep¬ 
tion of the cities of Ponce and San Juan, 
there is not a decent hotel on the island. If 
you want a splendid idea of the kind of places 
I have to stay in in the other towns, go into 
the poorer part of your city and get a room 
at any one of the places where you see a 
sign: “Beds 15 cents.” 

Tomorrow morning early, I start on a trip 
across the island and shall not return to San 
Juan for three or four days. The pictures 
show two of the towns I shall visit on this 
trip, Utuado and Lares. I shall make deliv¬ 
eries in the former and take orders in Lares. 
These towns are typical, and I shall do bet¬ 
ter in them than you might imagine by look- 
at the pictures! 
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General Progress oi 


By A. C. Fv 


R EALIZING the keen interest of the field 
organization in the progress of our 
new factory, the Bristler from time to 
time is making as clearly as possible a de¬ 
tailed report on the progress of the work. 
In spite of the constant rains of the summer, 
the building progress has continued almost 
uninterrupted and today the contractors are 
less than two weeks behind schedule. They 
confidently expect that the factory units will 
be in the new building sometime in Decem¬ 
ber. The brick work and the roof on the 
main structure are practically complete and 


the contractors are now putting in the win¬ 
dows and sills, also starting the ornamental 
work on the tower and the top story. The 
power plant is complete except for the roof, 
and the installation of the boiler work has 
been started, so with the coal pockets com¬ 
plete by the first of November, when cold 
weather starts in, the heating installation 
will be all set up and the work can continue 
in a heated plant. 

Situated as our factory is, along the main 
line of the N. Y., N. H. and H. Railroad, the 
advertising value of this factory will be im- 


Page Sixteen 


, Google 









: Our New Factory 


ixer, President 


mense, as the N. Y., N. H. & H. Railroad thru 
Hartford is the main artery of commerce be¬ 
tween New York and Boston. 

The completed plant is going to be a monu¬ 
ment to the faith that we have in our organi¬ 
zation and its ability to grow and be a power 
in business, as it is so built that it can be en¬ 
larged three times and still be taken care of 
by the equipment being installed at this time. 
Rising four stories from the railroad and 
ground level with the main offices of the 
plant on the fourth story, the one hundred 
foot wing on one side and an ornamental 
tower rising two stories above the main 


building, we are going to have a plant of 
which we will be justly proud—the finest 
factory and office building in New England 
from every standpoint,—not only from the 
commercial and production ends, but from 
the artistic viewpoint as well. The use of 
the tapestry brick, which is a rich red, with 
the trimmings of white sills and ledges, is 
going to give the front of the building an ap¬ 
pearance which will draw the interest of the 
lover of beautiful buildings, as much as the 
efficient factory construction and sanitary 
features of the building will draw the ap¬ 
proval of architects and building contractors. 
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BIRTHS 


Jingle Bells 

By E. R. Smith 


W HAT is that musical 
joyous sound? Is it 
the sound of the 
sleigh bells as Santa Claus 
approaches ? 

No—it is the sound of dol¬ 
lars jingling into the pockets 
of Fuller men who are supply¬ 
ing the recommendations of 



Santa Claus with Fuller Brushes in sets for 


Xmas. 


One of the biggest discoveries made by 
Fuller men in the past two or three years 
is this—that during the last three months 
of the year a Fuller Man can get two orders 
instead of one in nearly every home. Now¬ 
adays it is easy to do that because every 
Fuller Man has a wonderful set of photo 
prints showing Fuller Brushes in attractive 
holly boxes just as he can deliver them. The 
Xmas folder involves an investment of only 
90c., and 7c. or 9c. for the holly boxes in 
each order. In every section of the country 
Fuller men have found this investment re¬ 
turned them hundreds of dollars in orders— 
even hundreds of dollars in clear profit. 

It sounds almost like a get-rich-quick 
scheme to invest 90c. and make $100. But 
those who have used the Xmas set idea out¬ 
lined with the photo prints find that it works. 

Speaking of Xmas, how are you fixed for 
giving Xmas presents? Xmas is the time of 
year when we all want a lot of extra money. 
It's a cinch to get it if you push Xmas sets. 
Any man who hasn't or doesn't get a set of 
photo prints immediately, and learn how to 
use them, is refusing gold dollars. 

Be sure you are building up orders for 
Xmas sets so dollars will jingle in your 
pockets and there will be a Merry Xmas for 
all. 


& m w 


“I note the paragraph on your menu 
wherein you state that the orchestra will play 
anything on request. Can you prove the as¬ 
sertion ?” 

“Yes,” replied the manager. “Their reper¬ 
toire is very extensive. What do you wish 
them to play?” 

“Tell ’em to play pinocle until I have fin¬ 
ished my meal, and I will be very grateful.” 

— Everybody's Magazine. 


Mr. and Mrs. Knickerbocker of Saskatoon, 
are receiving congratulations on the arrival 
of a baby-boy. 

ft ft « 

The stork visited the home of Manager and 
Mrs. 0. H. Winder of the Youngstown, Ohio, 
Branch, in September, and left little Miss 
Janet Marie Winder. We welcome Janet to 
the Fuller Family. 

ft ft ft 

Herb Searles of West Toronto has another 
reason for putting in more hours hereafter. 
That reason is a little daughter, who was 
born very recently. We too extend our con¬ 
gratulations to the happy family. 

ft ft ft 

Another “Sweet Daddy" in our Home 
Office. Mr. Corban in charge of the Bonus 
and Commission Department could not con¬ 
ceal his elation one Blue??? Monday morn¬ 
ing, for we soon discovered that Mr. Stork 
had left an everlasting gift at his home the 
previous day, October 15th, in the form of 
Baby Shirley Laura Corban. What could be 
more desired than a seven and a half pound 
bundle of joy to celebrate Mr. and Mrs. Cor¬ 
bin’s first anniversary? The entire organiza¬ 
tion extends their heartiest congratulations 
and best wishes to the happy parents. 

m m m 
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MARRIAGES 

The marriage of Mr. Cecil S. Catlin, re¬ 
cently promoted to Assistant Manager of the 
Youngstown, Ohio, Branch, to Miss Agatha 
Sinkle on August 30th, has been announced. 

ft ft ft 

The Youngstown, Ohio, Branch, also an¬ 
nounces the marriage of another Assistant 
Manager, Mr. LeRoy J. Metzler, to Miss Ger¬ 
trude Gladys Bennett. 

m m m 
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PAGE CONAN DOYLE! 

The location was a cemetery, but that 
didn't deter the Fuller man from making the 
most of his time and giving a real demonstra¬ 
tion to the colored woman he had chanced to 
meet. This is the way Cooper himself de¬ 
scribes it: “I gave a live talk in a dead place 
to a dark lady." 

Wonder what “the spirits" thought about 
it? 
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Upper Left—Ross Donelly, Jr., son of Ross Donelly, Dayton; Ohio 

Upper Right—Mary Justine Weimar, 9 mos., daughter of J. P. Weimar; McKeesport Branch Manager 
Middle—J. A. Sfory, Jr., 14 mos., son of J. A. Story, Branch Manager, Baltimore W. S. 

Lower Left—Shirley Strong, daughter of F. I. Strong, Branch Manager, Waterloo, Iowa 
Lower Right—Albert F. Severin, Jr., 2 years son of Albert F. Severin. Minneapolis, Minn. 
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NEW USES FOR FULLER BRUSHES 
FOUND ON BLOCK ISLAND 


1. Ice Chest or Pipe Brush for oil stove, oil 
feed pipe and barrels of shot guns. 

2. Dish Mop for lamp and lantern chimneys. 

3. Test Tube Brush for spark plug carbon 
cleaner, cream separator tubes. 

4. Percolator Brush for revolver and rifle 
cleaning, also torpedo-shaped sewing ma¬ 
chine shuttles. 
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5. Bowl Brush for milk cans and pails. 

6. Scouring Brush for carbon removing 
from cylinder heads. 

7. Dust Pan Brush for screen cleaning, wire 
and cloth. 

8. Vest Pocket Sets for whist and bridge 
party novelty prizes. 

9. Stove Duster and Dauber for cleaning 
brass signs and rails. 

10. Stove Dauber for cleaning harness with 
oil. 

— Contributed by If . L. Cooper 
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We have read this a good many times—and 
every time we’ve read it, we’ve liked it a little 
more. There is real food for thought herein 
and an inspiration to go and do likewise, at 
least to the extent of keeping close tabs on 
ourselves and the work we are doing. 

A bright little colored boy breezed into a 
corner drug store and asked for a telephone 
slug. Going to the phone, he called up Mr. 
Johnson, a well-to-do resident of the other 
end of town. 

“Hello, suh,” he called. “Is dis Mistah 
Johnson’s residence?” 

“Yes, this is Johnson’s residence.” 

“Is Mistah Johnson in ?” 

“Johnson speaking.” 

“Could yo’ all use a willin’ cullid boy about 
yore place?” 

“I already have a boy, young man.” 

“Is he theah now?” 

“Not just now, but he’ll be around pretty 
soon.” 

“But, Mistah Johnson,” persisted the col¬ 
ored chap earnestly, “if yo’ all could get a 
real good cullid boy, who would work faithful 
an’ be around every time yo’ wanted him, 
could you use one?” 

“Not just now,” replied Mr. Johnson, so 
the colored boy hung up and was leaving the 
drug store when the druggist called him back. 

“I say,” said the druggist, “looking for a 
job, are you?” 

“Who? Me?” The boy’s black eves 
glistened and his face wreathed in smiles. 
“No, boss, I ain’t looking foh no job. No, 
suh. I’s working foh Mistah Johnson, I am. 
I’s jes’ checking up on mvse’f, dat’s all.” 

And he breezed out of the drug store into 
the glad sunlight of a summer’s day, fully 
aware of the fact that his work was entirely 
satisfactory to the man who was paying for 
his services. 

« e « 

The Practical Salesman 

“That fellow knows nothing of scientific 
salesmanship and his approach is poor.” 

“Then why do you keep him?” 

“For the mere reason that he gets the 
business.” 

- -Louisville Courier-Journal. 


A dusky rookie was doing guard duty for 
the first time. Along came one of those of¬ 
ficers who wear silver chickens on their 
shoulders. The rookie naturally got excited 
and flustered. 

“Halt!” he yelled, and then stopped. 

“Well, what are you going to do next?” 
inquired the colonel after he had remained on 
the spot like a graven image for some sec¬ 
onds. 

“I ain't sure, Boss,” admitted the darky. 
Then he added dangerously: “But, by golly, 
yo' better stan' right whah yo' is till I thinks 
what it is Ise to do.” 

—American Legion Weekly. 

« « « 

It was a sunny, lazy day in June. The 
streets of the little Alabama town were near¬ 
ly deserted. Along the sidewalk there 
strolled a courtly gentleman in the frock coat 
and wide brimmed hat of the Southern 
colonel. A shifty-eyed darky, much the worse 
for bootlegger stuff, shambled along in the 
opposite direction. As the two passed the 
darky spoke angrily to the colonel, “Git outa 
may way, yo’ pore white trash, I’se a mean 
nigger.” 

They buried the darky the next day, down 
in the little cemetery by the river. 

At the trial of the colonel the jury deliber¬ 
ated for two entire minutes. Then they filed 
in and announced that they had reached a 
verdict. 

The judge called for their verdict. 

The foreman of the jury arose and in a 
calm, unnerturbed manner, spat in the near¬ 
est cuspidor. 

“Suicide,” he said. 

— Judge. 

» « « 

By dint of much lying and bribery, the en¬ 
terprising young commercial traveler found 
himself at length in the presence of the great 
man he'd been hunting. 

“I really cannot see you,” said the great 
man with some irritation. 

“Then it's lucky I called,” returned the in¬ 
truder calmly. “I represent a firm of opti¬ 
cians, and. . . ” 

—Reno Salesman. 
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7TH BRANCH MANAGERS’ SCHOOL 


WESTERN LEADS 


By G. B. McKew, Wheeling , W. Va. 


T HE Seventh Branch Managers’ School, 
closed on September 29th, was voted 
to be most complete and satisfac¬ 
tory. Any doubts as to the results and bene¬ 
fits to be obtained which may have existed 
when the men arrived were soon laid at rest, 
and only the most favorable opinion pre¬ 
vailed. Everyone was determined to go back 
into the field and prove that the school had 
been 100% successful by putting into prac¬ 
tice the newly learned ways and means of ob¬ 
taining the best results. 

As is the case every month, branch man¬ 
agers from all parts of the United States and 
Canada attended the school. Those present 
this month were: 

M. M. Daley, Burlington, Vt. 

Harold Famum, Salem, Mass. 

Edwin Forman, Troy, N. Y. 

J. G. Haegele, Wilkes Barre, Pa. 

F. A. Holden, Newark, N. J. 

C. C. Houser, Allentown, Pa. 

J. J. Keenan, Hartford, Conn. 

T. F. Nagle, Brooklyn, N. Y. 

G. H. Warn, Boston, Mass. 

Edward Ayrheart, Hamilton, Ont. 

C. M. Umlah, Sydney, N. S. 

H. H. Hurwitz, Marinette, Wis. 

U. V. O’Connor, Des Moines, Iowa. 

E. J. Stults, Chicago, Ill. 

R. J. Upton, Evansville, Ind.. 

J. E. Fitzpatrick, Akron, Ohio. 

D. W. Powell, Dayton, Ohio. 

G. B. McKew, Wheeling, W. Va. 

J. P. Weimer, McKeesport, Pa. 

H. L. Worrell, Detroit, Mich. 

Gideon, Zeigler, Cleveland, Ohio. 

A. L. Bradley, Richmond, Va. 

Our able educational director, Mr. Elmer 
Kauffman, was assisted by C. C. Bradbury, 
C. D. Lonzo and V. A. Lundy, district man¬ 
agers, and by unanimous vote they were de¬ 
clared to be a most able staff. 

In accordance with the well established 
custom of the schools, the 7th organized a 
club for the purpose of furthering the good 
fellowship and high aims of their school. This 
club goes down on record as “The Actors’ 
Club,” each member having been assigned a 
fitting name. 

The School closed with a surprise in the 
form of an old fashioned minstrel show, and 
surely not one of the Fuller Family in the 
home office and factory will ever forget the 
seventh school and their old-time minstrel. 

As soon as the last session closed, there 


For the first time this year, the Western 
Division has abandoned her place in the 
minor league and led the company in actual 
sales. This was for the week ending Octo¬ 
ber 6th, when they rolled up a total of $40,436 
which was over $3,000 ahead of Atlantic 
Division, their nearest competitor. 

To even gain admittance into the major 
league, would have been a great feat for 
Western, but when they jumped right in 
and carried away first honors, we all cer¬ 
tainly have to take our hats off to them. In 
the consequent shuffling of positions, it was 
the poor Central boys who had to stand the 
defeat of being shoved into the minor league. 
Altrock’s boys seem to have little to say con¬ 
cerning this, so we take it for granted that 
they are planning a grand smash in the near 
future. 

m m m 

DR. VIURRUN PREDICTS 
BRIGHT FUTURE 

At the second semi-annual convention for 
the managers and representatives of the Ful¬ 
ler Brush Company of Cuba, held on the 24th, 
25th and 26th of September, Dr. Ricardo E. 
Viurrun, prominent attorney and student of 
economic problems, assured the Fuller rep¬ 
resentatives of the economic soundness of 
Cuba and of the bright future she has im¬ 
mediately before her. He stated that this 
indicates a similar bright future for the in¬ 
terests of the Fuller Brush Company in Cuba. 
Representatives were present at the conven¬ 
tion from the provinces of Oriente, Santa 
Clara and Havana, including managers of the 
branches located in Sagua la Grande and San¬ 
tiago de Cuba. 

ED CD ro 

u¥ti u¥d 

Very Provoking 

A negro was receiving bricks at the top of 
a ten-story building in Los Angeles, where 
some repair work was going on. Another 
negro on the ground was loading the bricks 
on the carrier. The negro above accidentally 
dropped a brick, hitting the one on the 
ground squarely on the head. 

He was very indignant and yelled to the 
one above, “Be a little moah car’ful up thar, 
nigger. That brick hit me and made me bite 
mah tongue.” 

was a great cheer, after which every student 
made a grand rush for his field, determined 
to “Follow Through.” 
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Canada is rolling up scores for the big 
October contest. Moncton led Montreal Dis¬ 
trict with sales of $1,580.95 for the week end¬ 
ing October 9th. Toronto E. S. had sales of 
$1,462.15 for the same week. Ottawa and 
W. Toronto had increases over their previous 
week’s sales and are out to “Trim the Yanks.” 

tt « tt 

Regina had four representatives among 
Canada’s Big Six for October 10th, but W. A. 
Green of London held first place with sales of 
$338.45. 

« * * 

Central Chicago registers a slight increase 
for October 5th and every intention of a larg¬ 
er one during the month. J. J. Torpey’s re¬ 
ported sales of $217.15 would seem to indi¬ 
cate that he is after some of the prizes him¬ 
self. 

» « » 

Wichita has led the K. C. District for 
twelve successive weeks. Some little record! 
Isn’t anyone going to challenge her place and 
at least make her fight for it ? How about it, 
Oklahoma City? 

tt tt » 

Norgang of Detroit E. S. led his district 
recently with sales of $234.10. Graupner, 
Gross and Olcott are also to be congratulated 
for going over the $200 mark. 

» « tt 

L. L. Larson, Chicago N. S., had sales of 
$218.60, leading Chicago District for October 
9th. Keep up the good work, Larson, and a 
prize is yours. 

tt tt tt 

E. Warren is a new Springfield winner with 
sales above the $200 mark. Good work, Mr. 
Warren—keep it up. 

0 tt 0 

H. M. Grade and E. C. Siegelin are two of 
Minneapolis District’s consistent workers. 
Their recent records of $270.15 and $258.45 
respectively are fine samples of what they 
can do. 


Los Angeles made a good start toward her 
prize month quota with sales of $9,004.85, an 
increase of $302 over the previous week. 
“Leader of Leaders” for this week was Bill 
Newman, whose 53Vi hours resulted in sales 
of $449.55. All in all, ten men reported 
above $200 and all records are scheduled to 
be broken before the end of the month. 

tt tt tt 

Newman, Lowe and Fishburn of Los An¬ 
geles won all-leather sample suitcases for 
making their quotas during August and Sep¬ 
tember. 

tt tt « 

Mrs. F. H. Todd, our San Juan representa¬ 
tive, is working steadily toward her quota. 
$229.95 is the kind of a week that will bring 
her to our National Convention. 

tt tt tt 

A. J. Glendenning of Seattle, is an old fa¬ 
miliar name on our honor rolls. 55 hours per 
week is one of the reasons why his sales are 
often well above the $200 mark. 

tt tt tt 

Memphis has reason to be proud of such 
men as L. E. Scott, whose sales of $319.00 put 
him in the leader class. 

tt » » 

M. Antonio, a Santiago Fullerite, led in 
actuals for the week ending September 29th 
with sales of $356.65. 

tt tt tt 

We note in a recent bulletin that the Buf¬ 
falo branch has made arrangements with a 
local engraver to handle all of the Christmas 
work. He has agreed to engrave letters in 
gold or in colors on any of our Ivory goods at 
a very reasonable cost and promised to give 
quick delivery. This engraving feature will 
be a great assistance in booking Christmas 
business and other branches would do well to 
follow Buffalo’s example, so that all orders 
will be taken care of promptly and satisfac¬ 
torily. 
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Third Quarterly Sales 

T HE policy of the third quarter which 
just recently came to a close seems to 
have been: ‘‘She loves me, she loves 
me not." As proof that Dame Fortune is 
fickle we need cite only the fact that accord¬ 
ing to monthly actual sales Eastern held 1st 
place twice and 2nd place once. Central held 
1st place once and 2nd place twice. Atlantic 
held 3rd place three times. 

Among the other three Divisions the order 
remained the same for each month—South¬ 
ern 1st, Western 2nd and Canada 3rd. Des 
Moines for the Districts, led each month, De¬ 
troit each time came in 2nd, and 3rd honors 
were divided among Pittsburgh and Kansas 
City, the former with two months to her 
credit. Fourth place went to Kansas City 
once, Pittsburgh once, and Rochester once, 
while 5th place was held by Rochester on two 
occasions and Kansas City once. 

Likewise among the Branches the compe¬ 
tition was keen. First place yielded twice to 
Los Angeles and once to Pittsburgh, N. S. 
2nd place was held by Los Angeles once and 
Pittsburgh twice. Denver satisfied herself 
with 3rd place twice and Omaha once. The 
4th position went to Omaha once and Oakland 
twice, while 5th place was divided among 
Denver on one occasion, Omaha on another 
and Oakland on a 3rd. 

Who's bidding for Dame Fortune's hand 
this quarter? 

In comparison with sales of the preceding 
quarter, we find that Central, Southern and 
Western were in excess among the Divisions. 
Des Moines, Detroit and Pittsburgh were the 
outstanding Districts which did likewise, and 
among the six highest Branches each exceed¬ 
ed their quarterly sales. 

No wonder Old Man Yearly Quota is slowly 
but surely surrendering himself. Who will 
be the first to draw blood on him? Some of¬ 
fices have given him one more month to live, 
some two and a few three, but at the end of 
that time he’ll have departed to the same 
happy hunting ground as John Barleycorn— 
only to be recalled in our pleasantest 
thoughts. 

September Sales 

Our good old broom proved to be the trump 
card during September; 44,874 of them made 
a splendid hole in our monthly sales of 
$982,438.95. Each day sees a larger increase 
in our broom friends. Without a doubt we’ll 
see 60,000 more housewives making one of 
their best investments this month. Let the 
Broom solve your selling problem! 


In the line-up, we find Eastern again mak¬ 
ing a touchdown with $225,177; Central fol¬ 
lowing suit with $219,005, and Atlantic kick¬ 
ing goal with $201,966. Next we find South¬ 
ern with $118,382, Western with $110,026, 
and Canada with $100,531. Hats off to our 
Divisions, Boys—they plan their work and 
then work their plans. 

The three highest Districts include Des 
Moines with sales of $57,695; Detroit with 
$54,857; and Pittsburgh with $54,261. Great 
work, District Managers! 

You've held your position pretty consist¬ 
ently, but look out now. Remember the 53% 
increase promised during the District Con¬ 
vention. What does that mean? Well— 
your throne is tottering unless you redouble 
your energies. Make your promise a reality! 

Unusual results have also been obtained 
from a goodly number of the Branches. 
Among the leaders we find Los Angeles with 
$23,660, Pittsburgh with $15,644, Omaha 
with $14,267, Oakland with $13,851 and Den¬ 
ver with $13,802. Yet, according to a num¬ 
ber of sources, these records will be smashed 
each month from now on. That’s the spirit 
that wins, Boys. 

Only two more months to go and “finis" is 
written after our 1922 record. We'll have 
some rainy days for the next few weeks, but 
only weak human nature would envy the of¬ 
fice-clerk his soft job. 

It's part of our program, a feature of our 
profession—not to let down—not to indulge 
in self-pity. Genuine salesmen recognize no 
burden of weather or season. 

Two months—regardless of their names— 
represent exactly One-Sixth of the year, and 
One-Sixth—or even One-Twelfth of the year 
can do a lot to a man’s record in the final 
count. 

The salesman who has his eyes focused 
upon Success—the fellow who is “going some¬ 
where" has no time or energy to waste in 
self-pity—nor can he be found in a loge-seat 
of a movie house on fall afternoons. 

One certified Truth about our Profession to 
the fact that the Reward is inevitably pro- 
portionate to the Time and Energy expended, 

B9 EH B3 

HER ADVICE 


Ned—“Darling, say the words that will 
make me the happiest man in the world." 
Edna—“Shall I really?" 

Ned—“Oh, if you only would." 

Edna—“Well, then stay single." 

— Exchange . 
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Bonus Winners for Third Quarter 


$410 Bonus, $4000-$4350 Saies 

T F your name appears in this 
A bonus class each quarter, your 
minimum annual earnings will be 
$8,040.00 
plus your yearly bonus 


Johnston, W. H., Penn.$5,679.80 

Harper, E. G., Cal.$4,125.60 


$270 Bonus, $2700-$3000 Sales 

TF your name appears in this 
A bonus class each quarter, your 
I minimum annual earnings will be 
$5,400.00 

I plus your yearly bonus 

Cunningham, Lorre L., Tenn....$2,931.60 
Curry, Eugene, Mo. 2,715.35 


| $240 Bonus, $2400-$2700 Sales 

| TF your name appears in this 
I A bonus class each quarter, your 
! minimum annual earnings will be 

I $4,800.00 

plus your yearly bonus 


Casey, H. O., Md.$2,414.60 

Crown, W. S., Ont. 2,450.80 

Ide, Edwin C., Mich. 2,415.95 

Mollenhauer, A. 0., Ont. 2,404.75 

Newman, Wm. L., Cal. 2,407.20 

Pearl, Albert, Cal. 2,713.23 

Roberts, H. F., Quebec. 2,431.55 


$210 Bonus, $2150-$2400 Sales 

TF your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$4,280 .00 
plus your yearly bonus 


Anderson, L. P., Cal.$2,157.95 

Books, Clyde E., Penn. 2,159.75 

Burby, W. E., Mich. 2,167.40 

Dasen, Fred W., Penn. 2,169.60 

Dove, V. W., Cal. 2,217.40 

Fishburn, Clare, Cal. 2,312.70 

Freiselben, Joseph N., Mich. 2,153.65 


Green, W. A., Ont. 2,318.10 

Grigsby, Jos. B., Mich. 2,159.20 

Kressly, Thomas W., N. Y. 2,151.97 

Maxson, Alpheus H., Mich. 2,209.50 

McKallip, Archibald, Penn. 2,153.30 

Misbach, Raymond, Iowa. 2,275.65 

Nelson, Evald H., Montana. 2,151.65 

Pingree, David R., Utah. 2,156.55 

Weiner, John F., Wise. 2.171.00 

Wilson, Loyal B., Ohio. 2,157.95 


$185 Bonus, $1900-$2150 Sales I 

F your name appears in this j 
bonus class each quarter, your 
minimum annual eamin&s will be ! 

$3,780.00 ! 

plus your yearly bonus 


Allam, Walter, Mich.$1,902.50 

Barker, L. A. Jr., Penn. 1,912.70 

Best, Russell M., N. J. 1,945.65 

Burroughs, George, N. Y. 2,086.40 

Chase, Roy M., Maine. 1,920.05 

Cheek, N. Jay, Ill. 2,000.75 

Dawes, Bruce H., Manitoba.... 1,911.85 

Fleck, Harold J., Iowa. 1,964.20 

French, Dale A., Nebr. 1,974.75 

Garrett, Lee, Montana. 1,978.25 

Glendenning, A. J., Wash. 2,007.25 

Grade, Henry M., Wise. 1,902.50 

Griffin, Samuel M., Conn. 1,903.35 

Harmon, Julius A., Iowa. 1,920.15 

Hardesty, John B., Ill. 1,927.40 

Hayes, A. E., N. Y. 1,902.40 

Hounsell, A. C., Ont. 1,983.65 

Huelf, Nicholas W., Ohio. 1,921.73 

Kaselack, Otto E., Cal. 1,916.60 

Keys, Theodore F., Penn. 1,909.70 

Kendig, Howard L., Colo. 1,910.25 

Laskey, A. A., Cal. 1,918.38 

Lowry, Bruce D., N. Y. 1,977.65 

Lowe, Chas., Cal. 1,915.45 

Makepeace, A. S., Ont. 1,904.85 

Martin, Wm. P., Penn. 1,894.85 

Nichols, Durward B., Ark. 1,905.95 

Prahl, Charles E., Ill. 2,005.61 

Richter, Henry P., Penn. 1,907.35 

Rueckert, Glen W., Ill. 1,904.80 

Simpson, Lester C., Colo. 1,961.85 

Smith, Boyd F., Iowa. 1,902.15 

Titus, George W., Kansas. 1,906.05 

Vincent, John H., Ind. 1,899.40 

Walter, William C., Nebr. 1,921.65 

Welle, Lester C., Ill. 1,911.00 

Wood, Linton B., Ill. 1,905.33 



| $160 Bonus, $1650-$1900 Sales 

JF your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 

$3,280.00 

plus your yearly bonus 


Abney, John P., Kansas.$1,758.70 

Ahrens, Geo. J., Minn. 1,659.30 

Anderson, Henry T., Mich. 1,653.65 

Arnest, Garland B., Ore. 1,654.70 

Bachellor, Raymond, W. Va. 1,827.65 

Bailey, Abner, Mich. 1,655.30 

Bicknell, Kenneth, Mich. 1,664.36 

Bigelow, Claude D., Colo. 1,650.55 

Bouchard, Wm. G., Cal. 1,725.40 

Bowers, Nathan C., Wise. 1,716.30 

Bozic, John H., Penn. 1,706.15 

Breneman, Ira W., Penn. 1,660.20 

Brewer, Harrv, Ill. 1,655.70 

Caldwell, John W., W. Va. 1,645.95 

Carrol, Willie, W. Va. 1,652.55 

Clarke, Albert, Ont. 1,655.45 

Combs, C. H., Sask. 1,653.30 

Cook, Donald L., Mich. 1,795.85 

Cramer, Henry J., Ia.1,654.20 

Diggins, Joseph, N. J. 1,651.90 

Dixon, Phil D., Okla. 1.716.40 

Dunshee, Rex R., Ia. 1,654.25 

Eason, Fred H., Cal. 1,769.10 

Eddy, Leslie, Ia. 1,669.30 

Ekstrum, H. D., N. C. 1,681.20 

Elliott, Chas. L., Ohio. 1,656.95 

Ethington, Lee E., Nebr. 1,673.90 

Fenwick, D. A., Cal. 1,730.85 

Fitz, Marvin Bishop, Mass. 1,647.70 

Freeman, Seely C., N. Y. 1,750.40 

Freind, Chas., Ore. 1,650.00 

Garcelon, Allen C., Mo. 1,676.35 

Gill, Jesse C., Cal. 1,667.90 

Gravish, Theofilus, Penn. 1,650.45 

Hervcy, Robert M., Ore. 1,731.18 

Hunter, Robert R., Ohio. 1,668.08 

Jelsma, Peter Francis, Okla. 1,654.75 

Kaselack, Sidney, Cal. 1,891.75 

Keck, Zenas E., Okla. 1,685.70 

Kindsvater, John A., N. Y. 1,716.88 

Kreatsch, Alvin C., Wise. 1,672.60 

Lloyd, Edward C., Del. 1,692.62 

Luhrsen, Geo. H., Ohio. 1,700.35 

Maume, E. T., Texas. 1,658.15 

McLaren, Elsie, Wash. 1,657.85 

Meibaum, Preston, N. Y. 1,665.70 

Moore, Otto R., Mich. 1,687.75 

Newell, T. Edward, W. Va. 1,816.25 

Patterson, Harry H., Penn. 1,656.20 

Peeples, Frank E., Mich. 1,661.05 

Phillips, J. W., Penn. 1,660.15 

Pierce, Russell F., Sask. 1,690.90 

Porter, Edward D., Mo. 1,670.65 

Potter, Theron O., Ill. 1,655.10 

Reeensburger, Albert F., N. Y. 1,721.25 

Relick Joseph, Penn. 1,759.00 

Revoir, Lester C., N. Y . 1,657.75 
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Rohlck, Bernhard F., Wise. 1,644.60 

Rood, Nellis F., Conn. 1,713.05 

Smith, Elta E., N. Y.1,656.60 

Smith, Ralph B., Wash. 1,762.52 

Stout, Perry M., Cal. 1,652.00 

Thompson, Carl S., Ill. 1,657.85 

Underwood, Franklin D., Mass. 1,667.50 

Yik, A. C., Cal. 1,655.95 

Wagner, Edward, N. Y. 1,767.10 

Wakey, Charles, Iowa. 1,665.40 

Waldeyer, Carl, Cal. 1,677.20 

Watts, Ernie L., Mich. 1,663.90 

White, Harry O., Mich. 1,666.75 

Whitman, William F., Penn. 1,696.15 


$140 Bonus, $1450-$1650 Sales 

JF your name appears in this 
bonus class each quarter, your 
minimum annual eaminfcs will be 
$2,880.00 
plus your yearly bonus 


Abbott, Wm., Nebr.$1,456.80 

Acomb, Albert R., Wash. 1,452.50 

Adamson, Earl R., Wise. 1,465.25 

Arnold, Earl G., Penn. 1,446.90 

Baker, Wm. B., Mo. 1,467.70 

Barlow, Wm., Alta. 1,482.20 

Batts, Willard E., N. C. 1,464.10 

Baughman, Mark H., Ohio. 1,460.95 

Beech, Harry J., Penn. 1,452.40 

Bent, Frank L., N. Y. 1,475.95 

Black, Robt. S., Ohio. 1,459.80 

Black, Chas. W., Penn. 1,454.90 

Borrowman, Wm. W., Manitoba 1,455.75 

Briggs, A. L., Wash. 1,454.60 

Browne, Leonard W., Nebr. 1,555.25 

Bruch, S. A., Ont. 1,566.30 

Burns, Stanley L., N. Y. 1,455.55 

Calvin, Alfred B., Nebr. 1,454.15 

Cate, Walter B., Va. 1,456.75 

Cheal, Geo. L., Mich. 1,485.15 

Christofick, Matt, Ohio. 1,469.05 

Croyle, Chas. F., Colo. 1,461.80 

Cummings, Horace H., N. Y. 1,485.05 

Davis, Wm. M., Ala. 1,588.75 

Deabler, Raymond L., Penn... 1,507.35 

Dickson, A. A., N. B. 1,472.80 

Dorsett, Ray E. 1,455.20 

Dykeman, Earl, Ill. 1,469.90 

Earman, Geo. H., Va. 1,501.80 

Ellis, Leon T., Conn. 1,521.80 

Emery, F. V., Md. 1,490.70 

Fidler, W. R., Pa. 1,607.20 

Frhen, Malcom C., Pa. 1,509.70 

Gilbert, Edward E., Wash. 1,455.55 

Gormly, George C., Ohio. 1,509.30 

Goudey, R. H., Cal. 1,460.80 

Grayson, Louis J., N. Y. 1,473.00 

Grosse, Fred, Conn. 1,525.40 

Guildford, Harvey E., Conn... 1,454.20 

Habig, Wm. P., Ind. 1,460.40 

Hancock, Thos. H., Mo. 1,458.05 

Hammond, Clarence L., Tenn... 1,517.60 

Harkins, Joseph R., Md. 1,457.65 

Haynes, Vernon S., Colo. 1,463.65 

Hempe, Henry A., Wise. 1,453.40 

Henes, Earnest L., Ohio. 1,454.35 

Hicks, Geo. E., Ala. 1,450.75 

Hinds, Lawrence E., Okla. 1,455.50 


Houmard, A. C., Cal. 1,509.10 

Irving. G. M., Cal. 1,504.80 

Isley, Christian S., N. C. 1,515.15 

Johnston, Roland H., W. Va... 1,457.35 

Jones, Marvin W., Ill. 1,457.50 

Jones, Lorin A., Cal. 1,446.70 

Judy, Benjamin F., Colo. 1,568 05 

Kakos, Michael, Ill. 1,454.40 

Keener, Otis M., Ind. 1.483.40 

Kern, Edgar A., Penn. 1,456.60 

Krewson, Robert S., N. J. 1,458.55 

Krom, Everett H., N. Y.,. 1,607.66 

Lane, Robert Geo., Manitoba.. 1,480.60 

La van, W. H., N. J. 1,468.43 

Lickert, Oscar, Pa. 1,450.80 

Liebig, H. J. H., Pa. 1,451.03 

Littell, Worth, Ohio. 1,473.50 

Lutz, William W., Pa. 1,460.63 

MacKenzie. Daniel, Manitoba 1,606.80 

Magill, Roy D., Cal. 1,530.90 

Malvizzi, Peter C., W. Va. 1,450.90 

Mathis, Leo E., Pa. 1,460.96 

Mattson, Edward V., Nebr. 1,455.55 

Martz, James B., Ohio. L466.66 

Misner, M. E., N. Y. 1,459.45 

Mitchell, Constantine G., Ohio 1,468.55 

McCarthy, Frank J., N. Y. 1,606.10 

McCreight, Ralph B., Iowa. 1,455.55 

McCune, Eugene L., Ill. 1,468.56 

McKeon, Edwin R., N. J. 1,454.40 

Neal, Boyd V., Nebr. 1,452.45 

Newell, Robert L., Okla. 1,561.45 

Page, Warder, Ohio. 1,453.90 

Pease, Floyd H., N. Y. 1,481.05 

Peterson, John, Montana. 1,470.95 

Power, Frank B., N. D. 1,550.05 

Purse, Frank T., N. C. 1,471.80 

Randolph, Guy P., Cal. 1,481.65 

Sahs, Ernest A., Ill. 1,555.05 

Schmidt, Richard A., Mo. 1,522.10 

Schmidt, C. W., Que. 1,532.05 

Seybold, Wm. C., Ohio. 1.465.75 

Shepard, Arthur H., Conn. 1,475.45 

Siegelin, Edward C., N. D. 1,460.20 

Smith, Edward L., N. Y. 1,459.28 

Spangler, Ralph E., Pa. 1,603.75 

Spencer, Winston G., N. Y. 1,459.75 

Stafford, Charles J., N. J. 1,450.85 

Stehman, Paul K., Pa. 1,526.20 

Stoftregen, Henry E., Ohio. 1,452.75 

Stoudenheimer, Ralph, Pa. 1,462.80 

Swanson, Henry, Jr., Pa. 1,452.65 

Sweet, Clifton W., Conn. 1,467.85 

Thompson, Henry F., Sask. 1,554.80 

Thorne, Charles W., N. Y. 1,475.30 

Thornton, Harold J., N. D. 1,599.25 

Tignor, Edgar, Okla. 1,529.35 

Troyer, Harvey C., Nebr. 1,511.00 

Unger, George, Mass. 1,451.85 

Van Ness, Walter B., N. J. 1,456.75 

Verhagen, Joseph F., Ohio. 1,453.00 

Walton, Eugene H., N. J. 1,463.05 

Weber, Gustave W., Pa. 1,465.81 

Weber, Walter D., Nebr. 1,454.75 

Welland, Chas. H., Ohio. 1,476.35 

Whidden, W. G., Wash. 1,475.65 

Whitsett, James W., Mo. 1,491.30 

Williams, Wm. T., Ohio. 1,490.15 

Wright, Bernard, Nebr. 1,622.95 

Zester, Frank C., N. Y. 1,507.40 


$122 Bonus, $125ft-$1450 Sales 


JF your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$2,488.00 
plus your yearly bonus 


Adrus, Stanley M., Ohio.$1,256.25 

Aiken, John Wm., West Va. 1,254.30 

Allaire, A., Quebec. 1 261.20 

Allison, Chas. L., Okla. 1,252.00 

Almy, Arthur C., Ohio. 1,251.28 

Anderson, Ed., Nebr. 1,297.00 

Anderson, Leon W., Ark. 1,307.15 

Artis, W. B., Wash. 1,378.95 

Ashdown. Wm. H., Mich. 1,250.95 

Bacon, Ross G., Sask. 1.415.95 

Baker, Leslie M., Mass. 1,255.55 

Baker, Sidney A., Sask. 1,318.80 

Ball, Elliot B., N. Y. 1,339.57 

Banfield, Harry M., N. Y. 1,276.15 

Barnes, Allen K., Del. 1,262.03 

Bausch, Joseph Leo, Penn. 1,254.60 

Beaty, Earl, Iowa. 1,252.05 

Becker, Henry G., Minn. 1,265.95 

Bjoro, Edwin, III. 1,312.80 

Booth, Bliss, N. Y. 1,258.18 

Bousquet, A. J., Quebec. 1,264.80 

Bowers, George, N. Y. 1,282.60 

Brede, G., Wash. 1,353.85 

Briggle, Edward, Cal. 1,253.40 

Broberg, G. H. A., Cal. 1,395.25 

Brouard, Frank, Quebec. 1,313.95 

Brown, Newton J., Iowa. 1,332.10 

Bryan, Thomas E., Tenn. 1,251.55 

Buggie, Dave, Ohio. 1,256.90 

Burch, R. E., Cal. 1.255.05 

Burt, Lucius R., N. Y. 1,261.95 

Butler, H. H., Mass. 1,251.00 

Cassell, J. C., Cal. 1,294.25 

Catlin, Cecil S., Ohio. 1,281.93 

Cheney, Clair E., Iowa. 1,258.75 

Clardy, K. F., Mich. 1,296.08 

Clauson, C. A., Texas. 1,257.05 

Coffin, John E., West Va. 1,271.90 

Conneway, H. D., Ohio. 1,284.55 

Cook, Clarence W., N. Y. 1,256.00 

Cook, Wm. Sapp, Penn. 1,253.28 

Cooper, J., Del. 1,407.65 

Cooper, W. A., N. J. 1,332.37 

Craig, Clarence H., Cal. 1,253.25 

Creviston, Harry L., Mo. 1,260.30 

Darden, John A., Va. 1,275.25 

Davenport, A., Conn. 1,265.85 

Devitt, Frank E., N. D. 1,256.40 

Dillon, Cyrus L., Ill. 1,376.75 

Ditto, Cline L., Iowa. 1,345.25 

Dodge, Frederick W„ Md. 1,256.25 

Downey, John P., Ill. 1,259.15 

Eaton, Eugene M., Colo. 1,246.00 

Effley, Francis H., N. Y. 1,264.30 

Erwin, David C., Okla. 1,255.00 

Evans, Francis H., Ill. 1,279.10 

Evensen, Edw. M., Ill. 1,256.75 

Farrar, A. D., Mass. 1,284.75 

Fisher, Wm. R., Mo. 1,263.65 

Flaig, Paul F., Ohio. 1,269.60 

Flegal, Harry, Penn. 1,251.15 

Fleming, H. P., Ill. 1,262.05 

Flinton, Austin W., B. C. 1,279.70 

Forthum, Gerhard A., N. D... 1,354.55 
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Gottshall, Ray E., Penn. 1,253.75 

Grantham, Leroy J., Ark. 1,262.85 

Groombridge, Earle E., Colo. 1,253.45 

Gruener, Lawrence R., Penn... 1,251.45 

Gubrud, Gilford M., N. D. 1.424.20 

Hale, Harold P., Vt. 1,257.30 

Hallam, J. Spence, N. J. 1,416.20 

Hall, H. H., N. Y. 1,354.75 

Hand, Raymond H., Conn. 1,348.80 

Harkins, E. Wilson, Md. 1,2Q7.05 

Harmon, Dewey F., Ill. 1,310.85 

Hedenberg, G. H., Conn. 1,251.05 

Hemmingsen, Helge, III. 1,258.95 

Henke, Ernest W., N. J. 1,266.40 


Foust, Otto W., Penn. 1,246.35 Ong, Wm. I. Jr., Cal. 1,252.25 Wollett, John P., Mo. 1,251.10 

Fowler, Alfred P., Conn. 1,256.00 Owens, Cecil S., Ohio. 1,263.03 Wright, Harry J., Nebr. 1,309.30 

Fox, John B., Mich. 1,261.40 Paulson, John C., Iowa. 1,279.70 Yaeger, Myron C., Colo. 1,270.65 

Frame. Roy D., Cal. 1,434.30 Peterson, James, Ore. 1,300.70 Zeh, Phil J., Cal. 1,262.55 

Freedman, Stanley S., Ill. 1,250.50 Perrin, Arthur, Penn. 1,286.60 

Garrett, Cyril F., Ohio. 1,249.85 Pickard, Clarence N., N. Y. 1,261.00 

Geldart, O. D., Prince Ed. Is... 1,284.65 Platt, Charles E., Penn. 1,260.15 

Pollaschek, Fred L., Ill. 1,303.65 

Quiner, Dugald L., Iowa. 1,254.05 

Reed, C. Harold, Penn. 1,299.68 

Riley, Mathew H., Ore. 1,245.90 

Richards, Ambrose K., Mass... 1,397.20 

Riddle, Snively H., Cal. 1,344.67 

Riegel, Francis M., Mich. 1,250.05 

Ritter, Vaughn L., N. D. 1.281.25 

Routcliffe, G. S., Ont. 1,305.85 

Rohlfing, H. W., Cal. 1,261.70 

Roux, Lawrence J., Ind. 1,262.65 Alexander, Carey R., Iowa.$1,059.45 

Roper, F. J., N. Y. 1,252.05 Allen, E. E., Cal. 1,061.15 

Rockefeller, Alfred, N. Y. 1,384.60 Allen, Louis E„ Mass. 1,080.75 

Sather, August H., Sask. 1,260.55 Amos, Frank, Ont. 1,096.75 

Henry, Donald N., N. Y. 1,252.35 Sargent, Clarence E., Wash. 1,251.55 

Henry, Lyle L., Ohio. 1,262.25 Scott, Wm. J., Ohio. 1,301.15 

Heywood, Joseph E., N. Y. 1,253.50 Schwarz, Roland S., W. Va. 1,255.05 Anderson, Leland D., Ill. 1,139.71 

Hoagland, Wm. H., N. J. 1,283.38 Sendelbcck, Harry, Ohio. 1,267.83 Anderson, L. G., Oakland. 1,063.85 

Holt, Franklin L., Ark. 1,260.10 Sewell, William A., Iowa. 1,275.25 Anderson, Wm. Robert, Mass... 1,190.50 

Horn, Ira B., Wash.. 1,254.30 Shean, William F., Texas. 1,281.05 Andrews, Edw. L. Mich. 1,074.20 

Huff, Urban C., Montana. 1,251.10 Shankweiler, Edward P., N. Y. 1.353.62 Apel, Virden J., Penn. 1,049.80 

Hughes, H. J., Ohio. 1,251.20 Sherman, O. F., Mass. 1,254.05 Armstrong, Andy A., N. C. 1,132.75 

Imhof, Anthony T., Ill. 1,252.00 Shaver, Victor M., Mass. 1,261.15 Armstrong, W. H., Nova Scotia 1,230.30 

Irion, J. H., Cal. 1,282.70 Sheldon, O. O., Cal. 1,428.43 Atkinson, B. W., B. C. 1,065.80 

Jefferson, Milton F., N. C. 1,272.53 Sheridan, Stephen F., Ill. 1,257.40 Babin, Harry J., La. 1,116.71 

Judd, John Walter, Alta. 1,251.95 Shultis, George W., N. Y. 1,257.90 Balke, W^ F., Mich. 1,197.25 

Kehr, Fred K., Wis. 1,253.40 Shiveley, Walter F., Penn. 1,321.80 

Keller, Raymond Ed., Mich. 1,258.95 Shanor, Harold A., Penn. 1,397.10 

Shaw, R. Leo, Mo. 1,254.90 

Shanklin, Grant D., Iowa. 1,302.60 

Shaw Carl Andre, Mich. 1,333.60 

Shields, Geo. C., W T ash. 1,257.65 

Stevens, Herbert D., Ill. 1,254.65 

Stookey, Byron O., Penn. 1,315.85 

Sunkel, Lewis L., Penn. 1,259.17 

Cal. 1,271.30 

E., Ind. 1,271.95 


$100 Bonus, $1050-$1250 Sales 

JF your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$2,080.00 
plus your yearly bonus. 


Amundsen, Einer, Wise. 1 079.35 

Anderson, Fred A., Calif. 1,050.10 


Kennedy, Andrew, Utah. 1.256.25 

Kennedy, J. Fred., Ill. 1,272.15 

Keyser, Clarence T., Ind. 1,254.63 

Kinsey. Robert E., Ky. 1,261.63 

Koepke, C. K., Ont. 1,273.30 

Krause, Wm. F., Cal. 1,255.87 

Krober, Alvin H., Wis. 1,258.13 

Labbe, Honore, Quebec. 1.341.90 Taylor, T. T., 

LaFIower, Clarence A., Mich... 1,254.20 Thomas, Geo. 


Lammers, Joseph L., Ohio. 1,260 05 Thorp, James R., N. Y. 1,426.65 

Lapish, Frank E., Wis. 1,346.70 Thomson, James, Penn. 1,252.55 

Laughlin, Russel D., Ohio. 1,253.80 Toevs, Otto, Utah. 1,378.65 


Lavborne, Walter F., Kansas.... 1,252.25 

Lebzelter, Paul H., Penn. 1,322.23 

Leek, Starr, Kansas. 1,281.05 

Legrow, Levi, N. S. 1,251.05 

Lesson, Philip, N. J. 1,263.25 


Travis, Arthur G., N. Y. 1,255.05 

Trost, Oscar A., N. J. 1,262.08 

Trinkle, Alton E., Mich. 1,253.55 

Trites, Stewart D., N. B. 1,395.05 

Unander, Ralph P., Utah. 1,300.40 


Luco, James E., Mich. 1,252.78 Van Poppering, Louis, N. Y. 1,285.35 


Lundy, Harry J., Penn. 1,280.25 

Mason, David P., Del. 1,306.15 

Malone, Edward J., Penn. 1,260.00 

Maffry, August, Mo. 1,334.00 

Martin, Durward R., Minn. 1,286.95 

McKelvey, William H., Iowa.... 1,252.55 

McGlone, Elno D., Mich. 1,325.25 

McArthur, Jerrie T., N. C. 1,253.60 Weltin, W. J., Cal 

McFadden, Claude R., W. Va. 1,404.40 Weaver, Louis C., N 

Miller, Wm. E., Ill. 1,300.05 

Miller, Richard P., Penn. 1.251.08 

Minor, Samuel H., Ky. 1,316.65 

Misener, Ernest, Manitoba. 1,444.55 

Miller, Marcus W., Ky. 1,369.55 


Miller, Joseph E., 
Mitterling, Wm. H. 


Veale, James N., Ga. 1,367.00 

Vollbrecht, Edward P., Wis. 1,278.90 

Warner, Robt. G., Mass. 1,278.70 

Ware, George W., Colo. 1,271.40 

Watkins, Alfred A., Ga. 1,293.90 

Walter, Henry H., Okla. 1.264.80 

West, George L., Ontario. 1,259.85 

. 1,274.10 

Y. 1,257.25 

W T elton, Harvey E., Penn. 1,265.65 

Weldie, Ralph E., La. 1,265.35 

Wheeler, J. B., Cal. 1,259.25 

Wheeler, Adrian L., Mass. 1,307.95 

Whitfield, Irwin W., Ore. 1,256.80 


Ky. 1,353.90 White, William M., Va. 1,285.35 


Basham, B. M., Ky. 1,074.60 

Baker, E. A., N. J. 1,050.00 

Bacher, Albert J., Texas. 1,052.60 

Baier, G. Clark, Penn. 1,078.36 

Barber, W. H., Penn. 1,102.10 

Bartlett, J. O., Conn. 1,050.25 

Beall, Myrtle M., Texas. 1,056.25 

Bcrtsch, Clarence L.. Ohio. 1,143.33 

Berryhill, Roy M., Cal. 1,112.80 

Best, Sheridan J., West Va. 1,054.43 

Bingham, Carl E., Iowa. 1,074.85 

Bingman, Howard M., W. Va. 1,058.80 

Bielski, Jos. T., Penn. 1,103.85 

Bishop, Francis P., Maine. 1,069.80 

Bishop, Harvey P., Maine. 1,147.35 

Bittner, Henry J., Ohio. 1,058.20 

Blight, Herbert E., Mich. 1,139.55 

Bolin, Emil O., Ill. 1,050.50 

Body, Lowell H., Ky. 1,236.05 

Boies, Lawrence R„ Wise. 1,060.50 

Bowie, Joe P., S. C. 1,054.33 

Bowman, Ivan, Ont. 1,202.70 

Bowman, John S., Penn. 1,141.45 

Bondreau, Willis, Minn. 1,112.30 

Bostwick, Grace, Wash. 1,090.10 

Braddock, Edgar A., Fla. 1,078.35 

Bragdon, Jason H., Maine. 1,147.15 

Bratz, Theodore H., N. Y. 1,061 QO 

Breling, Wm., Va. 1,064.05 

Brogden, Jim, Tenn. 1,093.40 

Brooks, Robert F., Mass. 1,056.70 

Brown, Gordon Havens, N. Y... 1,060.40 

Brown, Myron B., Ohio. 1,068.85 

Brown, Mac J., Ont. 1,052.80 

Brownlow, P. M., Sask. 1,220.35 


Nash, Harry G., Iowa. 1,255.70 

Nay, Bernard E., Ind. 1,259.80 

Nelson, Edward W., Ill. 1,276.61 

Oeinick, Geo. B., N. Y. 1,270.90 

Offord, Guy E., Iowa. 1,255.85 


Iowa. 1,275.65 Williams, Robert O., N. J. 1,345.70 Brophy, Albert J., Ohio. 1,051.85 


Wimberley, Rebecca, Ga. 1,266.50 

Winans, H. S., Ill. 1,281.35 

W T ilcox, Murray E., S. D. 1,390.80 

Witt, Griffith S., Okla. 1,262.45 

W T oehler, W r m. C., Cal. 1,412.63 


Bruce, Wallace W., Ohio. 1,068.20 

Bryant, Harold J., Ark. 1,079.40 

Brownlee, John T., W. Va. 1,089.85 

Buck. Roland H., Mass. 1,143.45 

Buckenhurst, Wm. A., Penn. 1,058.30 

Burdick, Harry Lee, N. Dak. 1,183.20 
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Burkhalter, P. E., Wise. 1,065.31 

Burnett, Dorr T., R. 1. 1,050.88 

Bushey, G. A., Cal. 1,054.35 

Cady, Clarence S., Mich. 1,061.15 

Campbell, Fred D., Mont. 1,064.50 

Carey, Earl, La. 1,067.40 

Campbell, Norman E., Ala. 1,056.30 

Campbell, William A., Ala. 1,120.00 

Calloway, C. C., Del. 1,051.85 

Cavin, Louie B., Texas. 1,049.45 

Carroll, Clarence W., N. Y. 1,073.80 

Cavan, Willis H., N. Y. 1,064.75 

Card, Floyd J., N. Y. 1,163.80 

Carpenter, Kenneth, Nebr. 1,055.80 

Carey, T. A. V., Ont. 1.073.00 

Chamberlain, H. C., Mass. 1,167.60 

Cheaney, Ira B., Cal. 1,061.70 

Chamberlain, James L., N. Y. 1,072.05 

Chapman, W. Mason. N. Y. 1,051.50 

Clark, Kenneth G., Penn. 1,058.01 

Cook, Floyd D., Wash. 1,103.35 

Coe, James B., Mo. 1,108.70 

Copeland, Harvey R.. Kansas.. 1.047.50 

Colvil, F. M. C., N. J. 1,055.20 

Conley, M. J., Cal. 1,143.85 

Copeland, Norman H., Colo. 1,071.10 

Coone, Lon S., Texas. 1,098.80 

Conroy, Leo W., Penn. 1,057.05 

Gorder, John M., B. C. 1,153.50 

Crowder, J. Murray, Mo. 1,053.05 

Cresswell, Geo. A., N. J. 1,114.20 

Crooks, Claud D., Mich. 1,082.00 

Craig, Ehpriam. Penn. 1,060.45 

Crane, Russell H., Okla. 1,060.90 

Crary, J. Burton, Ore. 1,048.15 

Damkoehler, Richard, N. J. 1,116.00 

Davis, Monsell H., Ill. 1,055.40 

Davey, Robt. F., Ohio. 1,056.25 

Davis, Earl S , Penn. 1,118.10 

Davis, T. J., Nova Scotia. 1,110.85 

Davitz, Edward, Wise. 1 065.25 

Deckelman, Jos. Chas., Conn... 1,052.23 

De Hart, Howard. N. J. 1,099.95 

DeMars, F. H., Mass. 1,057.50 

Dejong, John A. I’l. 1,114.60 

Delano, Emery Everett, Mass. 1.061.35 

Dever, Stephen P.. Penn. 1,059.55 

Dike, Eben, Mass. 1,052.70 

Dow, Bert T.. Ind. 1,111.15 

Dow, S. T., Maine. 1,066.80 

Doerffer, F., Ont. 1.051.30 

Dunham, Herbeit A N. J. 1,050.80 

Dunn, Luellem C., W. Va. 1 078.55 

Dunkel, John A.. Penn. 1 056.10 

Eason, Alvin J., Iowa. 1,155.60 

Ebel, Philip, Mo. 1,050.00 

Eckman, Clarence B. Ill. 1.056.35 

Edie, Geo. B., Ontario.. 1.053.75 

Edwards, Wm H.. Penn. 1,056.50 

Ellis, Bernard, Mo. 1,194.75 

Emerson, Kenmore Leon N. H 1 173.40 
Emmerling, Frank C., Ohio ... 1 070.30 

Ernst, Geo. Ralph, Mo. 1.050.05 

Erwin, T. A., Tenn. 1.050.05 

Fugene, Jess, South Dakota. 1 075.50 

Everett, G. E., Conn. 1,120 50 

Ewing. Claude. Mo. 1,078.40 

Fairfield, Curtis D., Iowa. 1,064.00 

Far well. Earl L.. Mass. 1,134.55 

Farra, Howard L., N. Y. 1.066.65 

Feldkamp, Lorrin E.. Penn. 1,060.50 

Feilds, John L., W’isc. 1,057.50 

Felgen, Chas. L. 1,058.20 

Field, Wm. F., Mo. 1,123.70 


Fifer, Howard G., Ohio. 1,067.15 

Fishbaugh, Maurice V., N. Y... 1,053.40 

Fitch, Fred, N. Y. 1,072.85 

Flaherty. Wm. J , Cal. 1,082.20 

Foley, Wm. T.. Nebr. 1,066.93 

Foote, Benjamin F., Penn. 1,196.20 

Force, Herman S., Ind. 1.063.65 

Ford, Prentice G., Mich. 1,056.85 

Fred'ock Houston C.. Ohio.... 1,128.90 

French, Thomas M., Nebr. 1,069.65 

Freeman John B., Penn. 1,183.85 

Fuchs, F. A., Cal. 1,066.00 

Fuesler, Arthur, Nebr. 1,117.60 

Fullmer Geo. L. Fla. 1.184.10 

Fuller, Harry E., Ind. 1.072.40 

Gale, Ollie, Okla. 1,088.95 

Gallant, Alfred. Mass. 1,105.45 

Garcelon. Ralph H., Minn. 1.063.20 

Gardner, Harry E., Ohio. 1,144.75 

Garver, Carl. H., Mich. 1,052.00 

Gibbons, Lester M., Nebr. 1,053.50 

Gilmore. Jas. Arthur. W. Va. 1,087.20 

Gillett, John S . Nebr. 1,148.10 

Glasgow, Carl W., Ill. 1,062.50 

Godfrey John A., Ga. 1,138.75 

Gonser, Gassius M., N. Dak. 1,206.10 

Grandon, Harry E., Ohio. 1,064.20 

Grant, George,' B. C. 1,080.05 

Grant, Jas. W r ., Quebec. 1.227 75 

Greer, Richard C., R. I. 1,062.65 

Greiner, John A., Ohio. 1,211.44 

Griffin, Charles J., Penn. 1,053.15 

Grimes, Chas.. Ore. 1,056.90 

Gump, Edward M„ W. Va. 1,060 45 

Hale, Vernon C., Ont. 1.057.15 

Hakes, Elmer L„ N. J. 1.050.85 

Haley, Stephen L., Ind. 1,056.35 

Harlan, Marvin S., Nebr. 1,060.55 

Haroldson, Martin, N. Dak. 1,185.50 

Harris, James P., N. Y. 1,050.89 

Hasman, Jas., Ohio. 1,062.20 

Hassell, Carl A., N. Y. 1,066.65 

Hawk, Sadie Rae, Penn. 1,068.10 

Hawke, E. E., Penn. 1,070.95 

Hall, Lee Clifton. Mass. 1.132.10 

Harner, Martin W., Ind. 1,063.13 

Harrington, Orin C. Jr., Ind. 1.053.10 

Heislen, John P„ Nebr. 1,088.30 

Henderson, Walter E., Mass. 1,201 00 

Hennessy, Joseph J., N. Y. 1.051.65 

Hetherington, Arlington I., Col. 1,241.95 

Hines, Chas. R . Penn. 1 089.95 

Hohn, Emma, Iowa. 1 065.30 

Hommell, Robert. N. J. .. 1.143.75 

Hofer, Harold. Ill. 1.060.40 

Hoffman, Wm., Penn. 1,062.00 

Ho’mgrain, Carl A.. Colo. 1,054.20 

Holmes, Jay H„ Mont. 1,093.95 

Hokanson, Walter G., Penn. 1.063.10 

Honeywell, Noble E., Ohio. 1,192.35 

Howie, Maurice H., N. C . 1,052.55 

Hughes, J. Lawrence. N. J. 1,089.23 

Huddleston, Virgil, Ind. 1.092.20 

Hults, Lvle, Maryland. 1 054.70 

Hunter, Frank W.. Penn. 1,114.00 

Hurlburt, J. F., Penn. 1.237.40 

Imlav, Edwin M , N. Y . 1,057.20 

Irwin, Albert J., N. Y. 1.053.90 

Tacobs, Harry F. Wise. 1,052.10 

Jensen, Albert. Nebr. 1,081.55 

Jewett, Leroy M., Ill. .... 1,110.95 

Jobe, Earnest W , N. Y.. 1,086.00 

Johnson, Raymond W., S. D. . 1,237.50 
Jones, A. W., B. C. 1,073.00 



Ain’t it a grand and glorious 
feeiin’, fellers, when we get a 
bonus ? 


Johannessen. O. G., Cal . 1,050.65 

Jordan, Frederick A., Texas ... 1,078.60 

Johnson, Helge S., Mass. 1,059.20 

Jourdan, Wilfred T., B. C. 1,071.00 

Kenaga, Russell F., Mich. 1,091.90 

Kendig, Raymond C., Del. 1,055.15 

Keller, Harlon R., N. Y. 1,162.98 

Kelley, A. W„ Ind. 1,098.50 

Kerr, Robert E., Ga. 1,059.00 

Kenyon. J. W., B. C. 1,052.15 

Kanngiesser. John A., Alberta.. 1,057.95 

Kibbey, Herbert M., Mich. 1,073.40 

Kidwell, James M., Ill. 1,183.90 

King, J. Rufus, Texas. 1,070.40 

Kingsland, W. R., Quebec. 1,099.85 

Kirby, Ben T., S. C. 1.075.90 

Klein, Paul P., N. Y. 1,062.00 

Klepinger, M. B., Ohio. 1,049.53 

Knappen, William J., Vermont 1,196.40 

Koehler, Geo. J., Nebr. 1,139.35 

Koellein, Otto, Cal. 1,181.55 

Kolb, Roy C., Ill. 1,059.65 

Kompst, W. J., Ohio. 1,063.85 

Kongsgaard, Pauline, Mont. 1,045.75 

Krause, Max R., N. J . 1,088.25 

Kuhlman, Chas. W„ Mo. 1,063 50 

Kulp, Earl C., Va. 1,140.25 

Larmondra, John C., Mich. 1,050.95 

Lawrence, Stanley, Ont. 1,064.13 

Labrecque, A. E., Quebec. 1,073.45 

Laboutelev G. E., Mass. 1,080.05 

Lawton, Charles, Mass. 1,060.60 

Larson, L. A.. Ill. 1,052.65 

Lamar. Fred C., Utah. 1,153.45 

Lamar, Ralph F., Utah. 1,046.73 

Larson, David R., N. Y. 1,064.75 

Lacey, Edwin C., N. Y. 1,053.65 

Lacev. Arthur G., N. Y. 1 086.65 

Lewis, W. W., Cal. 1,116.90 

Le’shman, Douglas, Quebec. 1,089.35 

Lee, Lewis J., N. Dak. 1,048.40 

Lewis, Rector D., Tenn. 1,069.25 

Lindsay, Robt. S., Ont. 1,054.35 

L’ttell, Nelson H., Ky. 1,242.95 

Liebelt. Emanuel, No. Dak. 1,242.45 

Light. Carl D., Ind. 1,062.80 

Lindquist, Charles G., R. 1. 1,051.05 

Link, Fred, N. Y. 1,055.35 

Lillard, Roy E., Penn. 1,053.05 

Louro, Stephen F., Mass. 1,123.20 

Logan, S. M., Ont. 1,103.20 

Loisclle, Adonias, Conn. 1.050 10 
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Lodge, Thomas J., Ill. 1,060.45 

Lowe, Herbert J., Penn. 1,085.35 

Luhus, Chris, Wise. 1,072.00 

Lutz. Edward P., Penn. 1,055.12 

Ludlum, Alex. W., Ind. 1,051.68 

Lynch, David William, Mass. 1,058.10 

Mason, F. O., Ontario. 1,056.30 

Mallinson, Sydney, B. C. 1,063.55 

May, N. Russell, Alberta. 1,055.45 

Marshall, C. Verne, Cal. 1,066.55 

Manning, Joseph R., Ga. 1,075.65 

Mangner, Thos. D., Til. 1,056.65 

Marker, Wm., Ill. 1.052.00 

Malcolm, James C., Tcnn. 1,238.60 

Mandig, John, N. Y. 1.063.25 

Martin, Frank C., N. Y. 1,063.40 

Maloney, W. T., N. Y. 1,008.40 

May, Charles N., Penn. 1,055.05 

Martin, Herbert G., Mo. 1,114.15 

Maxfield, Clyde, Iowa. 1,052.40 

Manstedt, Paul, Iowa.. 1 053.10 

McDonald, Wm. J., Ont. 1,076.05 

McDougall, Thos. C., N. S. 1.066.35 

McDonald, Archie, N. S. 1,102.70 

McGlumphy, Gaylord, W. Va.. 1,051.60 

McAfee, John Fred, Mich. 1,0547* 

McGehee, G. R-, Cal. 1.053.00 

McMillan, Dougal G., Ga.. 1,052.85 

McGinnis, Erasmus, Ill. 1,055.55 

McClure, Theo. E., Ohio. 1,004.05 

McCoy, Arthur Robert, Ohio.. 1,170.75 

McCown. Roy L , Texas. 1,134.10 

McKay, George W., Penn. 1 058.55 

McMinn, Clifford A., Minn. 1,140.60 

McPherson, Chas. A., Kansas.. 1,054.85 

Meyer, Walter E., Ohio. 1,0^0 80 

Miller, Nicholas, Ill. 1,078.60 

Misky, Alexander, Ohio. 1,136.31 

Minkier, Louis W., N. J. 1,078 65 

Miller, DcWitt C., N. J. 1,062.85 

Minahan, James Albert, Mich 1,053.38 

Mills, Wm. L., Mich. ... 1,117.60 

Miner, Raymond N., N. Y. 1,056.30 

Morrill, Ralph L., Mass. 1,061.00 

Monroe, Henry R., Mich. 1 056.70 

Moss, Maurice, B. C. 1.056.65 

Morgan, Harry C., Ga. 1,076.40 

Moore, Herbert H., Penn. 1,061.60 

Mueller, Erwin N., Til. 1,053.38 

Mvrick, J. Kirby, Sask. 1,055.55 

Newell, Paul A.. W. Va. 1,234.70 

Newton, John H., Ohio. 1.053.80 

Newman, Rodney E.. N. 1,052.50 

Nelson, John Wm., Penn. 1,052.05 

Neely, Joseph L., Md. 1,121.63 

Ninegar, Charles H., Colo. 1,058.50 

Nielson, Christopher, Va. 1 064.25 

Norgang. Menno, M’ch. 1.052.35 

O'Connor, Robert. Mich. 1.068.70 

Ochanpaugh. Walter C.. Iowa 1,055.60 
O'Donnell, M. E. Jr , Iowa ... 1.056.05 

Offenbacker, James R., Va. 1.050 60 

Ogletrce. Otho C., Ga. 1046 60 

Olson, Vernon G., N. Y. 1.112.45 

Osborne, Van Wcrden. Wise... 1.064.85 
Palmer, Edward A., Manitoba 1.056.35 
Parsons, G. Willis, Conn . .... 1.047.70 
Parsons. H. Lawrence, Maine 1 005.70 

Panuska, Frank, Ohio. 1 152.00 

Palmer, J. Leonard, N. Y. 1 058.20 

Park, Clayton A., Iowa. 1.067.70 

Pepperman, Wallace A., N. Y. 1,052.30 

Peterson, Nellie M., Minn. 1,137.05 

Phillips, Walter A., Vermont . 1,128.70 


Phelps, G. H., Mich. 1,062.05 

Phelps, R. P., Ind. 1,058.78 

Phillips, Leroy E., Iowa. 1,051.40 

Pitkin, Harvey M., N. Dak... 1,058.70 

Pierce, W. L., Ind. 1,143.20 

Pleasants, Oliver M., Ill. 1,060.05 

Pollard, Leslie F., Colo. 1.055.30 

Powell, Sewell D., Del. 1,218.00 

Polley, Alanson F., Iowa. 1.085.55 

Porter, Forest F., Penn. 1,053.55 

Prout, Harold, Mich. 1,156.60 

Price, Thomas L., No. Dak... 1.118.50 

Price, Wm. B., Ont. 1,057.40 

Pray, Charles, Ill. 1/356.10 

Purcell, Oren J., Ind. 1,076.25 

Purfield, James H., Mich. 1,131.25 

Rader, Frank Thomas, Penn. 1,064.40 
Rains, Talton Bryant, Penn.... 1,056.70 

Randolph, John C., Minn. 1,065.60 

Reed, Harold Edward, Mass... 1,066.20 

Reed, Robert R„ Minn. 1,220.55 

Renstrom, Carl W., Nebr. 1,053.10 

Reynolds, Harry E., Iowa. .. 1,054.05 

Reeves, Edwin M., Wise. 1,048.55 

Richardson, Orrie A., Nebr... 1,102.45 

Riley, Albert, Kansas. 1,066.00 

Riley, Albert L., Wise. 1,056.00 

Rinard. Ervin H., West Va... 1,086.15 

Ritzier, Ray, Ohio. 1,186.80 

Rivers, Howell E., Va. 1,078.25 

Robb, Chauncey R., Penn. 1,214.40 

Roberts, Lyle T., Mich. 1,073.60 

Robertson, David W., La. 1,181.45 

Robinson, Clyde H., Ohio. 1,067.45 

Rodenberg, Ed., Mo. 1,054.25 

Ronan, James, Quebec. 1,060.10 

Roth, Geo. C., Ohio. 1,052.48 

Roselund, Theo. A., Ky. 1,065.55 

Rutherford, John N., Manitoba 1,053.50 

Ryan. Norman W„ N. Y. 1.057.68 

Saly, Jacob A., Nebr. 1,081.60 

Sanderson. Wm. L., Ohio. 1,052.55 

Sarntee, Nicholas P., Minn. 1.055.05 

Satchwell, Ernest, Ky. 1,160.43 

Saunders, Geo. R., Manitoba.... 1,058.65 

Schick. H. C., Ind. 1,162.80 

Schuchman. Edwin F., Iowa ... 1,050.65 

Schmidt, Ernest L., Nebr. 1,062.30 

Schweikert. Wm. A.. Penn. 1,055.60 

Scdberrv. Sidney W.. Fla. 1,056.40 

Severts, Wilford J.. Minn. 1,053.30 

Seymour, Robert W., Ga. 1,104.60 

Shafer, Clinton Jr., Mich. 1.114.23 

Shaffer, Alva, Minn. 1,114.15 

Shaffer, Lloyd E., W. Va. 1.060.40 

Shaffer, Delbert O., Ohio. 1,058.35 

Shearer, John M., Penn. .. 1.053.73 

Shipp, George Henry, Ohio. 1,065.33 

Shoemaker. Raymond L., Penn. 1,050.40 

Sill, Roy M., Penn. 1.071.30 

Simonsen, William, Nebr. 1,051.80 

Skidmore, M. E., N. J. 1.052.60 

Skidmore, Wm. R., Ore. 1,063.55 

Smith, Ray Clifford, Mass. 1.056.00 

Smith. Chas. A., N. H. 1,071.00 

Smith, Harvey J., Iowa. 1,061.20 

Smith, Katherine D., Wash. 1061.60 

Smith, Wm. R., Ind. 1.125.70 

Smith, Chas. F, N. Y. 1.062.20 

Smythe. Victor R., Penn. 1,143.40 

Snow, E. Maynard. Mass. 1.177.80 

Spence, Alex L., Sask. 1.118 85 

Spinks, Oscar. Ont. 1.101.60 

Stafford, Earl W , N. Y. 1,171.15 


Stageberg, Truman C., Minn.... 1,057.90 

Stanley, Clarence H., Okla. 1,053.35 

Stark, Dawson, No. Dak. 1,075.75 

Steiner, Melvin C., Ind. 1,057.55 

Stevens, Ervin V., Iowa. 1,138.35 

Story, J. A., Maryland. 1,060.35 

Stuurmans, Sheldon, Minn. 1,164.05 

Steinagel, H. A., Cal. 1,227.20 

Stevens, J. Ernest, Mass. 1,161.10 

Strandberg, Robt. F., Conn. 1,134.15 

Steen, Carl, Conn. 1,072.05 

Talle, James E., No. Dak. 1,058.55 

Taylor, Arthur M., W. Va. 1,106.60 

Taylor, David Allem, Mich. 1,061.40 

Taylor, Horace E., Wise. 1,073.90 

Thompson, Ernest M., Mass. 1,053.95 

Thompson, Clarence, III. 1,053.55 

Thompson, Aylmer, Ill. 1,056.65 

Thompson, E. Ford, Ohio. 1,050.51 

Tiernan, James S., Mass. 1,066.83 

Tingley, A. J., Ontario. 1,072.85 

Todd, Mrs. F. H., Porto Rico.. 1,058.00 

Tooker, E. V., N. Y. 1,082.35 

Toedter. Lean, Ohio. 1.053.65 

Trader, Luther J., Del. 1,051.50 

Van Dan Elzen, Louis, Ill. 1,055.30 

Van Hoesen, Fred J., Md. 1,121.20 

Valentine, Chas. F., Mich. 1,151.70 

Van Poppering, M. A., N. Y... 1,202.40 

Vermillion, Geo T., Nebr. 1,071.70 

Walker. William Harry, Ohio.... 1.075.55 

Watt, Chas. R., B. C. 1,051.50 

Warren. Robert S., Ill. 1,122.60 

Walton, Donald F., N. J. 1,082.35 

Washburn, Raymond F., Mich. 1,050.20 

Ward, Eugene S., Ill. 1.056.55 

Wallace. Glenn O., Okla. 1.051.30 

Washington, John R., N. C... 1,204.60 
Watson, Cuthbert Melrose, Ill... 1,061.05 

Watson, Chester K., Ohio. 1,066.86 

Wakefield, T. A., Penn. 1.052.15 

Walters, Floyd, Penn. 1,144.30 

Walker, Frank H., N. Y. 1,077.50 

Weeks, Joseph I., Conn. 1,053.05 

Wetenkamp, John, III. 1,052.30 

Westburgh, Edward, N. J. 1,045.50 

Westerbeck, Edward K., Ind... 1,067.05 

White, Glen R., Ontario. 1,052.00 

White, Lawrence A., R. 1. 1,050.65 

White, F. Carl, Penn. 1,077.25 

Whiteleather, Melvin K., Ohio 1,056.85 

Wholey, Arthur L., N. Y. 1,050.65 

Wilson. Henry J., Quebec. 1,052.65 

Wiley, C. W., Conn. 1,173.10 

Wiley, Chester G., Conn. 1,057.25 

Wildfang, Earle J., Ont. 1,071.00 

Winslow, E. P., Mass. 1,052.78 

Windier, Francis A., Cal. 1,179.65 

Winn, J. H., Ga. 1,052.65 

Williams, J. A., Cal. 1,050.50 

Wimer, Frank J., Ill. 1,177.85 

Williams, Oscar, Ill. 1,051.20 

Wilber, R. C., N. Y. 1,063.42 

Wildman. M. R„ Texas. 1,065.70 

Wilkens, J. E., Utah. 1,224.80 

Woodard, Dee R., Cal. 1,113.68 

Worley, Alfred J., Ohio. 1,137.05 

Woodworth, Walter R., Ohio.... 1,050.80 

Wright, Carson W„ N. J. 1,056.70 

Wvms, James, N. J. 1,055.75 

Yaeger, Richard E., N. Y. 1,209.40 

Young, W. L., Ont. 1,088.40 

Yngve, John E., Minn. 1,086.45 
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$40 Bonus, $750-$900 Sales 

JF your name appears in this 
bonus class each quarter, your 
minimum annual earnin&s will be 
$1,360.00 
plus your yearly bonus 

L_ 


Ackerman, Frank M., Ohio.$907.70 

. A d^.ms, E. Russell, Del. 975.15 

Adams, Frank T., Tenn. 944.75 

Adams, Wm. G., Nebr. 926.95 

Allen, Clinton J., Mich. 905.15 

Amos, Al, Ind. 915.90 

Ash, Robt. B., Jr., W. Va. 901.01 

Atwater, Clarence W., N. Y... 999.15 

Babcock, Roland P., Mass. 921.20 

Dailey, Joseph W., Del. 994.90 

Banta, Glen, Ohio. 1.000.00 

Bauders, Jesse A., Ohio. 900.90 

Bennefiel, Roy Harvey, Kansas 937.20 

Belew, Arthur C., Ind. 983.80 

Beaumont, G. C., Cal. 907.95 

Beadle, John T., Ont. 980.35 

Beckley, Wm. H., Okla. 913.45 

Bicknese, Claudy M., Mo. 933.15 

Biehl Victor N., Iowa. 954.75 

Blackburn, Lloyd W., Ind. 900.50 

Black, Harvey O., Conn.901.15 

Blake, Alton F., Mass. 989.95 

Blatz, Harry J., N. Y. 901.90 

Bostwick, Raymond C., Ill. 1,032.65 

Bowman, Fred W„ Mich. 902.60 

Bond, Chris. M., Mass. 930.05 

Bowman. Clarence M., Ohio ... 903.00 

Boettingheimer, R. W., N. Y. 904.20 

Botter, Orlanda A., Alta. 952.20 

Branson, Randall, Kansas. 901.45 

Brooks, Win. B., Calif. 946.70 

Bremer, Emil H., Texas. 968.65 

Butterworth, Percey J., N. Y. 932.25 

Carroll, Elmer J., Ill. 932.95 

Calmes, A. F., N. Y. 903.95 

Carle, Perley R., N. Y. 931.55 

Casey, Paul Leo, Penn. 904.12 

Carlson, Norman W., Quebec.... 911.55 

Cain. Elbert, Ore. 935.10 

Chesley. John G., N. H. 975.40 

Clark, W. H., Vt. 1,035.55 

Clark, James M., Ohio . 939.25 

Comte, Ernest, Mich. 921.55 

Connor, Wm. R., Conn. 937.05 

Cordsiemon, Mrs., Ill. 904.45 

Collins, Louis R., N. Y. 902.95 

Courtice, Harold J., Manitoba 965.25 

Cote, Joseph E., N. B. 937.95 

Coulombe, Angela, N. B. 908.65 

Davenport, Perry F., Cal. 915.25 

Dennett, Paul A., Maine. 940.30 

Demerling, A. W., Ont. 902.30 

Donahue, Thos. J., Ill. 917.05 

Duncan, Barker A., Mo. 1,025.00 

Dunbar, Jacob A., Iowa. 1,017.40 

Dunshee, Frank S., Ill. 903.50 

Eaton, James V., Mich. 978.60 

Easterday, Robert A., Penn. 915.55 

Eccleston, C. H., Mass. 906.20 

Elliott, Jos. E., Ind. 914.65 

Emeris, Theodore A., Iowa. 919.70 

Engle, Chester, Penn. 936.75 

Ephlin, Donald L., Mich. 918.15 


Erpe, Earl H., Iowa. 950.55 

Ernisse, Herbert E., N. Y. 908.60 

Everett, Francis, Iowa. 920.10 

jp : Fish, Charles E., N. Y. 906.80 

Fishbaugh, Wm. M., N. Y. 963.85 

Finch, Arthur G., Alta. 936.85 

Fletcher, A. M., Cal. 1,013.55 

Ford, Milton H., N. J. 925.25 

Forbis, Glenn M., Texas. 909.10 

Franklin, Adolph, Ala. 899.05 

Gage, Wm. A., Iowa. 958.55 

Gayle, Fred W., Texas. 973.35 

Gauthier, Georges W\, Quebec.. 965.50 

Gilbert, Forrest J., Ga. 922.80 

Gilmartin, Leonard J., Penn... 988.30 

Glass, G. C., Cal. 962.05 

Goodrich, Ernest W., Wis. 910.30 

Gray, Wm. R., Ill. 919.65 

Gunn, Alfred G., Mass. 901.30 

Hazzard, Robt. J., Ont. 902.00 

Hardesty, R. O., Wash. 1,042.85 

Hanush, F. A., Cal. 933.25 

Hamilton, Rodney E., Penn. 914.80 

Hagemeister, Ray. W., Minn... 903.05 

Heaphy, Merrill J., Mich.1,004.60 

Herman. Reinhold A., Ill. 960.65 

Hemphill, Floyd, Ind. 808.25 

Heidloff, W. H., Ohio. 986.78 

Henderson, Alva A., N. Y. 897.95 

Highley, Seward, Mass. 930.70 

Higginbottom, J. F., Tenn. 934.80 

Higgins, Henry R., N. Y. 905.55 

Hord, Milton Llovd, Ohio. 916.95 

Horton, R. J., N. Y. 971.25 

Holme, Rudolph, Montana. 1,003.65 

Hunt, Alfred T., N. J. 905.60 

Hungerford, Ralph L., Conn. 976.10 

Hurr, Paul, Ohio. 929.90 

Jacobs, Edward H., Ind. 1,004.25 

Jepson, E. H., Cal. 935.90 

Johnson, Glenn G., Iowa. 934.00 

Johnston, J. H., Sask. 1,032.40 

Kassebaum, F. W., Ore. 898.90 

Kennedy, A. S., Conn. 900.65 

Keyser, Claude T., Ind. 958.78 

Key, John W\, Texas. 900.52 

Kendall, Alba C., Tenn. 918.20 

Kennedy, Thos. H., Alta. 1,035.10 

Kinrod, Louis, Wash. 912.55 

Kilburn, George L., Ill. 972.55 

Knox, Albert O., Mass. 910.45 

Lammadee, Russell L., Cal. 915.70 

Lawrence, Ray R., Ill. 912.75 

Larson, Emil, Md. 925.97 

Lake, Harry C., Iowa. 918.45 

LeFevre, Edward J., Mich. 973.85 

London, Harry J., La. 909.65 

Loop, Cecil M., Iow T a. 991.90 

Long, J. Ritchie, Iowa. 911.50 

Lyman, Thos. H., Ont. 950.50 

Marke, Wm. T., Cal. 970.90 

Marshall, Jessie C., Md. 910.65 

Marshall, Harley E., Ind. 1.007.85 

McGuire, Daniel J., Mich. 913.75 

McSwain, Charles, N. C. 1,035.50 

McKleroy, Thomas B., Ga. 1,004.50 

McCarthy, Kelton Dale, Ind. 903.66 

McNamara, George A., Ohio.... 035.35 

McCarthy, John A., N. Y. 927.05 

McMillan, Glenn B., Iowa. 017.85 

Meley, Norman N., Penn. 962.85 

Miller, Herbert C., Penn. 004.10 

Minard, Robert K., N. J. 998.20 

Moss, Victor C., Okla. 945.50 


Monigle, Fred B., Mass. 901.95 

Monahan, Edward J., Ill. 999.10 

Montgomery, A. D., Penn. 940.50 

Mohme, Harry E., Iowa. 9o6.80 

Murray, A. P., Quebec. 910.60 

Murrell, Herbert, Tenn. 907.10 

Narey, Peter, Jr., Ark. 945.90 

Nash, James Edgar, Md. 910.35 

Nelson, Guy C., Mich. 996.93 

Neale, Thos. P., Ont. 932.25 

Newman, Aldice P., N. Y. 911.60 

Neider, Fred J., Iowa. 920.35 

Ogden, Seymour D., W. Va. 974.55 

O’Dell, Marshall G., Cal. 1,013.35 

O'Donnell, Jos. J., Mass. 922.65 

Owens, G. T., N. Y. 1.042.50 

Padden, J. E., Ont. 919.20 

Peck, Edwin B., Colo. 928.85 

Piper, George W., Ill. 943.90 

Potter, David R., Conn. 940.30 

Price. Thomas H., N. Y. 902.50 

Rankin, Thomas A., Ohio. 945.55 

Ramkey, William H., Va. 912.95 

Raphael, C. George C., Mich... 923.43 

Rhodes, William A., Mass. 911.40 

Rhodes, Casper E., Ill. 933.40 

Riggs, Roy, N. H. 914.65 

Rock, Rupert L., Cal. 909.55 

Rourke, John E., Conn. 915.55 

Rossow, Fred W., Ill. 907.55 

Rossman, Geo. D., Ohio. 978 85 

Royce, H. M., Mass. 901.73 

Rounds, Chester A., N. Y. 940.60 

Roth, Bernard C., Mich. 893.45 

Sarson, M. R., Cal. 900.20 

Schweikert, Herschell A., Ohio.. 998.50 

Seeley, C. B., N. B. 911.70 

Shoemaker, John J., Wis. 1,042.85 

Shaw, Frank B., Ill. 1,028.15 

Sheeler, Joseph B., N. Y. 917.00 

Shumaker, E. Glenn, Montana 1,029.38 

Sitter, Joseph J., Penn. 909.15 

Slater, Dewey W., Ark. 938.65 

Smith, Gordon F., N. J. 1,013.12 

Snedeker, Stewart H., Ind .... 898.05 

Spence, Wm. R., Ohio. 950.43 

Stangohr, Victor A„ Cal. 904.80 

Stinson, W. D., Montana. 1,013.45 

Steiger, George F., N. J. 905.90 

Svmonds, Charles A., Okla. 911.30 

Teatcr, Louise R., Ill. 904.33 

Templeton, J. Mart, W. Va. 925.60 

Tichcnor, Major L„ S. D. 985.85 

Tole, Louis R., Ohio. 994.80 

Turner, George L., Wis. 956.10 

Turner, Charles S., Ill. 930.65 

Turner, Eugene W., Va. 1,016.50 

Wade, James E., B. C. 901.05 

Ward, John T., Mass. 952.05 

Watts, Pearl, Ohio. 912.05 

Walsh, Leo T., N. Y. 969.52 

W’alther, Ralph A., Iowa. 910.00 

Wells, Thomas S., Ore. 912.00 

Weston, Wm. J., Ontario. 931.35 

Weimer, Frank J., Penn. 908.95 

Whalen, J. E., Quebec. 901.55 

Whitescarver, John D., Va. 905.20 

Wilson, R. B., Fla. 981.95 

Winans, Ronold K., Ill. 908.75 

Williams, Harry R. Jr., Ill. 906.95 

Wilcoxen, Delbert P., Ind. 905.05 

Willis, A. R., Texas. 903.98 

Wilson, Edward W., Mo. 9CW.05 

Woodward, William F., N. Y. 934.85 
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Wood, George H., N. Y. 912.15 

Woods, Archie G., Mo. 917.15 

Wrate, Edwin, Mich. 911.65 

Young, Joe J., Cal. 1,070.20 


Underdown, Daniel W., Mich. 993.50 


$60 Bonus, $900-$1050 Sales 

F your name appears in this 
bonus class each quarter, your 
minimum annual eamin&s will be 
$ 1 , 680.00 
plus your yearly bonus 


Abel, Merritt W., Md. 781.00 

Adams, Edwin R., Conn. 751.00 

Adams, W. J. B., Ga. 767.90 

Adams, Richard B., Ga. 778.55 

Adams, Robert M., Mich. 884.65 

Ainsworth, Wm. T., Md. 762.85 

Allen, E. S., Miss. 763.15 

Alberte, Harry W., Penn. 844.45 

Albaugh, Forrest P., Ill. 765.60 

Allison, John A., N. C. 755.90 

Anderson, Fred T., Wash. 750.90 

Armstrong, W. H., Cal. 755.20 

Armstrong, Howard T., Ill. 753.35 

Augustine, Harry F., Wise. 763.15 

Ayrheart, Ed., Ont. 781.40 

Bavier, Archibald M., Mass. 777.75 

Bankey, Walter V., Ill. 777.30 

Baker, Russell W., Ohio. 763.95 

Barthoff, J. H., N. Y. 759.10 

Ball, Wm., N. Y. 759.45 

Banff, Alexander, N. Y. 842.65 

Bailly, Harry J., N. Y. 750.60 

Balliet, Clyde A., Penn. 754.40 

Barnum, Benj. F., Penn. 845.80 

Bald, Fred W., Mich. 795.80 

Bates, Johnstone, Mich. 823.05 

Baker, Walter, N. J. 796.45 

Baker, Felix E., Md. 799.50 

Beausoleil, Geo. A., R. 1. 750.60 

Bell, Francis R., N. B. 795.55 

Beagent, Chas. E., B. C. 760.35 

Berry, Charles R., Penn. 747.98 

Bennington, John B., Penn. 759.95 

Birch, David E., N. Y. 808.65 

Bilvea, George, Ont. 826.85 

Black, F. C, Texas. 767.30 

Bloom, Mildred I., N. Y. 751.25 

Blocxham, Carl L., Tenn. 754.10 

Bodor, A. H., Cal. 798.30 

Box, Wm. A., Texas. 771.20 

Bowes. Theo. F., Penn. 858.85 

Bois, J. Albert, Quebec. 866.80 

Bowman, John O., Mich. 835.90 

Boudreaux, Edward J., La. 815.15 

Brochu, W. S., Quebec. 831.15 

Bryant, Chas. K., Iowa. 893.45 

Broadbent, Fred J., Conn. 758.60 

Briggs, Willis F., Mass. 779.00 

Brownell, Elmer N., Me. 755.10 

Braggs, Ed., Ga. 758.15 

Brock, Chas. L., Fla. 750.95 

Brogdon, Arleigh, Va. 758.60 

Brown, Orlando D., Ohio. 766.50 

Bullis, Frank, Ill. 753.90 

Burgess, Michael R., Ind. 778.45 

Bums, Mark O, Conn. 853.15 

Burns, J. J., Mass. 815.&6 


Bufkin, Oliver N., Ala. 755.70 

Burns, Jack, Cal. 751.70 

Burke, G. R., Cal. 757.05 

Buehler, C. J., N. Y. 802.85 

Budelman, A. John, N. Y. 757.15 

Buhrman, Richard, N. Y. 755.30 

Burt, James M., Nebr. 768.95 

Bynum, Hartwell T., Ill. 753.90 

Carothers, Hubert O., Ark. 751.85 

Carothers, Roy M., Ill. 754.10 

Calvert, Dwight M., N. Y. 753.75 

Cain, Frank G., N. Y. 759.85 

Carson, Orville H., N. Y. 784.70 

Carmichael, Robert W., N. Y. 845.35 

Carnahan, P. F., Penn. 792.40 

Callahan, Gerald J., Conn. 752.45 

Carpenter, Gilbert E., Nebr. 752.35 

Carlson, Algot T., Minn. 755.35 

Cantine, Alvah O., Mich. 752.15 

Christopherson, Lydia, Ill. 761.60 

Chagnot, A. A., Conn. 800.20 

Chamberlain, Louis A., Conn... 775.65 

Chittock, Arthur R., Ohio. 882.35 

Cherry, Robert J., Ore. 754.00 

Charbonneau, J. G., Ont. 757.25 

Chandler, John P., Minn. 771.25 

Cloud, L. Richard, Ill. 762.80 

Clark, Ruby, Ind. 785.55 

Cleveland, Ernest W., Conn. 811.80 

Clark, Vesta F., Cal. 785.25 

Clift, Benj., Ohio. 752.70 

Clifford, Charles H., N. Y. 776.90 

Clever, Wm. A., Penn. 753.55 

Clarke, Wm. J., Alta. 764.60 

Collins, Arthur R., Ohio. 754.70 

Conn., Edward N., Tenn. 760.20 

Coleman, Winfield I., N. Y. 757.25 

Coupland, Geo. D., N. J. 774.95 

Cook, Arthur B., Mich. 760.75 

Cotton, George, Conn. 751.25 

Cooper, Wm. L., R. 1. 781.05 

Combs, Oliver B., Ohio. 851.35 

Comstock, C. T., Penn. 770.35 

Coulter, Howard D., Penn. 769.45 

Corson, Robert E., Penn. 760.77 

Crow, Dale B., Ind. 756.95 

Crane, Ralph S., Mass. 893.85 

Crawshaw, Wm. R., N. Y. 849.95 

Crosby, M. J., N. B. 824.00 

Crowe, Frank, Ont. 776.55 

Curwen, Wm. S., Ill. 799.05 

Cuerten, A. D„ Penn. 805.90 

Dawson, Raleigh W., Texas ... 752.80 

Dabbs, Frank E., Tenn. 764.80 

Danzoll, F. Slade, N. J. 752.78 

Deysher, Ell wood, Penn. 758.35 

De Pencicr, Guy, Sask. 765.20 

De Haven, F. J., Penn. 803.30 

DeLong, James C., Mich. 819.25 

DcLong, Loyal, Mich. 802.35 

Dittemore, Wm. H., Mo. 754.50 

Dinnany, Stephen J., N. Y. 752.45 

Dickson, Stewart, Penn. 858.70 

Doll, John A., Mo. 772.15 

Doize, Louis I., La. 755.05 

Duncan, Moran B., Texas. 764.10 

Eastin, Robt. M., Ohio. 796.45 

Earl, Donald W., Ohio. 814.30 

Edmonds, Robt. J., Mass. 748.85 

Edwards, Geo. F. E., Va. 761.30 

Edmunds, Arthur J., Penn. 761.85 

Eley, Ray L., Ind. 752.80 

Ellinger, Ellwood, Cal. 750.85 

Ellwood, John K., Ohio. 755.40 


Elliot, Allen, Texas. 751.60 

Elder, Wm. A., Kansas. 750.95 

Embree, Robert L., Colo. 774.00 

Engle, Frank W., Penn. 811.20 

Erickson, John O., Wise. 755.33 

Evans, Chas. W. A., Ill. 758.10 

Farnsworth, R., Ont. 757.35 

Farr, G. W., Cal. 750.80 

Farnum, Ralph S., Penn. 751.55 

Fellows, Wm. E., Wise. 827.00 

Fite, Frederick L., Colo. 770.70 

Fishbaugh, Frank L., N. Y. 762.90 

Fisher, Wallace E., N. Y. 753.65 

Fisher, Michael J., Iowa. 860.25 

Fletcher, H. C., N. B. 864.75 

Fletcher, Ernest M., Que. 752.70 

Fowler, Edward C., Ohio. 874.85 

Frook, M. D., Ont. 759.75 

Friedel, Oren H., Wise. 755.55 

Fritchman, Steven H., Ohio.... 775.20 

Fuller, Howard Earl, Ohio. 759.00 

Fuller, M. D., N. Y. 869.95 

Galbraigth, Arthur, Ar. 801.80 

Garretson, W. P., Cal. 853.25 

Garfield, Jas. T., Penn. 753.43 

Gardner, Alois P., Minn. 800.55 

Gertz, Darwin, Iowa. 811.95 

Geeting, Rank T., Mo. 759.60 

Geist, Albert, Mo. 842.15 

Geisey, W. H., Md. 771.45 

Ghent, C. L., Ont. 862.30 

Gibson, Earl I., Ore. 751.55 

Gilfillan, Robert, Colo. 751.65 

Gilliom, Elmer F., Ind. 751.45 

Goodwin, Frank E., N. C. 812.05 

Goodrich, Chas. S., Wash. 752.30 

Goodrich, W. H., Wash. 771.65 

Gottsmann, Geo. A., Mass. 751.90 

Goodrich, Leslie D., Cal. 825.65 

Goerwitz, Richard L., Ill. 786.15 

Gooding, Ottis T., Texas. 820.40 

Gordon, D. A., Md. 762.95 

Grunze, Herman, Wise. 758.35 

Graham, Robert, N. S. 776.10 

Grant, Gordon M., N. S. 778.20 

Gregson, Francis S., B. C. 820.05 

Groff, Harry A., N. J. 773.10 

Grunau, Elmer Geo., Conn. 887.58 

Green, H. C., N. H. 883.20 

Griffin, Givens E., Ark. 772.45 

Grimsley, Wm. A., Tenn. 752.65 

Grant, Wayne H., N. Y. 751.75 

Grayburn, Ralph T., Md. 766.00 

Griffin, Grant Rex, Kans. 864.15 

Gulikscen, Thoral C., Wise. 791.73 

Gudge, James K., Ore. 764.85 

Haley, Leonard F., Okla. 855.45 

Hay, Robert M., Conn. 804.10 

Hallquist, Carl A., N. H . 820.10 

Haslup, J. W., Del. 833.85 

Hall, Jas. H., Ind. 773.10 

Haas, Charles H., Ohio. 758.05 

Hale, Merril R., N. Y. 753.40 

Hayes, Jay W., N. Y. 753.50 

Harper, Magnus R., Mo. 767.40 

Harding, John F., Minn. 804.S0 

Heinrich, Geo., N. J. 818.80 

Hennacy, Ammon A., Ga. 893.90 

Heil, Adam, Ill. 763.95 

Henderson, Fred O., Texas. 884.30 

Heyde, Edward E., N. Y. 754.33 

Hensley, Clarence W., Mo. 802.10 

Hills, John H., Mich. 797.35 

Hickok, Horace E., Mass. 766.70 
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Hilton, Henry B., Mass. 

Hillary, William N., Texas. 

Hodgson, Wm., Ore. 

Hohn, Jacob, Iowa. 

Hotaling, Chas. E., Iowa.. 

Holahan, Peter C., Mich. 

Holder, Jim K., Okla.. 

Hockett, Wm. N. f Ind. 

Holmes, H. A., Penn. 

Hocker, Jos. M., Ky. 

Horst, Leonard Frank, Iowa— 

Huller, Clifford, Ont. 

Hunter, A. D., Cal. 

Huber, William F., D1. 

Hunter, Harold W., Mo. 

Hudson, Loren R., Minn. 

Illinik, Louis, Mo. 

Jaffke, Chas. P., Wise. 

Jackson, Clarence C., N. J. 

Jarvis, G. Y., Cal. 

Jackson, Wm. Henry, Va. 

Jensen, Merle, Ont. 

Jensen, Thos. V., B. C. 

Jones, Marion F., Iowa. 

Johnson, Roy P. K., Wise. 

Joder, Wm. E., Ill. 

Jones, Chas. P., Penn. 

Kearney, Lonnie E., N. C. 

Kennedy, James, Cal. 

Kelley, Jas. S., Ind. 

Kelley, Harry M., Kansas. 

Kempling, Geo. H., Ont. 

Kidder, Paul W., Iowa. 

Kirby, Leroy L., Okla. 

King, H. W., Conn. 

Kingsland, A. G., Vt. 

Kirkpatrick, W. W., Fla. 

Kitzman, Carl E., HI. 

Kling, Guy M., Penn. 

Knight, Louis J., R. I. 

Konstanzer, Christian W., Mich 

Kraus, Louis, Mass. 

Krietemeyer, Carl O., HI. 

Kreps, Herman E., Ill. 

Kraft, Edw. G., Mo. 

Kruspe, Fred C., Ont. 

Laughlin, Raymond J., Nebr. 

Landers, Leo. M., Okla. 

Laney, John S., N. C. 

Lapington, Geo. T., Ont. 

Lagow, Wm. E., Texas. 

Lewis, Raymond P., Mich. 

Leslie, Wm., Ontario. 

Leonard, Earl V., Ill. 

Lentz, Walter, Ind. 

Lewis, Emerson E., Ohio. 

Lewis, Blanche E., Ohio. 

Leas, C. Ernest, N. Y. 

Lehman, Raymond H., Penn... 

Lemon, Elroy, Mo. 

Lillibridge, Leo V., Ind. 

Lloyd, John C., Ind. 

Logan, James W., Wash. 

Lovell, Guy I., Nebr. 

Lougee. Frank A., Me. 

Lotz, Grover C., Penn. 

Luetchford, Walter, N. B. 

Luce, Geo. W., Penn. 

Luker, Paul H., Montana. 

Lynch, Raymond J., Mass. 

Makepeace, Stanley K., Ont... 

Macintosh, Harry G., N. S. 

MacDougall, F. S., Cal. 

Mast, Erwin F., Ind. 


847.70 Marshall, Wm. S., Ohio. 

761.60 Marcell, Arthur T., Ohio. 

818.90 Matthews, Walter, N. J. 

80130 Markle, William A., N. J. 

787.SO Mason, Thos S., Montana. 

804.65 McGovern, W. J., Mass. 

759.40 McFarland, E. A., Conn. 

791.95 McCaffery, T. A., Cal. 

776.25 Moorman, Reuben S., Ga. 

789.55 McCormick, John G., Cal. 

760.65 McFarland, Geo. B., Ohio. 

759.75 McGinley, James T., Ohio. 

750.05 McLeland, Albert, Texas. 

76135 McMillan, Robert C., Tenn. 

827.00 McCarthy, James H., N. Y. 

843.45 McGee, Frederick H., Penn. 

752.95 McDermot, James R., La. 

75435 Merkel, Norman E., Ont. 

799.53 Metzler, Le Roy J., Ohio. 

851.25 Mitchell, Harry B., Ill. 

801.10 Michael, John B., Ohio. 

788.80 Miller, Wm. L., Ohio. 

852.65 Miller, James C., Texas. 

852.10 Miller, John E., Mo. 

753.85 Morgan, Cledwin A., W. Va. 

756.05 Moore, Earl N., Mich. 

770.90 Morrow, Harry S., Mich. 

819.77 Moser, Reuben L., Fla. 

756.75 Moening, Leo. F., Ind. 

819.60 Monsen, Lavar, Utah. 

814.15 Mott, Harry L., N. Y. 

813.30 Mowrer, Victor K., Md. 

788.65 Murphy, Harrison J., Ont. 

797.95 Muenker, Jacob P., Ohio. 

753.00 Murphy, John D., Ohio. 

787.60 Muller. Henry J., Texas. 

803.10 Mull, Frank H., Penn. 

807.80 Nelson, Maurice A., Colo. 

790.80 Nietzold, William H., N. Y. 

752.40 Niblett, James A., Nebr. 

753.25 O’Connor, Edwin J., Ind. 

765.45 Odegard, Karl A., Wash. 

842.70 O’Donnell, James E., Mass. 

824.35 O’Dell, Chas. C., Ga. 

751.15 O’Loughlin, B. M., Cal. 

754.95 Orleans, Robert R., Mass. 

776.95 Orr, Warren E., Fla. 

757.65 Overholser, A. C., Penn. 

750.65 Owens, Arthur V., Fla. 

754.25 Owen, Chas. B., Mo. 

84930 Owings, R. R., Ohio. 

751.15 Parks, Francis C., Ont. 

761.65 Patterson, Patrick, Alta. 

868.93 Penninger, W. T., Ill. 

754.71 Pease, Franklin E., Ill. 

758.15 Perine, Wm. H., Ill. 

756.90 Peterson, John F., N. Y. 

871.85 Pepperman, C. E., Penn. 

751.35 Pineo, Ca. A., Mass. 

750.15 Piper, O. T., Ill. 

783.15 Pietzner, Herbert A., Ohio. 

773.90 Pittman, Frank, N. Y. 

790.10 Pollard, James Raymond, Conn 

885.60 Poister, Paul A., Ohio. 

821.70 Pollard, Richard P., N. Y. 

806.75 Price, Norman E., Ont. 

803.55 Ranger. Louis De G., Que. 

757.85 Randall, T. N., Cal. 

755.55 Rankin, Leroy J., Kansas. 

894.25 Read, William O., Ind. 

754.70 Reynolds, Raymond H., N. Y. 

751.05 Reese, Harold T., Mich. 

752.80 Reimers, Claus, Nebr. 

824.20 Rice, Frank G., Ohio. 


78830 

752.40 

758.60 

783.75 

780.20 

763.10 

838.10 

748.60 

772.25 
806.57 

759.90 
800.18 

766.45 

819.40 

835.90 

813.55 
867.00 
758.05 

747.50 

845.95 

769.80 

891.60 

777.25 

754.95 

770.20 

822.80 

850.85 
780.05 
762.05 

783.55 
787.67 
746.72 

806.70 

763.85 

756.55 

755.85 
772.81 

885.20 
757.07 

769.75 

863.90 
737.53 

780.50 
752.05 

804.45 

787.25 

780.20 
866 20 

910.70 

768.45 

767.80 

779.50 
87335 

757.55 

754.85 

758.75 
810.65 
754.85 

849.75 

887.20 

755.45 

869.80 

789.80 

844.55 
781.32 

750.70 

820.20 

781.20 

751.80 
806 65 
750.70 

758.20 

811.95 

797.40 


Ribler, S. K., Mich. 800.68 

Rollans, James V., Mass. 797.70 

Rohan, Edgar A., N. H. 795.15 

Rogers, Donald M., ni. 760.20 

Rosengren, Eilert L., Ill. 761.20 

Rollman, Roy E., Ohio. 811.40 

Roop, W. C., Ohio. 792.00 

Rote, Robert F., Penn. 759.30 

Rodger, Elmer E., Penn. 766.00 

Rogers, Ralph M., Ky. 751.45 

Robertson, James G., West Va. 752.15 

Roggman, Wm., Mich. 760.80 

Rust, C. Morton, Kansas. 751.4t> 

Rumbell, Joseph E., Mich. 772.60 

Sanderson, David D., Ala. 841.20 

Sands, Victor, Cal. 761.50 

Sapinksi, Rudy, Ill. 763.30 

Sapp, William E , Ill. 751.55 

Sanders, Simon W., N. C. 801.92 

Seaman, Wilfred B., Ont. 782.60 

Scott, Henry T., Mass. 754.15 

Scott, Wm. B., Cal. 762.85 

Scott, D. Alexander, Ill. 813.10 

Schlachter, Elmer W., Ohio. 765.95 

Schindler, Frank, N. Y. 753.20 

Scammell, Edward J., N. Y. 761.15 

Schmelzle, Clayton N., Penn. 757.10 

Schadel, Harry F., Penn. 829.65 

Schwandt, August G., Minn. 759.05 

Seabold, Norman W., Ind. 756.90 

Severin, Albert F., Minn. 766.75 

Shellhouse, G. B., Cal. 763.55 

Shawen, Charles W. 816.13 

Shean, Maurice G., Texas. 75130 

Shoemaker, Hugh R., Tenn. 758.40 

Shaver, William H., N. Y. 750.85 

Sink, Wilbur F., Ind. 89130 

Sill, Gurden G., Ohio. 773.35 

Singer, John L., Penn. 750.85 

Smith, Donald E., Ont. 760.15 

Spaulding, Raymond A., Wise... 755.05 

Spear, Arthur C., N. Y. 773.20 

Sprong, Oliver T., Iowa. 755.60 

Spackeen, Harvey, Iowa. 800.15 

Squires, Mahlon M., Ind. 752.45 

Stookey, Robert M., Ore. 779.59 

Stevens, Geo. E., N. H . 832.90 

Steinmeier, Max, ni. 874.10 

Stiles, Raymond J., Ohio. 751.45 



Make hay while the sun shines 
And also in between times! 
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Stoddard, C. G., N. Y. 907.15 

Stafford, Wm. N., N. Y. 758.10 

Stabley, Spurgeon A., Penn. 750.75 

Strouse, Walter D., Penn. 774.25 

Struble, Franklin T., Montana 832.15 

Stalcup, Ernest F., Kansas. 753.65 

Strozinsky, Irvine L., Iowa.... 831.90 

Steele, Lyle, Iowa. 813.20 

Stone, A. Lee, West Va. 754.05 

Stone, Geo. E., Mich. 803.90 

Steele, Clyde A., Mich. 814.25 

Stimson, Donald C., Penn. 884.20 

Summers, Mathew, Ont. 804.25 

Sullivan, Eugene Joseph, Mass. 759.45 

Summers, Voshel T., Ind. 755.18 

Snyder, Guy L., Penn. 854.55 

Sword, A. D., Ont. 755.05 

Sweet, Clyde B., Cal. 76Q.50 

Talle, Arnold E., No. Dak. 746.10 

Taylor, Rolfe R., Ind. 865.96 

Talley, T. C., Utah. 866.65 


Taxter, Herbert C., N. Y. 790.70 

Taylor, Lemont R., N. J. 753.50 

Teiesnitsky, Arthur, Conn. 772.25 

Thrasher, D. K., Ind. 788.90 

Thies, Elmer, Ind. 751.75 

Thomas, Joe E., Tenn. 763.10 

Thomas, Lee H., Penn. 751.80 

Thompson, A. V., N. B. 770.25 

Theriot, Howard, La. 747.90 

Towers, Willard J., Mich. 754.75 

Traughber, Jessie D., Tenn. 776.88 

Urner, Webster C., Penn. 871.45 

VanKoert, John, Ill. 751.00 

Van Gundy, Morris S., Iowa.... 853.35 

Van Auken, Nathan, Wise. 816.55 

Watrous, O. J., Cal. 775.45 

Waddell, Willard E., Ill. 757.68 

Wagner, James, Ohio. 763.50 

Wagner, William C., Ohio. 751.35 

Wander, Ronald W., Mich. 760.05 

Webb, Edgard D., Ont. 831.00 


Wcatherbee, Herman, R. 1. 770.45 

W r eimer, C. Everett, Ohio. 753.15 

Weisbendcr, Walter W., Ohio.... 761.55 

Welsh, Joseph, Mo. 792.70 

Westlake, I. G., West Va.. 754.20 

White, Joseph F., Colo. 759.65 

White, G. Williard, Texas. 793.00 

White, C. L., Texas. 761.80 

White, Blon H„ Ky. 777 00 

Williams, Chas. F., Cal. 751.50 

Wilson, Raymond N., Penn. 760.30 

Witheridge, John, Penn.877.05 

Worley, Thomas, Ala. 860.10 

Woodroffe, Katherine F., Cal. .. 836.50 

Wolfe, Wayne Ellis, Ind. 808.30 

Wray, E. A., Quebec. 770.85 

Yost, Truman, Cal. 749.75 

Young, Alex E., B. C. 775.10 

Young, John C., Texas. 832.60 

Zerbe, Wesley M., Penn. 758.85 


On Our Profit-Sharing Plan 
1628 Representatives Received 
$146,697 

For These Three Months 
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A S»dti0 of UJliriatmafl 

By Miriam Pomeroy 

Flutter of birds on wing for the South, 
Chill of the frosty air, 

Blanket of leaves underneath our feet, 
Leaving the gaunt trees bare. 

Flurry of snow in the clear cold night, 
Jingle of bells on the roof, 

A child’s bright eyes that will not close, 
The fall of a tiny hoof! 

Stockings that bulge with candies and toys, 
Hearts that are free from care— 

Glad tidings ring all down the years, 

Good Will reigns everywhere. 

Peace on earth and a merry world— 

Let rich and poor be gay. 

Bring the gift of a joyous heart, 

For Love rules Christmas Day. 

Song of a year that is almost done , 

Song of a laugh and a tear, 

Song of a season of love and fun, 
Christmastide is here! 
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THE FULLER BRUSH COMPANY 

Hartford, Connecticirt 


Volume VI DECEMBER, 1922 Number 12 


October Contest a Smashing Success 

Ninth Anniversary Celebrated to the Tune of $1,020,000 


In October, we celebrated the ninth Anni¬ 
versary of the Fuller Brush Company. We 
celebrated it in typical Fuller fashion by stag¬ 
ing one of the finest sales contests in the his¬ 
tory of our Company—the OCTOBER AN¬ 
NIVERSARY CONTEST—the sizzling, flash¬ 
ing effects of which were felt in every ham¬ 
let, town and city in the United States and 
Canada. 

There were two competitions—a National 
and a District—and every salesman in the 
Fuller organization was eligible. It was a 
smashing success—sales totaled $1,020,000 
for the month and everyone in the Fuller 
sales organization can feel proud of their 
splendid efforts which resulted in putting 
over the greatest October our Company ever 
had. 

October—the month of our Company’s An¬ 
niversary—has always been weak in sales 
records. For the past several years it has 
shown up poorly on our sales charts. We 
have often regretted it, we have often dis¬ 
cussed it, we have always known that dur¬ 
ing an anniversary month, at least, sales 
records should shoot upward, symbolic of the 
birth and growth of our organization. In 
October, 1922, we accomplished it for the 
first time. We fittingly commemorated the 
birth of “Our Company” and incidentally 
proved that the traditional October slump 
was a nightmare and not a reality. 

A total of $4,725.00 in prizes will be given 
to the winners in the October Contest. Six 
grand prizes of one share of preferred stock 
of our Company will be given to the leader in 
each Division. Prizes totalling $2,400 in 


value will be given to the 107 high men^ in 
order of their sales. Fifty prizes totalling 
$500 awarded by lot among those having 
actual sales of $325 or more, but not high 
enough to win one of the 113 chief prizes. 
One “Lucky Man” prize awarded by lot, val¬ 
ued at $25.00. In addition, prizes valued at a 
total of $1,200 to be awarded to men in each 
of the Districts winning in the District Con¬ 
tests. A broadside announcing the prize 
winners has already been mailed to all 
Branch Managers for distribution to repre¬ 
sentatives. 

To the prize winners in the October Anni¬ 
versary Contest, and there are more than two 
hundred and fifty, the wonderful gifts they 
receive will be a constant reminder of their 
own personal achievement in competition 
with hundreds of other Fuller men. To those 
that were not fortunate enough to win a 
prize, there is the thought that there are 
greater things than prizes. Among them, 
the knowledge of confidence in one’s self, the 
feeling of the dependability in one’s power to 
make a wonderful endeavor to put over the 
big thing with the best effort in him. The 
loser isn’t a loser in this sense. He comes 
out of the fray—senses keen and alert, with 
the tang of battle—eager as a leashed hound 
to whirl into the play again, determined to 
lead them all. 

Gone, yes surely—but far from forgotten. 
October will linger in the minds of all of us as 
a month of real achievement. 

Hearty and sincere congratulations are in 
order: to the Division executives of our Com¬ 
pany who so ably developed, directed and sup- 
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ported the work of their Division during this 
contest; to the District Managers who so 
capably originated plans and superintended 
the sales efforts in their respective districts 
eagerly urging them forward to take flying 
colors in the District Contest; to the Branch 
Managers and their Assistants who so excel¬ 
lently co-operated and enthusiastically and 
earnestly pressed forward determined to es¬ 
tablish new office records; and lastly, to each 
Fuller representative whose vigorous deter¬ 
mination spurred on his own personal sales 
work and resulted in a crowning victory—a 
real accomplishment in making the October 
Anniversary Contest a memorable success. 

The credit is ours, but let’s not rest on our 
laurels. Only one month remains for us to 
round out the year 1922 in typical Fuller 
style. It will be a year of notable achieve¬ 
ment, for every indication points to the sales 
record for 1922 as the highest in the history 
of our Company. We all have helped and 
still have opportunity to assure this a real¬ 
ized fact. Just how much our own individual 
share will be rests upon our own individual 
responsibility. Set a high goal—then de¬ 
termine to accomplish it. As Rober Babson 
recently said, ‘‘Bite off more than you can 
chew—then CHEW IT.” 


WAYS AND MEANS TO ATTAIN 
SUCCESS 

Frequently, I am asked a bit of advice on 
ways and means to attain success. My re¬ 
plies are uniform, for they hit the high and 
the low. Just common sense, courage and 
cheerfulness, and you have the recipe for a 
wonderful mixture that will cure. With 
these three given factors, you can attain al¬ 
most any position in life, provided you will 
go to work quietly, earnestly, intelligently, to 
improve yourself each day—mind you, each 
day. You cannot do enough in a day to make 
yourself a good man. There are too many 
chances for repairs. Life is a ladder, and 
you can not climb while standing still. Any 
high position, any environ of importance, can 
only be achieved by applying common sense 
to honest virtues, and backing all this up 
with plenty of enthusiasm and energy. You 
have the common sense, the courage, the 
cheerfulness, and if you fail to use these 
faculties, it is your own fault. You don’t 
need any help. What you need is some one 
to shake you into sensibility. You are sleep¬ 
ing your best opportunities away. You have 
the tools, and now you have the rules for 
making a success. Make it. 

—By P. D. Van Amburgk. 



THE PRADO, BALBOA, CANAL ZONE 

Where Mrs. Margaret Waters represents the Fuller Brush Company 
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Wahkiakum, the Land o£ Tall Timbers 


By I. W. Whtitield, Portland , Oregon 


Mr. Whitfield has made a great success selling 
Fuller Brushes, haying left the Pacific Dental Col¬ 
lege where he had been for four years a teacher 
and student, to take up this work. 



ACK in the early days when 
Chief Cathlamet of the Wah- 
kiakums held complete sway of 
his tribe of over 1,500 red men 
down near the mouth of the 
Columbia, little consideration 
was given to personal hygiene. 
It is said that the Chief himself 
never indulged in a Luxurious Bath except 
when in fishing for salmon, he fell in the 
sloughs of the Skamokawa (Smoky Water), 
or when he got wet trailing deer in the 
Alochoman Valley, he scrubbed himself by 
switching against the wet sallal brush. But 
today, a direct descendant of the Chief bathes 
in his slab shack, in the exact location of the 
Old Indian village, with his Fuller Country 
Shower, canvas tank and all. He has much 
white blood but more Indian, so after he had 
used his shower a couple of months, he con¬ 
fided in me on the cannery dock one day, “I 
like him damn good.” 

Cathlamet-on-the-Columbia was the first 
town I visited as a Fuller salesman, and I 
was the first Fuller Man to go there. At the 
first home I called, the lady asked, “Is this 
Alfred Fuller’s brush company ?” 

“Yes.” 


“Well, for the land’s sake. I never thought 
that one of his men would get away out here. 
I read in one of our home papers from Grand 
Pre, N. S., that he had a brush company at 
Hartford, and that he sent his representa¬ 
tives all over the country, but I never ex¬ 
pected to have one find me here.” 

“Then you know Mr. Fuller personally?” 

“Not so well as I know his family. We 
lived on the same street but I was of an older 
bunch of kids than he. I knew his father 
well.” 


When I read her: “With equal opportunity 
to all, etc.,” she said, “That sounds exactly 
like the spirit of the Fuller family.” Like 
the spirit of our New Fuller Family, too, I 
thought. 


Just back of the present dock where the 
passenger steamer lands, is a log 
cabin, the logs hewed off flat on 
the outer surface and white¬ 
washed. This is the first build¬ 
ing erected by the white men 
and was the Hudson Bay Trad¬ 
ing Post. The Hudson Bay Com¬ 
pany trader, a Scotch-Irishman, 
established the first family there by marry¬ 
ing the daughter of Chief Cathlamet. Their 
first baby, who was born at Astoria, since 
the age of six months until last September, 
lived in the home built by his father. He 
died of old age last September, but had good 
buying sense until the last, as he bought 
some Fuller Brushes last July. The little 
old trading post is kept dustless inside by 
a Tan Wonder Duster, and the pilot lights 
along the bank of the Columbia, the kerosene 
lamps that lead the ocean liners down the 
channel, are cleaned daily with our No. 308 
glass brush. 

About twenty miles away, but two days’ 
travel by boat, an old Finnish woman, about 
60, runs what she calls a hotel. Her great¬ 
est characteristics are her temperament and 
her use of the nominative pronoun where 
she should use the objective case as, “I see 
he” and “I spoke to she,” etc. Gray’s River, 
Washington, is known far and 
wide to the traveling public by 
its hostess. It is not everyone 
who is privileged to bask in the 
sunshine of her good will and so 
to partake of food and rest 
under her spasmodic hospitality. 

She gives each prospective guest 
a hasty once-over through her screen door 
and in about ten seconds pronounces sen¬ 
tence—to eat or not to eat. Rumor has it 
that many a man has been turned away to 
wait 24 hours for the next out-going boat. 
Having previously heard all about this old 
dame, it was with fear and trembling that 
I met her gaze, with sample case in one hand 
and traveling bag in the other. 

“What you do?” 
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The Completed Home of Fuller Brushes 


December fifteenth actually sees the com¬ 
pletion of practically all of the construction 
work of our new factory. After the long 
months of waiting and interest in the grad¬ 
ual progress of the different building opera¬ 
tions, we now see a completed structure of 
four stories, three of which will be devoted to 
factory manufacturing and warehousing and 
the fourth or top floor to the offices. 

The machinery for the manufacture of the 
brushes is being transferred to our new 
building, and it is expected that the wheels 
of production will not miss turning over for 
a period of more than three days at any time 
during the moving operation. 

The engine house with its two massive 
boilers has steamed up and the heating sys- 

m m 

“Sell Fuller Brushes.” 

A long silence. Then to herself: “Last 
agent no pay I.” (Another look at me.) “But 
I like he.” 

Then to me: “I let you come.” 

The day that followed was one of fear lest 
I do something not to her liking, but the 
second day I had a stranded logger and a 
tomb-stone salesman to keep me company. 
After several days I had to make two Daily 
Reports, one to my Branch Manager and one 
to “Anna” as I called my hostess (secretly). 
I came in from a Finn settlement one day 
and reported too many “No Sales” for her 
liking. 

“Where you sell?” 

“Down in Finn Hollow.” 

“Axel Swansen, how much he buy bushes ? 
No buy nothing? We go back tomorrow. I 
see he buy.” 

So back the next morning “Anna” and I 
went together, and retraced my steps. I 
handled the samples and she handled the 
sales talk. Not a word could I understand, 
but she is a good saleswoman. They all 
bought. 

At the end of two weeks when I had to 


tern for the one hundred and sixty thousand 
square feet of floor space is working to per¬ 
fection. Practically all of the ornamental 
work, with the exception of a few details in 
the completion of the tower itself, is finished, 
so that we can justly say that as you read 
this Christmas Bristler the new factory of 
The Fuller Brush Company stands complete 
from a construction standpoint. 

The interior finishers are now starting in 
on the three months’ task of completing the 
fourth floor, for the general offices will not be 
ready for occupancy before the first of 
March, shortly after which time there will be 
one of the greatest housewarmings that the 
city of Hartford has ever seen. 



I. W. Whitfield 


leave, “Anna” came down to the boat to tell 
I, “You come back sometime.” When I came 
to settle my bill for the two weeks’ stay at 
$1.50 a day, “Anna” still owed me $4.90 on 
the brushes she got. 
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Wanted: a Reputation 


How A. C. Fuller Advertised For What He Wanted—And Got It 


By E. R. Smith, Advertising Manager 


T HE bubble reputation,” mentioned 
by our old friend, William Shake¬ 
speare, is of no particular value either 
either here or hereafter. Reputation may be 
either good or bad, but it is continuing good 
reputation which has built up every business 
institution of any lasting importance. 

Without good reputation, merchandise is 
unsaleable. Sometimes, a storekeeper will be 
able to sell unknown goods, but he does it on 
the basis of his own 
good reputation. In 
the early days of 
The Fuller Brush 
Company, Fuller 
Brushes had no gen¬ 
eral public reputa¬ 
tion and Fuller 
salesmen had less. 

A year or so after 
the incorporation of 
the Company, Mr. 

Fuller realized that 
he could make the 
work of his sales¬ 
men easier and more 
successful if he could ** 
give some prestige 
and an honorable 
reputation to Fuller Brushes and The Fuller 
Brush Company. Way back at this time Mr. 
Fuller realized this fundamental truth, that 
an article sold from house to house or sold 
in stores, lacks something vital until it has 
the confidence of the public. Under present 
conditions of competition and merchandising 
methods, there was only one way to get this 
confidence within a reasonable time. He 
studied the situation carefully and found that 
modem merchandising has developed a rapid 
method of spreading abroad good repute for 
an article like Fuller Brushes. 

Advertising Is Tried 

When a woman sees an advertisement of a 
product in certain magazines, or a reproduc¬ 
tion of that advertisement, she immediately 
thinks of that product in terms of that maga¬ 
zine in which she has confidence and faith. 
The most efficient and economical way at that 
time to gain reputation was to buy advertis¬ 


ing space in “Good Housekeeping” Magazine. 
So he purchased 2" or 3" of space in “Good 
Housekeeping” and secured the approval of 
Good Housekeeping Institute for Fuller 
Brushes. 

Reputation Grows 

This began to accumulate the reputation 
which Mr. Fuller wanted for his sales organi¬ 
zation and for which he advertised. This ex¬ 
periment of Mr. Ful¬ 
ler’s was so success¬ 
ful that in 1914 he 
spent about $2,500 
for additional adver¬ 
tising space in 
“Good Housekeep¬ 
ing.” Step by step 
this small advertis¬ 
ing appropriation 
grew as the organi¬ 
zation and business 
grew, and Fuller 
salesmen found this 
advertising created 
confidence of great 
value. 

In 1919, the ad¬ 
vertising appropria¬ 
tion was trebled and 
in the same year, sales practically doubled. 
In the accompanying chart you will see how 
the sales have increased by leaps and bounds 
as the advertising pressure has been in¬ 
creased, until this year of 1922 we have spent 
in advertising over $400,000, or more than 
$100 for every representative. 

This reputation has grown and increased 
by Fuller advertising from year to year. The 
necessity and importance of this advertising 
is without question. On it depends, to a con¬ 
siderable degree, the success of the Fuller 
Sales Organization. Fuller sales have in¬ 
creased as rapidly as they have in large part, 
because Fuller salesmen are finding a wel¬ 
come ready for them. They find the public 
has confidence in Fuller Brushes, created 
through Fuller advertising. 

A Greater Reputation 

It is impossible ever to reach the limit of 
desirable reputation. On the other hand, we 


FULLER BRUSH COMWNY 


Chart of Advertising and. Sales 



Pate Five 

C.oog[e 














must always keep building that reputation or 
it will begin to diminish. It is impossible in 
advertising as in any other phase of business 
to stand still, one must either progress or go 
backwards. 

The public has a short memory and it is 
only by continual reiteration that a Fuller 
reputation or any other can be kept keenly 
alive in the public’s mind. Then, too, there 
are always new people to be reached with 
this reputation. Young people are growing 
up, and with every generation there is an en¬ 
tire new set of people to be sold. Therefore, 
there must be no let up in this advertising for 
a reputation. 

At the present time, there are 600 Fuller 
advertisements distributed for each minute 
during the working day. Let us say that the 
average demonstration occupies 30 minutes. 
While you are talking to one customer, 18,000 
Fuller advertisements are being distributed 
throughout the U. S. and Canada. 

If the copies of the “Ladies’ Home Journal” 
for only one month were piled one on top of 
another, they would make a pile eight miles 
high. In every one of these copies is an ad¬ 
vertisement of Fuller Brushes. 

Careful investigation shows that not less 
than one out of ten people in the United 
States reads the “Ladies’ Home Journal,” 
and that more than one out of ten read the 
“Saturday Evening Post.” 

Among 10 Million Families 

So, as we go into 1923, the Fuller repre¬ 
sentatives will have working for them the 
most powerful business force which exists 
today. Magazines which carry Fuller adver¬ 
tising will issue over six million copies each 
month, each copy carrying a Fuller ad. These 
advertisements will be read by from ten mil¬ 
lion to twelve million families every month, 
who will be ready to welcome the Fuller Man. 

Through 1923, the same powerful factor 
of Fuller advertising will be continued with 
color pages in “Saturday Evening Post,” 
“Ladies’ Home Journal” and “Good House¬ 
keeping”; and in Canada, in “MacLean’s 
Magazine” and “Canadian Home Journal.” 
These advertisements will reach the people 
who will influence Fuller business next year. 
They prepare the way for the sale of Fuller 
Brushes. 

A Profitable Duty 

Every woman knows that a product ad¬ 
vertised as extensively as Fuller Brushes, is 
of a superior quality and service and reason- 


A PERSONAL EXPERIENCE 


Although I am a new agent for your com¬ 
pany, I take great interest in every piece of 
printed matter put out by the local office here 
in Baltimore. When I received my first is¬ 
sue of the “Fuller Bristler”—the current is¬ 
sue September, 1922—I first read it from 
cover to cover—and then I picked out one ar¬ 
ticle from my sample case and took The Ful¬ 
ler Service Demonstration and studied about 
the article until I knew it forward and back¬ 
ward. 

Last week when I first received and saw 
our wet mop (I had sold several from the pic¬ 
ture ad), I was at first very much disappoint¬ 
ed in it. Although I had many deliveries to 
make and lots of territory to cover, I spent 
one-half hour studying the mop so as to con¬ 
vince myself of its merits and value. It is 
needless to say that they were all delivered 
and I secured other orders with the feeling 
that I was selling a service mop. 

—5. E. Blake. 

m ra m 

Quality outclasses the “lower price” argu¬ 
ment every time. If a woman buys a cheap 
broom, she will expect as much of it as of a 
Fuller Broom. She forgets that she preferred 
price to quality at the time of sale. So she 
later becomes dissatisfied and is more in¬ 
clined to listen to the quality argument next 
time. 


able in price. She believes what we tell her 
in Fuller advertising about the Fuller Man. 
This tremendous advertising program carries 
an obligation to every Fuller man as well as 
an advantage. Fifteen million families are 
awaiting the Fuller Man. They are looking 
for Fuller Brushes. They expect a real ser¬ 
vice demonstration which will show better 
means of caring for the home. 

As a Fuller Man, they look for you and 
this is your duty—to carry this real Fuller 
Service to every home, to show by reference 
to the advertising portfolio, that you are 
bringing to them the Fuller Service which 
they expect. 

It is your duty as a Fuller representative 
to live up to their expectations; and it is your 
privilege to cash in on the advertising—cre¬ 
ated reputation—by making a proper dem¬ 
onstration and profitable sale. 
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Commission and Bonus Service 


How the Department Has Improved Its Efficiency 


By R. E. Corban 


T HE purpose of the Commission and 
Bonus Department has always been 
to furnish a direct service to the 
field. Complete sales records of the organiza¬ 
tion are kept by this department and com¬ 
missions and bonuses computed here. How¬ 
ever, the large increase of business during 
1921, while the old posting methods were 
still in operation, found the department 
working day and night in December of that 
year, struggling to produce order out of a 
chaos of sales figjUresand bonus computations. 
This large amount of detail delayed the issu¬ 
ance of managers’ statements until nearly 
the 20th of the month, and caused adjust¬ 
ment letters to be tabled sometimes two 
weeks or longer. It was apparent that, to 
give the best service, some change was neces¬ 
sary. 

Accordingly on January 1, 1922, the old 
hand methods were replaced by the installa¬ 
tion of Hollerith tabulating machines and the 
computation of representatives’ monthly 
bonuses, which had been changed to a three 
months’ basis, was transferred to the Dis¬ 
tributing Stations. With these changes the 
department has been able to improve its ser¬ 
vice to the field so that managers’ commission 
statements are now completed before the 
8th of the month, and commission and bonus 
checks leave the Home Office shortly after 
that date. In addition to this a very im¬ 
portant function of the department—the 
handling of bonus and commission questions 
which require adjustment—can now be given 
attention immediately upon receipt of inquiry 
from the field. 

Accurate Records of Monthly Sales 

The work of the department now consists 
of keeping a record of the monthly sales of 
each individual representative. These rec¬ 
ords are combined to obtain the total monthly 
figures for each Branch, District and Divis¬ 
ion. Accuracy throughout is very important 
since the commissions for the various man¬ 
agers are computed from the total sales, and 
also their bi-monthly and yearly bonuses. 
The sales of individual representatives must 
also be assembled at the expiration of each 
year of service to compute their yearly 
bonuses. 


The assistant managers’ monthly remun¬ 
eration is computed here also, but checks are 
forwarded from their respective Distributing 
Stations after advice from Hartford. Ac¬ 
cordingly questions of adjustment of this 
form of bonus are referred to us also. 

We now have our records in such condition 
that a representative can receive by return 
mail his total sales figures for the past year, 
and thus know exactly how he stands in re¬ 
gard to his bonus. We are also able to give 
equally prompt service in taking care of ques¬ 
tions of adjustment on managers’ commis¬ 
sions or bonuses caused by the transfer of 
managers or representatives, by the return 
of merchandise after cancellation or any of 
the hundred and one other questions which 
arise daily. 

In looking back over the work of the ten 
months ending November 1, I find that man¬ 
agers’ bonuses have been computed and the 
figures passed on to the Accounting Depart¬ 
ment for issuing of checks to the amount of 
$165,607.62. The managers’ commissions for 
the same period amount to $630,013.55; while 
the representatives’ yearly bonuses total 
$37,796.87. The Assistant Manager’s remun¬ 
eration averages about $6,000 each month. 
Besides handling these figures, we have re¬ 
ceived, checked up and replied to hundreds of 
letters from managers and representatives in 
the field requesting information or asking for 
adjustment on bonus and commission ques¬ 
tions. 

Well Equipped for the Future 

The problem throughout the year has been 
to give the field more prompt service than 
ever before, to issue statements and thus en¬ 
able checks to be forwarded at an early date 
each month. We have succeeded in cutting 
the 1921 time in half, and systems have been 
established which not only reduce the amount 
of detail involved, but also render available 
records for furnishing the field promptly with 
the various kinds of information which it de¬ 
sires. We are already looking forward con¬ 
fidently to a big year in 1923, and feel certain 
that although the sales may double or treble, 
and our organization intensify the working 
of territory until we employ four or five 
times the present number of representatives 
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Realize Your Ambition 



THE EVOLUTION OF A BROOM 


How the predecessor of the Fuller Broom was 
made in the mountains of Kentucky 


or even go into foreign fields, we are equipped 
to continue our present service. Statements 
and checks will go out as promptly as now; 
managers or representatives can obtain their 
sales figures or receive proper attention to 
any inquiries or complaints upon an instant’s 
notice. 

We shall be glad to see a twenty million 
year in 1923, and will stand back of the field 
organization with a motto of “Service First, 
Last and Always” while they put it across. 


By J. T. Young, Baltimore Manager 


It gives me, and I am sure it does you, 
great pleasure to see a man grow and realize 
his ambitions. Really the man without an 
ambition is doomed to failure. When a man 
has an ambition, or a goal to reach, that man 
should allow nothing to come between him 
and that goal. You say, of course, accident 
or sickness cannot be prevented. That is true, 
but the man with an ambition, who has a 
backbone instead of a wishbone, will over¬ 
come anything except death itself. For ex¬ 
ample, just scan your memory for one. You 
know of somebody, and probably several, who 
has made a success of life on crutches, in a 
wheelchair, blind, and even bedridden. Many 
have done it. 

Stop and think—are you doing justice to 
your ambition—yourself—your family—your 
mother’s wish to see you a big man in this 
world? If you are—well and good. If you 
are not—well, brother, you are to blame. You 
have two good eyes, two legs, two arms, a 
body and a brain just like all other men. 
Train that body to do as you want it to do. 
Develop your power and go and do just what 
your ambition tells you to do. Opportunity 
is within yourself. 

The Real Prize 

Speaking of ambition, I would like to com¬ 
pare an ambition to a prize. In our work 
you will very often see prizes offered for cer¬ 
tain kinds of special effort or big achieve¬ 
ments. Now just what is a prize ? Why does 
a man work for a prize? Is it for the value 
in dollars and cents of the prize offered? To 
my mind no, because the average man could 
go out and buy the same article that he wins 
as a prize out of any one week’s work, but it 
is the great satisfaction of winning the prize. 

That prize that you have won is your goal 
or your ambition for that particular period 
of time and oh boy, isn’t it great to look back 
upon the past and say, “I have done my best.” 
There, fellows, is the greatest satisfaction 
any man can have when he can say, “I have 
done my best.” The next time your manager 
offers a prize, look at that prize in this way 
and make up your mind that you are going 
to win or let the fellow who does win know 
that he has been in a battle. Always keep 
in mind that the honor of winning and being 
a winner, not the almighty dollar is what 
counts. 
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Time and Your Savings Account 

By George H. Larc.e, East Toronto Representative 



IME is one of the most important 
factors in salesmanship, wheth¬ 
er selling on commission or sal¬ 
ary, and we find that there are 
several little imps always after 
that time. 

The first one is the Morning Imp, who 
whispers in its salesman’s ear, “You won’t 
find anybody with time to talk to you before 
9:30 anyway.” And the first thing you know 
he has stolen an hour of the best of your 
time in the day. The second imp comes 
along around 11:30 and says, “People are 
busy getting ready for lunch, and will not be 
bothered.” He steals a half an hour. The 
next comes after dinner and tells you it will 
be no use seeing anybody until 2 o’clock. He 
takes an hour. The fourth one comes at 4:30 
and says, “You have had a pretty fair day, 
you might as well quit now.” So if you listen 
to all of them, they will steal just 3 hours 
of your time per day. 

One hour lost in the beginning of the day 
is a bigger loss than two hours lost later on 
in the day, because your mind is fresh, you 
feel fresh yourself and your prospect is 
fresh. The first prospect might be busy, but 
they won’t all be busy, and then if you have 
an appointment, your prospect will be look¬ 
ing for you. The 11:30 question is unneces¬ 
sary to dwell on as some might be busy get¬ 
ting lunch, but the majority will give you a 
hearing up to twelve and then there are a 
lot of people who lunch at one. Now from 
one until two o’clock is the best time to sell 
anything. After a person has had a good 
meal they feel like sitting around for a short 
time and they are generally in good humour. 
They are quite contented and look over your 
stock and you can get their interest better 
than if they were in a hurry, so that is an 
important hour. Of course, you will find a 
prospect here and there having lunch at that 
time, but you can always pass on and then 
call back in about half an hour. It doesn’t 
matter how big a day you have had, don’t let 
the 4:30 imp talk you out of a good half hour 
at night, because what prospects you call 
upon today, you do not have to call upon 
tomorrow, and you are just as liable to pull 
a good order on your last prospect as you 
are on any other. 


The last imp of all, although not least, is 
the rainy day imp. He will get at you in 
the morning when it is raining and tell you 
it is no use tramping around in the rain and 
to take a rest. Now don’t let him get away 
with that argument, as the rainy days are 
your best selling days, because on a rainy 
day people as a rule don’t feel ambitious; 
they are not hurrying to get through their 
work to get out, and they are willing to sit 
down and talk to anybody as it is a lazy 
day for them. The rainy days are the best 
selling days. 

Just because a salesman is selling on com¬ 
mission he shouldn’t think that he is entitled 
to work just when he feels like it, as the 
company he is selling for is figuring on a cer¬ 
tain percentage of business from him, and is 
making the necessary arrangements for the 
production, and if the salesman is not getting 
in the required number of demonstrations 
and business, the factory will become over¬ 
stocked. 

One of the most successful commission 
salesman once said that he worked the first 
two weeks of the month hard enough to 
cover his expenses for the whole month and 
then the next two weeks’ returns were clear 
profit, to be deposited in the savings account. 
Try it. 

Q] ffi E 
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GO AFTER BUSINESS—NOW! 

Backing their belief that business has 
“turned the corner,” the great business 
prophets, notably Roger W. Babson, are 
launching heavy campaigns of advertising to 
sell their services. 

“Fundamental conditions,” Babson says in 

one of them, “-the great, basic, economic 

factors that cause American business to trav¬ 
el its inevitable cycles of succeeding periods 
of Prosperity, Decline, Depression, and Im¬ 
provement, with almost mathematical precis¬ 
ion—indicate that the bottom of the present 
depression has been reached. The trend of 
conditions from now on will be steadily up¬ 
ward.” 

Prosperity has started our way. Let’s 
make the most of it! 
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THE FULLER MAN 


The Fuller Man has become an institution. 
Everywhere his name is associated with the 
highest quality of brushes made and an un¬ 
qualified personal service in connection with 
their sale. To the American, Canadian and 
Cuban housewife there are two kinds of 
tradesmen who call at their door. The “Ful¬ 
ler Man” and—the others. They have un¬ 
consciously placed the Fuller Man in a class 
by himself. 

That this is so, is not accidental. Three 
great facts stand out as having made the 
success of our Company a business romance. 
First and foremost is the pioneering leader¬ 
ship and personality of our President. Sec¬ 
ond, the simplicity of our method of distribu¬ 
tion which, coupled with the highest grade 
salesmen, has built the greatest organization 
for household service ever known to the 
housewife. Third, the accumulated good will 
of thousands upon thousands of satisfied cus¬ 


tomers, crystalized by a gigantic national and 
local advertising campaign. 

These are the facts. The above is a con¬ 
cise statement of the tangible backing which 
is given to every Fuller Man. There is no 
charge for this backing, but each salesman 
is charged with a great responsibility in 
maintaining this customer good will in his 
individual block of territory. 

Building Good Will 

We have heard so much of the success of 
our Company that, perhaps, it has become an 
old, old story to us. However, if you wish to 
get an unbiased view of our progress, just 
make it a point to discuss Fuller Brushes 
with a number of “outsiders” in any walk of 
life. You will find that the passing of every 
month adds to our reputation and you will 
soon come to realize that such tremendous 
good will can only be based upon real merit 
and genuine service. 

Our connection with this great and grow¬ 
ing House of Fuller is a challenge to our abil¬ 
ity. To keep pace with the Company, our in¬ 
dividual progress must compare favorably 
with the progress of the Company and to 
merit such reward, we must add something 
definite to the success of our Company in the 
department in which we work. 

With these thoughts in mind, let us look 
forward to the coming year, appreciative of 
the wonderful helps which our Company has 
given us and determined to make it a bigger 
and better institution for 1923. 

IQ 00 03 

m oVr> aVt 

THE APPEAL OF QUALITY 

It is better to infer quality than to men¬ 
tion it at every breath. A quality atmos¬ 
phere created by subtle hints and impressions 
goes farther than a technical demonstration. 
However, the value of demonstrating quality 
can not be overlooked. 

It is necessary to create a demand for 
quality. This demand creeps into the cus¬ 
tomer’s mind when she sees and feels Fuller 
Brushes, and then witnesses an actual dem¬ 
onstration of the work which they can do in 
her own home and on her own furniture and 
other household equipment. 

In reality, no one is looking for something 
cheap, but to combat the “price” argument 
of inferior goods, it takes the repeated dem¬ 
onstrations of salesmen to keep quality up¬ 
permost in the minds of the prospect. 

Ours is the quality appeal. 
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The Real Salesman 


Seed Thoughts for the 
Mental Garden 

By A. F. Sheldon 

No. 7. The Test of Your Ideal 

Success is the progressive 
realization of a worthy 
ideal. 

Ideals are ideas of accom¬ 
plishment. 

What are you driving at ? 
Where are you headed for? 
Have you a definite goal? 
Do you know where you are 
going, or are you simply 

“on the way”? 

Many failures are caused by the absence of 
any ideal. To hit a mark, one must first have 
a mark to aim at. 

Granted an ideal, a definite aim in life, if 
you are progressively realizing it you are a 
success. 

Possibly it is to be the best office boy in the 
world. That is a worthy ideal. If you reach 
it or somewhere near, you will swap it for an¬ 
other and a greater which will loom just 
ahead. 

Possibly it is to be a bank president. If 
so, and you are nearing that goal even a little 
every year, you are a success. 

Possibly it is to be a truly great father or a 
truly great mother. 

It may be to become a great musician or a 
great mechanic, a great writer, a great physi¬ 
cian, a great farmer, a great miner, a great 
preacher, a great teacher, or a great editor. 
No matter what it is, if the ideal is legitimate 
or worthy and you are progressively realizing 
it, you are a success. 

The test of an ideal being legitimate or 
worthy is: Is it Useful ? Is that which I wish 
to attain of use to human society? Will it 
serve the world ? If so, it is a worthy ideal. 

As to reward for it, you can safely forget 
that. If you really become a great servant in 
your chosen line, the reward will take care of 
itself. 

Pay attention to building the fire, and the 
heat will come. 

Great service is to great reward what 
great fire is to great heat. 

« « « 

Even a hard day isn’t too hard if it is 

taken one step at a time. Just keep on 

doing the “next thing” and presently all 

that really matters is done. 



Two kinds of salesmen enter my mind at 
this moment. You have met the clever sales¬ 
man—so clever that he is tiresome—because 
he is always working under a strain. We 
know it is hard work to be clever. The fellow 
who spends an hour in the bathroom in the 
morning thinking about what a wonderful 
day it will be at the golf club. The salesman 
who regrets seriously that he cannot carry 
his golf sticks with him. He is the chap who 
is always complaining about the food at the 
hotel and is always terribly worried when he 
has to take an “upper.” He reads all the 
cheap fiction he can get instead of the auto¬ 
biography of Ben Franklin. He can tell you 
the batting average of all the bootleggers in 
every locality. 

The other fellow is the old-fashioned 
young man. He’s a rare boy. He is the 
salesman that gets a real thrill out of selling. 
He is like the old-time sales agents who used 
to drive thirty miles with a horse and buggy 
to sell one crayon portrait—who used to see 
a lot of people and reach most of them on 
foot. He didn’t have the modem conveni¬ 
ences for communication and transportation 
—the telephone, street cars, newspapers— 
sidewalks, and railroad trains to hurtle him 
from place to place at breakneck speed. The 
old-fashioned young man is simple, straight¬ 
forward and natural, puts real spirit in his 
work; he knows that the number of sales he 
makes depends upon the number of times he 
exposes himself to an order, so he sees as 
many people as he possibly can. 

Out of the mass of men trying to sell 
things there arises every now and then a 
man so simple in his method of selling, so 
convincing in his approach and so conclusive 
in his arguments that he seems to sell with¬ 
out effort. That man is usually an old-fash¬ 
ioned young man. 


03 ffl 03 

We are glad to have with us again Miss 
Pomeroy, who has been confined to her home 
for the past five weeks with pneumonia. She 
greets us with a poem which appears on the 
inside front cover page this month. We can 
tell by the beautiful excellence of this poem 
that Miss Pomeroy has entirely recovered. 
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Do You Like your Job? 


By M. K. Pomeroy 


At the end of an old year and the begin¬ 
ning of a new, it is always permissible to 
sermonize a bit—to look backward, check our¬ 
selves up and prepare to go forward with new 
resolutions and new courage. 

We don't expect to be absolutely contented 
—there would be no progress if we were. 
Nevertheless, we are working toward that 
end and in addition to having work to do that 
we can do well, we naturally want work that 
we can find a real pleasure in. 

In a recent editorial in a New York paper, 
this paragraph caught our attention: “Un¬ 
fortunately, not all men can find—as all men 
ought to find—their chief pleasure in their 
work. But they can and will find that it is 
their only opportunity for advancement. And 
when they make this discovery the danger 
that the nation may totter and fall will have 
passed.” 

The Profession of Salesmanship * 

The day of the fly-by-night salesman has 
long since passed. Drifters and loafers and 
down-and-outers no longer mark the selling 
“game” as their own. Business men no long¬ 
er regard it as a “last resort.” 

This is in part because ambitious men have 
learned of the opportunities that lie in the 
selling field, because real salesmanship calls 
for brains and because the reputable firms re¬ 
quire the services of steady, reliable, con¬ 
scientious workers. Drifting from one con¬ 
cern to another may mean variety, but it 
never means promotion or a promising fu¬ 
ture. 

In any large organization, there may be 
some misfits, there may be men who grumble 
at their work, at their office superiors, at 
their lack of opportunity. If you think you 
are such a man, either change your tactics or 
get another job! 

Some sympathy is, however, due the man 
who has somehow found the wrong work and 
seems to see his life at a standstill, his am¬ 
bitions hopeless. Perhaps if he forced him¬ 
self to look at his job from every angle, he 
might see it differently. 

If, as our quotation suggests, he cannot 
find a great and inspiring pleasure in the 
work allotted to him, he may yet come to 
realize that there are possibilities in his im¬ 
mediate field for personal development, defi¬ 
nite accomplishment and real advancement. 


If he does his work faithfully and well, 
however insignificant his position may ap¬ 
pear, his worth will be recognized, his place 
with the firm made secure and his promotion 
inevitable. 

Time is Capital 

You have twenty-four hours to do with as 
you will. Turn them to good account, get 
the most out of them that you possibly 
can in the way of actual work. Whatever 
your job, a few more hours at it will be all to 
the good—so much gained, so much added 
“capital” that will eventually buy you pros¬ 
perity and happiness. 

The more you put into your work, the more 
you will get out of it, and you will suddenly 
discover that you are deriving a great deal of 
pleasure out of it, too, by way of an added 
bonus. 

The “rewards” for good work with our 
Company are very tangible, but quite aside 
from the generous pay and plentiful oppor¬ 
tunities for advancement, you should find a 
very real pleasure in the nature of the work 
itself. 

Think about it a little—the time you can 
spend out of doors, the exercise you get, the 
variety in the work itself and the valuable 
service you are rendering to your customers 
and to your company by efficient, conscien¬ 
tious work. 

If you are the least bit stale on your job, 
shake yourself, get a new “line” on yourself, 
and realize what an interesting product you 
are handling. 

Your job is what you make it. Try liking 
it actively, positively, enthusiastically, and 
you will find yourself enjoying a real and 
lasting happiness in your work. 

IB SJ US 

Existence is, and must be, a compromise 
between the claims of the moment and the 
claims of the future—and how can that com¬ 
promise be wisely established if one has not 
somehow made up one's mind about the fu¬ 
ture ? It can not. 

—Arnold Bennett. 

m m m 
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The number of square people, not the num¬ 
ber of square miles, make a country great. 

—The Houghton Line. 
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1. Norman Cheal, two year old son 4. Norma Jean, daughter of Assis- 7. Year-old daughter of Lieutenant 

of CL L. Cheal of the Detroit N. S. tant Manager P. C. Malvizzi of the Floyd Walters of the Johnston 
office. Wheeling Branch. Branch Office. 

2. 15 months’ old daughter of Mrs. 5. George K., son of R. S. Black of r^hm 

Bernard Gates of IxxJgootee, I„d. the Akron Branch Office. Office S ‘ dney Bnnch 

3. Leon, one year old son of Mana- 6. James, Robert, Bernard, Billy— 9. Richard, two year old son of 

ger G. E. Pepperman of the Wii- four sons of Peter Narey, Jr., of the William Joder of the Gary Branch 
liamsport Branch. Little Rock Office. Office. 
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TKe Vanity Case 

And What You Can Do With It 


I T’S going to hit you straight on the 
chin—you’re in the way of a good 
sleep-producer—you’re due for a clean 
knockout, if you haven’t seen the new¬ 
est addition to the Fuller Line—the Fuller 
Vanity Case. But you won’t stay down long, 
you’ll recover quickly—and when you do, 
you’ll carefully look over this extremely clev¬ 
er little “Fuller Baby” of White Ivory Finish 
and recognize it as one of the smartest Fuller 
Brush items that has ever put in an appear- 
.ance. 

We call it “The Toilet Requisite Exquisite 
for Milady’s Hand-bag.” This phrase admir¬ 
ably suggests the daintiness and usefulness 
of the Fuller Vanity Case which has already 
proven a keen interest-arouser because it is 
unique. 

Increasing Popularity 

Vanity Cases are becoming more and more 
popular with the gentler sex. In fact, this 
popularity has prompted many concerns to 
rush hurriedly into the manufacture of cases 
of this nature with the result that there is a 
great variety on the market and many in¬ 
stances where quantity instead of quality has 
been the keynote of production. The ma¬ 
jority of these cases available in the stores 
today at reasonable prices are very far from 
satisfactory, and have many undesirable and 
few desirable features about them. There are, 
of course, some excellent cases on the market 
but they are mostly found in high-class 
jewelry establishments, and the prices are so 
exorbitant that they are out of reach of the 
average young woman. 

Filling a Demand 

Recognizing this situation, the Fuller 
Brush Company gave it considerable thought, 
and it was only after weeks of thrashing over 
an idea, then soliciting all sorts of sugges¬ 
tions and improvements, and finally spending 
months on experiments and tests that we de¬ 
cided to enter the field of Vanity Cases. This 
has resulted in a product that is the personi¬ 


fication of perfection to an extremely high 
degree. 

For compactness and beauty, the Fuller 
Vanity case is without a rival. It embodies 
a case, into the bottom of which is inserted a 
popular tinted powder cake scented with a 
delightful odor. In addition, the interior of 
the case includes a satin-backed pad. In the 
cover which snugly fits over the case, there is 
inserted a fine mirror. In the bottom of the 
case is a suitable recess and hidden so as not 
to be obtrusive, there is a small but very ef¬ 
fective comb, just the size to touch up a few 
stray locks here and there. Every part of 
the case, including the comb, is furnished in 
white ivory finish, handsomely grained and 
presents a very beautiful appearance. 

Ivory Case an Innovation 

The fact that the case is furnished in white 
ivory finish is one of the most important in¬ 
novations. There is nothing more distasteful 
or displeasing to a woman than to purchase a 
gold-filled vanity case and to discover a 
month or two later that the light gold-fill or 
wash has worn off in spots and the baser 
metal shows through very significantly. Un¬ 
less a very high price is paid for the case, the 
plated surface will not stand up well under 
the excessive wear that is given it in shaking 
about in a woman’s hand-bag and incidental¬ 
ly rubbing constantly against keys, trinkets 
and other things in the bag. 

The Fuller Vanity Case of white ivory 
finish will stand wear of this nature indefi¬ 
nitely and not show it. 

Another thought, if it becomes soiled, it is 
only necessary to rub a damp cloth over it 
and bring back the shining lustre. 

Powder Refills 

The refillable feature is of interest. When 
the powder cake becomes worn down, it is 
only necessary to remove the comb from its 
holder, insert a hat-pin or other similar object 
into the small hole thus revealed, and push 
the powder disk up out of the bottom of the 
case. The new cake is then dropped into the 
place of the old one. 
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“The Toilet Requisite Exquisite’' 


Upon seeing the Fuller Vanity Case, repre¬ 
sentatives of our Company have immediately 
recognized its novelty and unique features 
and welcomed it as a smashing interest- 
arouser. They appreciate the fact that it is 
easy to carry and easy to deliver. They have 
found it has been a wonderful sales-producer 
at evening calls, when the girls and young 
women members of the family are home from 
business. In test cases, it has proven a 
record-smasher in sales to men, as they read¬ 
ily recognize it as a pleasing gift for their 
wives or sweethearts. 

Will Be a Best Seller 

It is no idle prediction when we say that 
the Fuller Vanity Case will, in two months, 
prove itself one of the most popular items of 
the Fuller Line. Introducing itself at such an 
opportune season of the year when sugges¬ 
tions for Christmas gifts are being eagerly 
looked for in every home, it will get a record 
start and this get-away will carry it forward 
with flying colors. 

Patented 

It will interest all of us to know that the 
Fuller Vanity Case has been covered by gov¬ 
ernment patents and cannot be copied and its 
beauty, uniqueness and durability will be 
linked only with the name of Fuller. 


The quality of the case is unquestioned. It 
embodies the same high standards of ma¬ 
terial and workmanship that have always 
been responsible for the success of Fuller 
Brushes and have firmly impressed upon the 
minds of the public, the staunchness and re¬ 
liability of our Company. 

Order Your Sample Today 

The Vanity Case makes a striking impres¬ 
sion wherever it has been seen. Get your 
sample today and show the Vanity Case with 
the Fuller Christmas Sets. Get a photo¬ 
print of the Vanity Case, one that will fit 
right into your photograph book of Fuller 
Christmas Sets and show it at every demon¬ 
stration. You can sell one or two Fuller 
Vanity Cases in every home. 

« « o 

MR. AND MRS. FULLER IN 
NOVA SCOTIA 

The “Daily Journal,” St. John, N. B., of 
Oct. 4th, a Canadian newspaper, writes of the 
stop made in that city by Mr. and Mrs. A. C. 
Fuller on their way home to Hartford after a 
vacation to their former home in Berwick, 
N. S. Mr. Fuller was born on a farm near 
the little village of Grand-Pre, Nova Scotia. 
Mr. and Mrs. Fuller were given a hearty send- 
off at the station by the local staff of the 
Fuller branch in St. John. 
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Ye Shoppe Window 

By Hartwell T. Bynum, 

Assistant Manager , Quincy Branch 


H AVE you not noticed how the profes¬ 
sional window decorator brings into 
the foreground those articles of mer¬ 
chandise he is most desirous of selling? 
You must also have noticed and been favor¬ 
ably impressed by the displays done in two 
harmbnious colors. No amount of effort had 
been spared to drape the material in such a 
manner that each and every fold was indi¬ 
cative of grace—that that article which was 
leader for the day should 
be so displayed that the eye 
finally came to rest upon it 
and was loath to leave it. 

How was this effect ob¬ 
tained, we ask? Speaking 
from the viewpoint of an 
observer, I would unhesi¬ 
tatingly answer—by the 
omission of numerous dis¬ 
tracting colors, flowers, and 
other devices peculiar to 
the art; by subduing the 
prominence of the merchan¬ 
dise used as “fillers,” and by 
the arrangement of the 
merchandise of quality so 
that the lighting brings it 
out in all its beauty, grace 
and elegance. 

Now, if simplicity of ar¬ 
rangement brings out the 
elegance of an article, could 
we not apply this same plan 
to our own “shoppe window” in such a man¬ 
ner that the prospect’s interest would be in¬ 
stantly aroused by what she saw, and her 
eyes would linger upon the display as she un¬ 
consciously or consciously marveled at the 
simplicity and elegance of the brushes? To 
secure this effect requires no expenditure of 
money, and very little time in packing, once 
the knack of this method has been learned. 

Opening the case so that the cover falls 
outward from the body, we pack twenty veg¬ 
etable brushes in two rows, one upon the 
other in that end of the case to our right. 
Next the Wet Mop, wire pointing inward, is 
laid in the end of the case to our left with 
tips of the cotton just touching the end of the 
case. Upon this lay the Broom, incased in its 
paper cover to prevent spreading. The Kitch¬ 
en Set, and the other small brushes, except 
Radiator and Refrigerator brushes, are 


packed upon the two lengths of handle used 
in demonstrating Broom; and the Mop and 
Wall Brush handle, in the top of the case. 
Next, the Mop and Duster, in their brown 
container, are placed in the upper left hand 
corner, leaving space near the lower left hand 
corner for the Bowl brush—with handle ex¬ 
tending to the right. Now lay the Wall 
Brush, wire on bottom of case in the space 
between the Bowl brush and the brown bag. 

This, you see, will leave you 
ample space in the right end 
of the case for the Tortoise 
Shell Set. Place the Radia¬ 
tor brush over the gift 
brushes, handle under Wall 
brush, and against this lay 
the Cloth brush so that han¬ 
dle and bristle alternate, 
and lay the Refrigerator 
brush into the upper right 
end of the case, handle ex¬ 
tending to left. 

You now have a perfectly 
smooth and simply ar¬ 
ranged display which can be 
kept so by moving small 
brushes toward the right 
end of the case as the vege¬ 
table brushes are presented 
to your prospect. Upon this 
display spread the purple 
velvet and tuck tightly over 
the whole. By all means 
have no ragged edges showing, nor loose 
threads projecting, otherwise your entire dis¬ 
play takes on an air of slovenliness. 

Now comes the art in arrangement—the 
beauty of a complete Ivory display. Place 
the nickel bulb of the Shower about six inches 
from the right side of case, at the bottom, 
and coil the tubing from right to left around 
the inside of case in such a manner that the 
handle of the brush falls near the center of 
the bottom, and the tip of the brush lies in 
the angle formed at the upper left hand cor¬ 
ner. Place the Flesh brush in a similar posi¬ 
tion to the right. You see this gives you the 
beginning of your “fan.” Between these 
two, place your White Skirt brush, Ivory 
Cloth brush, Ivory Hair brush, Ivory Beauty 
brush, and Ivory Manicure brush—and 
there’s your “Ivory Fan.” In the lower left 
hand corner place the crumb tray and scraper 
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ONLY ONE KIND 


We have learned in the last few months, 
that there is only one kind of a salesman who 
can consistently get business day after day 
and that is the salesman who literally oozes 
knowledge of his line. 

Salesmanship is fast becoming an exact 
science or, at any rate, as exact as any sci¬ 
ence can be that deals so largely with the hu¬ 
man mind. Yet salesmen today, as a class 
do less studying than any other. A suc¬ 
cessful doctor never stops going to school. 
He is constantly attending lectures and clin¬ 
ics. He reads Medical Journals from cover to 
cover. If he did not keep up-to-date by study¬ 
ing, he would soon become a back number and 
lose his practice. The same is true of a civil 
engineer, or any other scientific man. 

Selling is just as important, just as exact¬ 
ing in its requirements for success, as any 
other of the aforementioned callings. There 
is nothing that studying and knowledge will 
do for a doctor, an engineer, or a lawyer, that 
it will not do for a salesman. 

To earn more, you must apply what you 
learn more. 

—Minneapolis District Fuller gram. 


and comb, and in the lower right, the tooth 
brushes, holder, etc. When the cover is re¬ 
moved, your prospect is greeted with a sym¬ 
phony in purple and white, simply yet ele¬ 
gantly arranged. 

It is my conviction that this method will 
increase the sales in Ivory, since the customer 
has no Tortoise brushes to use as a basis for 
comparison, and the beauty of the display in¬ 
creases her natural desire for an Ivory set. 
You have eliminated detail and have brought 
before her eyes, not individual brushes, but 
a complete unit—a set—in all its appealing 
simplicity. You have secured her interest 
and your chances for closing are materially 
increased, due to the vividness of the picture 
which her eye has photographed in color. 

As to the care of the case itself, I prefer to 
rub it with a dampened cloth weekly, followed 
by a sponging with Neatsfoot Oil which livens 
the color and tends to water-proof the case. 
It should be rubbed daily with a dry cloth. 

Samples are, of course, detrimental unless 
they are kept scrupulously clean and un¬ 
tarnished. 


Credits 

By A. G. Mason, Credit Manager 

W E are about to close a year in which 
vast improvements have taken place 
in the Credit Department. The most 
radical change and one which has proved 
perhaps the most helpful from all stand¬ 
points, was the placing of salesmen’s accounts 
in the Distributing Stations. This step, while 
somewhat segregating the detail of the de¬ 
partment, allows closer co-operation with the 
field. Statements of representatives’ ac¬ 
counts are sent out shortly after the close of 
a month, and information is available in the 
Distributing Station on all questions relative 
to accounts. Only in rare instances is it 
necessary to forward a controversy to the 
Home Office. 

A “Nest Egg” with the Company 

The policy of having each representative 
make a deposit of at least $100.00 has been 
sponsored by the Credit Department from 
the first. Although the Company has paid 
thousands of dollars in interest on these de¬ 
posits, it has been a profitable investment, as 
a man in the field who has this deposit feels 
that he has a “nest egg,” and although it can¬ 
not be used to apply against current orders, 
he knows it is working for him in more ways 
than one. 

A word here about what we call the “Col¬ 
lection part of the Credit Department.” In 
years gone by, some representatives have in¬ 
tentionally withheld that part of the receipts 
from their sales belonging to the Company 
and used it for personal purposes. Misun¬ 
derstanding on the part of others entails a 
vast amount of correspondence, but usually 
a clear and concise explanation tending to 
show a representative that a definite amount 
of each shipment belongs to the company, 
brings a remittance. 

Much of this work is accomplished by the 
branch of the Collection Department organ¬ 
ized in each Distributing Station. When a 
representative for any reason severs his con¬ 
nections with the Company, he is immediate¬ 
ly notified from there just how he stands, 
with additional instructions as to the proced¬ 
ure of closing his account. 

In many organizations the Credit and Sales 
Departments are on opposite sides of the 
fence, but we receive from our Sales Depart¬ 
ment, and try to give them, full co-operation 
in all matters. 

$ $ « 

Remember that “American” ends in “lean.” 

—The Houghton Line. 
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Selling In Italian Colonies 

By J. S. Hallam, Hoboken Office 




I TALIANS—with what dread did I say the 
word, when I first approached a colony 
of these people in my territory! 
Not from fear of being murdered or robbed, 
but of going on a fruitless quest for business 
among them. Knowing but little of them or 
their ways, except what the ordinary Ameri¬ 
can brought up without any business con¬ 
tact with that race knows from meeting them 
in the cars or seeing them working, I realized 
that I had a big problem to solve in teaching 
them the value of Fuller Service, but I re¬ 
solved to “go to it” like a man, and one day in 
early summer, I made my first visit in the 
suburbs of New York. I patiently distributed 
certificates and was often asked the purpose 
of the cards. Many held the cards upside 
down or returned them quite mystified, even 
when I said “free brosh” (not brush), and 
many were suspicious when the vegetable 
brush was offered. However, by dealing only 
with those who knew English and waiting 
until after school time for the others, so that 
the children could explain, I managed to gain 
my entrances. 


Pioneering 

Many surprises awaited me. As soon as 
some understood, others fell in line, most of 
them willing to receive the brush. When I 
could get a group and explain the Fuller plan, 
the way opened slowly. One after another 
was made to understand my errand. All ad¬ 
mired the beautiful brushes and some placed 
orders. 

As I listened to the strange language and 
noted expressions, I came to read the people 
and patiently waited for their exchange of 
ideas—then slowly I got orders. Not all 
houses are filthy or slovenly—far from it. 
Many are very artistic, sometimes with a 
medley of so-called art, sometimes with the 
undeniable stamp of the newly rich, but more 
often showing signs of patient toil and slow 
absorption of American ideas. 

During the hot weather it was trying work, 
but they were always polite and willing to 
give a glass of cold water, always said “Good 
Morning,” and always said “Good-Bye.” 

Delivery day was not half so bad as could 
be imagined, although it is necessary to be 
accurate and get names and try to remember 


faces, for occasionally they evidently give the 
mother’s maiden name at one time and the 
paternal name at another. (This may not be 
true, but I think it is, for I had a few can¬ 
cellations that I can only figure out in this 
way.) 

Many complained of “no work” and of the 
prices being too high, but most were con¬ 
vinced of the value of the goods offered. Oc¬ 
casionally on delivery day, they thought the 
brushes smaller or of different quality than 
samples. But in all, they are just like other 
people. 

Paving the Way for Re-orders 

Knowing that I had many Italians in my 
territory, I resolved to study them and to be 
patient and courteous, and I am certain that 
when I revisit them, I shall get more and bet¬ 
ter business. They seemed loathe, if they did 
not order, to send me away with a sad heart, 
and would often say, “next time.” When re¬ 
minded that “next time” would be six 
months, they shrugged their shoulders and 
said “all right.” 

If one gets into the good graces of the 
Italians and can convince them of the value 
of Fuller Brushes as wedding gifts, a rich 
harvest awaits the representative, for all 
seem to be related and one tells another. So, 
if you come upon one of these colonies, go to 
it and you will certainly win through. 

ED ra m 
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TRUTH IS STRANGER THAN FICTION 

The inmates of the Deaf and Blind Insti¬ 
tute in New Orleans, La., manufacture corn 
brooms. The following incident happened 
while H. J. Babin, a Fuller Brush salesman 
under the New Orleans, La., branch, was 
demonstrating his wares to a housewife. The 
salesman for the corn brooms shouted 
through the door, “Brooms today, Madam ?” 
Upon receiving a negative reply he snapped, 
“This makes the fourth time I came here this 
year, and it seems as though you always have 
a supply. You must have one of those Fuller 
Brooms,” and he moved off grumpily. Truth 
will out, and it was discovered that she had 
had her Fuller Broom about eleven months 
and it was still going strong. 
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Fuller Advertising 


By Chas. L. Friend, Asst. Manager, Portland, Ore. 


D URING one week recently, the writer of 
this article, working in a rural com¬ 
munity, was told by four prospects 
that they had been reading with considerable 
interest the Fuller Brush Company’s adver¬ 
tisements in the Ladies’ Home Journal and 
Saturday Evening Post. They were all very 
anxious to have our line demonstrated, and 
although these were very poor houses, the 
four orders aggregated $25.00. 

The officials of our company are indeed 
very modest when they say that the adver¬ 
tising does not sell the brushes, but creates 
interest in them and educates the public to 
the fact that Fuller Brushes are not sold in 
stores. 

Well, in order to be agreeable we will as¬ 
sume that they are correct, nevertheless, in 
these four cases, the goods were so nearly sold 
that it required only a snappy demonstration 
to close the sale and book the order and add 
the profit to the credit of my account. 

I think it is agreed that the salesman is, at 
least in a large measure, “The Company” in 
his territory. He is a “Walking Advertise¬ 
ment,’’and so far as his personal territory is 
concerned, the advertising matter reaching 
his territory in his own personal advertising. 

The higher the quality of the advertising, 
the easier for the salesman to overcome the 
resistance of the buyer. The Fuller Brush 
Company’s advertising is of the highest type 


and makes it possible for the most inexperi¬ 
enced salesman to overcome the remnant of 
resistance that remains in the mind of the 
buyer and reap a good reward. 

Such advertising as our Company does, can 
succeed to its full extent, only when the sales¬ 
men are behind it to the last man, and when 
they harness it to their sales tactics. Those 
salesmen who most successfully do this, are 
those who make the most money for them¬ 
selves and for their Company with the least 
effort and the least expenditure of time. 

Let us emphasize strongly the benefits of 
advertising to the customer. A high type of 
advertising adds largely to the volume of 
business and it is a narrow margin of profit 
on a large volume of business done that all 
big business thrives upon. The Fuller Brush 
Company is no exception to this rule. Vol¬ 
umes could be written on the benefits of ad¬ 
vertising to all parties concerned in the tran¬ 
saction. We do, however, want to add this. 
The Fuller Brush Company is investing large 
sums of money for publicity work in our re¬ 
spective territories from which it has a right 
to expect the maximum results. 

In justice to our Company, in justice to 
ourselves, and in justice to those who are de¬ 
pendent upon us, let us use every means at 
our command to keep our Company supreme 
and in doing so, strengthen ourselves, both 
financially and in position. 



A Swine Market in Poland 
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All In The Day’s Work 

Some of the charms Bermuda offers our Fuller Man. 
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Bermuda 


By M. B. Calvert, Hamilton , Bermuda 


Bermuda, Nature’s 
Fairyland, is said to be 
the top of a submarine 
mountain about two and 
one-half miles high, 
brought above sea level 
by the hardened bodies of 
dead sea animals known 
as coral. On the coral the 
wind has piled up dirt 
and sand and finally pro¬ 
duced a soil deep enough 
to produce cedar trees, 
Bermuda lilies, bananas, Bermuda onions, 
celery, many kinds of flowers, etc. 

The rocks, not yet covered, are very much 
in evidence and assume shapes that are quite 
suggestive to one who has plenty of imagina¬ 
tion. One noticeable rock seems to resemble 
a lion “at ease.” A much more impressive 
sight is a huge vertical rock, cliff formation, 
resembling a temple, sometimes called “Ca¬ 
thedral Rocks.” Khyber Pass lingers in 
memory. It is a roadway about seven feet 
wide running between two very high walls 
of rock. The walls are perpendicular and run 
very high. In by-gone days convict labor 
was very useful in laborious stone cutting of 
this kind. 

There are a number of quarries in Ber¬ 
muda where blocks of coral stone are cut out. 
The stone is cut by two men with a large 
saw. It is from these blocks that the sides 
of the houses are made. 

There are three wonderful underground 
caves in Bermuda all with inland lakes. 
Stalactites and stalagmites are in great 
abundance. The lime formations assume va¬ 
rious shapes and designs and their effect is 
added to by various schemes of electric light¬ 
ing. In one of the caves the bridge from 
which the tourist observes the scenery, is 
supported by boats. These inland lakes rise 
and fall with the ocean tide. One tourist 
said that the Crystal Cave was worth the 
trip to Bermuda. 

The tall Royal Palm trees, cedars, palmet¬ 
tos, lilies, oleanders, bananas and plantains 
make one feel he is in a different land. 

I missed the autos and trolleys (not yet 
admitted into Bermuda) but I often had a 
grand and glorious feeling skimming over 


the hard crushed stone roads with the trusty 
bicycle. The main roads run over hills which 
require extra attention and power from the 
cyclist, but unless he has absorbed too much 
of the lazy Bermuda feeling, he can scale 
most of them by zigzagging and using a little 
extra pedal power. 

The writer had had preliminary training as 
a Fuller bicyclist but received an advanced 
degree at Bermuda. On delivery day he 
might be seen with ten or twelve mops, a few 
brooms and some wall brushes with one or 
two suit cases, all balanced with the rider 
on the bicycle, skimming over the road al¬ 
though, with such a load as mentioned, the 
walk and push method was used for hill¬ 
climbing. The colored boys and girls were 
all attention and opened their eyes to see 
whatever could be coming. The older ones 
too observed in wonder and made comments. 
The colored outnumber the white Bermudians 
about four to one. 



M. B. Calvert 


One of the pleasantest of Bermuda mem¬ 
ories is the generous welcome that Fuller 
Brushes received and the personal friends 
made in introducing them. 
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WKat Is Service? 


By M. M. Meyer, Manager, Birmingham, Ala. 


S ERVICE is a work that has a great 
meaning. We can not eat it, we can 
not touch it, but we can give it! It 
is one of the most important factors in any 
business today, and without giving service a 
business can easily fail. When we go to a 
restaurant to eat, we expect good service, or 
when we got to a barber shop we like to get 
good service. From whomever we patronize, 
we expect to receive good service, or we don’t 
go there. But listen, Fuller Men, how can we 
expect to get good service unless we ourselves 
give it? The old saying of “Do unto others 
as ye expect them to do unto you” is mighty 
true. 

Fuller Service is unique. The service you 
give as a Fuller Man depends upon four fund¬ 
amental principles, namely: our mental atti¬ 
tude, our approach to the home, the demon¬ 
strating and selling to the customer actually 
what you know she needs, making a quick, 
snappy demonstration and closing the sale 
properly. 

How to Close a Sale 

In the Birmingham office we have found 
this suggestion very valuable in closing a. sale 
with a housewife who is really undecided. 
She needs the brushes, but is figuring wheth¬ 
er or not she can take them. Our answer 
would be, “Mrs. Smith, I know that you need 
these brushes, otherwise I would not try to 
induce you to take them, as you understand 
I am a resident of this community, and I 
know that my reputation is worth more than 
the sale of a set of these brushes. I would 
not be so persistent in trying to induce you 
to take them if I did not know that they will 
give you full service and satisfaction. Now 
you might think that you can not afford 
them, you might think that you can spend 
the money to better advantage, but I will be 
perfectly candid with you and tell you that 
you can not spend your money to better ad¬ 
vantage than housecleaning, as you know 
‘Cleanliness is next to Godliness.’ Isn t that 
true? I feel sure that it is! Well, thank 
you for the order Mrs. Smith. After you 
find these brushes satisfactory, which I know 
you will, I want you to tell your friends just 
how well you like them. Thank you, ma’am. 

Good-bye!” , , 

And if she did not give me the order, here 
is how I would make my closing talk on 


leaving her home. “Well, thank you very 
much for your time, Mrs. Smith, I certainly 
appreciate it. I am sorry that I couldn’t in¬ 
duce you to take these brushes, because I 
know that you absolutely need them. How¬ 
ever, the next time you buy any brushes, be 
sure you buy Fuller Brushes. Thank you, 
good-bye.” 

Territory Inexhaustible 

Men, in order to put sales over big, we must 
start right now to render even better service 
than we have been doing. You will see that, 
if the first time over your territory, you ren¬ 
der the people the best service you possibly 
can, the second time over your sales will in¬ 
crease at least 30%, due to the fact that you 
created confidence in you and your product. 

Your territory is never worked. The more 
you work your territory, the more business 
you can get. It has been proven time and 
time again. I want to see the man that gets 
into every home, the man who sells every 
home, the man who sells every housewife 
every Fuller necessity. Yet, we hear some 
men say, “That territory has been worked 
thoroughly. There isn’t any business there.” 
Yes., possibly you have said that to your 
branch managers. That, I am sure, is due to 
the fact that you do not understand. And 
remember, “What we do not understand, we 
object to,” regardless of what it is. 

If you go out into your territory early in 
the morning instilled with the genuine Fuller 
spirit of pep, enthusiasm and love for your 
work, with the idea in mind that you are go¬ 
ing to sell that housewife the brushes you 
know she needs, then you are bound to reap 
great success. If you go out with the idea of 
“selling brushes,” good night! 

If every representative would attend his 
Manager’s weekly sales-meeting, attend the 
training classes weekly and give the best ser¬ 
vice in his territory, his future with Fuller 
Brushes is assured. The man who doesn’t 
give service, who knows all there is to know 
about Fuller Brushes or, in other words, 
thinks he does, and doesn't attend training 
classes or sales-meetings, generally loses out, 
Don’t be in this class! 

Men, when you think of it, you can render 
your branch manager a service by helping 
him with his office. In other words, if you 
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BOOST THE BROOM 





By H. M. Stewart, Regina Office 


If your sales are getting low, 

Boost the Broom, 

If your income's somewhat slow, 

Boost the Broom, 

Every Broom you sell today, 

Means an increase in your pay, 

Now's the time, so don't delay, 

Boost the Broom. 

When you’re feeling down and out, 
Boost the Broom, 

With determination stout, 

Boost the Broom, 

It's an easy brush to sell, 

And the profits pay you well. 

So get out and work like H- 

Boost the Broom. 

You are helping every wife, 

Boost the Broom, 

Bringing joy into her life, 

Boost the Broom, 

Every time you sell a broom, 

You are banishing the gloom 
That pervades a dusty room, 

Boost the Broom, 

« m 03 
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Miss Mildred Bulkley, secretary to Mr. 
Shean, Eastern Division Manager, announced 
to the Home Office on Wednesday, Nov. 22d, 
that she had been Mrs. Anderson for nearly 
a week. Many in the field know her, as she 
has been Mr. Shean’s secretary for three 
years. All the Fuller Family join in hearty 
and sincere congratulations and wish her a 
joyous wedded life. 


(Continued from Page 22) 

do just a little bit more than you are tem¬ 
porarily getting paid for, you are making 
room for yourself at the top. We are the 
exclusive owners of ourselves, and in this 
world, a salesman can grit his teeth, follow 
thru on his plan and do anything he wants 
to do! Try it! 



Congratulations! A “Babygram” an¬ 
nounces the arrival of Donald Ray on Novem¬ 
ber 5th at the home of his parents, Mr. and 
Mrs. J. T. Young. Mr. Young is Branch 
Manager of the Baltimore ES Office. 

ft ft ft 

Mr. and Mrs. R. O. Anderson of the Hous¬ 
ton Office are the proud parents of a baby 
girl. Congratulations! 

ft ft ft 

Mr. and Mrs. G. W. Leyen of the Greens¬ 
boro Branch Office wish to announce to the 
Fuller Family the birth of their son, Gerard 
William, Jr., born on November 9, 1922. 
Good luck to the newest arrival and may he 
be reared on Fuller principles. 

ft ft ft 

Mr. Ed Ayrheart, Assistant Manager at 
Kitchener, Ontario, and Mrs. Ayrheart, have 
announced the advent of a baby boy at their 
home. We join the Hamilton Branch in ex¬ 
tending good wishes and congratulations. 

ft ft ft 

Congratulations are being extended to Mr. 
and Mrs. G. H. Winn on the birth of a son, 
Robert Ellsworth. Mr. Winn is Branch Man¬ 
ager of the Chicago N. S. Office. 

ft ft ft 

Announcement has been received of the 
advent of a little baby to the home of Mr. 
and Mrs. R. M. Maxwell of Winnipeg. We 
all extend our best wishes to the new Fuller- 
ite. 

ft ft * 

Mr. and Mrs. Phil D. Dixon of Tulsa, Okla., 
are just chuck full of happiness since the ar¬ 
rival of a little daughter, who has been named 
Grace Hanna Dixon. This little girl will be 
well taken care of by her two brothers, Philip 
Jr., age six and a half, and Robert, age two 
and a half. Mr. Dixon is Manager of our 
Tulsa Branch. 

* * * 

Mr. and Mrs. Matt Christific are the proud 
parents of a charming baby girl, seven and 
one-half pounds. Mr. Christific is one of the 
chief leaders of the West Cleveland Office. 
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To See Ourselves As 
Others See Us 

What a Writer in the New York “Globe” 
Thinks About “The Salesman” 


Every woman is familiar with the young 
man wearing a worried, harassed look, who 
comes to her door and sets down his large 
black bag. First of all, he wants it under¬ 
stood that he is making you a present of 
the brush which he holds in his outstretched 
hand; it is the genuine article—not a mere 
sample—and there is no obligation involved. 
Then, if you could spare time to see his other 
brushes . . . 

Already his suitcase is opened, and, wheth¬ 
er you have time or not, it is impossible to 
avoid seeing a few of them; brushes for face, 
hair, fingers, and teeth, for floor, walls, sil¬ 
ver, and dishes, for things which you never 
even remotely connected with brushes. 

The Woman bought furnishings for her 
apartment as she needed them, and she 
bought them in a large housefurnishing store. 
Several times she had managed, with consid¬ 
erable effort, to shoo away the insistent 
young salesmen who had camped on her door¬ 
step, but on one particular rainy day the 
brush salesman looked so cold and pathetic 
that she decided to give him a good time. 

She had not the slightest intention of buy¬ 
ing a brush, but she decided that for once 
in his harried life, the young man was going 
to have the opportunity to say everything he 
had to say on his engrossing subject to a 
patient listener. 

He did. He grew positively poetic, rhap¬ 
sodic. His eyes brightened; the color grew 
in his cheeks; his voice vibrated with emo¬ 
tion. 

“Why, madam, this brush ...” 

And she was interested, not so much in 
his wares as in this young man who believed 
in them so passionately. And though she had 
not the slightest intention of buying, at the 
end of fifteen minutes when his flow of lan¬ 
guage was still going strong, she gave her 
order for a super-extra floor brush. 
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When Rastus Johnson's son arrived 
He looked jes lak his poppy. 

In fact de doctah done declare 
He was a carbon copy. 

—The Travelers Beacon. 


Delivering the Goods 


By A. M. Taylor, Wheeling Office 


Very often brushes are shipped to us from 
Toledo which do not look as well as they 
ought to. Sometimes this is due to being 
crushed in the mails, and sometimes it is due 
to lack of trimming or finishing at the fac¬ 
tory. Before brushes are delivered they 
should be carefully inspected by the sales¬ 
man. If trimming is necessary, trim. 

It is very important that the brushes look 
as though they were manufactured by the 
largest brush company in the world. The 
customer will be better pleased, and the sales¬ 
man will not have to take the time to explain 
why such and such a thing is wrong with the 
brush. He will not have to meet the objec¬ 
tion that the brush is not as good as the 
sample, if all of his brushes look their part. 

If a man will understand his relations to 
the business world, he will never think of 
starting out on Saturday morning without 
having first shaved and having spent enough 
time to get himself in just as neat, clean, 
and attractive appearance as when he starts 
out to demonstrate. 

One should be very careful of his personal 
appearance at all times, because he is the 
representative of a “business leader,” of a 
“business success” and of a concern that 
many men are anxious to come with, but can’t 
because they fail to measure up to the re¬ 
quirements. Be just as proud of your ap¬ 
pearance on delivery day as on any other 
day, and the results will be noticeable. 

Delivering the goods is just one part of 
our job. It is an important part and should 
be considered very seriously, just as dem¬ 
onstrating and closing a sale. 

A Fuller representative will not make a 
success of any part of his great program if he 
doesn’t have a correct conception of the com¬ 
pany with which he is working. He should 
understand his goods, he should understand 
his company, he should understand himself, 
and he will not only demonstrate, close a sale 
and take the order, but he will also deliver 
the goods. 

W CO 03 

The inconvenience of increased knowledge 
is that it intensifies the sense of ignorance 
with the result that, though we know im¬ 
mensely more than our grandfathers knew, 
we feel immensely more ignorant than they 
ever felt. 

—Arnold Betinett. 
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Our Anniversary Month’s 
Sales 


On November 1st, Hartford flashed across 
the entire country the message—“Anniver¬ 
sary Contest Huge Success.” That message, 
although small in length, was mighty large 
in meaning. 

It meant we had succeeded for the first 
time in making October something besides a 
“jinx” month. For years October seemed to 
take special delight in mocking at our am¬ 
bitions. But this year Dame Fortune took us 
into her confidence, or else felt the flash of 
our radio down her spinal column. Anyway 
she smiled on us to the extent of $1,020,480. 

The idea of linking up radio with our anni¬ 
versary contest caused each individual to be 
unusually enthusiastic. To those unfamiliar 
with the plan of the contest, the big features 
were as follows: 

Hartford posed as the strongest Receiving 
Station as well as the strongest Broadcasting 
Station. A graduated wave length was used 
which corresponded with the quota of sales 
reached by the branches, districts, and divis¬ 
ions. All reports were flashed by Mr. Fuller. 

The branches who made one-fourth their 
monthly quota the first week were able to re¬ 
ceive on a 300 meter wave length which 
Hartford supposedly flashed on that week. 
The second week Hartford flashed on a 600 
meter wave length, etc., always correspond¬ 
ing with our estimated quota. The district 
offices represented broadcasting stations 
flashing their sales each week to the Home 
Office. The branch offices acted only as re¬ 
ceiving stations, and were kept posted week¬ 
ly how they compared with the other stations 
(branches) in their districts. 

When any offices were under normal, the 
trouble was laid to the static disturbances 
w r hich salesmen at times are likely to let sap 
their energies. Too few demonstrations, low 
number of hours, etc., all contributed to make 
up the static or dormant energy. The rep¬ 
resentatives, themselves, were considered as 
dynamos, generating power by means of long¬ 
er hours, more demonstrations, evening calls, 
etc. 

Each week the branch and district man¬ 
agers received a report in the form of a radio 
map which pictured graphically the relation 
of each district to every other district, more 
particularly in respect to their other two com¬ 
peting districts. This was so, because dis¬ 
tricts were arranged in sets of threes in order 
to increase the competitive spirit. 


The divisions responded to the extent that 
Central, Eastern and Atlantic all came within 
$3,000 of one another, the former leading 
with $213,000. In the Junior League, West¬ 
ern broke all previous records with $159,000, 
followed by Southern with $118,000, and Can¬ 
ada with $100,000. 

Des Moines as usual won first honors in the 
districts with sales of $50,000, exceeding by 
a small margin her rival districts. Pitts¬ 
burg and Boston followed closely; both over 
$49,000, and they in turn were rushed by 
Rochester and Chicago. 

Perhaps the greatest individual feat was 
the splendid record of Los Angeles. In all, 
they flashed to Hartford the remarkable rec¬ 
ord of $40,342. All hats off to Barney Bloom 
and his bunch of radio experts! Denver and 
Oakland followed Los Angeles on the $18,000 
wave length, and next in order came Port¬ 
land, Pittsburgh, Seattle, Hamilton, Reading, 
Omaha, and Chicago SS. 

With such a record the Company will long 
remember its ninth birthday. 
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MORE NEWCOMERS 


Lieutenant C. L. Allison and Mrs. Allison 
of Tulsa, Okla., are happy over the arrival of 
Daddy’s first Assistant, Master Howard G. 
Allison. Congratulations from us all. 

* O « 

Mr. and Mrs. Woodward, Fulton, N. Y., are 
rejoicing over the arrival of a 8 1 /) pound baby 
girl, Esther Marie, born October 7th. Mr. 
Woodward is a representative under the 
Syracuse Branch. Best wishes to the happy 
parents. 

9 ** 

Announcement has been received of the ad¬ 
vent of a baby boy, six and one-half pounds, 
on November 9th, to the home of Mr. and 
Mrs. D. W. Powell of Dayton, Ohio. Mr. 
Powell is our Dayton Branch Manager. 
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Elastic Capacity 

A chap who was hiring a car for use over 
the week-end of the house-party, after elim¬ 
inating a lot of details in the transaction, in¬ 
quired how many the car held. 

The native stroked his beard and scratched 
his head. 

“Well, she generally holds four, but seven 
can get along, if they’re well acquainted.” 

—Princeton Tiger. 
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FULLER EXECUTIVES MEET 
TOGETHER 


On October 30th, seventy Fuller folks, ex¬ 
ecutives, division chiefs and department 
heads gathered together at the Bond Annex 
for dinner. It was “Dad” Fuller’s party, and 
that tells the story of its success. It is his idea 
that the executives should get together to 
talk over problems, and he assured the diners 
that this was but a forerunner of many sim¬ 
ilar occasions. Besides Mr. Fuller, Mr. Harry 
Allen. General Manager, spoke. There were 
brief messages also from Mr. G. G. Bennett, 
Director of Manufacturing; W. H. Rudolph, 
Production Engineer; “Bill” Hines, Ivory Di¬ 
vision Superintendent; Phil. Colturi, Brush 
Division Superintendent, and Fred Board- 
man, Cotton Division Superintendent. Roy 
Purrington, Industrial Sales Manager, and 
Mr. Larrabee, Industrial Representative from 
Boston, gave practical talks which rounded 
out an evening that was in the best sense not 
only social but also practical. 

ft o » 

BANQUET AND DANCE GIVEN BY 
DALLAS FULLER CLUB 

The Dallas Fuller Club entertained with a 
banquet in honor of H. M. Abele, our South¬ 
ern Division Manager, of Birmingham, Ala¬ 
bama. A successful program which consist¬ 
ed of speeches by Mr. Abele, Mr. Lundy, Mr. 
Forbes and others, and a humorous song by 
Mr. and Mrs. John Key and a costume dance 
by one of the little Fullerites made the affair 
an enjoyable one. 


IN MEMORIAM 


We were deeply grieved to learn of the 
untimely death of Mrs. F. J. Spear, wife of 
our Norfolk, Va., Manager, on September 
30th, after an illness of only a day. The sad 
news has only just reached us and our con¬ 
dolences are regrettably late, but none the 
less sincere. Our deepest sympathy is ex¬ 
tended to Mr. Spear, who was totally unpre¬ 
pared for the great shock, and who has him¬ 
self been confined to the hospital for a 
month, undergoing a serious operation. 

Mrs. Spear was a beloved member of the 
“Fuller Family,” and her many friends will 
feel her loss greatly. To them, as to her own 
family, we offer our heartfelt sympathy. 


FOR EVENING SALES 


Here is another experiment to be tried at 
night. One of the Winnipeg men sold from 
the Portfolio alone, 2 mops, 3 dusters, 2 
brooms and 1 wall brush, and so says that it 
is unnecessary to load your sample case with 
household goods for evening selling. In line 
with this, his manager, H. H. Schnur, sug¬ 
gests that you get two small and two large 
white boxes like the Xmas boxes. Then re¬ 
move everything from your sample case and 
arrange sets in the boxes. These four boxes of 
sets fit nicely in the sample case along with 
the large Advertising Portfolio, and you can 
take orders for the Household Sets from the 
pictures (Fuller Brushes Illustrated being, of 
course, always in your pocket). You can 
show the Personal Sets right in the boxes. 
The appeal is absolutely irresistible. Every¬ 
body gives presents, even when Xmas is past 
and forgotten, and what are more ideal gifts 
than Fuller Brushes? 

ft ft ft 

PRENUPTIAL SHOWER SHOWS POPU¬ 
LARITY OF FULLER BRUSHES 


We have heard of various roles assumed by 
Fuller Brushes, but the most novel is the 
“Fuller Brush Shower.” The latest account 
was brought to our attention through the 
kind efforts of Miss Erma Lusk, Secretary in 
the Waterloo Branch Office. The following 
gleaning from a Waterloo newspaper is very 
significant. 

“A complete set of household brushes was 
the unique shower given Miss Catherine Cun¬ 
ningham last evening by 20 young women 
entertained by Mrs. O. W. Kress and Miss 
Ruth Cusack at the former’s home. The 
party honored Miss Cunningham’s coming 
marriage to Thomas Powers. The guests 
sang a song composed for the occasion, each 
stanza explaining the use of a particular 
brush, as the bride-elect found them attached 
to a string that she followed through the 
rooms.” 

Miss Lusk has informed us that the two 
ladies in charge called at the office for our 
Fuller Song Book, using it as a theme for the 
developing of original ideas combined in the 
song they sang. She also stated that the 
guests were much pleased with the idea of a 
“Fuller Shower,” and it has acted as an in¬ 
centive for the planning of others. 
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Mr. J. B. Duff of Winnipeg believes in night 
work. While taking the night air on Novem¬ 
ber 7th he sold a $26.85 set. More Fuller 
men should start inhaling night air as soon 
as possible, as it is likely to be charged with 
all sorts of good things. 

000 

We note that F. D. Campbell and Lee Gar¬ 
rett of Butte have 60 hours to their credit 
and sales correspondingly high—$437.10 and 
$358.55 respectively. 
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Hagerstown can justly boast of its force. 
G. W. Smith, working a country territory in 
Virginia where the roads are bad, has aver¬ 
aged over $200 for four successive weeks. 
E. L. Bets, Jr., had a high day of $126 and 
a high week of $279. K. H. Taylor ordered 
$1050 worth of goods in eight weeks. Keep 
it up, men, this is a wonderful record in one 
branch office. 

0 a 0 

A. Jimenez of Sagua la Grande is doing his 
share to keep up our ‘Tar Country” records. 
$419.10 is not a unique record for him but 
it is surely a commendable one. 

0 0 0 

Antonio Martin and Lara Aurelio are two 
other Cuban representatives who have won 
places for themselves in the $200 class. 

0 0 0 

D. R. Pingree of Salt Lake City recently 
reported high sales totaling $452.00 in 60 
hours. Bushman, Lamar and Kennedy also 
reported well above $200 and we expect their 
actual sales to exceed these figures. Kenne¬ 
dy and Bushman also put in 60 hours. 

0 0 0 

Spokane also records two conscientious 
workers: R. M. Hervey and F. W. Mellon who 
put in 60 and 62 hours respectively for the 
week ending November 3rd. 


Mrs. Todd, our San Juan representative, 
started November with sales of $419.10—a 
high standard to keep up to, but Mrs. Todd’s 
a real go-getter and we expect her to achieve 
an unusual total for 1922. 

0 0 0 

E. G. Harper, Oakland representative in 
Honolulu, continues to merit a high place in 
our honor roll. Sales of $648.75 for the week 
ending Nov. 3rd is certainly an achievement 
to be proud of. 

000 

During Anniversary Week for Dad Fuller, 
October 18th to 25th, one of the Fort Worth 
Gloom Chasers smashed all records for high 
day for the Branch with 10 1/2 hours, 37 dem¬ 
onstrations, 31 sales, selling $136.70 with 
$114.70 sold in sets. His total for the week 
was 53 hours and $260.95. Mr. A. J. Bacher 
is the lucky man. He is one of Fort Worth’s 
most successful lieutenants and Mr. Shean 
calls attention to the fact that he is to be 
called Mr. from now on! 

m m m 
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SUCCESS OF FULLER SALESMAN 
RECOGNIZED 


The Automobile Association of Grand Rap¬ 
ids, Michigan, held a sales meeting on Octo¬ 
ber 20th, at which the members discussed 
chiefly the success of a Fuller Brush sales¬ 
man, who, without any selling experience, 
had in six months become one of the most 
successful salesman under the Grand Rapids 
jurisdiction. 

Mr. H. M. Kibbey of Grand Rapids is the 
Fuller salesman whose initiative and ability 
won the recognition of the business men of 
that city. It is gratifying to know that other 
organizations are pointing to Fuller men as 
models for their own men, and it makes the 
Fuller Brush Company proud to have such 
men as Mr. Kibbey in its ranks. 
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A certain Eastern city editor had a notice 
above his desk: “Accuracy! Accuracy! Ac¬ 
curacy !” This he always pointed out to new 
reporters. One day the youngest cub came in 
with his report of a public meeting. The 
eagle-eyed city editor read: “Three thousand, 
nine hundred and ninety-nine eyes were fixed 
on the orator.” 

“Here, what do you mean by such stuff?” 
wrathfully asked the C. E. 

“That’s accuracy, sir. There was a one- 
eyed man there.” 

The C. E. went out for a walk. 

—New Departure News. 

0 0 0 

My bonnie leaned over the gas tank, 

The height of the contents to see; 

He lighted a match to assist him— 

0, bring back my bonnie to me. 

—Central Wesleyan Star. 

0 0 0 

SINGLE TRACK MIND 

“When is your daughter thinking of get¬ 
ting married?” 

“Constantly.” 

—American Legion Weekly. 

0 0 0 

Boss—“Say, get a move on. What you 
need is a self-starter to get you going.” 

Office Boy—“Not while I have a crank like 
you for a boss.” 

« « « 

She—“I never saw much in those crepe de 
chine dresses.” 

He—“Well, you have never looked at them 
in the right light.” 

0 0 0 

A Modern Elephant 

Johnny came back from the circus very 
much excited. 

“Oh, mamma,” he cried as soon as he got 
in the house, “Kate spilled some peanuts, and 
what do you suppose the elephant did? He 
picked them all up with his vacuum cleaner!” 


Breezy Work 

An advertising man was going home one 
night in a tramcar. It was late and the man 
who sat next to him began to talk. 

“What business are you in?” he asked. 
“The advertising business.” 

“Is that so? I used to be in the advertis¬ 
ing business myself. I gave it up, though, 
and went into the rag-and-bottle business. 
I was sandwich man for a theater for six 
months. Say,” and he leaned over confiden¬ 
tially, “ain’t it hard work when the wind 
blows.” 

—The Horne-Pipe. 
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OAK A 

Mike—“Did you hear that tree bark?” 

Ike—“No, but I saw it leave last spring.” 
Mike—“Did it take its trunk along?” 

Ike—“No, it left that for board.” 

—From the Macon Branch. 

0 0 0 

It is reported that a certain well-known 
young married man flew to the telegraph of¬ 
fice in the wildest excitement recently and 
wired his wife’s relations as follows: “Twins 
today; more tomorrow.”—Del Monte. 

0 * 0 

Demosthenes boasted a mean epiglottis, 

And Cicero sported an elegant gab, 

And Webster was nifty and Chatham was 
shifty, 

And Pitts was a bear with the bountiful 
blab; 

And it’s quite within reason these boys were 
the berries 

And deftly could dazzle their dear hoi 
polloi, 

But the talkingest cusses 
Are the lads who sell brushes— 

0 mamma! O daddy! O baby! 0 boy! 

—With Apologies to J P. McEvoy, in The Chicago 
Tribune. 

ft ft ft 

“Papa, what is a pedestrian ?” 

“An individual, my son, that is always 
found in front of automobiles.” 

—Le Rire (Paris). 
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PIGGY WIG 


Hush little Piggy Wig, 

Don’t you cry, 

You’ll be a Fuller Brush 
Bye and bye. 

Out to the slaughter house 
You will go, 

But you won’t come back again, 

No! No! No! 

Then your little bristles picked, 
Sterilized and clean, 

Will go in a Fuller Brush 

The brush that is supreme. 

When we see our Pig again, 

What a change there’ll be, 

“Mighty lak’’ a Fuller Brush, 

As far as I can see. 

What a bully change it made, 

I so happy feel, 

To think they used my Piggie Wig, 

All—except the squeal. 

—Composed by Mrs. J. W. Key, in the 

“Lone Star Armadillo,” Dallas, Texas. 
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